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HOFFMAN COMPLETE LINE 


oF STEAM SYSTEM LONTRGLS 


HOFFMAN 
COMMERCIAL 
RADIATION 
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= HOFFMAN 
SUPPLY 


A heavy pring keeps 
nstant pressure 


THERMOSTAT 
' 
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HOFFMAN 
F & T TRAP 
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are mounted on the PUMP 
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without breaking 
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HOFFMAN 
RADIATOR 
TRAP 


Removablether 
mal units and 
seats are a dis 
tinguishing fea 
ture of Hoffman 
Traps, greatly 
simplifying 
clean-out and 


EE ° inspection work 


| 


‘ed, 


HOFFMAN MOTOR 
OPERATED VALVE 
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HOFFMAN 
VACUUM 
BREAKER 








HOFFMAN 
TRANSFORMER 


There’s a Hoffman Trap, Valve, Pump or other specialty designed to give you better control of every steam 
system requirement. And, each Hoffman product is distinguished by exclusive features that assure cus- 
tomer satisfaction, long, care-free service. It’s the COMPLETE, tested, quality line backed by a 
dependable, single source of supply and responsibility. Yet Hoffman Products cost no more than the 


ordinary kind—and pay their way with the fuel they save. 


To avoid delays—order now from your 


wholesaler of heating and plumbing supplies. Catalogs available on all items. 


HOFFMAN SPECIALTY MFG. CORP. ¢ 1700 West 10th Street, Indianapolis 22, Indiana 
g and Plumbing E 


Makers of Valves, Traps, Hot Water Heating Systems 


Vacuum and Condensation Pumps...Sold by | 


eading Wholesalers of Heatir 


Equipment 











VOGEL PATENTED 
VACUUM BREAKER 


The handle in this 
position shows at a 
glance that the water 
is positively shut off 
and is your guarantee 
against leakage and 
freezing. 
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You can depend on 







VOGEL 


FROST-PROOF CLOSETS 


The Vogel Number 15 Frost-Proof closet 
with vitreous china bowl] illustrated here 
is a great convenience installed in an out- 
building or on the rear porch of a resi- 
dence. The number 15 is a neat durable 
outfit plus a real water saver. No mech- 


anism in tank to get out of order. 


FROST-PROOF HYDRANTS 


There is a big market for Vogel frost- 
proof hydrants on farms, in dairies, ga- 
rages, service stations, industrial plants 
or any place where running water is 
needed at all times of the year. It ‘pro- 
vides positive year ‘round fire protection 
even in coldest weather. 

Over 1,000,000 Vogel frost-proof closets and 


hydrants have been installed. Not one has 
ever frozen! 








JOSEPH A. VOGEL COMPANY 
WILMINGTON 99, DELAWARE 

































$5.00 Per Year 
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Franklin Electric Co., Inc., engineers and 


builders of dependable electric motors, ex- 


tends congratulations to the water system 
manufacturers whose quality products and 
excellent merchandising will contribute to 


the success of the Seventh Annual 


NATIONAL WATER SYSTEMS MONTH 


Frantdin F vriats 


IN MOTORS AND EQUIPMENT FOR 
THE WATER SYSTEM INDUSTRY 


Firat 


in 1947 Franklin pioneered SMALLER, LIGHTER, 

full-power component motors which im- 
proved designs and lowered the costs of 
products you sell. 
















Firat 
in 1950 


Franklin de- 
veloped and still 
leads in product- 
engineering and 
manufacture of 
submersible 
deepwell motors 
and controls for 
leading water 
system manufac: 
turers. 
















ga 


Franklin Electric Motors 


FOR TODAY'S WATER SYSTEMS 













Dripproof motor 
for both vertical 








; 
and horizontal i 
mounting. Close- First 
couples with com- in 1952 









mon shaft to pump. 
Available for wide 
range of shaft and 
mounting specifi- 
cations. 






Franklin designed and built the 
SUBMATIC motor for manufacturers 
whose sump pumps operate IN and 
UNDER water. This development 
revitalized interest in quality and 







Typical compact motor of 6-3/16" 
stator shell diameter for piston pump 
ot similar applications. 

















stimulated more profitable selling. 


, 9 
Fi rat — 
in 1954 | 
Franklin introduced the NOISE- 
LESS SUSPENSION ... an f 
accessory offered by submersi- ( 
ble pump manufacturers to | ‘ 





Vertical, dripproof 
motor with shaft 
designs for multi- 
stage pump appli- 
cations. Available 










in a wide range of 
horsepower ratings. 





Typical horizontal, dripproof motor 
for close coupling with pump. 





prevent noise transmission from 4. 


Base-mounted submersible pumps in deepwell 


“oros unt 


motor with me- installations. ] 


chanical seal 
Manufacturers, wholesalers and dealers are 





recess for com- eat g ; ee 
invited to write for literature describing any 
pact pump 





Special motor designed to meet of the above developments. Please specify 


mounting. manufacturer's mounting specifica- 
tions. 


Franklin Electric Co., Inc. 


345 EAST SPRING STREET . . . BLUFFTON, INDIANA 





item. 
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NEXT TIME INSTALL THE BEST... 


G-E DISPOSALL 


LOOK AT THESE 14 OUTSTANDING FEATURES! 


Safety Twistop Control. Acts as sink 
stopper, sink strainer, safety cover! 


2 Twistop Splash-Guard. Prevents ac- 
cidental discharge of food particles 


during operation! 


Built-in Switch. Simplifies in- 
stallation ...no separate wall 
switch required! 


Shred Control. Retains food 
particles until proper size to 
discharge freely. 


Floating Impellers. Hold 
food waste against shredding 
ring for quick shredding. 
Eliminates need for reversing 
switch! 


Permanent Lubrication. 
Fully enclosed, recirculating 
oil system. Keeps oil avail- 
able during life of unit! 


Heavy-duty bearings. Two 
Timken roller bearings .. . 
freight-car type... longer life! 


Resiliently Mounted Top 
Bearings and Lower Bearings. 
Entire shred contro! cush- 
ioned ... prevents transfer of 
noise and vibration. 


EASIER TO SELL: 


Greatest public acceptance. “‘General 









































i The Finest Precision-Engineered 
« Food-Waste Disposer! 


Resilient Mounting for Top 
Flange. Floats entire unit in 
synthetic rubber. Subdues 
noise, vibration! 


10 Removable Plug for Dish- 
washer Drain. Easily removed 
to tie drain line from G-E 
Undercounter Dishwasher or 
ElectricSink !(On models FA- 
4 and FC-40.) 


11 Shredding Ring. Tough, 
chrome-vanadium, stainless- 
steel alloy... 
sharpening! 


never needs 


12 Resilient Mounting forShred- 
der and Tailpiece. Provides 
for maximum sound absorp- 
tion! Floats plumbing con- 
nection in rubber! 


1 Movable Drain Outlet. 
Drain outlet rotates 
360 degrees for easy 
installation, minimum 
costs! 


14 Famous G-E Motor. 
One-third horsepower. 

Specially designed 

for G-E Disposall®! 








Electric makes the best appliances for the 
home,” said 55 out of every 100 women 
in a recent national survey. 









EASIER TO INSTALL: 


The FA-4, when used with the Master 
Adapter* on swivel-type traps, will fit 
65% of existing sinks with no change in 
drain line—the FA-45, will fit 90% of 
existing sinks under same conditions. 


\ 


| MAY ‘ 


NATIONAL 
WATER SYSTEMS MONTH 





* Manufactured and distributed by American 
L Sanitary Co., Abingdon, III. 











Appliance Park, Louisville 1, Kentucky 


GENERAL @@ ELECTRIC 
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PRE-CUT LENGTHS e NO WASTE 
12, 15, 20, 30, 36 INCHES 
No cutting on the job. 


METAL TO METAL CONNECTORS 


You can’t leave a leaker. No blowouts, 
property damage and expensive call backs. 


PACKAGED COMPLETE FOR THE JOB 


No fumbling and hunting for lost washers, 
flanges, valves or damaged spaghetti. 





S f F as 
be, a 


~~ 





BETTER BRASS GOODS BY 


Tras aS Gaft 


MANUFACTURING COMPANY 


Oetroit 1, Michigan. 

















BUILDERS OF COST-REDUCING THREADING EQUIPMENT SINCE 


8 


PLUMBER CLEARS CLOGGED SEWERS FAST 


with No. 420 Electric Sewer Master 


: af 


e 


**The Oster ‘Sewer Master’ 
makes short work of my tough- 
est cleaning jobs. Here’s how I 
make extra profits—with the 
‘Sewer Master’ doing all the 
work! 


“Or guide the ‘snake’ in by 
hand, to get the ‘feel’ of the job. 
Notice my knee on the remote 
switch, giving me complete 
control of the chuck at all times. 








“I can get this machine on the 
job fast. It’s light enough to lift 
into the trunk of my car, and 
its big wheels move up and 
down stairs easily. All standard 
tools and accessories, except for 


‘snakes’, fit into the carrying box. 





“Look at ‘this powerful, vari- 
able speed motor. It’s reversi- 
ble, so I can revolve the ‘snake’ 
in right- or left-hand direction 
to clear stoppages the easiest 


way. 


Plenty of power, easy handling and low original cost 


are several of the many advantages you will find in the 


Oster No. 420 Electric Sewer Master. 


Have your Oster Distributor demonstrate it for you, 


or write us direct for complete information. 














“T can operate it from the rear, 
like this, removing obstruc- 


tions 100 feet or more from the 
sewer entrance... 


“Take it from me—the ‘Sewer 
Master’ quickly pays for itself. 
It’s the best way to make fast, 
easy profits from sewer clean- 
ing!” 


THE 





MANUFACTURING CO. 


Main Office and Factory: 
2045 East 61st St., Cleveland 3, Ohio 


New York Factory Branch Sales and Service, 
25-36 Jackson Ave., Long Island City 1, N.Y- 


1893 
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Ever find yourself in a spot like this? 
Unless you maintain a large, expensive 
inventory, the answer is probably yes. 
Any sizable rush job will invariably 
catch you short. 

However, this situation will never 
come up if you depend on your Repub- 
lic Pipe Distributor for all your require- 
ments. He carries a full line of steel 
pipe in all sizes and lengths—plus fix- 
tures, controls, tools—everything need- 
ed for complete installations. And, no 
matter what size the order, he’s ready 





“Waddaya 







mean 
were out 


of pine?” 


to deliver what you want, when you 
want it. 

So don’t try to handle a large piping 
inventory. Make his stockroom your 
stockroom and save floor space. Insur- 
ance. Handling costs. Plus large capital 
investments. 

Successful operators all over the coun- 
try have found it profitable to make the 
acquaintance of their Republic Pipe 
Distributor. Why not give him a call, 
today. His services are as near as your 
telephone. 


CALL YOUR LOCAL REPUBLIC DISTRIBUTOR FOR QUICK DELIVERY OF STEEL PIPE 








REPUBLIC Stel Aye 
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Exclusive *1,000 ComforiB 


only Coleman Bond-An 


Here’s Why Cilend-Arin SELLS FASTER... 


3%-Inch Round Ducts T 
tasily installed anywhere, the Blen ‘ * ‘ 
Air ducts and flexible fittings can be “ By In new home or old, sell the system that put Mon 


the MOST comfort into your customer’s home a Blen 





























‘ lets you guarantee it. Blend-Air gives the EVEN nsta 
ol ; ne 
: EST heating ever developed, thanks te Colema 
4 Be rt 
exclusive “blenders.” The entire system is pr: 
engineered from furnace to blenders, with 3 
Talealen gel ale Mie [Ula tR lolol MIT MM ofctaVZcl-1a Ms illo (tam, lol” an ¢ 
installation faster in new homes, saves cost! YOU | 
5 : enc 
cutting in old homes! And only Blend-Air let 
ile 
WZoltiume [Viel celal stem alctohilale MENcol thiol a a olela <-e ; 
nan 
$1,000 bond! Nothing else like it in the industry 
Sh ts thi ao 
ow our rospecifs ! 
y Pp Pp s jaar 
Te Tab 
so 
it’s proof they'll get the most com ist ¢ 
fort from Blend-Air. Builds confi 
dence in you and your company! 
Blend-Air Furnaces Blend-Air Cooling 
Install separately or with Blend Air Doubles your sales prospects! Every 
systen Complete range of size time ye ell Blend Air heating j 
fit in basement, utility roon loset have a ready-made istomer for 
alcove. attic or under-floor raw! Blend Air oling Uses same 3 
space. Blend Air furnaces may be nch ducts as heating or may be used 
used with existing ystem n older with present forced air syster 
homes, or with conventional y AVE pto9/ yn watercost 
tems in new home yn electricity t 


EXCLUSIVE Blenders! joever before away to keer rsp uen 

















ince VUO0—makers of the famous oleman lamps, lanterns, camp 
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j To Home Owners and Future Buyers 
Month after month, prospects will read about 
Blend-Air’s exclusive features—how easy. it is to 
nstall in new home or old, and how easy to own 
yn easy FHA or “open end” mortgage financing! 


Be ready to close these sales! 


To Builders Builders will read how they 
in guarantee comfort to their prospects when 
you install Blend-Air heating for them. Recom- 
enc I si Eclale ey Nimmolaie ZolUlam olielMelale Me [-1m-> dice) 
les! Ask about “Portfolio of Home Mer- 
handising Ideas for 1955.” 


y COLEMAN Helps you “close” 
these sales with the biggest, hard:, 
est-hitting promotion program in its 55- 


Alvan 


year history! Broadsides, product films, 
Tolar wmelts ello haemo l-Tuilelatticel ola mmole Miron i: 
so many it takes a whole book to 


ist them all! 


another FAST SELLER! 


















COLEMAN Vit-Rock Gas Water Heater 


with “JET RECOVERY” action 
Easy to sell because only TTT TITTT 
Coleman puts a solid, patented SALA 
rock wall between water and Backed by 
metal. Can’t rust! And ==| 10-Year Worranty 
“jet recovery” gives over : and EXCLUSIVE 
200 gal. hot water daily 

from smallest models! 


eencncnnonnananes 





; put MOET, to work for you, too! / 








MAIL 


The Coleman Company, h. —_—— 


WICHITA, KANSAS Address ———_—. —— 


Town 
earring ana air conai 1oning. 
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GAS « Oil 
The Coleman Company, Inc., Dept. DE-151 


Wichita 1, Kansas 
| want to know more about how the Blend-Air System, Blend-Air 


Furnaces and Air Conditioners can increase my sales. Have 
COUPON TODAY! 3m 


r distributor's representative ¢all on me. 


ee la 
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Oil Heat Week 

The Oil-Heat Institute felt right 
at home in Chicago last month 
when it held its 33rd annual con- 
vention. 

Mayor Martin Kennelly had pro- 
claimed the time Oil Heat Week 
for Chicago. The proclamation 
brought to mind the close associa- 
tion between the oil heat industry 
and the windy city. 

It was at the World’s Columbian 
Exposition in 1893 in Chicago that 
oil burners made their first com- 
mercial appearance in heating var- 
ious buildings. 


First Quarter Analysis 

R. J. Makarius, president of the 
Central Supply Assn., reminds the 
industry that the first quarter of 
the year is over—which means it’s 
time for self-appraisal. 

Makarius suggests taking an in- 
ventory of sales, office and ware- 
house procedures in your own 
business, and seeing what you can 
do through various activities to 
promote the industry in general. 


Swedish Market "Yumpin'" 

Leftover smorgasbord will soon 
be getting the In-Sink-Erator 
treatment in Sweden. 

The Racine, Wis., manufacturer 
of food waste disposers has licensed 
A. Hagglund & Soner to manufac- 
ture In-Sink-Erators for Sweden 
and other European markets. 

Sweden, incidentally, is on a food 
waste disposer buying spree. More 
than 387,000 were sold in 1954 and 
the sale of 400,000 is expected this 
year. 


A-Bomb Protection 

Those atom blasts that occupied 
the headlines last month informed 
the Civil Defense Administration 
how a typical American home stood 
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up under nuclear explosions. 

Naturally the test homes in the 
Nevada desert included complete 
modern bathrooms — provided by 
American-Standard as a public 
service. 

Findings of these tests will tell 
the American people how they can 
best prepare for protection in case 
of an emergency. 


A Furnace Is a Furnace, Etc. 

The Gas Appliance Manufac- 
turers Assn., apparently under the 
influence of the Scrabble game rage, 
has come up with a list of synonyms 
for the word “furnace.” 

For example, petroleum people 
mean furnace when they say 
“cracker,” the equipment which di- 


vides crude oil into various com- 
ponents. In the glass business a 
furnace is “lehr,” and foundrymen 
call their outfits “hearths.” GAMA 
says bakers may work with “ovens” 

-but actually ovens are furnaces, 
too, just as are the brick and clay 
tile industry’s “kilns.” The coffee 
companies’ call furnaces “roasters” 
and the U. S. mint uses “annealers.” 

Anyway, says GAMA, a furnace 
by any other name would still spell 
heat. 


Old Age Problem 

The Plumbing Fixture Manufac- 
turers Assn. shakes its head over 
the fact that Americans believe 
their autos, clothes — sometimes 
even their marriages — are out- 
moded after a few years. Yet they 
stick by plumbing fixtures for dec- 
ades under the impression there’s 
nothing new under sun. 

That’s not true, the association 
says, and the public should be in- 
formed of the fact that improved 
designs have made obsolete some 
fixtures only 10 years old. 

Lavatories now have more stor- 
age space, water closets no longer 
sweat, bathtubs are more comfort- 

(Please turn to top of page 14) 





FORGETTING license numbers is no 
problem, says E. M. Rietz of Powers 


tegulator to J. W. Powers (left). Rietz 
has had the same number since 1912. 


Unchanging Times at the Powers Regulator Co. 


The Powers Regulator Company 
seems to have a license on license 
plate coincidences. 

The coincidences came to light in 
a recent conversation between 
Elmer Rietz, Powers export man- 
ager in Chicago, and Paul Charles, 
Winipeg, Manitoba office manager 
for the company. 

The two discovered they had 
identical hobbies—saving their auto 
license plates. What makes their 


hobby more unusual is that they’ve 
had the same license numbers for 
the past 44 years, and neither real- 
ized the other had the same hobby. 

Rietz was issued number 2398 by 
Illinois in 1912, the first year plates 
were issued in the state. He’s never 
changed the number. The same 
year, Charles was issued number 
179. Manitoba changed its licensing 
system in 1950, but Charles still has 
a similar number—1A-179. 
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another profit opportunity 


from ELJER 
DECK-TYPE DOUBLE SINK FAUCET 


Here’s a faucet with clean-cut, modern design 
that is easy to sell. For deck-type installation 
with supply inlets on 8” centers. This faucet 
will bring fast stock turnover, more volume 
and profits. 


Take advantage of this excellent profit 
opportunity now! Stock, sell, install the Eljer 
line. See your wholesaler or write Eljer, Divi- 
sion of The Murray Corporation of America, 
P. O. Box 836, Pittsburgh 30, Pa. 
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THE NEW HAVEN STORY 

Bur incTon, N.J.—In your March 
issue, a story entitled “How Jacob- 
son Advertises” caught my eye 
since I am planning to start some 
newspaper advertising in my home 
paper. Could you send me detailed 
information on the Remodeling 
Sales Kit and how Jacobson uses 

it in his advertising program? 

W. J. DiaczyYNsky 


PALMETTO, FLta.—I have read with 
interest part two of “The New Hav- 
en Story” (March, p.128) which 
tells how Jacobson advertises and 
describes Domestic ENGINEERING’S 
Remodeling Sales Kit. I’d like very 
much to buy the sales kit so we 
would have a better idea of how 
Mr. Jacobson coordinates it with his 
newspaper advertising. 

D. L. WHITTLE 


e Sales kits are on the way. 


THE SCHOOL MARKET 
Detroit—For some time I have 
felt that the school market offered 
great possibilities for the plumb- 
ing and heating contractor and aft- 
er reading the article in your April 
issue, “Your Future in Schools,” 


JOHN SUNSHINE 
604 West Lane Srreer 
CHICAGO 6, ILLINOIS 


UN 


SA 








el 





I’m more convinced than ever. 
However, I have hesitated to 
tackle this field since I’m not sure 
that I’m properly set up to handle 
school jobs. I would appreciate any 
information and help you might 
have to offer about bidding sugges- 
tions, buying procedures and job 
methods as they relate to schools. 

L. F. JAcKSON 


e See the feature beginning on p. 99 
which tells how three contragtors in 
different parts of the country handle 
school jobs. 


THEY GOTTA WASH! 

Cuicaco—The enclosed mailing 
piece (see cut) was sent to every 
wholesaler of plumbing supplies in 
the U.S. and we were quite sur- 
prised at the number of requests 
from wholesalers who want quan- 
tities of the cards to mail to their 
contractor-customers. 

In view of the national interest 
expressed, we believe that readers 
of Domestic ENGINEERING will be 
interested in seeing this mailer 
which points out that the popula- 
tion of the U.S. is 160 millfon—and 
still growing—and that “they’ve all 
gotta sleep; they’ve all gotta eat, 

(Please turn to top of page 16) 


U. 5 Bapetation GO S000N0 ‘and groning, 


THEY ALL GOTTA SLEEP 
THEY ALL GOTTA EAT 


THANE THEY ALL GOTTA WASH 


. +++. $0 there will always be plenty of 
business for our industry. 


JOHN SUNSHINE’S mailing piece points out that the population of the U.S. 
is 160 million—and still growing—and that “they've all gotta wash . . . so there 
will always be plenty of business for our industry.” The card (actual size 8% 
in. by 334 in.) was mailed to every plumbing wholesaler in the country. 


14 


Between Ourselves 


(Continued from page 12) 
able and attractive and _ color 
brightens the whole house. That’s 
what the public should know, says 
the association, and its up to our 
industry to tell them as dramatical- 
ly as possible. 


Robot Research 

The plumbing and heating indus- 
try has a new worker—a robot 
“brain” similar to the ones that are 
currently doing everything from 
figuring out nuclear physics prob- 
lems to estimating the number of 
thumb tacks the navy will use in 
1958. 

Minneapolis-Honeywell has de- 
veloped the man-sized electronic 
device to test the reactions of 
weather in any type home from an 
Arctic igloo to a Zululand grass hut. 
The “brain” simulates the charac- 
teristics of a home and makes pos- 





AN ELECTRONIC BRAIN is now 
being used in Minneapolis-Honeywell 
research on heating and _ cooling 
homes. Preston McNall (left), super- 
visor, and Finn Larsen, research di- 
rector, work on brain. 


sible heating and air conditioning 
experiments that previously would 
have been ignored because of time 
and expense. 

In use, the brain “becomes” a 
house—complete to such factors as 
storm windows and insulation—and 
undergoes in seconds the weather 
conditions of years. One second of 
the device’s time equals 60 days of 
actual time. 

Dr. Finn Larsen, research direc- 
tor, believes the house analog (its 
technical name) will give the in- 
dustry knowledge in a short time 
equal to that gained through 70 
years experience. END 
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Now... 
for wall 
installation 


A new wall-mounted Harcraft Swingspout 
and Speedy-Way Brush combination now 
gives you a great opportunity to cash in on 
the big market of American homes piped 
for wall fixtures. The Swingspout, made of 
parts precision-machined from extruded 
brass, is free of hidden casting defects. Parts 
are joined by a silver welding process that 
makes the joints as strong as the metal it- 
self, then triple chrome plated for sparkling 
cleanability. Another example of Harcraft 
high quality at competitive prices. 

THE SPEEDY-WAY BRUSH is simple and 
economical to operate. A slight pressure on 
the handle diverts water into the brush. 
Depressing the thumb-button directs liquid 
detergent into the brush. These controls 
give complete flexibility for washing or 
rinsing, when the pressure on the handle is 


For sink installation use our 
Harcraft Concealed Deck-Type 
Swingspout with Speedy-Way 
Brush. 


DIVISION OF HARVEY MACHINE CO., INC. 
TORRANCE, CALIFORNIA 





f 


WaT ake ky elo) eham-lale 
speedy-way 
brush 























released the water flows through the swing- 
spout. Capitalize on this big market by 
adding this new wall-mounted kitchen 
combination to your line today. 


A-4 WALL TYPE SWINGSPOUT 
Polished chrome 742"—812” eccentric 
adjustment, 12” female IPS connections. 
With anti-splash strainer and Speedy-Way 
Detergent Brush. Also available with 
aerator and/or with 642”—912” eccentric 
adjustment. 





STOCKS AVAILABLE IN NEW YORK, CHICAGO, ATLANTA, LOS ANGELES 
REPRESENTATIVES IN ALL PRINCIPAL TRADING AREAS 


Harcraft 
BRASS 














ESEARCH...DEVELOPMENT...PRODUCTION... Harvey does all three as a leading 


independent producer of aluminum extrusions in all alloys and all sizes, special extrusions, press forgings, hollow sections, structurals, rod and bar, forging 
stock, pipe, tubes, impact extrusions, aluminum screw machine products and related products. Also similar products in alloy steel and titanium on application 
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Sales Aids 


Premiums to Help Dealers 

Whirlpool is offering a new china 
dinnerware set as a premium with 
purchase of its home laundry ap- 
pliances. The premium is available 
to dealers in two patterns with re- 
tail values of $49.95 or $29.95 re- 
spectively. The sets are composed 
of 53 pieces which make a complete 
setting for eight. 

Available from: Whirlpool Corp., 
St. Joseph, Mich. 


Heil Heat Bank 

The Heil Co. is offering a “heat 
bank”, modeled after one of its 
heating units, as a sales aid for the 
company’s line of heating equip- 
ment. The bank is made of die-cut 
cardboard and is shipped with di- 
rections for assembly. The first 
coin inserted into the bank auto- 
matically locks the parts together 





so money cannot be withdrawn 
without destroying the entire unit. 
The bank is imprinted with the 
dealer’s name and address. 
Available from: The Heil Co., 
3000 W. Montana St., Milwaukee 1. 


Faucet Display 

Wrightway Engineering has in- 
troduced a new display card to in- 
crease its sales of faucet aerators. 
The card has a clear plastic bubble 
through which the aerator may be 
examined by customers. The cards 
are packed 12 to each counter car- 
ton and are available for display 





of the two most popular aerator 
models. 

Available from: Wrightway En- 
gineering Co., 339-41 W. 112th 
Place, Chicago 28. 
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(Continued from page 14) 
and they've all gotta wash!” So, 
there will always be plenty of busi- 
ness for our industry. 
JOHN SUNSHINE 
John Sunshine Chemical Co. 


A BOUQUET FOR DE 
PHILADELPHIA — Within a_ few 
months we plan to design a new 
showroom and would like to have 
your Showroom Book to help us. 
And speaking of help, I’d like to 
toss a bouquet your way. We find 
that Domestic ENGINEERING com?s 
closer to pinpointing the problems 
we and other contractors have than 
any of the other trade publications 
we receive. Your articles go one 
step further than the rest in dis- 
cussing these problems and show- 
ing how other firms overcome the 
difficulties, thereby providing real 
help for the rest of us. 
BERNARD YUDOF 


CONSUMER PRICES 

ATLANTA, Ga.—Your February, 
1955 issue contained an article, 
“Consumer Prices, Are They Work- 
ing Out?” We are interested in 
having each one of our field repre- 
sentatives read this particular ar- 
ticle and are wondering if you can 
furnish us with 15 complete copies. 

J. W. ScHERLINKHOUT 

American-Standard 


e Copies are on the way. 


TOOL CONTROL PROBLEM 

ANNAPOLIS, Mp.—I think the time 
is appropriate for some sort of dis- 
cussion on a problem which many 
of us face today—that of effective 
tool control. 

In this age of “shops-on-wheels” 
and other speeded-up methods of 
doing business, it is very easy for 
contractors to incur quite a loss 
through theft, damage from care- 
less handling and “lost” tools. The 
obvious answer of better trained 
employees isn’t entirely adequate 
since, through necessity, many con- 
tractors hire strangers to augment 
their regular labor force. 

I thought perhaps you could get 


some opinions and ideas from other 
contractors around the country 
that will provide some valuable as- 
sistance with this increasingly se- 
rious problem. 
Royston R. BENNETT 

e How about it, contractors? If you 
have any pet methods or ideas for ef- 
fective tool control, we’d like to hear 
about them. Domestic Engineering 
will pay $10.00 for each letter on this 


subject accepted for publication in 
these columns. 


NATIONAL PLUMBING CODE 
Mippiesex, N.J.—Please advise 
where I can obtain a copy of the 
uniform plumbing code for the 
country which was recently ap- 
proved by the American Standards 
Assn. 
WituiAM A. KRASE 


e Copies of the code can be obtained 
from the American Society of Me- 
chanical Engineers, 29 W. 39th St., 
New York 18. 


“LOST” WITHOUT DE 

LittLe Sitver, N.J.—Recently we 
misplaced a particularly valuable 
copy of Domestic ENGINEERING— 
one which contained an article on 
designing the inside of a “shop-on- 
wheels” with wooden cabinets. 
Since we intended using several 
ideas from that article, we are 
“lost” without our copy and are 

hoping you can send one to us. 

STEPHEN J. Gross 


e Reader Gross’ lost copy is being re- 
placed. 


HE’S ON HIS WAY! 

Atiantic City, N.J.—After read- 
ing the many articles in Domestic 
ENGINEERING on the subject of mod- 
ernization, I would really like to 
get into this market. I also want 
my employees and subcontractors 
to learn all about it, too. How can 
I get started on a modernization 
program? 

JOHN S. GIBSON 


e Like many other contractors, Read- 
er Gibson “got started” the minute he 
wrote the above letter. He has since 
purchased DE’s 240-piece Moderniza- 
tion Sales Kit, which is a complete 
modernization program in one neat 
package, and he has the DE sound- 
slide film, “The Bay City Story,” to 
give his employees and subs a preview 
of the modernization market. 


OIL BURNER SERVICING 
MOontTREAL, QuE.—I would appre- 
ciate receiving reprints of your se- 
(Please turn to top of page 18) 
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ROYA L-AIR E....your new “silent salesman” 


Efficient in operation and smart in appearance, the all-new 
UNARCO ROYAL-AIRE may be this year’s most profitable 
investment for you. 


The ROYAL-AIRE is styled to fit into most any back- 
ground. Four-way directional louvers, generous-sized 
components, and a large vertical cooling coil provide 
maximum dehumidification and cooling. The exclusive 
UNARCO pump-down control system guarantees instant cool- 
ing coil response and reduces system-operating pressures. 


The ROYAL-AIRE is available in 5 full-rated models, 


capable of conditioning exactly to your needs. It is espe- 
cially adaptable to many different and normally difficult 
kinds of installations. Being “demountable” into three 
sections, it is extremely easy to handle and install. 

Both to the contractor interested in building a reputa- 
tion for quality, and to the buyer looking for efficient, 
dependable air conditioning. ..there is no better buy than 
the UNARCO ROYAL-AIRE. 

UNION ASBESTOS & RUBBER COMPANY 
332 S. Michigan Avenue ¢ Chicago 4, Illinois 


the <g> ROYAL-AIRE: ...a quiet, efficient AIR CONDITIONER 
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OD READING 


Water softener bulletin. Solutions 
to cost and operation problems 
caused by hard water are presented 
in a newly revised 20-page bulle- 
tin by Permutit. Contains appli- 
cations, specifications, operating 
characteristics, illustrations and in- 
stallation photographs of the line of 
water softener equipment. 

Available from: The Permutit 
Co., 330 West 42nd St., New York 


City 36. 


Faucet catalog. Describes oper- 
ation, construction and advantages 
of Gyro single-handle faucets for 
controlling both water volume and 
temperature. Contains line draw- 
ings and prices for 21 different fau- 
cets and various accessories. 

Available from: Gyro Brass Mfg. 
Corp., 51 Urban Ave., Westbury, 
Long Island, N. Y. 


Oil burner replacement parts 
catalog. Twelve-page catalog il- 
Justrates and describes the line of 
engineered oil burner replacement 
parts. Items described include gas- 
kets, miscellaneous replacement 
parts and assemblies, tools for oil 
burner servicing, 44 models of elec- 


Hydra va/ve 


- | : a 


trodes, etc. Package design also is 
discussed. 

Available from: Hydrovalve Co., 
1319 Utica Ave., Brooklyn 3. 


Duct furnace bulletin. Features 
and applications of the new line of 
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gas-fired duct furnaces with stain- 
less steel burners and heat exchang- 
ers are presented in a new 2-color 
bulletin by Modine. Includes charts 
and drawings of dimensional per- 
formance data. Four pages. 
Available from: Modine Mfg. Co., 
1534 Dekoven Ave., Racine, Wis. 


Heat exchanger and condenser 
tubes brochure. A detailed descrip- 
tion of how the company’s carbon 
steel tubing for heat exchangers 
and condensers is processed to meet 
each requirement in the specifica- 


various 
Twelve 


Photographs show 
operations.’ 


tion. 
production 
pages. 

Available from: Republic Steel 
Corp., Steel and Tubes Div., 224 
East 131st St., Cleveland 8. 


Condenser specification sheets. 
Two separate sheets give specifi- 
cations for the company’s air cooled 
condenser for packaged systems 
and also its. self-contained air 
cooled condensing units and remote 
duct cooling coils. Discuss opera- 
tion, construction, condenser coil 
and fans, dimensions and duct con- 
nection sizes for all units. 

Available from: Worthington 
Corp., Harrison, N. J. 


Residential air conditioning book. 
Fifty home designs complete with 


mechanical layouts for year-’round 
(Please turn to top of page 206) 


Letters 


(Continued from page 16) 
ries on Oil Burner Servicing. We 
have a five-year subscription to 
DoMESTIC ENGINEERING, but there’s 
quite a scramble among employees 
to get hold of the copy each month 
so reprints would be very helpful. 
Cuirrrorp Wonc 


Revere, Mass.—I note that re- 
prints of the oil burner servicing 
series are available. I would ap- 
preciate receiving a set of this ex- 
cellent series since I don’t want to 
rip up my file of back issues. 

HYMAN KESSELMAN 


Detar, Det.—Your series of ar- 
ticles on oil burner servicing has 
been very helpful as a ready refer- 
ence and assistance on trouble jobs. 
I have found each article interest- 
ing and educational and they have 
cleared up many points which have 
often puzzled me. 

If possible, I’d like to get a com- 
plete set of articles. 

JosePH J. MAITHA 
e Reprints of the entire 19 chapters 
of the Oil Heating and Oil Burner 
Servicing series are now available 


without charge to subscribers of Do- 
mestic Engineering. 


WANTS TRUCK LAYOUTS 

CLEVELAND—In reading through 
your “Letters” column recently, I 
noticed a letter from a New York 
reader regarding information on 
stocking and laying out trucks, 
which appeared in Domestic Enc1- 
NEERING. 

We would like tear sheets of 
these articles as they seem to be 
just what we need for reference. 

Eart E. O’DONNELL 
e Tear sheets on truck articles have 


been forwarded and are available to 
other readers on request. 


YOU’RE WELCOME 

Eucene, Orre.—On behalf of the 
Hot Water Heating Assn. of Lane 
County and Eugene, Ore., we want 
to thank Domestic ENGINEERING for 
the fine story (Mar., p. 109) on the 
association’s activities. 

This was an interesting pioneer- 
ing venture and despite certain 
“trials and tribulations” appears to 
be working out very well. 

CHARLES WOLFF 
Advertising Initiative 
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every time! 
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Complete Line of 
Plumbers Tubular Brass 
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= — THE CONNECTICUT STAMPING & BENDING CO. 
_ COMP aa NEW BRITAIN, CONN., U.S.A. 


‘Hiliate TUBE BENDS INC. special tubular aircraft parts 





GD ST. PATRICK HIGH SCHOOL, CHICAGO \ 
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‘. Colors thru- . af LL * 
tthe buildings | | Ef | eo Automatic ‘ 
Retissctive | aaa q @ | Temperature Control 
Is Used Throughout this Colorful Modern School 
for the Heating and Ventilating System, Hot Water Generator and Shower Baths 
Utmost Fuel Economy, Thermal Comfort and Convenience are as- 
sured here with a Powers Control System. Users often report 25 to 
50 years of reliable service with a minimum of repairs. 
For more than 60 years the name POWERS has stood for quality 
ee temperature control, proper installation and SERVICE if required. 
of Scalding Showers, Weter Econ- Next time a problem of temperature or humidity control arises call 
s ~ eg _ POWERS. No other single firm makes a better line of thermostatic ‘ 
r =< /, controls for heating, air conditioning, hot water generators and all 


types of shower baths. 


THE POWERS REGULATOR COMPANY 
SKOKIE, ULL. © Office in Chief Cities in the U.S. A., Canada and Mexico 
Over 60 years of Automatic Temperature and Humidity Control 








ELKAY LUSTERTONE STAINLESS STEEL SINKS 
OUTDO THEM ALL IN QUALITY, DEPENDABILITY AND PRICE 


You, too, will be happy as a baby when you see your profits 
go up from the sales of ELKAY Lustertone sinks. It’s all made 
possible by the top quality, the dependability and the guar- 
antee that ELKAY will outlast the home. And ELKAY Lustertone 
is so easy to sell. That’s because it’s the preferred sink . . . the 
nationally advertised sink. Wide variety of styles and sizes 
to meet all your needs. Write for catalog and new low prices. 


ELKAY MANUFACTUING COMPANY 
1874 South 54th Avenue, Chicago 50, lilinois 


y . 
Wor Oldest and largest M 


Thats a laugh- 
you cant beat 
FLKAY! 























TIPS FOR MANAGEMENT 


Eye-Catching Display Catches the Customers 


MOopERN DESIGNERS are empha- 
sizing motion nowadays in prod- 
ucts and displays designed to 
attract the public eye. 

Motion, they believe, is vital 
because in many cases a static 
display is “lost” in heavy com- 
petition for attention. In addi- 
tion, non-moving displays lose 
their novelty more rapidly than 
one which “performs” for its 
audience. 

A simple, but effective, use of 
motion to display products has 
been devised by the Villyard 
Plumbing and Heating Co., 
Childress, Tex. 

Roy Villyard has a combina- 
tion floor and window display 
which blends action and variety 
to sell a number of his plumb- 
ing and heating products. 

A rotating display platform is 
mounted on a center ballbearing 
shaft with a track which travels 
over eight rollers. The rollers 
are mounted on the floor but set 
in such a way that when at idle 
position, the track rides %-in. 
above the roller. 


s The platform revolves at the 
rate of one complete turn each 
two minutes. A %-hp motor with 
a floor switch furnishes the 
power. 

The 1414-ft diameter platform 
can accommodate four separate 
displays. Villyard’s most recent 
display, for example, showed 
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four bathroom arrangements 
with a water heater in the center. 

The display disk is spotlighted 
at night and revolves as an ani- 
mated window set. 

“Something about moving dis- 
plays,” says Villyard, “fascinates 
people. When we used to have 
a regular display in our window, 
all we got were side glances from 
people in a hurry. 

“Now with the moving display, 
traffic often stops dead at our 
window to study the whirling 
objects.” 

Villyard points out another 
advantage of the rotating dis- 


play. In a window area which 
previously could contain one dis- 
play, four full bathroom sets or 
kitchen arrangements can now 
be shown. 

The display 
years ago in Villyard’s own shop. 
Since then it has contributed 
greatly to store traffic. 

“It’s hard to pin-point sales 
from any single source,” Villyard 
says. “But we are confident that 


was made two 


this window action of ours has 
started us on the way to many 
sales. To give you an idea of how 
important we have come to re- 
gard it, we wouldn’t trade it for 
10 times its cost—which inciden- 
tally was $600.” END 





LIGHTS! ACTION!—those are the elements that make this home-made display 


of Villyard Plumbing & Heating Co. an attraction in Childress, Tex. 


Roy 


Villyard (above) can rotate the platform to show four displays night and day 








Hundreds of feet of Beth-Co- 
Weld Pipe are used in the heating 
and plumbing lines at Baltimore’s 
Memorial Stadium, home of the 
Baltimore Orioles. Mechanical 
Contractors (first phase): The 
George H. Schuman Co., Inc.; 
(second phase): H. E. Crook Co., 
Inc., both of Baltimore; Pipe 
Jobbers: Schumacher & Seiler 
and J. T. Roberts & Bro., Inc., 
Baltimore. 


Whether the job is small or large, 
residential or industrial, you'll do 
well to use Beth-Co-Weld steel pipe 
for heating and plumbing lines. 

Beth-Co-Weld is ideal pipe for 
general-purpose piping because it’s 
made from sound steel by the con- 
tinuous-weld process. Beth-Co-Weld 
is uniform, too—uniform in quality, 
in physical characteristics, and in 
strength of weld. 

Your jobber furnishes Beth-Co- 
Weld in sizes from !% in. to 3 in., 
standard weight and extra strong, 
in 21-ft lengths, plus or minus 1 in. 
He also supplies it in 3!4 and 4 in., 
standard weight only, in lengths of 
approximately 22 ft. 


BETHLEHEM STEEL COMPANY 
BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation. Export 
Distributor: Bethlehem Steel Export Corporation 


This Lockheed Aircraft Service-International facility at New York International Airport 
has Beth-Co-Weld Pipe inits heating and fuel-line piping. Contractor: J. E. Schecter Corp., 
New York; Jobber: Chas. F. Guyon, Inc., New York. 


Men’s Residence Hall at Florida State University, Tallahassee, has heating and plumbing 
lines of Beth-Co-Weld steel pipe. Pipe Jobber: The S. B. Hubbard Co., Jacksonville, Fla. 


BETH-CO-WELD STEEL PIPE 
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Selfridge trays can't 
chip or craze...are 
impervious to soaps 
and detergents. Adjust- 
able legs. Colors avail- 
able: mint,canary,coral 
and dawn 













Easy to sell... easy to warehouse... easy to install. That’s the BIG 
three-point story that makes Selfridge laundry trays the hottest line in 
home utilities. Beautifully styled in shock-resistant fiber glass, 

they're available in four attractive colors... and built to last. You save 
warehousing space, too, because Selfridge trays stack high... weigh only 
25 pounds per unit including stand, which permits one-man handling 

and installation. Send for complete details. 


pffridgezss 


DEPT. Rs 5606 EUCLID AVE + CLEVELAND 3, OHIO 


Available for counter top use 


SOLD THROUGH PLUMBING SUPPLY WHOLESALERS ONLY 


vt 
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Why it’s profitable to be a Fairbanks-Morse dealer! 


Products easier to sell because of quality! More Profit Builders 


Since 1830, Fairbanks-Morse has maintained the highest quality * the most workable, dealer-approved 
in all its products. As a result, these products perform better cooperative —_ advertising plan 
< you've ever used; 


last longer and require minimum repairs and parts replacements. 

Fairbanks-Morse backs its dealers when they sell on the basis 
of quality. The quality and workmanship of all Fairbanks-Morse 
consumer products are fully guaranteed! 


continuous national advertising since 
1856; 


effective eye-stopping, point-of- 
purchase displays, etc.; 

movie trailers, T-V spots, radio scripts; 
complete lines—enable you to meet 
any competition—satisfy any customer; 
ample margin of profit; no overloading; 
guarantees against defects in materials 
and workmanship; 

superior factory service—your custom- 
ers’ problems are ours; 

assurance of fast delivery of repair 
parts from nearest of 42 factory 
branches; 


you'll sell quality products—the kind 


F AI RBAN Ke o M oO RS E that find a market even in leaner years! 


a name worth remembering when you want the best 


Get facts firsthand! 


It costs you nothing but a few minutes’ time to learn why more 
than 5,000 businessmen now sell Fairbanks-Morse products. 
Drop us a line on your company letterhead today. Fairbanks, 
Morse & Co., 600 S. Michigan Avenue, Chicago 5, Iil. 


> + SY ¥H YF FY 


> 


WATER SYSTEMS © GENERATING SETS © MOWERS * MAGNETOS © PUMPS * MOTORS © SCALES © DIESEL LOCOMOTIVES AND ENGINES 


Domestic ENGINEERING, May !990 








There’s more to a C-E Heatmaster 











Heavy-duty tank! Ses: 


Gleaming baked-on finish! 


Complete line! 






Highly efficient burner! 





: And all the features 
add up to 
C-E HEATMASTER 


Here’s what you'll want your customers to know: 


Shopping for a water heater solely on the merits of a single feature, the tank, for 
instance, is like buying a diamond ring because of the setting. In a water heater 
your customers want economical hot water, low maintenance, trouble-free 
! service, It takes the right combination of quality components plus craftsman- 
ship to provide a water heater to meet all these requirements. They'll find the 
service they want in a C-E Heatmaster—designed, built and tested by the com- 
pany which has achieved an outstanding reputation as a maker of fine products. 


available in all models and sizes, both gas and electric, 
Gas models available to vse Natural, Manufactured or 








than just the best tank= 
either galvanized or glass-lined 


eel 


—_ 


All the quality features that go into a C-E 
Heatmaster automatic water heater are 
your insurance that you can sell the whole 
heater with confidence! That’s because 
the C-E Heatmaster—gas or electric, 
galvanized tank or glass-lined, is the com- 
bination of the best features. That’s what 
you want to sell... because it means 
less call-backs for service—and more 
satisfied customers. 

Get on the C-E Heatmaster bandwagon 
—find out from your C-E supplier about 
the all-new, profit-making C-E ‘‘Sell the 
Whole Heater’’ Plan. 








ay 


Liquefied Petroleum (bottled) Gas. Blectric—Approved and listed by Underwriters’ Laboratories 


Ges—Carries A.G.A. seal of approval 


Menvtactured by COMBUSTION ENGINEERING, INC. Home Equipment Division, Chattanooga, Tennessee 


whon if6 a C-E HEATMASTER ....it& the WHOLE heaton that cowits | 



























Questions and Answers 


Are 2-in. Stacks Adequate? 
To the Editor: 

There has been some discussion 
among contractors in my area re- 
cently as to whether or not 2-in. 
stacks and drains can carry solids 
effectively from an average home 
without clogging. 

Some of the contractors are of 
the opinion that a 2-in. stack is 
sufficient, while others, myself in- 
cluded, believe it would not work 
out very well in actual practice. 

I would appreciate any informa- 
tion you can offer that will help us 
resolve this controversy. 

New York B.L. 


To the Reader: 

Considerable research has been 
conducted by the Bureau of Stand- 
ards, U. S. Department of Com- 
merce, to determine the capacity of 
two-in. stacks in plumbing sys- 
tems. Stack capacity for two-in. 
waste lines are limited to a practi- 
cal capacity of somewhat less than 
25 gpm under most circumstances 
according to Housing Research 
Paper No. 31. 

Recent investigations of trailer 
coach plumbing systems have 
shown that two-in. stacks, as used 
in typical stack vented trailer 
plumbing installations, appear to 
have practical capacity of about 
24 gpm. 

An important factor affecting 
stack capacity of the stack vented 
set-ups tested was not so much the 
total flow delivered to the systems 
but rather the total flow entering 
the stack from the higher fixtures 
such as the sink and lavatories. 
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Using a conventional closet bowl 
with a four in. diameter closet 
bend, it was found that at the point 


of reduction between the four in. 
bend and the two in. stack, exces- 
sive stoppage occurred. While the 
re-design of water closets might 
eliminate this effect when con- 
nected to a two in. stack, another 
problem to overcome in the design 
of a two in. stack is when it is con- 
nected to a building drain with a 
house trap, provided the building 
drain is also two in. size. The re- 
search work under discussion re- 
vealed that with a three-in. build- 
ing drain no difficulty was experi- 
enced on the clogging. 

Tests made on a two-in. stack 
connected to a common building 
drain indicated that the building 
drain must be at least three in. in 
diameter in order that overlapping 
discharges from two or more fix- 
(Please turn to top of page 216) 


Problem: Find the $800 Leak in a Hot Water System 


To the Editor: 

A few weeks ago we installed a 
baseboard heating system in a ce- 
ment slab home. The concealed 
piping tested O.K. when finished, 
but now it leaks about two gallons 
of water every twenty four hours. 
Four cans of a sealing compound 
have been used without effect. The 
customer is holding out $800.00 un- 
til we find and correct the leak. 

How do we determine the cause 
of this water loss? I wonder, too, 
what effect this much water will 
have on the building up of calcium. 

Pennsylvania C.R.J. 
To the Reader: 

Because the pipe leak under dis- 
cussion is in the concealed part of 
a baseboard heating job, it should 
be possible to individually pres- 
sure-test each section under the 


slab in order to isolate the area in 
which the piping flaw occurs. 

To test each section (see cut), 
disconnect the baseboard at point 
“A” and cap off the stub; then dis- 
connect at point “B” and apply air 
or gas pressure test with a gauge 
of 150 lbs. If only one leak is pres- 
ent, the gauge needle would drop 
perceptibly within 15 minutes. 
This procedure would be repeated 
in each section until the leak was 
located. Since much of the piping 
for baseboard is near the outer 
walls it may be possible to tunnel 
under the slab from the outside to 
make the repair, thus avoiding cut- 
ting of finished floors. 

There should be no build-up of 
calcium scale since it is essential 
that the leak be located and re- 
paired, which will therefore elimi- 
nate future scale formation. 
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Points (A) and (B) can be disconnected to test for leak as explained in article. 
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Accessories -— after the fact... 


(suspected of aiding and abetting Nesbitt in stealing a market) 


90° INSIDE CORNER . 


90° OUTSIDE CORNER 


60° INSIDE CORNER 


FILL-IN SECTION 


60° OUTSIDE CORNER 


The variety and completeness of Nesbitt Baseboard accessories 
are circumstantial evidences of this perimeter radiation's ability 
to run away with the affections of profit-susceptible heating contractors. 


However enticing, these slick performers are accessories only 
after this calculating and irresistible fact: 


When today’s best appearing baseboard radiation is at once 


among the highest in heating capacity, and the most satisfactory for clean, quiet, 
uniform comfort; 
in the lead for packaged convenience of selection, handling, and application; 
WALL SECTION conspicuous for its quality of construction and long-life expectancy; 


and the most economical, considering first cost, layout, and time-and-material 
saving ease of installation— 


then the charge that Nesbitt Baseboard Radiation has stolen the new 
perimeter heating market is understandable and justified! 


If Nesbitt Baseboard has won your heart, But if you have never faced its allures, 
you may console yourself that you are one we dare you to expose yourself to Publi- 
of many who have succumbed to its wiles. cation 272 and once experience its charm. 


e 
en” VLe nb itt pasceoarn RADIATION 


Made by John J. Nesbitt, Inc., Philadelphia 36, Pa. Sold by Plumbing and Heating Wholesalers 














FOR HEATING, REFRIGERATION, AIR CONDITIONING, GAS APPLIANCES, 


30 


INSTALLATION EVER! 


NEW... 


for year ’round air conditioning 


MOST SIMPLE 


Make all connections 

on mounting base... 

then, simply “plug in” 
the thermostat. 


N ADDITION... 


Bt 


HEAT ofr Coon 





i - 








no other thermostat has all these great features! 


Compact, modern horizontal “New Look” in room 
thermostats. 

Attractive neutral-colored plastic cover blends with 
any color scheme. 

Single dial heating and cooling setting simplifies 
homeowner’s operation. 

Penn “heat anticipation” holds heating tempera- 
ture within one degree of selected level. 

Penn “cold anticipation” assures closer control of 
cooling temperature and lowest relative humidity. 
Complete flexibility of fan control to meet all de- 
sign and application conditions. 


Choice of one manual switch for system and one for 
fan... or single manual switch combining both. 


e Snap-acting magnet contacts, time-tested on Penn 


heating and cooling thermostats in over 20 years 
of field experience. 


Changeover from heating to cooling may be man- 
val only; automatic only; or combination manual 
and automatic for homeowner selection according 
to his needs. 


Seven models available . . . for cooling only; heat- 
ing and cooling; or heating and two-stage cooling 
. to fulfill all possible air conditioning needs. 


Don’t settle for less when Penn costs no more! Be 
sure the packaged air conditioning you sell and 
install is fully equipped with Penn automatic con- 
trols. Penn Controls, Inc., Goshen, Indiana. 





























AUTOMATIC CONTROLS 


PUMPS, AIR COMPRESSORS, ENG! 
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Permapias 

















now...the water heater that 
revolutionized an industry 


ermaglas 
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Now... America’s first stylized water 











| he ater—in color. 
Plus... America’s first ‘““Eye-Hi’” tem- 
S... perature control. 

Through research -@ better way Plus...famous exclusive HEETWALL 

design—and higher inputs. 
And... the only glass-lined tank proved 

C “ e 2 GO 8 A by over 2,500,000 families. 

PERMAGLAS DIVISION * KANKAKEE, ILLINOIS All this in the most accepted, most popular, 


glass-lined water heater in the industry! 
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WINKLER TRAINING INSTITUTE 
FOR SALES AND SERVICE MEN 


Winkler backs up its fine heating and cooling 
equipment with a comprehensive Training 
Program. In this specially designed and 
equipped school building, thousands of deal- 
ers and their men have received thorough 
training which enables them to get full benefit 
from the Winkler Franchise. Trainees are 
given individualized instruction by factory 
experts in successful business promotion 
methods and product demonstration. A 
Winkler-trained salesman is a producer! 

An engineering course in sizing, installing, 
wiring, and servicing Winkler Products is also 
available. 


ELECTRIC APPLIANCES Hi 
SALES 4N SERVICE =e 
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Bunge’s men took a breather between jobs to have this picture taken. 





Bunge’s well planned and equipped display room permits proper demonstration of Winkler Products. 


Here's the story in Mr. Johnson’s own words— 


“Our association with the Winkler organ- 
ization began in January, 1947. Since that 
time our growth has been continuous, much 
of which we credit directly to the assist- 
ance of our Winkler Franchise. 

“This Franchise enables us to better 
satisfy our customers, not only with the 
original installation but over a greater 
length of time than could be attained with 
other makes. Therefore, the use of Winkler 


equipment has greatly increased our num- 
ber of prospects and sales. 

“Winkler’s Training Institute has given 
our sales and service men the edge over 
our competitors through experience and 
knowledge that can’t always be gained in 
the field.” 

Why not join up now with the maker of 
America’s most complete line of home com- 
fort equipment? Write today for full in- 
formation on the Winkler Franchise. 


Oil, Coal, Gas-Fired Boilers and Furnaces ... Gas Conversion Burners 
.-- Oil Burners... Stokers ... Air Conditioners ... Water Heaters 


WINKLER 


WRITE TODAY FOR DIRECT FACTORY FRANCHISE DETAILS 


STEWART-WARNER CORPORATION 


¢ AUTOMATIC + 


HEATING EQUIPMENT 


U. S. MACHINE DIVISION ¢ Dept. F-55 ¢ LEBANON, IND. 
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CONTRACTORS * WHOLESALERS * MANUFACTURERS 


CONTRACTOR ASSNS. 
..» State 


May 3-5—California—Annual con- 
vention of the Associated Plumbing 
Contractors of California; Fairmont 
Hotel, San Francisco. 


May 11—Rhode Island—Annual 
convention of the Rhode Island State 
Assn. of Master Plumbers; Narragan- 
sett Hotel, Providence. 


June 16-19—New Jersey—Annual 
meeting of the New Jersey State 
League of Master Plumbers; Ambas- 
sador Hotel, Atlantic City. 


June 23-25—South Carolina—An- 
nual convention of the South Carolina 
Assn. of Plumbing & Heating Con- 
tractors; Fort Sumter Hotel, Charles- 
ton. 


Sept. 23-24—Utah—Annual conven- 
tion of the Utah Plumbing & Heating 
Contractors Assn.; Hotel Utah, Salt 
Lake City. 


WHOLESALER ASSNS. 


June 24-26—PHWNE-—S ummer 
convention of the Plumbing & Heating 
Wholesalers of New England; Statler 
Hotel, Hartford, Conn. 


Sept. 18-21—AI—Annual convention 
of the American Institute of Whole- 
sale Plumbing & Heating Supply 
Assns.; Waldorf-Astoria Hotel, New 
York City. 


Oct. 19-21—CSA—Annual meeting 
of the Central Supply Assn.; Palmer 
House, Chicago. 


Feb. 9-11 (1956)—WDA—Annual 
meeting of the Wholesale Distributors 
Assn.; Statler Hilton Hotel, Dallas, 
Tex. 


MANUFACTURER ASSNS. 


May 9-10—SBI—Annual convention 
of the Steel Boiler Institute; The 
Shamrock Hotel, Houston, Tex. 


June 2-4—SKCMA—Annual con- 
vention of the Steel Kitchen Cabinet 


Domestic ENGINEERING, May 1955 


Manufacturers Assn.; The Greenbrier, 
White Sulphur Springs, W. Va. 


June 5-8—ACRI—Annual conven- 
tion of the Air Conditioning and Re- 
frigeration Institute; The Homestead, 
Hot Springs, Va. 


June 7-10—OHINE—Eastern bien- 
nial exposition of oil heat and domes- 
tic cooling sponsored by the Oil Heat 
Institute of New England; Hotel Stat- 
ler, Boston. 


June 8-9—IUHA—Annual meeting 
of the Industrial Unit Heater Assn.; 
St. Clair Inn, St. Clair, Mich. 


Oct. 6-7—NADFPM—Annual meet- 
ing of the National Assn. of Domestic 
& Farm Pump Manufacturers; Sher- 
man Hotel, Chicago. 


Oct. 12-14—GAMA—Annual meet- 
ing of the Gas Appliance Manufactur- 
ers Assn., El Mirador Hotel, Palm 
Springs, Calif. 


Oct. 20—PHIB—Annual meeting of 
the Plumbing and Heating Industries 
Bureau; Palmer House, Chicago. 


Oct. 16-20—CIPH—Annual meeting 


of the Canadian Institute of Plumbing 
and Heating; The Seigniory Club, 
Montebello, P. Q 


Oct. 17-19—AGA—Annual conven- 
tion of the American Gas Assn. and 
the Pacific Coast Gas Assn.; various 
hotels, Los Angeles. 


Nov. 14-18—NEMA—Annual meet- 
ing of the National Electrical Manu- 
facturers Assn.; Traymore Hotel, At- 
lantic City, N. J. 


Nov. 28-Dec. 1I—RACE—$9th All-In- 
dustry Refrigeration & Air Condition- 
ing Exposition; Municipal Auditorium, 
Atlantic City, N. J 


Feb. 17-18 (1956)—NAFM—Annual 
meeting of the National Assn. of Fan 
Manufacturers; Dearborn Inn, Dear- 
born, Mich. 


CONTRACTOR ASSNS. 
... National 


May 10-13—HPACCNA—Annual 
convention of the Heating, Piping and 
Air Conditioning Contractors National 
Assn.; The Shamrock Hotel, Houston. 


June 6-9—NAPC—Annual conven- 
tion and exposition of the National 
Assn. of Plumbing Contractors; Navy 
Pier, Chicago. 


June 26-30—ASHAE—Semi-annual 
meeting of the American Society of 
Heating & Air Conditioning Engi- 
neers; St. Francis Hotel, San Fran- 
cisco. 


Sept. 4-8—ASSE—Annual meeting 
of the American Society of Sanitary 
Engineering; Vancouver Hotel, Van- 
couver, B.C. 


Nov. 26-28—RACCA—Annual con- 
vention of the Refrigeration & Air 
Conditioning Contractors Assn.; hotel 
not yet determined, Atlantic City, N. J. 


Jan, 23-25 (1956) —-ASHAE—Annual 
meeting of the American Society of 
Heatihg & Air Conditioning Engi- 
neers; no exposition; Sheridan-Gibson 
Hotel, Cincinnati. 





Heating and Cooling 
Promotion Kit 


A model home promotion kit has 
been developed by Lennox Fur- 
nace. The package contains more 
than 12 selling aids, including a 4- 
color sales brochure designed for 
distribution to prospects. The 
brochure contains photographs, 
floor plans and other information 
on the contractor’s installations in 
new homes. Other material con- 
tained in the kit includes news- 
paper ad mats and radio spot an- 
nouncements, a_ life-size model 
hostess (illustrated) with a re- 
corded sales message, 6-ft plastic 
balloons, diffuser signs and heat- 
ing and cooling product signs. 


Wek om. 


LAKEVIEW 


VILLAGE 
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Available from: Lennox Furnace 
Co., 200 S. 12th Ave., Marshall- 
town, Ia. 

(Other sales aids, page 16) 
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HAMMOND 
HAMMOND 
HAMMOND 


Modern production methods— 


Automatic quality control in 
casting, machining, and finishing— 
Modern packaging—are Hammond 
progressive manufacturing practices 
that give you the best valve for 
your money that can be made today. 


Standardize on Hammond Valves— 
as do thousands of plumbing 
and heating contractors who enjoy 


a reputation for high quality 
installation and service work. 


Hammond Valves are carried in 
stock by all leading plumbing and 
i. A Ay vi 0 te i) heating wholesalers. 


HAMMOND BRASS WORKS  sammono, wowwna 


oF INDIVIDUAL VALVE PACKAGING 





ORIGINATORS 
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NEW HOME? OLD HOME? BIG HOME? SMALL HOME? 
Worthington air conditioning fits them all! 


‘Jae, 


1X (an 
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NEW HOME, NEW AIR CONDITIONER. That makes good 


sense for you and your customer — when the air condi- 
tioner is a Worthington year-round residential unit. This 


good-looking package sends cool, dry, filter-clean air to 
every room in summer... healthfully-humidified, balanced 
heat in winter. And it takes up less than 8/2 square feet. 


Sure Worthington can handle any air conditioning 
job — residential or industrial. There’s more to a 
Worthington franchise than that, however. Worthing- 
ton’s big-money national ad campaign, heavy promo- 
tional back-up, and in-the-field sales promotion 
Specialists spell success for every Worthington dealer. 
For the full story, write today to Worthington Corpora- 
tion, Air Conditioning and Refrigeration Division, Sec- 
tion A.5.48-AC, Harrison, New Jersey. A.5.48 


WORTHINGTON 





The Best Franchise . . . The Most Complete Line 
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System for every need 
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AIR-COOLED 
CONDENSING UNIT 















FOR HOME WITH WARM-AIR FUR- 
NACE, install a Worthington Add- 
On Unit for filtered, comfort- 
conditioned air all year ‘round. 
Installation is easy. For extra air 
delivery, mount a Worthington 
fan section on top of add-on unit. 


SHORT ON SPACE? Here’s the 
answer to that problem — 
Worthington’s new Packaged 
Water-Cooled Condensing 
Unit. This compact, adaptable 
unit goes anywhere — closet, 
basement, attic, even the 
garage. Use it with Worthing- 
ton’s Remote Duct Cooling 
Coil for existing homes or new 
construction. 


WATER SCARCE? Don't let that 
spoil a sale! Worthington’s air- 
cooled condensing unit is all elec- 
tric — needs no water at all! 
Hooks into warm-air furnace, 
goes Outdoors, in garage or 
breezeway. 2, 3, or 5 hp sizes. 
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Truck Damages Property 

A truck was recently deliver- 
ing new equipment to a resi- 
dence. Upon arrival, the driver 
discovered the homeowner was 
not present, but that workmen 
from another firm were on the 
premises. 

These workmen told the driver 
to drop off the equipment in the 
rear of the home. This required 
driving the truck over two run- 
way strips and a sidewalk. 

The driver asked the workmen 
if it was all right to cross these 
strips and they waved him on— 
the result was the sidewalk and 
driveway were crushed in sev- 
eral places. 

Another result was that the 
contractor who owned the truck 
had to replace the damaged 
areas. The court said— 

“In the absence of authority 
from the owner, the contractor 
had no right to enter and damage 
the driveway.” 

Citation: Kirsch v. Richter, 113 
N.E. (2d) 649. 


When Employees Strike 

A labor strike always brings 
up legal questions. One of the 
most common is—‘Can I hire 
new employees to replace strik- 
ing workers?” 

Briefly, a contractor can hire 
replacements for strikers—but 
they must be hired before the 
striker’s unconditional request 
for reinstatement. On the other 
hand, it is an unfair labor prac- 
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TS THE LAW! 


Legal Decisions of Interest to Contractors 
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By Leo T. Parker, Attorney 


Cincinnati, Ohio 


tice to discharge strikers prior 
to the time their jobs are filled 
by other workers. 

The courts have held that 
striking employees are engaged 
in a “concerted activity for mu- 
tual aid or protection” and do not 


cease to be employees. Therefore 
their discharge before replace- 
ments are hired by the employer 
constitutes an unfair labor prac- 
tice. 

The court said, “They (the 
strikers) did not by striking in 
these circumstances cease to be 
employees and their discharge 
for engaging in the strike was 
accordingly a violation of the 
law.” 

Based on this decision, there- 
fore, an employer can hire new 
employees during a strike—but 
he must not discharge the old 
ones first; and he must hire the 
new workers before the strikers 
ask to return to their jobs uncon- 
ditionally. 

Citation: National Labor Rela- 
tions Boards v. United States, 
203 Pac. (2d) 924. 











the auto and stole it. 


make up the loss? 





YOU BE THE JUDGE 


If you were a judge, how would you decide this case? 
A plumbing and heating contractor opened a free parking 
lot adjacent to his showroom for customers and employees. 


One day an employee parked in the lot, leaving his car prop- 
erly locked. But while he was at work, somebody broke into 


The employee went to court, trying to hold the employer 
liable for the lost car. Do you think the contractor should 








The courts said no. The ruling was that “It would have 
been impossible for the defendant (employer), under the plan 
followed in this case, to protect the employee’s car. There was 
no company check on any car and no effort made to see that 
any particular employee got his own car.” (Court citation avail- 
able from Domestic Engineering ). 
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AN IMPORTANT MESSAGE TO 
EVERY PLUMBING CONTRACTOR 


SLOAN provides a New, Exclusive Feature 
that Saves You Time and Money 










-WATER INLET * 


-REMOVABLE COVERING 
DPRPOSITS HANDLE OPENING 


Effective now, all sLOAN Flush 
vaLvEs for Concealed Instal- 
lations have Big Advantages 
for you. At no additional cost 
they will be furnished with two 
handle openings to accommo- 
date either left-hand or right- 
hand roughing-in. 


AN ALTERNATE HANDLE = 
a OPENING 


Ea 








In addition to the many 
superior qualities which have earned 
for all Sloan Flush Valves an un- 
equalled reputation for EFFICIENCY, 
DURABILITY AND ECONOMY, only SLOAN 
offers you these extra values in Con- 
cealed Flush Valves— 


uilhear pee Sed/ 


-ALTERNATE HANDLE 


—DPENING 





1. Big saving of costly time previously 
spent in studying blue prints to deter- 
mine whether supply is on left or right- 
hand side. 

y * Ordering procedure is simplified. It 
is not necessary to specify left or right 
rough-ins. 


LOCATION OF HANOLE FOR 
“SUPPLY ON RIGHT-HAND SIDE- 


Where columns, ducts or other 
obstructions prevent standard 
roughing-in, merely removecap 
from opposite handle opening, 
install handle assembly there 
and close other opening with 
cap you removed. Then pro- 
ceed with usual roughing-in. 

















3. Costs and annoyances involved in 
exchanging flush valves are avoided. 
4. Expensive roughing-in delays, 
caused by changes in structural plans, 
are eliminated. Money is saved. 

5. Completion of contractual work is 
speeded up. Profits are not depleted. 
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The Best Flush Valves Money Can Buy 
SLOAN VALVE COMPANY ° CHICAGO ° ILLINOIS 
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aucust /. EXTRA PROFIT MONTHS 


on GERBER SHOWER STALLS 


Cash in on the ready-made 
summertime Shower Stall 
market by stocking, dis- 
playing and promoting 


HOTTEST 
SELLERS 


the Gerber line of shower 
stalls. They’re ruggedly built, 
easy to assemble and install, 
top-quality throughout—with 2 
models to meet every market need. 
Order now, and be ready to meet the 
big summer sales demand. 


OUTSTANDING GERBER MODELS 
MEET EVERY NEED: 


The Gerber DeLuxe 
“PLYMOUTH” 


(shown at right) 





The Gerber Economy 
“DELPHI” 


(not illustrated) 








For any bathroom installation. 

Satisfies the most exacting prospect! 

Quality-built of finest materials—yet 

priced exceptionally low...dollar 

for dollar, the finest shower stall 

on the market. 

@ Heavy Gauge Rust-Proof 
Steel Construction 

@ “Rostone” Ceramic Base— 
Slip-Proof, Leak-Proof 


@ NEW—Gerber Adjustable 
Shower Head 
and Valve Assembly 


Stain-proof White Enamel 
with Black Trim 


Chrome Soap Dish, Strainer, 
Faucets—Plastic Curtain, Pins 


Assembles in 9 minutes—No 
Bolts, No Screws 


32” x 32” x 75” Overall Size 


. 





For second baths, summer cottages, 
basements, etc. Wherever a lower 
price is the important factor in 
clinching the sale. Deluxe features 
galore—but priced to fit the 
smallest budget. 
@ Deluxe Features At a 
Budget Price 
@ All-Steel Construction—Rigid 
and Sturdy 
@ Non-Slip, Leak-Proof Porcelain 
Steel Base. Not JUST baked 
enamel 
NEW—Improved Gerber 
Shower Head, Valve Assembly 
Interlocking Panels—Assembles 
in a Jiffy 
32” x 32” x 75” Overall Size 
Complete with 
Soap Dish, Strainer, Faucets— 
Plastic Curtain, Pins 


EXTRA PROFITS ALL YEAR AROUND 


Sell Gerber Shower Stalls for second baths, garages, 


factories, motels...it’s a year ‘round extra profit builder! 





GERBER 


MAIL 
THIS 
COUPON 


plumbing fixtures ropay: 
232 N. CLARK ST., CHICAGO 1 


‘astern Sales Office: 500 Green St., Woodbrid je, New Jersey 


FIVE GREAT “FACTORIES: Delphi, Indiana ¢ Kokomo, Indiana © West Delphi, Ind. 
Woodbridge, N. J. © Gadsden, Alabama 
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GERBER PLUMBING FIXTURES, DEPT. C-55 
232 N. Clark Street ® Chicago, Illinois 


| Gentlemen: 
| Send me complete information on Gerber Shower 














Stalls. 
NAME 
| appress sail 
j cry ZONE____ STATE = 
MY DISTRIBUTOR IS a 
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BUSINESS 
RECORDS 
BEING 
SMASHED 





WATER SYSTEMS 
MONTH SPARKS 
BILLION-DOLLAR 
MARKET 


FHA 
OKAYS BUILT-IN 
APPLIANCES 





“al REVISING 
PLUMBING 
_— FIXTURE 

STANDARDS 
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First quarter reports from businessmen throughout the 
nation indicate that the first three months of 1955 have 
smashed all records for activity in this period. 

Production continues to boom in all industries, personal 
income reached an annual rate of $292,400,000 in February 
- @ new record— and unemployment dropped to 3,176,000 — 
about half a million less than March of last year. With 
these signposts, early predictions for the "biggest" 
business year are no longer mere “candles in the wind." 


*EE 

In the forefront of the plumbing and heating industry's 
drive to maintain its aggressive sales pace, is the water 
system — gateway to a billion-dollar market in related 
products. 

Contractors from coast to coast will be participating 
this month in National Water Systems Month, sponsored 
by the National Assn. of Domestic and Farm Pump Manufac- 
turers, to introduce modern plumbing and heating comfort 
to thousands of American farms and rural homes through an 


























- adequate supply of running water. 


The conservative estimate of the water systems market 
for homes alone is 1,075,000 units. The potential behind 
each pump sale includes bathroom and kitchen plumbing 
fixtures, water heaters, hot water heating systems, air 
conditioners, and numerous other products of modern 
living that follow the water system installation. 

To get a complete picture of the scope of this market 
and how to sell it effectively, see page 86. 

22 FE 
The Federal Housing Administration has ruled that 


appliances which are built-in or made a permanent part of 
the property can be included in the open-end mortgage 

















loans to homeowners. This ruling includes water 





heaters, heating systems and plumbing and points out that 
any installation which substantially protects or improves 
the basic comfort or usefulness of the property can be 
accepted in the program. 

It's another valuable sales tool for contractors in 
drive for modernization business. 


eee 

The plumbing industry is revising standards for vitreous 
china plumbi fixtures, reports the Commodity Standards 
Division, UeS. Department of Commerce. Revisions in the 
grading of "first quality" ware are being considered by 
the trade. 

The revisions call for closer grading, marking and 
labeling fixtures to identify first quality ware, and sug- 
gestions for better installation and operation of fixtures. 
Copies of the revision (TS-5261) may be obtained from 


A. Se Best, of the Commodity Standards Division at the 
Department of Commerce, Washington, D.C. 




































WET HEAT 
SYSTEMS SET 
RECORD YEAR 


AMERICAN-STANDARD 


ADOPTS NEW 


DISTRIBUTION 


POLICY 


WHOLESALERS 


STUDY INDUSTRY 


PROBLEMS 


BIG REMODELING 
DRIVE LAUNCHED 


NEWS SHORTS 


A new high for installation of hot water and steam 
heating systems in new residences was achieved in 1954, 
according to the Institute of Boiler and Radiator Manufac- 
turers. Tabulations show home heating systems using 
boilers of all types were installed in 30 to 35 percent 
of new homes built in 1954 — a gain of about 5 percent over 
1953. 

Credit for the raise is attributed to the popularity 
of perimeter baseboard hot water heating and the introduc- 
tion of liquid cooling equipment combined with it. 











EEE 


A "selective distribution" policy designed to intensify 
Sales product by product has been adopted by American- 
Standard and announced last month. The new policy will be 
applied according to the type of product, the local market 
area and the individual distributor. 

A complete story on the philosophy behind the program 
and how it will work appears on page 96. 





*44% 


Unethical business practices were under discussion 
last month at three major industry conventions. In Wash- 
ington, D.C., the Middle Atlantic Wholesalers Assn. 
tackled the problem of price cutting. . . - In Palm Beach, 
Fla., the Southern Wholesalers Assn. studied causes of 
reduced gross margins which tighten up the profit 
picture. « . e In Chicago the Central Supply Assn. 
evaluated the system of distribution in the plumbing and 
heating industry and featured Domestic Engineering's 
"Consult Your Wholesaler" program. 

Reports of each convention appear in this issue, be- 
ginning on page 113. 


**E*S 


A campaign to help contractors in 90 New York counties 
become more active in the modernization market was launched 
late last month by County Seat Supply Co. of White Plains. 
Under the direction of Charles Abrams, new general sales 
manager for the firm, a modernization forum attended by 
more than 250 plumbing and heating contractors outlined all 
phases of remodeling from local market opportunities 
through merchandising techniques. 

Featured on the program were Domestic Engineering's 
"Bay City Story" and films produced by American-Standard 
and Eljer Division of the Murray Corporation of America. 

Plans are now being formulated to stage a modernization 
week in the White Plains area with the cooperation of public 
officals, and dealers have already begun gearing up their 
merchandising programs to tie-in with the campaign. 











5 ad 


Trade Practice Rules for the wholesale plumbing and 
heating industry are now official, following promulgation 
by the Federal Trade Commission on April 14. An interpre- 
tation of the rules and how contractors will be affected 
will be given next month. The rules are designed to help 
eliminate unfair and unethical business practices 
in the industry. See page 113. 

The Heating, Piping and Air Conditioning Contractors 
National Assn. will hold its annual convention May 10-13 at 
the Shamrock Hotel in Houston, Tex. See page 50 for 
complete details. 

The Institute of Boiler and Radiator Manufacturers 
has just released a new rating booklet for boilers, base- 
boards and commercial finned tube radiation. (See page 54.) 
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Temperature and Pressure - Valves 































































im A¢ XL N40XL 4. \ 240 AS.M.E. Rated = ve 
' . 4 
Size 34" 
175,000 500,000 750,000 1,000,000 3,000,000 : fh. Sizes 74' 
BTU/HR BTU/HR BTU/HR BTU/HR BTU/HR F 2" inclu os 
Sizes '/2" or 34," Size ¥/," Size |" Size 1'/," Sizes 1!/2" or 2" Complete pressure protection for 
Fully Automatic hE and | Relief *t for Hot Water Tanks & Heaters hot water boilers with a single valve. 
R lief Only he Plug T ap. Relief Valves Available pressure settings 30 to 150 Ibs. 
Pressure Re 
Steam, Air, or Water Regulation 
3L 530 30L , 540 = 3ISL 174-F Sizes V2", 34", 1" 
Sizes !/2" or 34" Sizes '/2"' to 2" inclusive Initial pressures up to 150 Ibs. 
ge 30 to 150 Ibs. Std. set. 125 Ibs. BTU/HR ratings range from 125,000 to 1,700,000 Reduced pressures 5 to 100 Ibs. 
| Water or Air y Pressure Regulation 
26 57 
Sizes |/2" to 3" *i pe 
Initial pressur 
Sizes /2"" to 2" V2" to 2” Ye" V4", Ye" Ye", V4" up to 250 tbe = 
Initial Pressure 250 Ibs. 300 Ibs. 200 Ibs. 
Reduced Pressures _30 to 75 Ibs. | to 175 Ibs. | to 75 lbs. Reduced pressures 10 to 100lbs. | Ito lSibs. | 


Boiler Water Feeders 


Low - a | 
60LWD 4" 76LWD 


101A 193A 


ye eR ee 


2'/2" Screw-in Type 












Gauge 
Glass Type Feeder cut-off combinations 
Sq. Ft. Radiation 


Maximum Steam Pressure 25 lbs. 50 Ibs. 
up to 5,000 | over 5,000 


























‘ Feed Water Pressure Regulators — Check Valve Strainer Dual Controls: 


j 
135HW 4 N39 5 37 AA. ASA Aa N450 


Prevents water from Feeds water to boiler at 12 Ibs. 
Feeds water to boiler at 10 to 15 Ibs. backing out of boiler. Pressure relief at 30 Ibs. 
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Vacuum Relief Valve [ 
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siphon Vacuum Breaker 
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ANNOUNCING NEW HONEYWEIIEl 


This New Electronic Thermostat outside your house tells | thi 
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New Outside “Weathercaster” Thermostat 


Designed by Henry Dreyfuss in a new all- 
weather material—this tiny thermostat is 
mounted outside your house where the 
weather is. Eight times more sensitive than 
ordinary thermostats, it contains a super- 
sensitive electronic element that is constantly 
in tune with the outside weather. 





Control center = 




















of the electronic comfort home SERSRSESEEER! 























New Electronic Control Center — 


Receives signals from the inside thermostat and tells the 
heating or cooling plant what temperature is required for 
ideal comfort. And with its gleaming appliance-white 
finish, it makes a handsome clock that matches in beauty 
the refrigerator in your kitchen or the washer in your 
utility room. In winter, the Control Center automatically 
lowers the temperature at night to save fuel, and auto- 
matically picks it up again in the morning, 





\% Actual size 


30,000,000 LIFE Magazine readers will see this colorful advertisement 
announcing new Honeywell Electronic Moduflow early in September. 





/E‘IELECTRONIC MODUFLOW 


this new inside thermostat when the weather changes 


sé tells 
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lowers settings automatically. 


Why you need a thermostat outside and inside your house! 


The last word in healthful home comfort can be 
secured only by varying the indoor temperature in 
relation to outside temperature. 

For example, as the temperature outside goes 
down, the walls of your house naturally become 
colder. Thus, you need a rise in temperature inside 
your home, to offset this cold wall chill. 

To provide this temperature variation, you need 
two thermostats, one outside and one inside. Elec- 
tronic Moduflow, with two thermostats, gives you 
all-electronic, automatic, temperature control. 

In winter —this new system, accurate to within 4 
of one degree, varies the indoor temperature as the 
weather changes. This keeps you bathed in con- 


> J) 


Oo For heating or cooling 
Co 


stant comfort. Your house is never too hot, never 
chilly. You say good-bye to drafty floors. And be- 
cause your heating plant is neither over- nor under- 
heating, you get the most out of every fuel dollar. 
In summer —if you have central air-conditioning, 
new Electronic Moduflow regulates your cooling 
plant—to give you controlled cooling. . 


It's easy to get Electronic Moduflow for your home 


See your builder, heating dealer, or architect. Aver- 
age price installed, $199.40. Works with any ade- 
quate central heating or cooling. For a new home 
—can be included in the financing. For your pres- 
ent home—buy it on an improvement loan. 


Honeywell 
Electronic Moduflow 


For full details, call your local 


Dealers ! 


Honeywell supplier. Or write 
Minneapolis-Honeywell, 
Minneapolis 8, Minnesota. 

















Actual size 


New Inside “Golden Circle” Thermostat 


This beautiful electronic thermostat is scien- 
tifically designed for modern living —by 
noted industrial designer Henry Dreyfuss. 
You simply dial the daytime and nighttime 
temperatures you want. Just set them once. 
Thereafter, the outside thermostat raises of 























is LENNOX No. 1 
in Warm Air Heating , 


rs this DEALER POLICY 
that makes LENNOX NO. 1 


Lennox wants its dealers to be prosperous— 
locally the most prominent name in home comfort. 
The entire factory-dealer partnership (no middle 
man) is built upon this basis. Here’s what 
being a Lennox dealer would mean to you: 













































@ The finest, most complete sales and service schools in 
the industry . . . designed to teach your men the latest 
techniques, increase your sales volume. 


@ A product warranty that assures customer satisfaction 
»+-far more liberal than is common in the industry. 


@ Most effective, ““two-fisted” selling tools ever offered 
dealers in the heating and air conditioning field. 


e@ Proven development ideas... door openers, 
methods of getting extra sales and service business. Spe- 
cial plan to get more builder business, too. 


@ Nation-wide branch office engineering service that places 
the finest heating sad air conditioning technicians at 
your disposal—whenever and wherever you need them. 
@ Largest consistent advertising program... tells your 
prospects about your products... helps you as 
the leading dealer locally. 
@ The finest products in the industry... the most complete 
line to sell. 


THE LENNOX FURNACE COMPANY 


leader in home comfort for 60 yeors 


Marshalltewn, lowa ¢ Syracuse, N. Y. ¢ Columbus, Ohie 
Sot Lebo Cy, Wish 0 Les © Los Angeles, Calif. © Fort Werth, 


Texas « 
ld eaiaiaiatain, 


‘Clip ond Mail Today! 





siti 


THE LENNOX FURNACE COMPANY 


(Address your nearest b h. See I 


All right! Send me more informotion about a Lennox dealership in 


my town. Show me how | can make more money with the Lennox 
line, No obligation on my part. 


ati above.) 
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I’: MINUTES TO SAVE 
BLOWER DOLLARS 


LOCK ON 


HERE tH different 
UNIVERSAL BLOWER 
oT 


DETERMINATION is written on the features of this visitor to the Viking 
booth at the Heating and Ventilating Exposition in Philadelphia recently. 
She was trying to assemble a Universal Blower in 35 seconds. Dave 
Ahern. Viking representative, timed the effort while model “caddied.” 


od 


NEAT PACKAGE (on left) is Heil’s 
new pre-assembled boiler unit, an ad- 
dition to the Parkway series. It was 
exhibited at Milwaukee Home Show. 
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VARIOUS ATTACHMENTS for 
earth-moving units at Hensley 
Equipment Co, were inspected 
recently by “Miss Earth Mover 
of 1955,” while touring the plant. 
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PATTY BERG (white jacket) will de- 


IN STYLE: Beatrice West, new stylist 
for American Kitchens, is welcomed by 
C. W. Stoup (left), Avco vice president, 
and C. Fred Hastings, sales manager. 





fend her Triangle Tournament cham- 


pionship in June. J. E. McAuliffe (left), 
Triangle Conduit and Cable president, 


sponsors the meet. Also pictured are 
Mrs. McAuliffe and Fay Ingalls. 
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YOUVE BLOWN THE 
TOP RIGHT OFF 


OUR SALES CHART 


(and we love you for it!) 





Rheemglas sales are still climbing—thanks 
to the fine job that you dealers are doing. 
But this is only the beginning! 


By golly, we’re happy! You dealers have done such 
a swell job with the Rheemglas Water Heater that 
sales have been even greater than we expected— 
and we expected plenty! 





The best way we know of to thank you is to keep 
Rheemglas deliveries coming as fast as you ask for e a 

theme So far, that’s been mighty fast, but with Swith-in-Time 
stepped-up production schedules we’ll do our best to § 
keep on delivering Rheemglas Water Heaters as ® 

fast as you can sell them. And that goes for our Swith to 


Coppermatic and galvanized lines too! 





Once again, keep up the good work. And thanks! World's largest maker of automatic storage water heaters 


IF YOU'VE BEEN MISSING OUT ON THE RHEEMGLAS PROFIT PARADE, WRITE THE RHEEM OFFICE NEAREST YOU FOR FULL DETAILS. 


801 Chesley Ave. 4361 Firestone Ave. 1025 Lockwood Dr. 3693 E. Marginal Way 

Richmond, Calif. South Gate, Calif. Houston, Texas Seattle, Wash. WATERI 
4901 Jefferson Highway 

7600 S. Kedzie Ave. 477 Madison Ave. Box 6718 P.O. Box 4027, 

Chicago, Ill. New York, N.Y. Sparrows Point, Md. New Orleans, La. 
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CHASE soft temper Copper Water Tube makes 
a neater, faster radiant heating job! 


You can save time and still do a quality 
radiant heating job...with Chase Copper 
Water Tube. Its soft temper means it 
can be bent by hand. Its long 60 and 100 
foot lengths mean you make fewer joints. 
Both of these features mean a faster, 
neater installation. 

Lightweight Chase Copper Water Tube 
is easy to handle, easy to install. It can 


BRASS & COPPER CO. 


be joined quickly with leak-proof Chase 
Solder-Joint Fittings, using standard 
soldering techniques. Result—a radiant 
heating system that stays pressure-tight 
for good! 

Chase Copper Water Tube and Chase 
Solder-Joint Fittings are available in all 
sizes from your Chase Wholesaler. Call 
him today. 


Chase Copper 


adds extra value 





to any home! 


WATERBURY 20, CONNECTICUT * SUBSIDIARY OF KEMNECOTT COPPER CORPORATION The Nation’s Headquarters for Brass & Copper 
Aibanyt Chicago Detroit Los Angeles New York St. Louis 


Atlanta Cincinnati Grand Rapidst Milwaukee Philadelphia San Francisco 
Baltimore Cleveland Houston ~~ Minneapolis Pittsburgh Seattle 

Boston Dallas Indianapolis Newark Providence Waterbury 
Charlottet Denver Kansas City, Mo. New Orieans Rochester + (tsales office only) 
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Now, increase your profits 4-ways with 
the all-new TRANE UniTrane line. (1) 
Easier, faster installation saves labor. 
(2) Foolproof design eliminates costly 
call-backs. (3) Wide selection of sizes 
and models means you can handle all 
types of jobs easily. (4) New slender 
beauty wins prospects’ approval. . . 
every installation sells another! 


Saves installation time and labor! A 
glance at the cut-away illustration at 


RUPEE 





N OW | a completely 





.- Speeds installation, 


Completely redesigned from coil to cabinet 
for faster, easier installation, rmproved accessibility 
... new wall-hugging beauty in modern design 


right shows why. Easily removable cabi- 
net facilitates installation. The roomy 
end-pockets. The convenient bottom 
supply and top return connections. 
These are just a few of the many new 
features that make installation simpler, 
easier, faster. 


Versatile! Even unforeseen changes in 
plans won’t mean costly delays because 
the new UniTrane coil, drain pan and 
motor speed controls are all reversible 
on the job. 








And they're handsome! Smaller, 25% 
slimmer than before. Trim, low com- 
pact design approved by interior decor- 
ators. There’s a model and size for 
every job... 4 new models, 4 sizes in 
each model. Ideal for any job from a 
small motel to a large office building. 


These are but a few of the many new 
UniTrane line features that make money 
for you. Why not get the complete 
story. Call your nearest TRANE Bales 
Office or write TRANE, La Crosse, Wis. 








Furniture by Midwest Furniture Showrooms, Mpls. 
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“RANE Sales 
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saves space! 


Reversible controls ma 
be installed under flush 
access doors at either end 
for convenience. 


Reversible coil permits 
piping to be brought in 
from either side. Com- 
plete venting and drain- 
ing in either position. 


Motor oilers contribute 
to proper maintenance 
routine, permit lubrica- 
tion when desired. 


Water flow control; 
optional manual or auto- 
matic control packages. 


Large end-pockets give 


new Trane UniTrane line 











Cabinet assembly is re- 
movable as a single unit, 
giving complete accessi- 
bility for hook-up. 


Supply connection at 
bottom, return at top, 
gives maximum freedom 
for hook-up. 
Cast brass headers sim 
plify sweat connections 
. connections same size 
as coil tube to minimize 
pressure drop. 


Reversible drain pan 
simplifies drain pipe con- 
nections, speeds work. 


Fan and motor assembly 
easily removed for serv- 










plenty of work room— 


Filter replaceable with- 
speed installation. 


ice. Aluminum fans non- 
out removing front panel. 


corrosive. 
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A TRANE product for every air conditioning need 


Cold Generator comes 
factory engineered, 
assembled, tested, 
guaranteed. A single 
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unit, wired, piped and 
© 





refrigerant-charged 






CenTraVac cen- 
trifugal water 
chillers, 45 to 


Climate Changer 
air handling 
units, 450 to 


Self-Contained 
Units. Packaged 
air conditioners 


Only simple plumb- 
ing and electrical 
hook-up required. 10 








to 100 tons. 


400 tons. 


29,000 cfm. —3 to 20 tons. 











Vertical Cabinet Model 
Shown At Left 


MANUFACTURING ENGINEERS 


One source, one responsibility for: Air Conditioning + Heating 
eee Ventilating » Heat Transfer Equipment 

“4 

A \ The Trane Company, La Crosse, Wis. « Eastern Mfg. Div., Scranton, Pa. « Trane Co. of Canada, Ltd., 1] 


ee Toronto « 90 U.S. and 17 Canadian Offices | 


tonto! Concealed Model 


Heating and Piping Contractors 
Set Program for Houston Meeting | 


Houston, Tex.—Several 
of the country’s foremost 
speakers will address the 
annual convention of the 
Heating, Piping and Air 
Conditioning Contractors 
National Assn. to be held 
here May 10-13 at the 
Shamrock Hotel. J. DeWitt 
Morrow, president of the 
association, said that Dr. 
Kenneth McFarland, Elmer 
Wheeler, Martin Durkin, 
Robert E. Murphy and Wil- 
liam Barton top the list of 
those scheduled to address 
contractors at the meeting. 

Dr. McFarland, who is 
educational consultant to 
General Motors Corp., will 
discuss “The U in Business” 
on the opening day. Barton, 
general counsel of the U. S. 
Chamber of Commerce legal 
and labor relations depart- 
ment, will speak on “How 
Strong Are the Labor Un- 
ions.” Durkin will talk 
about labor’s role in the in- 
dustry. 

In addition to the speak- 
ers, panel discussions will 
provide an exchange of in- 
formation in specialized 
fields including air condi- 


tioning, pipe welding, ap- 
prenticeship, plastic pipe 
and home heating. 


Ten Year Growth Picture for Air 


Dayton, O.—By the end 
of 1956 more than 10 million 


|U. S. dwellings will be 
| equipped with air condi- 
tioning units, according to | 


a recent prediction by Ma- 
son Roberts, General Motors 
vice president and head of 
its Frigidaire Division. At 
that time, Roberts contin- 
ued, the retail air condition- 
ing business will be ap- 
proaching the billion-dol- 
lar-a-year level. 

By way of comparison, 


Roberts pointed out that to- | 


day about 1% million homes 
in the country are partially 
or completely air condi- 
tioned. “Air conditioning is 


Oil Heating Increase Forecast 


Cuicaco—An eight to ten 
percent increase in sales of 
oil-fired heating equipment 


this year over the 755,000 | 


units sold during 1954 is 
predicted by the Oil-Heat 
Institute of America, which 
was holding its 33rd annual 
convention here as this issue 


| schedule of 


was going to press. A full 
round table 
conferences and panel dis- 
cussions on manufacturer 
and dealer management 
problems was also under- 
way. 

They will be reported in 
the forthcoming June issue. 


Conditioning Cited by GM Head 


already having a marked 
effect on the sale of homes 
in imany sections of the 
country,” he declared. “We 
t. ink that the industry will 

| sell over five times as many 
residential system units in 
1965 as in 1955.” 


BIG GROWTH FORECAST 
IN-HOME AIR CONDITIONING 





10 MILLION HOMES 


1% MILLION HOMES 








Bash Joins Carlon 
CLEvELAND—Carl J. Bash, 

two-term president of the 

American Society of Sani- 
(Please turn to page 52) 


Water Heater Potential Seen at 16.5 Million Units 


New York City—Sales of | level of 2,850,000 units, and | more than 16.5 million units. 


automatic gas water heaters | 
during 1955 could reach a | 


for the five years ending in | 


1959, the sales potential is 


The prediction, made here 
| last month by the American 
Gas Assn., is based on opti- 
mum conditions of product 
| design, sales promotion ac- 
tivities and economic condi- 
| tions remaining at the 1954 
| level. 
| The figures released by 
| A.G.A.’s Bureau of Statis- 
| tics also revealed interesting 
predictions for other pro- 
| ducts. Gas clothes dryers, 
for example, have a poten- 


tial sales total of 300 thou- 
sand units in 1955 and in- 
| cinerators could total 140,- 
| 000 units. Again, the predic- 
tions were based on maxi- 
mum sales promotional 
efforts. 
Actual sales of gas water 
heaters in 1954 totaled 2,- 
| 340,000 units and gas dryer 
sales were up 33% percent 
over 1953, the report stated. 


Mandell Named V.P. 
By Kritzer Coils 


Cuicaco—L. D. Mandell 
has been promoted to the 
position of vice president in 
charge of sales for Kritzer 
Radiant Coils, Inc., manu- 
facturer of baseboard heat- 
ing and other finned tube 
products. 


Speakers at one session of the Porcelain Enamel Institute’s 
recent Pacific Coast Conference were (left to right) George 
Landis, Rheem Mfg. Co.; Paul L. Fowler, Fowler Mfg. Co.; 
W. R. Greer, Pemco Corp. and Lee R. Erwin, Day and Night 
Division, Carrier Corp. The session covered porcelain enamel | 
lined hot water tanks and recent technical developments. 


50 Domestic ENGINEERING, May 1955 








its 
units. 


e here 
erican 


esting 
pro- 


dryer 
recent 


¥g 





LAWNUALE PLUMBING WARE... 
iA in a clad ly itself 1 = 


anlesiea 


VANITORY* 
MODEL 198-V 


" Plumbing Produc! f 


| 
> | 













When it comes to selling any product there’s no substitute for quality. Because Lawn- 
dale plumbing-ware provides the jobber with a better product that’s easier to sell, and 
the buyer with more value for his dollar, it has become an accepted standard among 
those who recognize and demand the best. It would pay you well .. . make your 
selling easier to be able to offer the Lawndale complete line of plumbing-ware 

to your trade. Find out today how you can capitalize on the growing demand 


for Lawndale. 
If you haven’t yet secured your copy of the Lawndale catalog, 
let us know. We'll send one to you with our compliments. 
KINGSTON VANITORY* SPECIFICATIONS: 
19%,” x 18%” x 644”... 14 gauge deep drawing steel . . . 24” corner radius . . . 154” side 
ledge ... 354” punched back ledge . . . 15g” strainer opening . . . 2 embossed soap dishes . . 
front overflow . . . float packed one to a carton . . . finished in lustrous white and 6 pastel colors 


in acid resisting porcelain enamel . . . approximate shipping weight 25 lbs. 
*Reg. U. S. Pat. Off. The Formica Co 


LAWNDALE ENAMELING COMPANY 


1137 W. 14th Street ¢ Chicago 8, Illinois 
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Continued 
from page 50 


Bash Joins Carlon 


(Continued from page 50) 
tary Engineering, has joined 
Carlon Products Corpora- 
tion, manufacturers of plas- 
tic pipe. Brigham Britton, 
Carlon president, said that 
Bash will serve as manage- 
ment consultant on speci- 
fications and standards for 
the company’s new sewer 
and drain pipe, and will 
work closely with munici- 


pal, state and federal boards | 
in an educational capacity | 


regarding product uses. 


D. C ils Viana Its Name 


WasuincTton, D. C.—The 
Master Plumbers’ Assn. of | 


the District of Columbia has | | 


changed its name to vod 
Washington Assn. 
Plumbing Contractors. oh 


announcement was made | 


last month val atin ic: 


| 
| 


| Windowless Bathrooms Permitted 
Under New Ruling by the F. H. A. 


WasHiIncTon, D. C.—A 
new FHA ruling now makes 
it easier for contractors to 
sell additional bathroom 
facilities in older homes. 
The Plumbing Fixture 
Manufacturers Assn. points 
out that formerly the FHA 
refused to approve loans 
where interior bathrooms 
were involved. With the 
new ruling, however, re- 
modeling loans for bath- 
rooms can be approved re- 
gardless of the location of 
the room within the house 
—provided it is mechanical- 
ly ventilated and adequately 
lighted. 

One of the main reasons 


for the new ruling is that | 


modern mechanical ventila- 
tion, utilizing exhaust fans 


Webster, president, who told 


members voted unanimous- 
ly for the name change at 
their last regular meeting. 
The association was organ- 
ized in 1873 and was first 
incorporated in 1923. 


| vented to the outside, is 
_ actually superior to natural | 
means. Removal of the old | 


| restriction means that con- 


| tractors can point out the 


| savings possible through in- 


stallations selected for their 
| convenience and economy, 
rather than their proximity 
to an outside wall. 








Artist’s ieeh shows the new $1, 750,000 sentalas building to 
be erected by Minneapolis-Honeywell in Morton Grove, III. 


Honeywell to Expand Production 


Cuicaco — Minneapolis- 


| Honeywell has recently an- 


nounced plans for the con- 
struction of a new factory 
building here. A modern, 


| 


one-story plant will be | 


erected at an estimated cost 


| of $1,750,000 on a 10-acre 
DomESTIC ENGINEERING that | 


site in the Morton Grove 


| suburb, according to an an- 
nouncement by Paul B. Wis- | 


hart, president. 


factory, of steel and brick | 
will provide | 


construction, 


150,000 sq ft of floor ayene 








Nee Whirlpool Package Can Be go asc in Sevens 


St. JosepxH, Micu.— An 
entirely new method for 
opening automatic washer 


and dryer shipping cartons | 
was announced here last | 


month by Chet Phiscator, 
packaging engineer for 
Whirlpool Corporation. 


The method utilizes tear | 


strips made of nylon, 
gummed on one side, or 
reinforced glass fiber tape, 


which is then applied to the 


inside of the cartons while 
they are being corrugated. 
Access to the tape is gained 
by a punch out on the face 
of the container. The tape 
is then drawn around the 
perimeter of the carton, rip- 
ping out a one-fourth inch 
wide strip. The carton may 
then be easily lifted off the 
unit. The entire operation 
requires 15 seconds. 


52 





| 





Inez Weber, Whirlpool employee, demonstrates the efficiency 
of the company’s new method of opening washer and dryer 
cartons. The method utilizes a rip-cord tear strip around the 
base of the container which is then lifted off the unit easily. 


The new | 


} 


| 





| 


for offices and for expanding 
engineering and manufac- 
turing activities. The build- 
ing is expected to be com- 
pleted by next November. 





Scaife Enters 
Consumer Field: 
Buys Timken 
PittspurGH — The Scaife 
Co., well-known original 
equipment manufacturer, 
has moved into the consum- 
er product field by purchas- 


ing the Timken-Silent 
Automatic division of the 


Rockwell Spring and Axle ~ 


Company, Jackson, Mich., 
which manufacturers do- 
mestic central heating 
equipment. The purchase, 
effective April 1, was an- 
nounced jointly by R. C. 
Enos, president of Rockwell 
Spring and Axle, and A. V. 
Murray, president of Scaife, 
after terms were arranged. 

“Purchase of this busi- 
ness,” said Murray, “is part 
of a long-range expansion 
program by Scaife into con- 
sumer products.” 

Pointing out that the pur- 
chase was based on Tim- 
ken’s strong distributor and 
dealer organization, Murray 
said that plans call for an 
accelerated program of 
product engineering, re- 
search and improvement, a 


(Please turn to page 54) 
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More value for their money. That’s what your 
customers are seeking—and that’s what they 
find ... when you install U/R bathroom fixtures. 
At a glance, they'll see fixtures that are the 
whitest white—or U/R’s accurately matched 
colors. They'll see fixtures with surfaces that 
keep their sparkling beauty —surfaces that re- 
sist chipping, cracking and crazing because 
they are actually harder-than-steel. 
Universal-Rundle’s one-fire “Hi-Fired” pro- 


THE WORLD’S FINEST BATHROOM FIXTURES BY 


Universal 


fi ealest 
Alne/ 


ANOTHER REASON 
WHY YOU DO BETTER WITH 





? 


cess of firing chinaware at higher temperatures, 
combined with 54 years of experience, assures 


you and your customers the greatest value. And 
U/R makes it easy to sell these—the world’s 
finest fixtures. Your customers know about them 
from seeing colorful, powerful U/R advertise- 
ments in the nation’s leading publications. Con- 
sult your wholesaler or write for Universal- 
Rundle’s new catalog and see all of the many 
reasons why you do better with U/R. 


Rundle 





305 River Road, New Castle, Pennsylvania 
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Scaife Enters 
Consumer Field; 
Buys Timken 


(Continued from page 52) 
strengthening of merchan- 
dising and promotional ef- 
fort and expansion and mod- 
ernization of production 
facilities. 

He also announced that 
T. A. Crawford will join 
Scaife as vice president of 
the sales division. 


Boiler and Baseboard Ratings 


Explained in New I-B-R Booklet 


New York City—tThe In- 
stitute of Boiler and Radi- 
ator Manufacturers has re- 
leased a new 
outlining 
advantages and basis of 
I-B-R ratings of boilers, 
baseboards and commercial 
finned-tube radiation. The 
pamphlet is written for 
those who specify or install 
heating equipment. It dis- 
cusses the value and im- 
portance of the I-B-R rat- 
ings as impartial, permanent 
standards. 

R. E. Ferry, the Institute’s 
general manager, said in 
commenting on the pam- 
phlet that, “Prior to 1940, 
a chaotic situation existed 
in the industry as to what 


Heating Shipments Hit New High 


New York Crry—Ship- 
ments of gas-fired warm air 
furnaces set a new high for 
the month of February of 
46,109 units, according to 
the Gas Appliance Manu- 
facturers Assn. 


GAMA said the figure re- 


They 'U Sell Air 


SEATTLE, WAsH—The 


Chrysler Airtemp training | 


school, sponsored here by 
American Heating Equip- 
ment Cox drew contractors 
from Fairbanks, Alaska, to 





Contractors from Fairbanks, Alaska, to Salt 
Lake City, Utah, congregated at Seattle, Wash., 


recently for a Chrysler Airtemp training school. 


o4 


presents a 45.9 percent in- 


crease over the _ 31,600 
shipped in the same month 
last year. 


Shipments of gas-fired 
boilers for residential heat- 
ing systems during the same 
period increased 20 percent. 


Salt Lake City, Utah. 


Earl J. Hedges, president | 
of American Heating, said 
the diverse attendance in- | 


dicated “the desire good 


dealers have to learn more 


pamphlet | 
the significance, | 


output a given cast iron 
heating boiler would deliv- 
er. Establishment of I-B-R 
boiler ratings in that year 
resolved the confusion.” 
Similar ratings were in- 
troduced for baseboards in 


1950, and for commercial 
finned tubing in 1952. 

Copies of the pamphlet, 
“What Standard Do You 
Demand?” may be obtained 
by writing the Institute, 
608 Fifth Ave., New York 
20, N. Y. 


| (For another story on Institute 


activities, turn to page 94, this 
issue.) 


American Brass to Build New Mill 


Wartersury, Conn. — The | will have an annual capac- 


American Brass Company 
has announced plans to 


build a $13-million brass 


mill in Los Angeles County. | 


President John A. Coe, Jr., 
said construction will begin 
shortly. The one-story plant 


| ity of 30-million Ibs. of 
| sheet, strip, rod, tubing and 


drawn copper products. 
C. Russell Epley, former 

San Francisco district sales 

manager, will manage the 


plant. 





A $13-million brass mill will be built in Los Angeles Coun- 
ty, Calif., by The American Brass Company. The mill will 
employ 500 persons and produce 30-million lbs. annually. 


Conditioning to the Eskimos 


about year-round air con- 
ditioning. They want to 
have the complete story on 
the equipment they sell, 
how to apply it and how to 


take care of service.” 


The school, sponsored by the American Heating 
Equipment Co., featured latest information on | 


the servicing of year-round air conditioning. 


| 





NEMA Readies 


Sales Drive on 


Dishwashers 


Cuicaco—Promotional 
plans to stimulate the sale 
of automatic electric dish- 
washers are moving on 
schedule, according to the 
Household Sink Units Sec- 
tion of the National Electri- 
cal Manufacturers Assn. 

The group told members 
attending its recent winter 
meeting here that findings 
of the “Ohio Study” are be- 
ing incorporated into a pro- 
gram that can be used by 
dealers to boost sales. The 
“Ohio Study” concerned re- 
search on dishwashers con- 
ducted at Ohio State Uni- 
versity and the Ohio Agri- 
cultural Experiment Station. 

Various test runs on sales 


material have been made 
(NEWS continued on page 56) 
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ANOTHER REASON 
WHY YOU DO BETTER WITH 


From the kilns of Universal-Rundle came the 
world’s first colored vitreous china bathroom 
fixtures—giving U/R a head start on the solu- 
tion of the problems of color-matching, Today, 
the name “Universal-Rundle” on colored bath- 
room fixtures means unsurpassed beauty, qual- 
ity, long life . . . harder-than-steel surfaces that 


resist chipping and crazing. 


THE WORLD'S FINEST BATHROOM FIXTURES BY 


(picinal 
(olorware! 








ra 


Your customers will appreciate your judg- 
ment in recommending color-matehed U/R 
fixtures. They instantly recognize a familiar 
name because they’ve been seeing these same 
fixtures advertised in leading national publica- 
tions. They know U/R signifies quality fixtures! 
Consult your wholesaler or write for the new 


U/R catalog and see why you do better with U/R. 


Universal Ye Rundle 


306 River Road, New Castle, Pennsylvania 
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Top Personnel 


| 


the newly created position 
on the board of directors. 


) Trane and Hood have been 


Named in Trane | 


| more than $55 million this 


Appointments 


La Crosse, Wis.—A re- 


cent announcement made by 
the Trane Co. here included 


and an increase in the board 
of directors from six to 
seven members. Those 
elected to new positions of 
executive vice president 
were: R. James Trane, who 
is also president of the 
firm’s wholly-owned sub- 
sidiary, the Trane Co. of 
Canada, Ltd., at Toronto; 
Wayne J. Hood, who has 
been vice president and 
treasurer, and Thomas J. 
Hancock, who was formerly 
vice president in charge of 
sales. Richard H. Pearse, 
Sr., purchasing agent, was 
elected vice president. 
Hancock was named to fill 


directors for several years. 
D. C. Minard, president, 


said the executive promo- 
tions are part of a gradual 


broadening of the manage- | 


ment structure required by 
the firm’s projected growth 
trend. Trane sales, he 
pointed out, estimated at 


year, have increased 350 
percent in the last 10 years. 





Security to Use 


four executive appointments | 


Wholesalers 


Kansas Crry, Mo—The | 


| was going to press, the an- 


Security Heater Company 
has switched its sales dis- 
tribution pattern from a 
direct-to-dealer basis to a 
distributor franchise proce- 
dure. J. R. Scherer, Jr., said 
the change in the water 
heater company’s distribu- 
tion was designed to 
strengthen sales of the 
firm’s products. 

Security will soon intro- 
duce a glass-lined water 
heater series, backed with 
an extensive promotion cam- 
paign, Scherer said. 


Rheem Co-Sponsors Dealer Meet 





A series of contractor sales meetings, sponsored jointly by 
Rheem Mfg. Co. and its wholesalers, started last month on the 
Eastern Seaboard. Shown above at one of the meetings are 
Edward Inden, Wilco Plumbing Supply Co., Wilmington, Del.; 
Runo Anderson, Eastern sales manager for Rheem: Wm. 
Smith, scoutmaster of the B.S.A., Wilmington; and Herman 
Kauffman, co-owner of Wilco. 


Hochstein Elected President by 





OHI; 3 Vice Presidents Named 


Hochstein 


Cuicaco— As this issue 


nual meeting of the Oil 
Heat Institute of America 
was getting underway here 


Milwaukee, as president of 
the Institute for the coming 
year. C. T. Burg, Iron Fire- 
man Mfg. Co., Cleveland; 
P. G. Crewe, Webster Elec- 
tric Company, Racine, Wis.; 


) and Claude A. Potts, U. S. 


lfachine Diy., Stewart- 
Warner Corp., Lebanon, 
Ind, were elected vice 
presidents. 

Other items of business to 
come before the meeting 
will include the election of 
the board of directors, the 
election of members to the 
executive committee and 
the election of officers of the 


| accessory and distribution 


at the Conrad Hilton Hotel. | 


An early item on the agenda 


was the election of George 
E. Hochstein, The Heil Co., 


| 


divisions. 


A full report of the OHI 


| meeting will appear in the 


June issue of Domestic 
ENGINEERING. 





More Liberal “Job-in-Progress” 
Payments Urged for Contractors 


Wasuincton, D .C.—The 
practice of retaining part 
of the monthly payments 
due contractors for com- 
pleted work on a construc- 
tion project was the subject 
of a recent conference co- 


| sponsored by the Producers’ 
| Council and the National 


Assn. of Credit Men. The 
meeting was the second to 
be held this year to examine 
the present policy. Although 
conferees are in agreement 
that a reasonable retention 
of a percentage of the pay- 
ment due contractors for 
the work in place is neces- 


| sary to protect the interests 


of purchasers of construc- 
tion, they are agreed that 


| excessive amounts are often 
| retained, resulting in frozen 


| credit. 


A suggested procedure for 
freeing funds not actually 
needed for the owner’s pro- 
tection was adopted by the 
conferees and is now being 
submitted to various na- 
tional organizations of ar- 
chitects, engineers, contrac- 
tors, subcontractors, suppli- 
ers and surety groups for 








their consideration and ap- 
proval. 

In brief, the procedure 
suggests a reduction to 5 
percent after the entire 
work is 75 percent complete, 
on those divisions of work 
which are themselves 75 
percent complete. 





Merged Heating 
Giants’ Program 
Gets Under Way 


JOHNSTOWN, Pa.—A new 
company, National-U. S. 
Radiator Corporation, came 
into existence last month 
with the merger of The Na- 
tional Radiator Co. and 
United States Radiator 
Corp., Detroit. As a result 
of the merger, the new com- 
pany will market a compre- 
hensive line of heating 
equipment including cast 
iron heating products, steel 
boilers, packaged steam 
generator units, under the 
“Cyclotherm” name, and 
related items. Its Drayer- 


(Please turn to page 60) 
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During the peak months for selling new bath- 
room fixtures, millions upon millions of people 
see U/R’s powerful, colorful advertising in 
many of the nation’s leading publications— 
Saturday Evening Post, McCall’s, Household, 
Better Homes and Gardens, American Home, 
House and Garden, Living for Young Home- 
makers, Sunset, Small Homes Guide . . . and 
others, Your customers are among those millions 
—and they'll instantly recognize a familiar 
name when you recommend beautiful, style- 


THE WORLD'S FINEST BATHROOM FIXTURES 


Universal 


ational 
Advertising 


ANOTHER REASON 
WHY YOU DO BETTER WITH 








re 


setting Universal-Rundle bathroom fixtures. 





Universal-Rundle, producers of the world’s 
first colored bathroom fixtures, pioneered the 
one-fire, “‘Hi-Fired” process that means a 
stronger bond and surfaces that are harder-than- 
steel—surfaces that resist cracking and crazing. 
U/R color-matches the fixtures in a suite in any 
of five glorious colors—and U/R white fixtures 
are the whitest white. Consult your wholesaler 
or write for the new U/R catalog and see all the 
reasons why you do better with U/R. 


¢g Rundle 


307 River Road, New Castle, Pennsylvania 
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install... 


Automatic air valves for every venting 
need! 


AIR IS A BRAKE which slows or stops 
water circulation in any hot water heat- 
ing or chilled water cooling system. Slug- 
gish circulation cuts efficiency, often 
calls for frequent and expensive call- 
backs for manual venting. 


To maintain free circulation, the system 
must be kept free of air. And air release 
should be automatic. 


Maid-O’-Mist float-operated, continuous- 
venting Auto-Vents are highly praised 
for the job they do in air elimination. 
Easily installed in trouble spots, Auto- 
Vents are always ready to work... al- 
ways trouble-free. 


Maid-O’-Mist Auto-Vents will meet your 
heating and cooling air elimination 
needs. Get full information from your 
jobber or write for catalog, today! 


NO. 7 AUTO-VENT 
For Vertical Mounting Only 
Self-Closing, float-controlled valve 
. .. non-ferrous metals . . . no air 
chamber required . . . designed for 
working pressures up to 75 Ibs. 


No. 7 Auto-Vent—size 434" x 214" 
with Ve" 1.P. female connection. 


Rs LE ET 


NO. 27 AUTO-VENT 


For Horizontal Mounting only 
Dependable float-operated valve . . . 
non-ferrous metals .. . no air cham- 
ber required . . . for working pres- 
sures up to 50 Ibs. 

No. 27 Auto-Vent—size 3” x 212” 


with VY," |. P. female side connection. 


NO. 67 AUTO-VENT 


For Vertical Mounting only in Lim- 
ited Space 


Self-closing, float-operated .. . 
compact size . . . non-ferrous met- 
als ... no air chamber required. . . 
for working pressures up to 30 Ibs. 


No. 67 Auto-Vent—size 3-3/16" x 
14%” with Ye" 1.P. male connection. 


AUTOMATIC HUMIDIFIERS ..... 


WATER LINE CONTROLS . HEATING SPECIALTIES 


3217 NORTH PULASKI ROAD . CHICAGO 4I, ILL. 
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g1Ves top-flight service 





wner: The City of Charlotte, N.C. 


Architect: Walter Hook and Associates, Inc., Charlotte, N.C. 

J. A. Jones Construction Company, Charlotte, N.C. 
ictor: Baskerville-Howell, Charlotte, N.C. 

tor: Boker-Mitchell Company, Charlotte, N.C. 


General Contractor 


Plumbing Contr 


Spong Distrib 


The citizens of Charlotte, North Carolina, 
are proud of their $2,000,000 Municipal 
Airport. Five years ago the plans were 
started for this airport. Three years later 
the construction began. In the span of 
those two years, the air travel and freight 
into Charlotte increased beyond all ex- 
pectations, and authorities knew that the 
size and capacity of the building and run- 
ways as originally planned were totally 
inadequate. 

To meet the new demands, the final 
expenditure totaled more than four times 
the original estimate. Now in full opera- 
tion, Charlotte Municipal Airport offers 
top-flight service and comfort to passen- 
gers and visitors. 
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at Charlotte Municipal Airport 


% 


To provide top-flight service for fire 
mains, roof drains and gas, vent and water 
lines, 15 tons of top-quality Spanc CW 
Steel Pipe were installed in the three- 
story airport building. The contractors 
on this job knew they could depend on 
the quality and service of Spanc, because 
SPANG pipe is quality-controlled from the 
skelp to the finished pipe. 

Careful selection of top-grade skelp.. . 
close control during forming and welding 

complete testing and inspecting 
assures you of top-quality pipe—pipe 
that’s easy to bend, cut, thread and weld. 
That’s why Spanc CW can give you faster 
installations and save you money on the 
job. That’s why so many contractors and 





Seance CW 


builders consistently specily 
Steel Pipe. 
Why not let Spanc CW give you top 


flight service? See your nearest SPANnG 


distributor for your next order of pipe. 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 
General Sales Office: Two Gateway Center, Pittsburgh, 
Pa. District Sales Offices: Atlanta, Boston, Detroit, Houston, 
Los Angeles, New York, Philadelphia, Pittsburgh, St. Louis. 


SPANG 
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Merged Heating 
Giants’ Program 


Gets Under Way 


(Continued from page 56) 
Hanson subsidiary is active 
in the field of summer cool- 
ing and will enable the cor- 
poration to expand its ac- 
tivities in that field. 

W. C. McCord, president 
of U. S. Radiator, has been 
named chairman of the 
board for the new company. 
Theodore B. Focke, presi- 
dent of National since 1952, 
was named the new presi- 
dent. Carroll M. Baumgard- 
ner, vice president for Na- 
tional’s sales, retains that 
position in the new com- 
pany. 

General offices for Na- 
tional-U. S. Radiator Cor- 
poration will be in Johns- 
town, Pa., formerly the home 
office of National Radiator. 





Childs 


Jones 


Heating-Cooling | 


Coil Producers 


Name Officers 


New York City — The | 


Heating and Cooling Coil 
Manufacturers Assn. elected 
officers for the coming year 
at its recent annual meeting 
here. Those elected were 
W. C. Jones, Western Elec- 
tric Corp., president; L. A. 
Childs, Aerofin Corp., vice 
president, and G. W. Mc- 
Cormick, Jr., secretary- 
treasurer. 
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Connecticut Contractors Hear 
Favorable Reports on Business 


Hartrorp, Conn. — The 
Associated Plumbing Con- 
tractors of Connecticut 


heard optimistic reports | 


about the future of the 
plumbing industry at its 
65th annual convention re- 
cently. Leon E. Croll, past 
president, predicted that the 
day will come when every 
bedroom will have a bath. 
Only one out of four modern 
homes now have sufficient 
bathroom space, he added. 

Richard G. Corcoran, vice 
president, told members that 


its name to the Master 


Plumber’s Assn. of Connec- 


| 


prospects for the sale of | 
| of Unarco’s heating and 


plumbing and heating prod- 


ucts have never been more | 
encouraging than at present. | 


The association changed 


BLOOM- 
FIELD, N. J.— 
H. N. Mc- 
Menimen, Jr. 
has been ap- 
pointed man- 
ager-sales for 
General Elec- 
tric Air Con- 
ditioning Division, 


" ER 





McMenimen 


ac- 


cording to an announce- | 


ment made by F. J. Van 
Poppelen, general manager. 


ticut. Its new officers are— 
R. G. Corcoran, Hartford, 


president; Marcel Beguil- 
lard, Torrington, first vice 
president; Joan Massel], 
Middletown, second vice 
president; Ernest Busch, 
Hazardville, secretary; Her- 
bert Ahowe, Waterbury, fi- 
nancial secretary, and Har- 
old McGill, Westport, treas. 





Noland Co. Takes on Unarco Line 


Cuicaco—The Noland Co., 
Inc., Spartanburg, S. C., has 
been named distributor in 
14 counties of that area for 
the Union Asbestos & Rub- 
ber Co.’s air conditioning 
products. Chester S. Stack- 
pole, general sales manager 


cooling division, said the | 
Spartanburg branch is the | 
first Noland outlet in the | 


New YorK 
Ciry—Sheller 
L. Steinwen- 
der has been 
appointed vice 
president of 
The Permutit 
Company, ac- 
cording to an 
announcement last month 
by Henry Foulds, president 
of the New York water con- 
ditioning firm. 





Steinwender 


Warm Air Baseboard Movie Ready 





bor” 


A half-hour sound-color motion picture has been released 
by Gerwin Industries, Inc., Michigan City, Ind., to aid in 
warm air baseboard selling. In the film (above), a dealer 
shows how to demonstrate the features of Thermo-Base. | 


GE-Permutit Name Two Officers 





southeastern United States 
to be franchised by his firm. 
Ed Fargis, Noland branch 


| 





Ed Fargis, manager of Noland 
| Co.’s 


Spartanburg, N. C.,, 
branch, signs order for first 


| shipment of air conditioning 


equipment. H. V. Caton, Unar- 
co representative watches. 


manager, said a complete 


| line of water chillers; pack- 


age units from two to 15 
tons in size, and Dual Vec- 
tors would be stocked. 





Wholesale Sales 
Up 15 Percent 


| for February 


WasuHincTon, D.C.—Feb- 


| ruary sales of plumbing and 
| heating wholesalers across 


the country were up 13 per- 
cent over sales during the 
same period for 1954, ac- 
cording to a report from 
the American Institute of 
Wholesale Plumbing and 
Heating Supply Assns. 
However, sales for Febru- 
ary showed no change from 
the previous month, the 


| report said. A geographical 


breakdown reveals that the 
big percentage of increase 
occurred in the Southern 
and Pacific Coast areas 
In the East South Central 
(Please turn to page 224) 
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7 She importance of having 


Line what people want 


1 States 
his firm. 
1 branch 





L there is one merchandising principle that is 
common to the successful operation of all retail 
businesses, it is this: Know what people want! 
Unless the new product has eye-appeal, meets a 
real need, and is good quality, the chances are 


that no amount of sales effort on your part will 





make it profitable to handle. 


So, when you're considering new products, be 


sure that they fill a wanted need, look good, and 





are quality constructed of quality material. Then, 








for first 
ditioning and only then, can you be sure of consumer 
. . ? acceptance. 
cnes. 
Here at American-Standard, we overlook 
omplete ¢ : A 
: pack- nothing to bring you an extra measure of all three 
> 
» to 15 of these essentials in everything we make. 
al Vec- 
ed. That’s why there’s always a ready, steady 
market for American-Standard products. And 
sales that’s why we enthusiastically predict that the 
i brand-new plumbing fittings and the equally 
en ; 5; 
smart new fixture shown for the first time on the 
ad following pages will win the unanimous approval 
—Feb- of homeowners, architects and builders. 
ing and a a : 
across Turn the page and see if you, too, don’t agree 
13 per- that they’re exactly what your customers want! 
ng the 
34, ac- 
t from d. d 
Pog American-Stardar 
ig and 
Assns. 
Febru- 
‘e from i| 
h, the 
aphical Serving home and industry: 
rat the AMERICAN-STANDARD - AMERICAN BLOWER - CHURCH SEATS & WALL TILE - DETROIT CONTROLS - KEWANEE BOILERS - ROSS EXCHANGERS - SUNBEAM AIR CONDITIONERS 1 
icrease 
uthern 
areas 
Yentral 
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NEW Jewel-like FITTINGS 
provide added beauty to help 


Your customers’ own 
monogram can be used 
to personalize these 
beautifully designed 
satin chrome fittings. 
In this bath installa- 
tion, initials are framed 
by clear, crystal-like 
non-slip handles. 


os 


Both the Monogram 
and Quality lines of 
fittings feature the Nu- 
Re-Nu assembly de- 
signed for long service, 
minimum maintenance. 


Beautiful non-slip 
handles come in five 
attractive colors... can 
be bought separately 
to change color 
schemes. 


» 


This center-set Quality fitting 
is graceful . . . finished in non- 
tarnishing Chromard. Be sure 
to have it on display. 


All Monogram and Quality 
line concealed working parts 
are interchangeable . . . stocks 
of parts can be kept to a 
minimum, 


THE 


COLORF OHOGraM LINE 


THE 
ULTRA-SMAR 


uality ve 


t) 


In these two new lines, American-Standard 
offers you fittings with more sales appeal than 
any on today’s market. 

They’re eye-catching . . . they’re breath- 
taking. They glisten and sparkle like jewels 
... they gleam and shine like platinum. 

Designed to complement and enhance 
American-Standard fixtures, and to harmo- 
nize with any bathroom decor, they introduce 
two entirely new notes in styling. The per- 
sonalized Monogram line in satin chrome 
finish features monogrammed initials—your 
customers’ initials—in a colored or clear 
crystal-like setting; the Quality line features 
an ultra-modern shape finished in durable, 
non-tarnishing Chromard. 

Both lines are so irresistibly beautiful that, 
they will practically sell themselves. Plan now 
to show these sensational new fittings in your 
display room. They are being currently fea- 
tured in full-page, full-color ads in national 
magazines. See or call your distributor with- 
out delay. 


American-Standard 


Serving home and industry: 
AMERICAN-STANDARD - AMERICAN BLOWER - CHURCH SEATS & WALL THLE 
DETROIT CONTROLS - KEWANEE BOILERS - ROSS EXCHANGERS 
SUNBEAM AIR CONDITIONERS 


) 








S| BY AMERICAN-STANDARD 
vou sell more bathroom fixtures. 
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dard 


S & WALL THE 


Its new, too! bhp x =) hs 


This beautiful fixture is the new 
Dentaledge lavatory that helps 
teach children better teeth- 
cleaning habits. Made of vitre- 
ous china with flushing rim, 
it is available in all American- 
Standard colors. Shown with 
Quality line fittings. Just display 
All Monogram and Quality line fittings with any American-Standard 


have self-aligning escutcheons for neater, ; 
easier installations. bathroom group. 
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ihe eae so you can sell and install during the summer building season 


HOw 


READY Two New Gas-Fired Boilers 
BY AMERICAN-STANDARD 


va 


They're Neater, They're Lower, 
; : ® , 
Better Looking! More Compact! 














Both the G-4 and G-6 boilers are ap- 
proved by A.G.A. for all gases and 
comply with A.S.M.E. specifications. 


They’ re Expandable, . They're Easier to 
More Versatile! Install and Service! 


M odern in design throughout with attractive 20-gauge steel 
jackets, these brand-new, space-saving boilers with built-in 
drafthoods, are ideal for large homes, apartments, schools, office 
buildings and commercial buildings. They also incorporate many 
engineering and construction features which make for higher 
operating efficiency . . . as well as installation and servicing econo- 
mies. Some of these advantages are listed below. 


a | @ For water or steam... available from 4 to 11 sections 
with inputs from 180,000 to 600,000 Btu per hour. 


@ Design based on use of multiple sections with burner for each flue 
passage. Factory tested burner has an input of 60,000 Btu per hour. 


@ Sections easily assembled . . . end sections designed with extended 
base to form supporting legs. Jacket encloses canopy, manifold and 
controls. Can be assembled after heating piping is in place. 


@ Pintype boiler sections—over 600 pins on each center section. 
Easily removed cleanout panel allows access to boiler sections with- 
out removing jacket. 


| es | @ For water or steam. Available from 6 to 41 sections 
with inputs from 650,000 to 5,200,000 Btu per hour. 


@ Pintype projections—over 1200 on each center and intermediate 
section—give heating area usually found only in much larger flat- 
surfaced sections. Multiple section design permits almost exact sizing 
of boilers to meet widest range of installations. 


@ Various tapping arrangements allow maximum flexibility in sys- 
tem piping. Smart looking jacket may be assembled after heating 
piping, is installed. Removable access panels make boiler easy to 
service. 


@ Cast-iron base firmly supports boiler sections and burners. Facili- 
tates installation. 


@ Manifold is factory assembled and rigidly fastened to base by cast- 
iron clamps. 


For a more detailed description of these boilers, just contact your 
distributor or the nearest American-Standard Sales Office. Plumbing 
and Heating Division of American Radiator & Standard Sanitary 
Corporation, P. O. Box 1226, Pittsburgh 30, Pa. 


American-Standard 


HOT WATER HEAT 


Serving home and industry: 
AMERICAN-STANDARD - AMERICAN BLOWER - CHURCH SEATS & WALL THE - DETROIT CONTROLS 
KEWANEE BOILERS - ROSS EXCHANGERS - SUNBEAM AIR CONDITIONERS 
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New models—more models—all loaded with new advantages! 


NEW CHEVROLET 








Task-Force 
TRUCKS 








Choose the model that’s matched to your job. You’ll get the most mod- 
ern engineering features in the industry—and cut costs hauling or 
delivering! Your Chevrolet dealer is ready to supply 


sapere 
full details of these important features. . . . Chevrolet /cHevRoLeTY 
Division of General Motors, Detroit 2, Michigan. 





New Work Styling—New Cab Comfort and Safety! 


For the first time, light- and medium-duty trucks with 
their own individual styling—specially designed for the 
job! New Flite-Ride cab (even more durable!) features a 
Sweep-Sight windshield, High-Level ventilation, and 
concealed Safety Step running board. 





New Power Steering — Power Brakes! 


Driving’s easier and safer with these power helpers. 
Power Steering is available on all models as an extra- 
cost option. Power Brakes are standard on 2-ton models; 
optional at extra cost on all others. Tubeless tires are 
standard on 14-ton models! 
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New Engines — New Ride! 


A new 12-volt electrical system sparks all six new Task- 
Force engines. That @neans faster, surer starts; in- 
creased generator capagity. New suspension, front and 
rear, provides a smoother, more stable ride for both the 
driver and the load. 








New Overdrive — Hydra-Matic! 


Count on big gas savings with the extra-cost option of 
Overdrive, now available on 1-ton models. Truck 
Hydra-Matic (optional at extra cost on 1%4-, 34- and 
1-ton models) makes driving easier and saves valuable 
time on stop-and-go delivery jobs. 
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APPLICATION FOR PROFIT! 


TROPIC-AIRE, INC., 5201 W. 65th Street, Chicago 38, Illinois 


Yes: Send me full information about the new line of Tropic-Aire 
Automatic Electric and Gas Water Heaters! 


NAME 








FIRM__ 


TV/3' __ 
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You wouldn’t 


install old fashioned 
¢ : 
t/, \TIXtUTCS .. . 

g m., old fashioned 


ulked or threaded piping? 


Use Streamline: copper 


tube and fittings for a 
modern drainage system 








By installing Streamline copper tube and fittings for drainage 
plumbing, you give the home-owner an up-to-date, 
free-flowing, corrosion resistant drainage system that will 
last for the life of the building. There are no caulked 

joints to leak, no rust damage to worry about, no expensive 
call-backs. The compact 3” stack fits into a 2” x 4” 
partition ... increasing usable house space and eliminating 
the need for furring. The smooth attractive appearance of 
Streamline copper tube and fittings adds visual sales 
appeal to every modern installation. Your customer 
depends on you... you can always depend on Streamline 


for lifetime, trouble-free service. See your wholesaler now. 


opic-Aire 





Eay MUELLER BRASS CO. poe: nuron 4, micnican 
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Announcing New DUNHAM Cabinet 
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SUPERMARKETS 


SMALL STORES 


OFFICES 


EEE AAA 


From radiator traps 
to fully engineered systems 


you can DEPEND ON DUNHAM for 


. . J 
everything you need in heating Dunham Radiator Valves. Dunham Vacuum Heating 
Complete line of radiator Pumps. Single and Duplex 
valves, traps and other spe- models. No close clearance parts. 
cialties for steam heating. Only one moving element. 


ee ee eS 
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Dunham Cabinet Unit ie 
Heater, interior view, show- 
ing blower fans, nonferrous 
heating element, removable fan assembly, 
filter. 











Dunham Horizontal Discharge Unit Heater, 
for steam or hot water, capacities from 
10,600 to 360,000 BTU. 











Dunham Vertical Discharge Unit Heater, 
for steam or hot water, capacities from 
26,000 to 576,000 BTU. 
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Dunham Radiation. Ful! range 
of sizes and ws of convectors, 
baseboard and finned tube radi- 


Dunham Unit Heaters. Line in- 
cludes heating-cooling units, 
vertical, horizontal discharge and 
ation, large blower unit heaters. 


unit heater capacity 


These new Dunham Cabinet Heaters combine the attractive looks 
of a convector with the high heating capacity of a unit heater. Mod- 
erate in price, they’re a sure-fire solution to the problem of heating 
lobbies, foyers, showrooms, supermarkets, small stores and offices. 
Easy fo Install in floor-mounted, vertically wall-mounted, recessed or 
concealed positions. Seven different styles. Keyhole slots punched 
through back of cabinet assure rapid mounting. Front cover secured 
by just two screws on most models. Knockouts provided for all 
connections. 
Quiet Operation. Two-speed motor mounted in rubber. Lightweight, 
balanced blower fan wheels, large heating element area for low air 
velocities. Replaceable filter. 
Less Maintenance. 16-gage steel cabinet fronts—20-gage tops, ends, 
backs. Blower wheels directly mounted on double-end shaft motor 
completely eliminates external bearing, pulley and all belt troubles. 

For industrial and other large space-heating applications, Dunham 
offers a complete line of propeller fan unit heaters—both horizontal 
and vertical types—in a broad range of sizes. 

For full information, write for Bulletin DE-5, C. A. Dunham 
Company, 400 W. Madison Street, Chicago 6, Illinois. 





HEATING & COOLING EQUIPMENT 


RADIATION * CONTROLS + UNIT HEATERS * PUMPS + SPECIALTIES 
Quality First for Ouer Fifty Years 
C. A. DUNHAM COMPANY > CHICAGO > TORONTO > LONDON 


WM 








Dunham Circulators. Heart of 
Dunham's complete hot water 
line. Single-spring motor cou- 
pling. Brand-name motor. 


temperature control system 





cuts fuel costs up to 40 














Heaters with the Convector look... 


Dunham Vari-Vac®. Precision 
uses 
continuous-flow “cool” steam 
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NEW PRODUCTS + NEW PRODUCTS + NEW PRODUCTS 


Closet Seats 
Swedish Crucible Steel has an- 
nounced a new closet seat designed 





with horizontal hinges to fit Briggs 
or Case one-piece water closets. 
The seat has a 7-in. center-to- 
center hinge spread, is made of 
Olsonite and has no cracks, seams 
or joints. It is available in either 
plain or “pearlescent” and comes 
in 35 pottery-matching colors. 

Manufacturer: Swedish Crucible 
Steel Co., Plastics Div., 8561 Butler 
Ave., Detroit 11. 


Gas Water Heater 

A new gas-fired water heater has 
been added by Fowler Mfg. to its 
line of electric water heaters and 


electric clothes dryers. The full- 








floater type heater features one- 
piece tank construction and is 
available in 20, 30 and 40-gal. 


capacities. It is equipped with a 
removable mushroom type burner, 
100 percent automatic controls and 
Fiberglas insulation. 

Manufacturer: Fowler Mfg. Co., 
2545 S. E. Gladstone, Portland 2, 
Ore. 


Oil Burner Series 

A new series of residenta! oil 
burners with a capacity range of 
0.65 to 5 gph has been announced 
by Nu-Way. One model (illus- 
trated) features a compact under- 





slung overshot design with a firing 
range from 0.65 to 2.85 gph. Hinge 
type transformers pérmit access to 
firing components. Three additional 
models with firing ranges to 5 gph 
complete the series. These models 
are equipped with a large service 
cover to permit removal of firing 
components. The pump-fan coupl- 
ing is also readily accessible. All 
units have aluminum alloy hous- 
ings, large fan and heavy-duty 
transformers. 

Manufacturer: Nu-Way Corpo- 
ration, Rock Island, Il. 


Porcelain Repair Kit 

A kit containing all the neces- 
sary materials for repairing 
chipped porcelain enamel on 
plumbing fixtures has been intro- 
duced by Wal-Rich. Twelve Mas- 
ter Kits are available. Each con- 
tains an assortment of colors to 


match the fixture colors of a single 
major manufacturer’s line. The 
Junior Kit contains the materials 
and implements necessary to re- 
pair a chipped area 1l-in. square 
and 1/16-in. thick. Repairs made 
with these kits are said to be wa- 
terproof and to withstand cleaning 
with scouring powder. 

Manufacturer: Wal-Rich Cor- 
poration, 38-20—32nd St. Long 
Island City 1, N. Y. 


Basket Strainer 

A new sink basket strainer fea- 
turing a neoprene seat has been an- 
nounced by Jamaica Mfg. The 





strainer is designed to minimize 
wobble or jiggle and prevent leak- 
ing. It is solid brass and chrome 
plated, and will fit most sink types. 

Manufacturer: Jamaica Mfg. Co., 
Inc., 1209-1223 DeKalb Ave., 
Brooklyn 21. 


Gas-Fired Furnace 

A new gas-fired furnace designed 
for the small-home market has been 
introduced by Waterman-Water- 
bury. The unit has an input ca- 
pacity of 85,000 Btu and occupies 
4% sq ft of floor space. It stands 
5 ft 4 in. high. Design features in- 





clude an adjustable-speed blower, 
open-port burner, self-generating 
controls and a baffled body and 
radiator that hold stack tempera- 
ture at a low level for economical 
operation. The unit is also bond- 
erized and electric seam-welded. 

Manufacturer: Waterman- 
Waterbury Co., 1121 Jackson St. 
N-E., Minneapolis 13. 
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Table-Top Water Heater 

A new table top water heater 
announced by Waldorf Heater Co. 
features a glass-lined tank with 30- 


se tien cent 

—S 

———— 

————— 
od 


gal. capacity. The heater is avail- 
able for all gases, in vented or un- 
vented models. The vented units 
offer 21,000 or 24,000 Btu input ca- 
pacity. The unvented model has an 
input capacity of 5,000 Btu. 
Manufacturer: Waldorf Heater 
Co., 1421 Chestnut St., Philadelphia. 


Water Softener 

A compact domestic water soft- 
ener that is priced for the competi- 
tive market has been added to the 
Stover line. The unit is available 
in 3 capacities and comes equipped 
with a single control valve and hot- 
dip galvanized tank. The recog- 
nized water softening principles, 
including back-washing and brine 
regeneration, are employed. The 
unit is finished in white enamel. 

Manufacturer: Stover Water 


Softener Co., St. Charles, III. 


Truck Line 

The new 1955 truck line an- 
nounced by GMC includes 128 
models, from 144-ton pickups to 5- 
ton tractors. The pickup model il- 
lustrated features low-silhouette 
styling combined with functional 
ruggedness and such added fea- 
tures as the panoramic windshield, 
cadet peaks over the headlights and 
distinctive front end design. The 
complete truck line includes 44 





models powered by V-8 engines, 
while all 6-cylinder engines have 
been increased in power. Trucks 


available with the firm’s Hydra- 
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Matic transmission have been in- 
creased from 13 in 1954 to 65 in 
the 1955 line. A total of 13 colors 
and 8 two-tone combinations are 
available. 

Manufacturer: GMC Truck & 
Coach Div., General Motors Corp., 
660 S. Boulevard, East, Pontiac 11, 
Mich. 


Baseboard Diffusers 

A new line of extended base- 
board diffusers for perimeter heat- 
ing and cooling systems has been 


announced by Flangeklamp Corp. 
The baseboard features a special 
heat trap running the entire 
length of the unit to provide a 
blanket of warm air over outer 
walls and window areas. These 
perimeter diffusers also feature a 
slip lock construction to simplify 
installation, and may be used with 
various types of house construc- 
tion, including full basement, slab 
or crawl space. 

Manufacturer: Flangeklamp 
Corp., 80 Leslie St., Buffalo, N. Y. 





Convertibility Is Feature of New Kitchen Line 





This kitchen is an example of the unusual flexibility in planning provided by 
styling and assortment of models in the new American-Standard cabinet line. 





Storage space in base cabinets is convertible to more than a dozen different 
combinations by adding or rearranging shelves and drawers in the cabinets, 


Beauty, convenience, converti- 
bility and ease of installation high- 
light the all-new selection of 
kitchen cabinets produced by 
American-Standard. Among the 
many features of the new line are 
snap-lock assembly, telescoped 
sub-bases and versatile undersink 
cabinet components. All cabinets 
in the line are convertible for solv- 
ing storage problems as they arise. 


Drawer and shelf combinations are 
completely interchangeable in base 
cabinets and can be fitted in a 
matter of minutes. 

One unit is a corner cabinet with 
shelves that swing out to bring all 
items within easy reach. 

Stainless steel handles on base 
and undersink cabinets are backed 
by plastic color guards to protect 

(Please turn to top of page 72) 


New Line Also Features Monogrammed Fittings ... see p. 194 











Shopping with D.E.____ 


(Continued from page 71) 

Lavatory 

Universal- Rundle has an- 
nounced a new ;enamel cast iron 
lavatory for cabihet or counter in- 
stallations. Two models are avail- 
able, providing a choice of 17 or 18- 
in. depth and a wide range of colors. 
The lavatories are equipped with 
recessed, integral soap dishes and 





employ the firm’s rim-mount to fa- 
cilitate installation. The 20 by 18-in. 
size is available in the sales terri- 
tory west of the Rocky Mountains 
and the 20 by 17-in. size is avail- 
able in all other sales districts. 
Either size has 4-in. drilling only. 

Manufacturer: Universal-Run- 
dle Corp., New Castle, Pa. 


Heating-Cooling Unit 

Rheem has announced a new 
year-’round central air condition- 
ing unit for residential installa- 
tions. The unit features an auto- 
matic zone control which diverts 
as much as 80 percent of the cool- 
ing into bedrooms at night or into 
living areas during the day, thus 
permitting the 142-hp cooling unit 
to provide cooling for a home of 
1309 sq ft. The compact unit re- 





quires less than 26 by 30 in. of 
floor space. During winter months 
the unit provides forced warm air 
heating. 
Manufacturer: Rheem Mfg. Co., 
7600 S. Kedzie Ave., Chicago. 
(Please turn to top of page 76) 






Kitchen Line . . . continued 
the finish and add color accents. 
These are available in red, pink, 
yellow, green, gray and charcoal 
and can be changed easily to inte- 
grate with any color plan. 
Exclusive to the American- 
Standard line, the new snap-lock 
assembly speeds wall and base 
cabinet insstallation. Cabinets are 
securely fastened to each other 
merely by crimping a_ uniform 
length of channel over the edges of 
adjacent cabinets te create an 
aligned and tight-fitting joint with- 
out using screws and bolts. One 
man can install a complete run of 
cabinets using only a pair of pliers, 
and in a fraction of the time 
formerly required. Drilling and 
bolting of cabinets is not necessary. 
New telescoping sub-bases also 
simplify installation. By laying the 
sub-base assembly first, the un- 
wieldy leveling of a complete run 


of bulky cabinets is eliminated and 





exact leveling for a complete in- 
stallation is possible before a single 
Once the 
sub-base is level, the cabinets are 


cabinet is set in place. 
positioned easily in exact align- 
ment. One or two sub-bases are 
sufficient for almost any cabinet 
run. They are available in a variety 
of lengths and in special 2-inch 
heights, as well as the standard 4- 
inch height, to permit a choice of 
34 or 36-inch counter heights. 

A new continuous hanger bar 
performs the same quick-leveling 
function for wall cabinets, 

Undersink cabinet assembly from 
component parts is another feature. 
Any undersink cabinet may be as- 
sembled from three or four easy- 
to-handle cartons, usually in less 
time than was formerly required 
for two men to uncrate a cabinet. 

Manufacturer: Plumbing and 
Heating Division, American Radia- 
tor & Standard Sanitary Corp., 
Pittsburgh 30. 


M-H Redesigns Temperature Control System 





A redesigned and improved elec- 
tronic temperature control system 
announced by Minneapolis-Honey- 
well incorporates a new electronic 
thermostat 2 % in. in diameter. The 
thermostat (right, above) is mount- 
ed in the conventional location and 
works with an outdoor temperature 
sensing element and control center 
to adjust indoor temperature to 
outdoor weather changes. The con- 
trol center operates on a 24-volt 
circuit and is supplied with a trans- 
former and 15 ft of cable with a 
remote terminal block. Two models 
of the new thermostat and three 
different control centers are avail- 
able. Two of the systems provide 





for automatic night temperature 
setback and include an electric 
clock mounted on the face of the 
control center. One control center 
model (left above) is intended 
for laundry or utility room installa- 
tion. Another model is designed for 
installation in the kitchen wall with 
the clock face mounted on the wall 
surface. Plastic buttons on the face 
of the clock are available in a choice 
of colors. Desired day and night 


temperatures are set by adjusting 
the two knurled rings on the face 


of the thermostat. 

Manufacturer: Minneapolis-Hon- 
eywell Regulator Co., 2753 Fourth 
Ave., S., Minneapolis 8. 
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Install 
The Power-Packed 
Circulator You 


TACO Can Rely On! 


- Manufactured under rigid quality control—with every 
feature to meet the toughest specifications. 
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, See Your Wholesaler or Write A | 
* Better Heating | 
nt TACO HEATERS, INCORPORATED 
e 1160 Cranston Street, Cranston 9, R. I. 

CORPORATE OFFICE IN CANADA 
h 342 Madison Avenue Taco Heaters of Canada, Ltd. 







New York 17, New York 4 Gilead Place, Toronto 2 
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What to do now to sell more 


WATER COOLERS 











LOOK FOR YOUR WESTINGHOUSE DISTRIBUTOR. He’s listed in the Yel- 2 PHONE YOUR WESTINGHOUSE DISTRIBUTOR. He'll quickly make avail- 
low Pages of your phone book. Wherever you're located, you'll find able to you all the latest facts, figures, sales helps and new develop- 
a Westinghouse Water Cooler Distributor conveniently nearby. ments on the world’s most complete water cooler line—Westinghouse. 


























WESTINGHOUSE LEADS IN WATER COOLER SALES. Nationally distrib- EXCLUSIVE Finger tip and Toe tip Dual Electric Control at no extra 
uted Westinghouse water coolers, in a complete range of types and cost. Patented Pre-Cooler and Super Sub-Cooler increase cooling 
sizes, fit every possible need. capacity—deliver more cool water for less money. 




















SEALS WATER IN—SEALS TROUBLE OUT! Solenoid Water Valve in sealed FREE BOOKLET! Ask your Westinghouse distributor for a free copy 
water circuit with no moving parts to wear out. Hermetically-sealed of this valuable “How to Judge” booklet. Or write: Westinghouse 
refrigeration system—assures years of trouble-free performance. Electric Corporation, Electric Appliance Division, Springfield 2, Mass. 


you CAN BE SURE...1F IT's estinghouse 
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Everyone saves with new 
Anaconda Pre-Formed Panel Grids ! 


New radiant panel heating coils made of Type L Copper Tube save 
contractors installation time and money . . . save engineers time and effort | 
in planning and designing radiant panel heating installations 
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NEW ANACONDA GRIDS* (PGs) contain 50 DESIGN AND LAYOUT is simplified by Anaconda’s MACHINE-FORMED PG’s are compactly pack- | 
linear feet of Type L Copper Tube and come free layout kit of printed, gummed PG scale aged 4 to a carton. One tube end of each PG 
in two tube sizes—left, 3%” (¥2’’ O.D.) for ceil- drawings, which show precise layout of heat- is expanded so that it can be solder-connected 


ings; right, ¥2” (56 O.D.) for floors. ing panels on blueprints. in series without requiring fittings. 


SG 








ical | 4 *, a pe: 
PG’s ARE EASILY INSTALLED—A %” PG weighs A HOOK TYPE FASTENER offers another easy, HEAT FOR THIS basement game room will be | 
only 10 pounds, is easily lifted and propped quick installation method. Fasteners are par- provided by '2’’ PG’s embedded in concrete. 
in place, leaving worker's hands free to fasten tially set in joists, PG’s are positioned, and For floor or ceiling installations the pre-formed 
straps. Here, metal lath goes under the PG’s. fasteners driven home. Anaconda Panel Grid offers many economies. | 











CEILING INSTALLATION ready for plastering. NO SAGS OR DIPS in the tube lines permits a SNOW MELTING SYSTEMS are installed easier 
est the outside walls, and supply lines to panel in time and materials, crete. sail 





circuits run next to outside wall. 






*Pat. Applied for 


The American Brass Company, Waterbury 20, Conn. © &f 
(In Canada: Anaconda American Brass Ltd., New Toronto, Ont.) Pa 


FREE BOOKLET! Send me free booklet C-6 which tells how to de- 
sign, lay out and install radiant panel heating systems with PG’s. 


| 
Note tube spacing narrows to 412” c-c near- uniform plaster thickness, which means savings and quicker with 2° PG’s embedded in con- 
| 
| 
| 








Copper Tube FOIE since Beh aieccccinaicnersecnnd 


PRE-FORMED 
Panel Grids 
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(Continued from page 72) 

Pipe Vise 

A new pipe vise with jaws that 
grip with “rocking wedge” action 
has been announced by Toledo 
Pipe Threading Machine. The vise 
is designed to provide firm gripping 
action without crushing, plus the 
ability to grip a variety of pipe 
sizes from % to 2%-in. as well as 
fittings with irregular shapes. The 
jaw action tends to minimize mark- 
ing of pipe, and the vise jaws are 


\¥ ~ 
or & 
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heat treated for heavy duty use. 

Manufacturer: Toledo Pipe 
Threading Machine Co., 1445 Sum- 
mit St., Toledo 4, O. 


Sump Pump 

A new automatic submersible 
sump pump has been introduced by 
Dayton Pump to supplement its line 
of brass and aluminum upright 
drainers. The compact, portable 
unit may be dropped into water 
wherever it exists or installed in 
the customary sump, and is recom- 
mended for use by the contractor to 
pump out standing water. The pump 
is 11 in. high 9%e in. at its greatest 
width and weighs 35 lbs. The pump- 


Radiator Blends Radiant & Convected Heat 


Hi 











A new cast iron radiator to blend 
radiant and convected heat on 
steam or hot water heating systems 
has been introduced by Utica 


ing parts are bronze construction 
with the strainer screen and base of 
the drainer made of brass. The 43- 









t 


hp motor is hermetically sealed in a 
steel case and is equipped with a 
heavy-duty switch controlled by a 
plastic float. 

Manufacturer: The Dayton Pump 
& Mfg. Co., 500 N. Webster St., 
Dayton 1, O. 


Commercial Cooling Unit 

Two self-contained cooling units 
designed for commercial applica- 
tions have been added by Coleman 














to its line of packaged air con- 
ditioning equipment. The new 


Radiator. The unit is 20 in. high 
and designed for installation under 
low windows or in other limited 
spaces. The radiator may be painted 
to harmonize with room decora- 
tions and when recessed (see illus- 
tration) does not interfere with 
draperies or furniture placement. 
All face area is prime heating sur- 
face. Free-standing installations 
project only 5 in. into the room and 
require no cover or cabinet. Match- 
ing metal inlet grilles are also 
available. 

Manufacturer: Utica Radiator 


Corp., Utica, N. Y. 


units are available in 3 and 5-ton 
capacities. Adjustable louvers con- 
cealed in the top of the unit per- 
mit up to four-way air circulation 
in installations where ducts are 
not used. Return air is admitted to 
the filter and cooling coil through 
concealed slots in the front panel 
of the unit. Automatic controls, 
exclusive of the wall-mounted 
thermostat, are concealed by the 
hinged nameplate on the front 
panel. The compressor, evaporator, 
condenser and all refrigerant con- 
nections are hermetically sealed. 

Manufacturer: The Coleman Co., 
Inc., Wichita 1, Kan. 


Locking Adjustable Wrench 

A new locking adjustable 
wrench designed for rapid adjust- 
ment and positive locking action 





has been announced by J. H. Wil- 
liams. The wrench is unlocked or 
locked in any position with the 
thumb or finger. It is drop-forged 
from selected alloy steel and avail- 
able in 8, 10 and 12-in. sizes. Ca- 
pacities range from 0 to 1% in. 
Manufacturer: J. H. Williams & 
Co., 400 Vulcan St., Buffalo 7, N.Y. 


Lo-Boy Series 
Temco has announced a series of 
gas-fired lo-boy units ranging in 


a 





capacity from 90,000 to 170,000 Btu 
input. The new units are compactly 
designed and feature high temper- 
ature ceramic finish on the round 
heat exchangers, both inside and 
out, to guard against rust and 
burn-out and to increase the life 
of the unit. 

Manufacturer: Temco, Inc., 4104 
Park Ave., Nashville 9, Tenn. 

(Please turn to top of page 80) 
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HERMAN NELSON 


console heater 
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16 models... Y 
64 air inlet-outlet arrangements! 


When you apply the Herman Nelson Console Heater to your heating jobs, 
you apply not one or two choices but /6 different models—giving you a 
total of 64 inlet-outlet combinations! Mount these Herman Nelson units on 
floor, wall, ceiling or inverted ... order them for fully recessed, semi- 
recessed or free-standing applications—and get the unit that fits your re- 
quirements exactly. Styled with outstanding beauty, Herman Nelson Console 
Heaters operate quietly, give positive heat distribution, and utilize either 
steam or hot water. Get complete information now . . . use coupon below. 
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COMPANY, INC. 


& eer, LOUISVILLE, KENTUCKY 





Better Air is Our Business! 
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TWIN ROTO-CLONES effectively control dust an 
fumes given off by leather buffing in this Mil 


waukee tannery. 
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i 
UNIT BLOWERS, in both forward curve and back 
ward curve wheel types, efficiently solve all ver 
tilating and exhaust problems. 


PORTABLE HEATERS supply extra ‘‘heat co 
wheels” at this cold loading dock. There is a si: 
and model for every job, capacities 75,000 

450,000 BTU. 
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US Write for free Cloratire! 
‘ | 
P| AMERICAN AIR FILTER COMPANY, INC. | | 
§ 116 Central Avenue, Louisville 8, Kentucky j 
Please send me complete information on the followin 
I g 
i equipment: | 
4 Console Heaters Dust Collectors 
Unit Blowers Portable Heaters 
4 Centrifugal Fans Steam Specialties 
4 Electro-Cell Air Filters [ — se 
a 
y NAME ee 
& I ical asciriacaipainnn __POSITION_ sa shel 
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from the start! 


You couldn’t be more right than to ask 
for NIBCO valves by name. That’s because 
we make it our business to be right in 
the production of low pressure valves. 





¢ RIGHT in the alloy used 

¢ RIGHT in precision casting 
e¢ RIGHT in machining 
RIGHT in final inspection 
e RIGHT in price 
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78 ANGLE STOP 
AND WASTE VALVES 





STOP VALVES 





For FREE CATALOG of 
the complete line of Nibco low- 
pressure and pressure-rated 
valves, write today to 

NORTHERN INDIANA 
BRASS COMPANY 
504 Plum St., Elkhart, Indiana 


725 STOP VALVES 76 STOP & 


WASTE VALVES 



















SEE US AT THE PLUMBERS’ SHOW 


atone SORE lb. | 





ELS ee i Mitta. | 
Don’t miss the Youngstown Kitchens display, Plumbers’ Show, Chicago, June 6-9. 


See firsthand why more and more plumbers now 
recommend and sell Youngstown Kitchens Cabinet Sinks! 


See them in new Go-Together Colors! 


Three terrific lines, 22 great models! lets you offer, at no extra cost, the most exciting colors 
A price for every purse, a model for every purpose. of all: 

Many models with exclusive features, widths from STAR WHITE @® DAWN YELLOW 

24” to 66”. Complete planning flexibility. MERIDIAN BLUE e@ SUNSET COPPER 


Preferred by your customers! 


New Jet-Tower* Dishwashers! ‘ 
J Made by the world’s largest makers of steel kitchens, 


a — nin so l penis aa Youngstown Kitchens are best known by 5 to 1! Pro- 
3 : x » dishes ; ; ote ; 

ra 2 Mh t ree Flece: eters a “de : Ik “ moted by the most extensive national advertising in 
or 6 people); an Llectric Sink, Includes Jet- the business. 


Fk ishwas ‘ sabi sink facilities. 
Tower Dishwasher plus full cabinet sink facilitie eeandiane hitbiey annul cialis’ 


New Go-Together Colors at no extra cost! Ask your plumbing supply house. Any model is ware- 
Today, the trend is to color—and Youngstown Kitchens housed near you, ready for immediate delivery, 
*Reg. U. S. Pat. Off 


When in Chicago or San Francisco, see the complete Youngstown 
Kitchens line in beautiful displays at the Merchandise Marts: in 
Chicago—Room 1119; in San Francisco—Suite 180. 








Plus al the famous Youngstown Kitchens 
Food Waste Disposer! 


It’s the hottest disposer on the market today—the new 
Youngstown Kitchens Food Waste Disposer. Highest 
quality at lowest possible price. A natural for installa- 
tion at the same time you put in the Youngstown 
Kitchens Cabinet Sink. Sales go up . . . with hardly 
any extra effort! 


DYoungsteuins 


James C. King, Sales Manager of Cabinet Sink Division 
Youngstown Kitchens, Mullins Manufacturing Corporation 
Warren, Ohio 

Please send complete facts on Youngstown Kitchens Cabinet Sinks [ 
Please hove representative tell how | can get into the business 


NAME (Please print) 


ADDRESS a 
Sold in the United States, Canada and most parts of the world | Wa) 0 
MULLINS MANUFACTURING CORPORATION « WARREN, OHIO CITY ZONE STATE PHONE 
DomeEstic ENGINEERING, May 1955 79 
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(Continued from page 76) 
Water Heater Line 
Rudd has announced a new line of 
automatic storage gas water heaters 
with a protective inner coating of 
porcelain enamel on the steel tanks. 
The heater is equipped with a 


ee mmneememmmmmnatel 
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magnesium anode, finger-tip tem- 
perature dial, controlled-flow gas 
burner, snap-action thermostat and 
an automatic pilot controlling main 
and pilot burners. The units are 
designed for operation with all 
gases and models are available with 
input capacities of 23,800, 30,000 and 
35,750 Btu. 

Manufacturer: Rudd Mfg. Co., 
2025 Factory St., Kalamazoo 24F, 
Mich. 


Bath Enclosure 

Strick Plastics has announced a 
new Fiberglass bath enclosure with 
sliding, lift-out doors. The doors 


are framed in polished, extruded 
aluminum with a chrome-like fin- 
ish designed to prevent rust and 
corrosion. The doors are equipped 
with nylon rollers and open from 
either end, gliding along a top- 
hanging V-shaped track. Inside 
surface of the Fiberglass panels are 
smooth to facilitate cleaning, and 
outside surfaces have a crinkle fin- 
ish. Six pastel colors are available 
to blend with bathroom decor. The 
enclosure is designed to fit standard 
recessed tubs. 

Manufacturer: Strick Plastics 
Corp., 31-06 38th Ave., Long Island 
City 1, N. Y. 


Portable Power Drive 

A new lightweight power drive 
on a folding tripod with integral 
tool tray has been developed by 


Ridge Tool Co. for power opera- 
tion of hand tools. When folded, 
the unit is carried by a built-in 
handle on the power unit. A spe- 
cially designed motor drives the 


New Boiler Jacket Simplifies Installation 


National Radiator has developed 
a new jacket for its all-in-one 
home heating unit which is de- 
signed to cut assembly time. The 


screwless assembly is made _ pos- 
sible by two self-locking fasteners 
on the left side panel, which can 
be turned easily with a screw- 
driver to lock the jacket in place. 
All other parts of the top and four 
side panels are put together by in- 
serting the bottom, sides and tops 
into lead clips or overlaps provided 
for this purpose. To clean or ad- 
just the gas or oil-fired unit, the 
front door and left side panel are 
removed to provide access to the 
burner, circulator controls, do- 
mestic water heater and acces- 
sories. The jacket is shipped flat 
in a square carton, which accom- 
panies the factory-assembled unit. 
Manufacturer: The National 
Radiator Co., Johnstown, Pa. 


unit, which is equipped with a speed 
chuck designed to grip pipe, con- 
duit or rod, % to 2-in., forward or 
reverse. The jaws are closed or 
released by a turn of the hand 
wheel, and a centering device at 
the rear automatically centers and 
holds the pipe by a turn of the 
cam. The power unit alone can be 
bolted to bench or truck, and is 
equipped with pipe benders and 
slots for hanging tools. 

Manufacturer: The Ridge Tool 
Co., Elyria, Ohio. 


Flat Rim Sinks 


Crown-National has introduced a 
new series of porcelain enamel steel 


flat rim sinks designed for greater 
capacity in limited space. The 
single compartment model (illus- 
trated) is 20 in. long, 21 in. wide 
and 75 in. deep. A double com- 
partment model, also available, is 
26 in. long, 18 in. wide and 6 in. 
deep. 

Manufacturer: Crown-National 
Co., 137 South Water Market, Chi- 
cago 8. 


Faucet Washer 
A new ball-bearing faucet wash- 
er designed for easy turning ac- 


<> 


tion and long life has been an- 
nounced by Ardmore Products. 
The washer incorporates stainless 
steel ball bearings enclosed in a 
coined brass housing which is at- 
tached to the faucet stem with a 
stainless steel self-tapping screw. 
When the faucet is tightened, the 
ball bearings keep the cap from 
turning on the valve seat, relieves 
grinding and minimizes wear. The 
washer is available in %4, % and 
14-in. sizes. 

Manufacturer: Ardmore Prod- 
ucts Co., Conshohocken, Pa. 

(Please turn to top of page 140) 
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[No special construction or added support neec 
floor is laid in regular manner, cutting small hole 
connection. No need for iead pan, sub-layers, mortar 
other trade involved—plumbing contractor gets the con 
job—mokes a larger sale, a better profit. 





“) Pick Fiat Floors Everytime for Leakproof Showers" 
“T’ve been using your precast shower floors for several 


years and find them entirely satisfactory. My customers 
tell me that they like the smooth, easy-to-clean surface 
and “nang ager attractive appearance. They also like 
the idea that this product saves money. 
“It is my opinion that a plumber must furnish quality 
products to build a good reputation, nd certainly your 
precast shower floor is a quality item. This makes it easier 
to sell and assures me that I won’t be called back because 
of leakage or other dissatisfaction.” 

— Robert E. Murphy 
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Robert E, Murphy, President 


ROBERT E. MURPHY COMPANY 
1205 West Roscoe Street 


Chicago, Illinois 
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BATH ENCLOSURES 




















The modern Precast floor provides perfect drainage per- 
manently. Not fastened to framing or bonded to floor, the 
FIAT floor is never damaged by building settlement, Shower 


walls are finished over tiling-in flange to complete an eco- 
nomical, attractive and absolutely Jeakproof shower. 





PreCast shower floors 


Now you can keep shower bath water 


where it belongs for the lifetime of the 


guaranteed, 


any type shower wall material come 
in a range of suitable sizes—available 
in either PreCast Terrazzo or Artstone, 
both of which provide a smooth, joint 
free. easy to clean appearance with a 
warm foot-grip surface.And best of all 
you gain a bigger share for the plumb- 
ing contract. So standardize on FIAT 
and profit on the shower floor as well 


house with a 
FIAT PRECAST SHOWER FLOOR. Never 
again risk your reputation on intricate, 
multi-layer, built-up floors that are 
both inefficient and unsanitary. Try 
this modern, money-saving FIAT FLOOR 
to solve an age old building problem. 


leakproof 


FIAT FLOORS are designed for use with as on the drain, valves, shower head. ete. 





First in Showers Since 1922 
3 Complete Plants « Representatives in all Principal Cities 


ee Gee 


4tONG —— citys yay nraad = — — so cere 62 


FIAT METAL MFG. CO. 
9301 W. Belmont Ave., Franklin Park, Ill, 


Cc] Please send complete data on FIAT PRECAST SHOWER FLOORS. 





[_] Have a representative contact me. 


Name. 
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City. Stote 
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REAMED AND 
DRIFTED 


3,000# & 6,000# 
HYDRAULIC 





More than 23 types of couplings, covering your 
standard requirements, are regularly stocked 
and available for prompt shipment. Special 


couplings fabricated to order. 
acme ste ) Capitol Couplings are made to specifications 
Line couplings (up of the Association of American Railroads, the 
A tt avail- American iron and Steel Institute, and the 
abie in conven- ‘A i P ; leum tn tit : “ 


ient carfens, at ne 
extra cost. 


SOLD ONLY THROUGH RECOGNIZED WHOLESALER 
AND DISTRIBUTORS 


COLUMBUS, OHIO 
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S THE EDITORS SEE IT! 





POUHNSAUUIIIILUETER ALTE 


Who Says the P-H Industry Isn't Merchandising? 


chandising and created a modernizing market 


In this business of editing a magazine, we 
attend a lot of conventions. Only two things 
bother us at these sessions—meetings that don’t 
start on time, and speakers (and others) who 
don’t keep up with the times. 

The speakers referred to are “merchandising 
experts” who weep over the plumbing and heat- 
ing industry’s “lack of salesmanship’—from 
manufacturer to contractor. 

Ten years ago, we suspect these speakers had 
a good address—so good, they’ve never bothered 
to change any more than the introductory joke. 
If these speakers would step down from the 
podium long enough to study the industry 
they’re “analyzing,” they’d be as startled as Rip 
Van Winkle when he woke from his long nap. 

They would find that in ten years the number 
of modern plumbing and heating showrooms 
has more than tripled. Further construction, 
remodeling, enlarging is planned by many con- 
tractors. 

And if these experts could see our mail alone, 
they’d find daily reminders of this industry’s 
constant growth in merchandising consciousness 
and ability. In the past few days, we’ve had re- 
quests for help in designing “‘a letterhead that 
sells,” advertising posters for trucks, showroom 
layouts, ete. They’ve come from such places 
as Keene, N. H., Malvern, Ark., Quebec, Sioux 
City, Ia. 

Dozens of additional requests come to us ask- 
ing about the Bay City Story, Domestic Enet- 
NEERING’S survey and film on finding and selling 
remodeling needs. Hundreds of contractors are 
using DE’s Modernization Sales Kit. 

Our magazine monthly reports the activities 
of other merchandising-minded contractors. For 
example, there’s Harold Jacobson of New Haven, 
Conn. He turned from new construction to mer- 


where none had existed before. His profit 
climbed from $15,000 to $47,000 in one short 
year. His case is by no means unusual. 

There’s the case of a White Plains, N. Y., 
wholesaler (County Seat Supply Co.) which has 
just kicked off an aggressive sales program 
among dealers in 90 counties. More than 250 
dealers attended the initial sales meeting last 
month to see the Bay City film and enlist in an 
extensive remodeling promotion. 

While some industry speakers have failed to 
recognize the evolution of merchandising in our 
industry, outsiders have been more alert. Busi- 
ness Week, a national magazine, recently de- 
scribed a “new look” in plumbing retailing. It 
said the modern contractor is “more than a 
craftsman. He is a merchandiser.” Incidentally, 
the magazine credited Domestic ENGINEERING 
with helping the contractor “lure more con- 
sumers into his showroom.” 

At some conventions, we've heard praise for 
the merchandising of the appliance and furni- 
ture industries. These, according to some speak- 
ers, are shining examples of merchandising—so 
brilliant, we mutter to ourselves,-that many of 
their dealers are selling themselves out of 
business. 

No millenium has been reached by the plumb- 
ing and heating industry. Far from it. We need 
to do a lot more merchandising-wise. 

But let’s throw away the speeches read from 
yellowed pages and recognize that 1955 is not 
a year to tell this industry it should merchandise 
—but how it can merchandise even better. 


 ——— 
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(An Illustrated Editorial) 
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SOME OF THE MOST POWERFUL 
forces ever to work for contrac- 
tors are now working for you in 
smoothing out the broad, fast 
salesway to a top-profit market 
—top profit now and for all the 
years ahead. 

Here are those forces. Count 
them. Evaluate them. Use them, 
for, with their help, you can 
make sales today which will 
keep a flow of business coming 


86 
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your way that will never stop. 

No. 1. May Is National Water 
Systems Month—tee-off time on 
a program that will carry the 
health, comfort, convenience, and 
profit facts about running water 
to every one of the industry’s 
more-than-6-million prospects in 
farm, non-farm rural and sub- 
urban areas. 

No. 2. Educational cooperation 
from colleges and universities, 








Hot Water Heating 





Bathrooms 


Laundries 





Farm Needs 
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county and home demonstra- 
tion agents, utilities, newspapers, 
magazines, radio, television. All 
of these are exerting their influ- 
ence to wrap up this lush market 
for you. 

No. 3. The influence of “see- 
ing is believing’—farmers, for 
example, learning from other 
farmers how much running wa- 
ter means in increased produc- 
tion, elimination of drudgery, 
better fire protection, and great- 
er health, comfort and conveni- 
ence. 

No. 4. The influence of actual 
experience — farmers, non-farm 
business men, and_ suburban 
dwellers who have already in- 
stalled water systems and expe- 
rienced some of the conyeniences 
and profits and who now are 
ready to buy more. 

This is what is happening 
right now in the National Water 
Systems Month program. 

Here’s the over-all picture— 
you can cut yourself as much of 
it as you want: 

Ninety-three percent of the 
nation’s farm homes now have 
electricity but only about half of 
them have running water, in- 
cluding well over 400,000 fami- 
lies definitely in the upper-in- 
come, able-to-buy bracket! 

Add to this the non-farm busi- 
ness enterprises needing new or 
replacement water systems, and 
the rapidly growing suburban 
area homes, plus business re- 
quirements and it totals up to 
quite an attractive thing. And 
we're only talking about water 
systems up to here! 

Herbert C. Angster, execu- 
tive secretary and director of 
the National Assn. of Domestic 
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and Farm Pump Manufacturers, 
graphically points out that a wa- 
ter system sale never stops when 
he says—“Every electric water 
system sold sets up the eventual 
sale of no less than 11 different 
plumbing-connected appliances 
for better living and more pro- 
ductive farming.” 


s The total potential for water 
system sales in 1955 is conserva- 
tively estimated at about 1,075,- 
000 units for new and replace- 
ment purposes in homes only. 

Before you put your pencil 
down, consider for a moment 
what each water system sale 
means in terms of related equip- 
ment for bathrooms, kitchens, 
laundries, hot water heating sys- 
tems, water heaters, air condi- 
tioners, water softeners and just 
about everything else in your 
sales room. 

Consider, too, the opportuni- 





The beauty in a water system sale is that every 


customer becomes a red hot prospect for these... 


ties for yard and barn fixtures. 

This is a top-profit market and 
it’s all yours for very little ask- 
ing—and it’s yours for many 
years to come! 

Ask the average farm wife liv- 
ing in a hand-pump house if she 
realizes that for only the most 
limited (primitive, is a better 
word!) household needs she has 
to carry 25 tons of water a year, 
and her answer is likely to lead 
you to scores of sales. 


« Ask the farmer if he realizes 
that in summer weather a top 
producing cow may need as 
many as 40 gallons of water per 
day and that without it, even a 
top producing cow will fall off 
rapidly in quantity and quality 
of milk. 

Ask him how much water beef 
cattle should have a day in win- 
ter. The answer is, as he may 


(Please turn to top of next page) 


OrriciAL FUSAbK jor National Water Systems Month is designed to 
help contractors use the system as the focal point for related sales. 
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PRESSURE 
Buy your Automatic Water System MOWE as Ll 











Make Water Systems Month a Success with These Ideas 








(Continued from preceding pages) 
know, about 12 gallons; even a 
yearling needs seven to eight 
gallons a day; but if the water is 
icy or not provided in sanitary, 
sheltered surroundings, feeding 
efficiency—and profits—go down 
rapidly. 

Ask him if he knows that, 
winter or summer, hogs need 
plenty of water and if they don’t 


get it, they'll cost plenty in lost 
weight. In one test, hogs drink- 
ing from thermostatically con- 
trolled heated waterers gained 
an average of 10 pounds more 
per animal in six weeks of freez- 
ing weather than pigs that had 
unheated water from troughs 
filled by hand. “Water is the 
cheapest feed I can buy,” is the 
way one Iowa farmer puts it and 


Can We Sell a Million Pumps This Year? 





The 1955 market target of the water systems industry and cooper- 
ating suppliers of electrical power is a huge one—1,000,000-plus 
systems, which break down approximately as follows: 


NO. OF PROSPECTS 


TYPE OF SALE 





oe New homes and other beyond-the- 


water-mains construction 





Homes presently lacking running water 





eae New systems to replace obsolete equip- 


ment or inadequate pumping capacity 








Farms lacking running water 





Supplementary system needed to meet 


- increased water needs and afford 


greater protection against fire 





Wer Total potential for water systems sales 
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in 1955 


that’s one way to make any 
farmer see why a modern water 
system is not a luxury item but 
an investment that pays for the 
luxuries it provides. 

Ask him if he knows that a 
modern water system, in addi- 
tion to making money for him 
from livestock, can cut chore 
time from one-third to one-half. 

Ask him if he knows that wa- 
ter system financing is no prob- 
lem, that he can readily secure a 
loan for its purchase and pur- 
chase of the related products he 
wants. 

We’ve said so before and it’s 
worth saying again: The water 
systems market is a top-profit 
market and right now, backed 
by the National Water Systems 
Month program and the other 
forces working for you, is the 
time to go after it. 

How to tie in with the pro- 
gram, how other contractors 
have made this market pay big 
year after year, and how to set 
your sights for making it your 
own market, are covered in the 
following pages. END 


Water System Facts 


The Greek engineer, Eupalmus, 
built the first municipal water sys- 
tem in 625 B.C... . yet even today 
there are 3% million non-farm 
homes that are prospects for elec- 
tric water systems. 


Lord Neaves said: “Water is 
the best gift man can bring to 
man.” Although it’s also the old- 
est, there has never been a better 
time for selling water systems and 
related products. 


The Egyptians were among the 
first to develop water systems... 
yet 4,000 years later, 1 out of 2 
American farms have no running 
water. END 
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ANYONE REMOTELY FAMILIAR 
with the plumbing and heating 
industry can easily see the poten- 
tial sales that follow the introduc- 
tion of running water to a farm 
or home that formerly relied on 
“primitive” water production. 

But how do you make that 
first big step—the selling of 
running water under pressure? 

Contractors who have virtually 
based their businesses around 
water systems say it’s one of the 
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easier selling jobs—once you be- 
come thoroughly acquainted with 
the benefits provided by water 
systems. 

From the files of Domestic 
ENGINEERING come a score of tips 
on what these benefits mean and 
how they can be impressed on 
the millions of water system 
prospects. 


The place to start selling water 


systems is in your own bailiwick. 
The Dye Plumbing and Heating 


Domestic Engineering Dealers 






from 


Co., La Porte, Ind., is a good ex- 
ample of using an interesting 
showroom arrangement to glam- 
orize the water system (p. 91). 

The water system in Charles 
Dye’s display performs the same 
function it does on the farm— 
the heart of the scheme. Around 
it Dye groups the dozen or more 
products that rely on the water 
system. From this base, Dye sells 
the versatility of the system. Ca- 


(Please turn to center of next page) 
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Here's a Water 5 


A point-of-sale demonstration is 


oe selling technique by cu 
ip But a gimmick always 

e demonstration unit above 
which Prospects 
relax over a Stea 


(Continued from preceding pages) 


pacities, pressures, horsepower 
are part of his sales talk, but 
woven into it are the better liv- 
ing, greater health, improved 
farming and increased safety be- 
hind bare statistics. 

But Dye and other water sys- 
tem experts know that these days 
you have to go after business, too. 
Take Ray Okeson of Hebron, II. 
Okeson has acquired the farmers’ 
talent for knowing what’s going 
on in neighboring areas and how 
to chat away a few pleasant hours 
or so—profitably. 

Okeson keeps close tab on new 
families, farm and community 
building, agricultural problems, 
etc. He knows each has a bearing 
on water system sales, For ex- 
ample, Okeson may see a north- 
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ern Illinois farmer decorating his 
home or enlarging his dairy barn. 
That’s an invitation for him to 
drop in to describe how much 
nicer a home is with additional 
water for an extra shower and 
bath . . . or how extra head of 
cattle mean more water demands. 

He also makes sure the house- 
wife in non-farm communities in 
his area know about electric 
water systems— surprisingly 
many think because they live 
beyond municipal water systems 
they’re doomed to a limited 
water supply for washing, cook- 
ing, etc. 

Incidentally, Dye and Okeson 
report they can usually increase 
the initial water system sale 10 
or 12 times its original price. Re- 
lated items — automatic clothes 


An lowa Field Day Tells F 
a Vital Agricultura 


bled on a lowa 
O plumbing and He 
Ce. Madrid, 1ns 
Visitors followe 


hear step. Benefits an pie graphic terms that 
sas loudspeaker 
_ exseeovne ee { business. 


brought a flow 0 


| Tool -_ Water 
















ssem- 

5.000 water system eT be pod 
, farm last summer to watc ase’ 
ating, Des Moines, and _. 

; ater Sy . 

tall a complete w 4 

ad the installation through _ 
1 features were © 











washers, water heaters, etc.—do 
the trick. 

Another firm, Stewart & Neil- 
son Plumbing Co. of Cary, IIl., 
sells farmers and non-rural 
homeowners on another impor- 
tant factor in non-metropolitan 
living: fire. Fire to these people 
is a threat greater than drought 
or twisters. 

Stewart and Neilson tie in with 
National Fire Prevention Week 
in October to show how this 
threat can be lessened. First they 
remind prospects that an Amer- 
ican farm burns every 13 min- 
utes, that a life is lost every 24 
minutes and that $10,000 in prop- 
erty is destroyed every hour— 
all because of unchecked fires. 

But this isn’t a scare campaign. 
Stewart and Neilson show in- 
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Come to the Fair! You 
System Prospects Await 


Each year the 2,000 count 


O Visited by 25,000,000 rural people 


— IC even compet; 

. oe — and cattle contests = 

— ullman, Ala., Scored a bull’ , 
water—a water System’s best 


surance reports that prove fire 
hazards are greatly reduced by 
water systems. It’s a selling point 
no family man nor property own- 
er can ignore. 

Personal contact, of course, is 
still a salesman’s greatest oppor- 
tunity. Two water systems deal- 
ers have found a way to contact 
thousands on a personal basis at 
little expense. 

The most familiar technique is 
setting up an exhibit at a county 
fair as done by Home Improve- 
ment Co., Cullman, Ala. There 
are some 2,000 county fairs a year 
in this country, and about the 
same number of methods for 
selling water systems at them. 

Home Improvement’s method 
is simple but effective. They put 
up an operating display—and 
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anything mechanical in nature 
attracts a rural audience. The 
“showmanship” extra, however, 
is that the system has a practical 
function—it provides weary, 
dusty fair-goers with an ice cold 
drink and proves the farmer’s 
axiom that there’s “nothin’ like 
water when things are dry.” 

A more unique show that at- 
tracted 5,000 water system pros- 
pects was held in Iowa by the 
Kordick Plumbing Co., Des 
Moines. Kordick installed a com- 
plete system from septic tank to 
kitchen appliances in one day. 
Crowds milled around each job 
phase and heard sales messages 
broadcast from a loudspeaker 
truck. 

Those are demonstrations of 
water system benefits on a grand 


He Puts ‘Heart’ 
by Focusing Interest on 
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system. 5o what mor 
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that relate 
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in His Showroom Displays 
Water Systems 


some is the water 


e logical showroom display 
irrounded by the scores - 
Such a display 
action sales to Dye —— 
Ind. Charles Dye reports 
enty of business. 


to the unit? 


aPorte, 


scale. Good ones don’t always 
have to be big ones. 


It’s a good policy, for example, 
to have an operating display in 
your showroom, and it’s a better 
one to give the display an added 
gimmick. One operating display 
(by Dayton Pump & Mfg. Co.) 
dispenses free hot coffee to point- 
of-sale prospects. The unit dem- 
onstrates a system that delivers 
both hot and cold running water 
under pressure. 

Promotional ideas and _ sales 
techniques designed to make the 
big first sale are available from 
many water systems manufac- 
turers. Contractors also get ad- 
vice and proven selling aids from 
local utilities and the REA. 

Combined, these ideas add up 
to more sales in 1955. END 
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SIX IDEAS for Your Job and 
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New System Cuts Soldering Time in Half 
at the W. J. Nugent Plumbing Co. 




















Sewer Cleaning Hose 


Gets There in Style 


EVER WONDER what happens to 
old automobile tires? In Nep- 
tune, N.J. they’re used by Edgar 
Phillips & Sons, plumbing and 
heating contractors, for trans- 
porting flexible sewer cleaning 
hose to and from the job. 

The 25-ft lengths of hose are 
rolled into the old tires as shown 
above; when needed, the tire is 
easily rolled out of the truck and 
into the house where it is to be 
connected to the electrical eel. 
The hose is then rolled back into 
the tire where it remains, safe 
from damage and wear, until the 
next job. Phillips’ journeymen 
report it’s easier to roll a tire 
than carry a heavy roll of hose. 
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A NEW sysTEM for soldering 
sweat fittings on copper water 
tube is proving a big time-saver 
for the W. J. Nugent Plumbing 
Company of San Mateo, Calif. 

The system employs a jig 
made of 2-in lumber which is 
firmly secured to the bench top. 
As demonstrated in the photo be- 
low, up to seven pieces of copper 
water tube can be soldered at 
one time. 

The jig is made by drilling 
holes in the 2-in lumber to hold 
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the tube firmly. The holes are 
drilled in a line and the wooden 
jig is then cut in two lengthwise 
through the holes. 

A hinge at one end joins the 
two pieces, but enables the jig to 
be opened and closed easily. A 
clamp at the other end holds the 
two pieces firmly together after 
the tube is in position. The jig 
shown has seven holes for 4-in. 
tube and seven for 34-in. tube. 

Soldering time has been cut in 
half, the company reports. 
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A UNIQUE JIG enables a San Mateo, Calif. contractor to cut the time for 
soldering copper water tube in half. Here, Fred Cordes shows how it’s done. 
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 @ Sewer cleaning hose gets there in style 
) New technique for insulating boilers (p. 138) 


® He knows where every man is—every minute 





Shop File 


He Knows Where Every 
Man Is - Every Minute 


Dave MapseEn, plumbing and 
heating contractor in Upper 
Darby, Pa., has worked out a 
system that enables him to tell 
at a glance where each journey- 
man is located at any given time. 

A blackboard is hung on the 
wall at a convenient spot and 
every journeyman’s name is 
listed. As each man is assigned 
a job, the customer’s name is 
chalked up opposite the journey- 
man’s name. The shop foreman 
(shown in photo) is custodian of 
the blackboard. 

“It’s not a new idea,” says 
Madsen, “but it really saves a 


Mechanization cuts project installation costs 


W ork horse on wheels does any job (p. 94) 


New system cuts soldering time in half 


Installation Costs on Housing Project Sharply 
Cut through Job Mechanization 


A METHOD for cutting cast iron 
and steel pipe enables a two-man 
team to cut up to ten times faster 
than by hand. The methed is 
particularly adaptable to project 
work where time and costs are 
a big factor. 

The system uses a power cut- 
off saw and an abrasive wheel 
for the high speed cutting opera- 
tion. An adjustable jig enables 
the operator to make mass quan- 
tities of fixed lengths for pre- 
fabricating either in the shop or 
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at the job site. A _ trough-like 
table centers the pipe automat- 
ically for each cut. 

Cuts are reported to be square, 
without burrs, thus saving addi- 
tional time. One cut-off wheel 
(cost approximately $4.00) will 
cut up to 70 pieces of 4-in. soil 
pipe. Use of the abrasive wheel 
eliminates splits or slivering of 
soil pipe that are frequently en- 
countered when cutting with 
hammer and chisel. (Name of 
manufacturer on request). 














POWER CUT-OFF saw eats its way through a carload of soil pipe. An adjust- 
able stop permits cutting fixed lengths. Gang cuts of small pipe can be made. 


lot of running around trying to 
find out where everyone is.” 


. continued 
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Workhorse on Wheels 
Can Do Almost Any Job 





A VERSATILE NEW power gen- 
erator is helping contractors 
trim costs on a wide variety of 
jobs. 

Termed “power slave,” the 
new generator can spray paint, 
provide electric power for pipe 
threaders, drills and other power 
tools, pump water and act as an 
air compressor, in addition to 
serving for emergency standby 
power. A quick changeover fea- 
ture enables the contractor to 
switch from one operation to an- 
other in less than 60 seconds, 
according to the manufacturer. 

The unit is mounted on ball 
bearing swiveling tricycle gear 
and is highly mobile, making it 
practical to take out into remote 
and rough terrain and still have 
electrical, air or pumping power 
right at hand. 

Two models are available, one 
with a 6-hp engine and one with 
a 2.5-hp engine. Each comes 
equipped with four basic pieces 
of equipment; a generator, an 
air compressor, a pump and a 
spray boom. The generator de- 
velops 2500 watts of A.C. power 
and is sufficient to operate any 
two power tools simultaneously. 

Further information may be 
obtained from Master Mechanic 
Mfg. Co., Burlington, Wis. 
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OPERATION 
SHOWCASE 


First installation of baseboard unit that 
heats and cools goes on display in Long 
Island home sponsored by the I-B-R 


AN 11-ROOM HOME in Stony Brook, L. I., N. Y., is the 
focal point of a history-making industry promotion this 
year—the first residential application of baseboard instal- 
lation that cools as well as heats. 

The specially-designed home—part of a promotion 
called “Operation Showcase”—dramatizes the recently 
introduced year-round air conditioning system which uses 
chilled or hot water in baseboard units. 

The “Showcase” promotion is sponsored jointly by the 
Institute of Boiler and Radiator Manufacturers and sev- 
eral companies whose materials are used in the building. 
The cooling-heating installation, as well as the plumbing, 
was handled by Beck and Danowski, Port Jefferson, L. I. 

In addition to a boiler and chiller, the air conditioning 
system employs a central blower to distribute a controlled 





BASEBOARD INSTALLATION, similar to that above, both heats 
and cools a specially-designed home on Long Island, N. Y. The 
sponsoring organization calls the home “Operation Showcase.” 
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quantity of air through built-in 
ducts extending parallel beneath 
each baseboard element. 

Built-in drain ducts collect 
condensation in the baseboard 
elements. The boiler .has been 
designed to provide domestic hot 
water at the same time chilled 
water is being supplied to the 
baseboard units. 

Other features of the system 
are automatic humidity control, 
selective zone temperatures and 
single switch heating-to-cooling 
control. 

Instruction in how to design 
and install the new wet heating- 
cooling system will be a high- 
light of the I-B-R’s Ninth Annual 
Short Course scheduled for June 
14-17 in Urbana, Ill. R. E. Ferry, 
general manager of the Institute, 
says the course has been “re- 
vamped from top to bottom to 
help fill the urgent need” for 
knowledge of the new system 
for residences and small com- 
mercial buildings. 

Industry contributors to the 
baseboard heating-cooling 
“Showcase” are Vulcan Radia- 
tor Co., dual baseboards and 
general system design; Crane 
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CENTRAL BLOWER, suspended from basement ceiling, 
distributes a controlled quantity of air through duc s, 
from which it is circulated through 








BOILER AND CHILLER fit in basement corner. Mixing 
tank and water circulator hook up between units. Tank- 
the baseboard. less water heater provides year-round hot water. 


Co., packaged cast-iron boiler Revere Copper and Brass Co., 
with built-in tankless water copper tubing, including plumb- 
heater; Bell & Gossett Co., water ing; Owens-Corning Fiberglas 
chiller, circulators, accessories Corp., heating insulation; Amer- 
and special controls; Perfex ican Radiator and Standard 
Corp,. specially developed auto- Sanitary Corp., fixtures, and 
matic control and zoning system; Kaustine Co., oil tanks. END 


Put it on the ceiling... if it belongs there 





FLOOR SPACE for cabinets, range and other appliances is increased 
in kitchen because inverted heating-cooling baseboard is installed 
at top of the walls. Panels are stained to match knotty pine decor. 




















e : é A DISTRIBUTION POLICY “geared 
ew is on to the times” . . . spectacular new 
products ...a sales strategy to 


create business where none ex- 
isted before. 


.- tiv.’ ] These were among the high- 
0 Ihe UE! L-! - U y lights of American-Standard’s 





history-making sales conference 
last month in Asheville, N. C. 


4 een More than 500 sales and man- 
mer Icah-: ; ar agement personnel from every 
5 ee state attended the meeting, first 






of its kind held on such a scale 
by a manufacturer in this indus- 


try. 


New products, retail development The most significant news to 
program, sales strategy also get come out of the conference was 

os ts ie - American-Standard’s statement 
airing at first national sales of a “selective distribution” pol- 
conference of firm's personnel icy which modifies the company’s 


“historical distribution pattern.” 
Robert W. Lear, general market- 
ing manager, explained— 

“Merely by looking around 
you, it is easy to see that a mar- 
keting revolution is going on in 
the industry. It’s happening to 
appliances, automobiles, food, 
clothing — nearly everything. 
Discount houses, supermarkets, 
shopping centers, trade-in allow- 
ances, private brands, mail order 
houses, fair trade prices, new 
companies, merged companies, 
new products—all are distorting 
the traditional way of doing busi- 
ness for many companies and are 
altering a lot of previous mar- 
keting concepts which had been 
held sacred. We have a great 
many of these factors to contend 
with ourselves... 


» “It is no wonder that our his- 
torical distribution pattern is 
being disturbed. And by his- 
torical pattern I mean 100 per- 
cent of our sales through a dense 


ce #rcluded Joseph 
coverage of plumbing and heat- 


division; Lincoln Pierce, 






vid Quinn, vice president in ing wholesalers, who sold almost 
amar, premdent of the company. exclusively to the heating and 
psi iN plumbing contractor.” 


Lear then cited seven major 
changes that have occurred in 
the company’s distribution pat- 
tern. They are listed in the box 
on the facing page. 

“These changes,” Lear con- 
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tinued, “have formed the basis 
for the development of a dis- 
tribution creed that must be ex- 
pressed separately by product, 
by area, and by distributor. Ac- 
cordingly this is our approach: 

“First—We consider each in- 
dividual product group separate- 
ly and individually and develop 
a policy which most suitably con- 
forms to the market needs and 
competitive features of that par- 
ticular product. In other words, 
there need be no correlation be- 
tween our policies for kitchens 
and Remotaires and gas conver- 
sion burners and plumbing fix- 
tures. Each is being established 
on its own rights. 


» “Second—We consider each 
individual area separately and 
individually and develop a policy 
which most suitably conforms to 
local conditions. For the most 
part, authority to make these lo- 
cal adjustments will be delegated 
to each district manager. We 
may, then, have a different dis- 
tribution policy on the same 
product in New York City than 
we do in Asheville, N. C. or in 
Rome, N. Y. We may have dif- 
ferent policies within a district. 
In other words, when in Rome, 
we shall do as the Romans do. 

“Third—We consider each in- 
dividual distributor separately 
and individually and determine 
a policy which most suitably 
works to our mutual benefit. We 
will analyze each product prob- 
lem separately with each distrib- 
utor who is a candidate. The fact 
that a distributor has our boiler 
or radiator lines does not auto- 
matically entitle him to be our 
Heatrim distributor. And a chain 
distributor, including our own 
Amstan Supply Division, may be 
coded to distribute one of our 
products in Branches A, B, and 
C, but not in Branch D. 

“But within this flexibility by 
product, area, and distributor, 
we have certain over-riding 
principles which apply. 

“A—We believe that we, as a 
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reputable manufacturer, must 
earn the loyalty and business of 
each of our distributors. We 
shall do so through our ethical 
business methods, quality prod- 
ucts, effective services, strong 
advertising and promotion, and 
fair prices. 

“B—We believe that the heat- 
ing and plumbing distributor is, 


in most cases, the most logical 
distribution medium for most of 
our products. Whenever pos- 
sible, we want to be represented 
by the best heating and plum- 
bing distributor in each area. 
And we want to help all of our 
distributors do a better job for 
themselves and for us. But fail- 
(Please turn to top of next page) 


——— 
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Changes in the A-S Distribution Pattern 


American-Standard’s modification of its distribution pat- 
tern, described in these pages, includes the following points, 
according to the company’s announcement- 


American-Standard has recoded all distributors by products 
with 14 basic types of distributors—ranging from one who 
carries all its products down to a wholesaler who carries 
only one. 


It has removed from its customer list a large number of 
distributors—who in the past purchased many millions of 
dollars worth of products—because they did not “properly 
represent” American-Standard. 


It has added to its customer list a number of new distributors 
who are not basically heating and plumbing wholesalers. 
This is particularly true of kitchen products. 


It has seen an increasing number of instances where its 
distributors are selling products to retailers who are not 
plumbing and heating contractors. 


It “realizes” that some of its products are being sold direct 
to builders by distributors. This is primarily true in kitchens. 
American-Standard exercises no control over the type of 
retail outlet its distributors sell. 


It is selling some products, such as Remotairs and water 
chillers, direct to the plumbing and heating contractor. This 
is “a company privilege,” and it will continue the policy in 
those cases where “the distributor cannot perform his role 
and does not contribute to the sale.” 


As a final bit of evidence to show the change in distributor 
philosophy, American-Standard issued suggested consumer 
prices on plumbing fixtures and kitchen cabinets nearly a 
year ago. It sees no reason at this time why this policy should 
not be continued, although it foresees a possibility of sug- 
gesting prices at some time in the future, based on variable 
percentage spreads back to its net wholesale price. 
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Am.-Std. Announces New 


(Continued from preceding pages) 
ing to secure adequate distribu- 
tion for any product from a heat- 
ing and plumbing distributor, we 
have no hesitancy in approaching 
other types of outlets who can 
perform these services properly. 

“C—We believe in selective 
distribution. By this we mean 
that our products are sold to cus- 
tomers of our selection who we 
believe can and will offer the 
services we require. When a dis- 
tributor does not ‘properly rep- 
resent us,’ we reserve the right 
to remove him from our cus- 
tomer list. Each distributor must 
actively promote, by all of the 
means at his command, the sale 
of each product line on which he 
represents us. In some cases, we 
may give a single distributor the 
opportunity to exploit fully a 
specific trading area; in others, 
we may find that several dis- 
tributors can properly and profit- 
ably represent us on a given 
product. In order to pin down 
exactly what ‘proper representa- 
tion’ means, we are working 
more and more towards the de- 
velopment of written agreements 
which spell out these functions 
and services both for the dis- 
tributor and ourselves. 

“D—We have found that those 
distributors do the best job for 
us who do not diffuse their sell- 
ing efforts among several com- 
peting product lines. They in- 
crease turnover, save warehouse 
space, and tell a more convincing 
sales story. 


Wants Distributors to Help 
Develop Retailers 


“E—We believe in retailer de- 
velopment as one of the impor- 
tant keys to marketing success 
in our industry. So we believe 
that our distributors should en- 
dorse and participate in our mer- 
chandising programs which go to 
and through their dealers. 

“F—Finally, we believe that 
our distributors should make a 
profit on the sale of our products. 
Only in this way can we enjoy 
mutually pleasant relationships. 
When we run into an unprofit- 
able distribution situation, we 
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Distribution Policy 


will analyze ourselves first—and 
then help the distributor im- 
prove. 

“All of these policy matters 
cannot be formalized every- 
where in a few weeks. It may 
take us years before we can pre- 
sent a clean, united distribution 
front. 

“But someday we expect to 
have a national network of 
highly selected distributors for 
each of our products, operating 
under clearly understood written 
agreements as to their and our 
services, and selling to the finest 
group of modern retailers in the 
business.” 

American-Standard indicated 
that distribution was not the only 
company operation that was be- 
ing renovated. 

Wade Cloyd, manager of re- 
tailing development, outlined a 
plan that would bring the com- 
pany a bigger share of the mod- 
ernization market. Cloyd said 
American-Standard was cur- 
rently training retailing develop- 
ment specialists—that is, mer- 
chandising experts who will 
work directly with selected con- 
tractors in setting up advertising 
campaigns, journeymen selling 
techniques, showroom displays, 
etc., designed to attract moderni- 
zation business. 


The "Bay City Story" Was 
An Inspiration 

Lincoln Pierce, general sales 
manager, said in a special inter- 
view that American-Standard’s 
increased concentration on re- 
modeling resulted from market- 
ing facts turned up by DomestTIc 
ENGINEERING in its Bay City 
(Mich.) survey. A film based on 
the survey—“The Bay City 
Story”—is being used to train 
the retailing specialists. 

The specialists, in turn, are 
using the film to help contractors 
understand the vast potentials in 
modernization work and the 
methods by which such jobs can 
be sold. 

The optimism inherent in such 
planning was reflected in a 
speech by Joseph A. Grazier, 
president of American-Standard, 


under whose leadership the com- 
pany began its own “moderniza- 
tion changes.” 

Grazier said the current high 
level of new construction in- 
dicates at least five more years 
of solid prosperity. American- 
Standard’s own confidence, he 
said, is proven by the fact that 
it plans capital expenditures of 
$60,000,000 by 1960. Grazier 
singled out air conditioning as 
one of America’s most important 
and rapidly growing markets. 

Contractors will share in both 
the big remodeling and new con- 
struction markets, said R. W. 
Williams, manager of advertising 
and sales promotion, through an 
enlarged advertising campaign 
planned for the consumer and 
business press. 


Calls for Contractors to 
Go All-Out in Selling 


Contractors themselves, how- 
ever, must join in an all-out sell- 
ing effort on behalf of the com- 
pany’s new products, said D. J. 
Quinn, vice president of sales. 
J. A. Bauer, president of the 
plumbing and heating division, 
also emphasized that any attempt 
by manufacturers to promote 
new markets more aggressively 
needed the full support of the 
retailing level. 

On the product level, Amer- 
ican-Standard told its sales per- 
sonnel that its new lines would 
have a definite sales appeal. 

For example, the company’s 
new kitchen has appeal based on 
its flexibility—it can be con- 
verted into a number of different 
arrangements and styles (com- 
plete product description is on 
p. 71). The kitchen line results 
from American-Standard’s be- 
lief, repeated by conference 
speakers, that the proper outlet 
for kitchens is through the 
plumbing contractor. 

Monogrammed fittings, de- 
scribed elsewhere in this issue 
(p. 194), also illustrate the com- 
pany’s emphasis on products 
with sales appeal. END 





Looking for Cost-Cutters? 


If you are, see the job and shop 
time-savers on page 92. 
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How Three Contractors Handle 


School Jobs aw ow (Your Future in Schools— Part 2) 


In Illinois 


HIMES MOVES WITH THE 
MARKET. .. page 100 


In New York 


GRAZIANO MASS PRODUCES 
QUALITY JOBS... . page 104 


(n California 


LEE CUTS COSTS 10 STAY 
COMPETITIVE... page 108 


WHETHER YOU'RE a contractor 
who’s specialized in school proj- 
ects for years—or a “newcomer” 
just giving thought to the boom- 
ing school market—the follow- 
ing pages will provide a fresh 
perspective on the techniques of 
winning contracts, and profiting 
in this institutional field. 

Three major school contrac- 
tors from across the nation— 
handling more than 50 contracts 
a year from $45,000 to $800,000 


each—tell in detail their experi- 
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ences in locating, estimating, 
bidding and building in a market 
growing with America. 

These plain-spoken men take 
you inside their vigorous busi- 
nesses. They pull no punches— 
competition in school work is 
rough and tumble, some business 
elements are working against 
the contractor, required capital 
backlog is becoming more bur- 
densome, ete. 

They paint no hopeless pic- 
ture, however. From east, west 








and central sections, the com- 
ments are the same—‘“The school 
market is rough but worthwhile. 
It’s big, it’s growing. For the 
contractor who knows how to 
handle all phases of a school job, 
there’s a walloping profit.” 
This is a logical sequel to last 
month’s DoMEsTIC ENGINEERING 
market analysis, “How to Meas- 
ure Your Future in Schools.” 
That future proved an im- 
mense one—now we see how to 
change it into the present. 
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ctors-Handle Sehools (continued) 
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JOHN C. HIMES (right) goes over new school blueprints with son, Robert. 


Five YEARS AGO, John C. 
Himes, Wilmington, Il., plumb- 
ing and heating contractor, 
turned his major efforts from 
residential project work to the 
booming school market. 

Now, 38 school jobs later, he 
has learned his lesson well in a 
new field. 

Like any good pupil, Himes is 
a teacher, too, who’s willing to 
tell other contractors what he’s 
learned about estimating, bid- 
ding and building schools— 
sometimes through painful ex- 


perience. 
“First of all,” he says flatly, 
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“bid to win and bid to make 
money. Unless a bid does both 
—win and make a profit—it’s not 
worth dulling your pencil.” 

Himes says before going into 
the specifics of figuring success- 
ful school bids, he’d like to tell 
inexperienced contractors the 
A-B-C’s of school work. 

“School work is good,” he ex- 
plains, “but like anything else it 
has its problems. 

“On the good side, I’d remind 
any contractor interested in this 
work that he’s dealing with 
quality. School boards and ar- 


chitects are looking for the low- 


est bid—but most of all they 
want the best workmanship and 
material. To the legitimate con- 
tractor, this is the ideal working 
requirement. 

“For another thing, you're 
dealing with a highly ethical 
group in school boards, I’ve 
never come under political or 
economic pressure in my area 
yet. That also makes for good, 
stable conditions. 

“On the other side of the 
fence,” Himes continues, “you’ve 
got to have a big backlog of capi- 
tal before even starting in school 
work. That’s because your oper- 


Domestic ENGINEERING, May 1955 





Do! 


y 1955 


Moves with the Market... 


In a town of 5,000, this contractor has averaged seven schools 


a year for five years through canny estimating and bidding 
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ESTIMATING school jobs, says Himes, a Wilmington, IIl., 
contractor, requires careful checking of specifications and 
blueprints for materials listing and labor requirements. 
In reaching a figure, Himes keeps two things in mind— 
his bid must win and also must make a worthwhile profit. 


PERSONAL checks are made on school projects even 
before bidding. Himes drives 45,000 miles a year checking 
local labor markets, site locations, terrain features, etc. 
During construction, he lets foremen expedite the work, 
visiting sites only to lend his crews special assistance. 





ation must be highly mecha- 
nized. I’ve got at least $50,000 
tied up in equipment necessary 
to do our jobs fast and efficiently. 
“Just as difficult are problems 
in bidding, estimating and ma- 
terials-buying which can be 
ironed out only through experi- 
ence and big initial investments. 
I can point out these problems 
more clearly when we get into 
the step-by-step procedures in 
estimating and bidding later.” 
Himes adds that, while the 
school market is big and getting 
bigger, it’s a competitive market. 
When general building is at a 
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low ebb, as many as 16 plumbing 
and heating contractors bid on 
school jobs in the northern IIli- 
nois area covered by Himes— 
roughly about a 150-mile radius 
of Wilmington. When business 
conditions are booming, only 
four bids may be received on a 
school. Himes figures he is suc- 
cessful on about 10 percent of 
the bids he submits. His jobs 
average about $60,000 and have 
gone as high as $150,000. 

“Last year,” he says, “was one 
of the most cut-throat I’ve run 
into. But now bidding has re- 
turned to a more normal level. 


I’d say there were two reasons 
for that. More schools are being 
built now than in the past two 
years. And second, some con- 
tractors new to this field under- 
cut bids to a non-profit point. 
They seem to have learned their 
lesson, though, and have ad- 
justed their estimating this 
year.” 

A study of Himes’ own “loss- 
proof” estimating procedures be- 
gins with his daily reading of 
building reports. This informa- 
tion is supplemented by a large 
number of bid invitations re- 
ceived through the mail from 
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Putting on 
the Heat 


Modern tools are neces- 
sary to cut costs, says 
Himes. Here an acety- 
lene torch blows pipe 
holes rapidly. Himes has 
$50,000 invested in 
efficient equipment. 


(Continued from preceding pages) 


architects and school boards ac- 
quainted with his reputation for 
quality work. “That’s one ad- 
vantage,” Himes notes, “that 
new contractors may have to get 
along without until they’re 
established as experienced 
school specialists.” 

Several factors decide Himes 
on the jobs he will bid on— 
where is it located? .. . will han- 
dling another job allow him to 
buy at volume and effect a sav- 
ing, or will it overburden his 
operation? .. . will he bid direct 
to an architect or to a general 
contractor? .. . and what other 
contractors are likely to work 
on the job? 
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“These last two points deserve 
more explanation,” says Himes. 
“T usually try to avoid bidding 
where there’s no separation of 
contract. I prefer bidding direct 
to the architect rather than the 
general contractor because the 
G. C.’s profit depends largely on 
how successfully he can beat 
down his subs. Some general 
contractors may bid shop, and 
others may even quote fictitious 
bids to a low bidder to frighten 
him into cutting even more off 
his estimate. 

“When you deal directly with 
an architect, however, you don’t 
run into that. The architect’s fee 
doesn’t depend on how cheaply 
he can get work. He’s concerned 









Where's What 
and When? 





Close supervision of job 
is maintained by Himes 
through construction. 
For example, he con- 
stantly checks suppliers 
and records to assure 
that his crews have ma- 
terial on time. 


with how good a job you'll be 
able to do at a reasonable price 
on his building.” 

Himes also advises learning 
what other contractors are likely 
to work on the proposed job. 
“When we consider bidding, we 
also consider what kind of a 
‘team’ we’ll be on—some general 
contractors and subs can’t keep 
up the fast pace that’s necessary 
to turn a profit on a school job. 
We don’t want to work on a job 
where there may be, say, an 
electrician we know will throw 
us off a schedule we've figured 
almost to the hour. 

“Still another consideration 
along this line is the local labor 
market. We hire labor usually 
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Buy Big. 
Sane Big 


Himes often buys in ex- 
cess of specific needs to 
gain volume-buying dis- 
count. Excess is stored 
until next job. Such buy- 
ing is key factor in Himes 
bidding techniques. 


from the area where we’re work- 
ing. Therefore, before bidding, 
we check to see if skilled labor 
is readily available in the area.” 
Once Himes has found a pro- 
posed school project worth a bid, 
he writes the architect for a spe- 
cification book and blueprints. 
A $25 deposit is usually required 
for this extensive material. 
Paper work alone on the book 
and blueprints takes Himes two 
full days. Himes computes from 
the specs such items as lineal 
feet of piping, number of fittings, 
number of units, boiler room re- 
quirements, etc. He then multi- 
plies these figures by a set for- 
mula based on the number of 
man hours needed to install each. 
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For example, it may take two- 
man hours to set a flush-valve 
water closet. If Himes deter- 


mines there are 30 such units, 
he estimates 60 man hours for 
this phase of the proposed job. 
Variations of the formula on all 
plumbing, heating and ventilat- 
ing give him a basic labor esti- 
mate. 

However, this estimate must 
be adjusted to individual prob- 
lems in building design and ter- 
rain features. The plot plan goes 
under careful scrutiny to deter- 
mine the depths, elevations, con- 
tours and other obstacles that 
might complicate excavation for 
water and sewage lines. For ex- 
ample if trenches pass through 









Pre-assembling is done 
whenever possible in 
shop. Here Robert Himes 
threads pipe with power 
unit. These assemblies 
will be shipped to job 
site some 100 miles away. 


difficult sub-surface formations, 
like rock or clay, the labor esti- 
mate must be increased. 

Estimating labor is a relatively 
standardized technique among 
contractors. While it is indis- 
pensable to minimum bidding, it 
seldom brings the contractor his 
profit. That is reserved for the 
material side of the estimate 
which Himes figures is three- 
fourths of the job expense to 
one-fourth for labor. 

Cost figuring on materials dif- 
fers among contractors more 
greatly than labor computations. 
Himes, for example, compiles a 
list of all materials needed on 
the proposed job and contacts 


(Please turn to top of page 202) 
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ANTHONY GRAZIANO (right), New York contractor, discusses school job with brother, Bob, (left) and an estimator. 


How 3 Contractors Handle Schools (continued) 


In New York, Graziano Mass 
Produces Quality Jobs... 


“THE REAL SECRET of our suc- 
cess with schools,” says Anthony 
Graziano of Brooklyn, “is that 
we've fitted assembly-line pro- 
duction tactics to what is essen- 
tially a custom job.” 

Graziano heads the firm of R. 
L. Graziano Sons, Inc., which 
has been handling dozens of big 
public schools in highly-com- 
petitive New York City, where 
the plumbing contract on a 
school may go over the quarter- 
million mark. 

Good methods of buying, 
handling labor, estimating and 


104 


supervision all have been part 
of the firm’s program to do a 
good job at lowest possible cost. 
A vital part of this program has 
been accomplished through the 
application of mass-production 
techniques to labor. 

Basically this is done by cut- 
ting and threading every pipe 
in the firm’s modern 20,000 sq 
ft shop in Brooklyn. Power ma- 
chines that take any size pipe 
perform this quickly and effi- 
ciently in the spacious, roofed-in 
area. On-the-job fabrication, 
which is the major uncontrolled 


cost item, is speeded consider- 
ably. 

To make this technique most 
efficient, Graziano brings his 
field mechanics into the shop to 
cut the actual pipe they will 
later install. Giving one crew 
the responsibility for carrying 
through each stage of the work 
for a school, Graziano finds, re- 
sults in a job that moves along 
according to schedule. 

In general, the firm brings a 
big part of the labor connected 
with a school job under its own 
roof to minimize the amount of 


DoMEsTIC ENGINEERING, May 1955 





Don 








on-the-job time loss. Anthony 
Graziano, president, and his 
brothers, Dick, Joe and Bob, run 
the entire operation with precise 
efficiency, and their example of 
“doing the job quickly and 
right” filters through the entire 
organization, which numbers 
from 150 to 250 persons at 
various times. 

The routine methods that help 
control labor costs are applied 
in the Graziano operation to all 
the other phases of school jobs. 

Buying is another good ex- 
ample. Graziano follows the ma- 
terial market closely and buys 
when he can get the best price, 
rather than buying for a specific 
job. Until early in 1954, he found 
it most economical to buy a 
large part of his material in car- 
load lots, shipping to his own 
shop’s big storage areas and dis- 
tributing via his own trucks. 

This method doesn’t save 
much in costs, Graziano admits, 
but he points out several ad- 
vantages. First, it takes advan- 
tage of the best market prices 
available. Second, it eliminates 
the bulk of on-the-job material 
losses, since material is shipped 
to the site from the shop only as 
needed. But most important, it 
helps in bidding because the firm 
has an accurate idea of what 
every bit of material will cost. 

Up to the beginning of 1954, 
the firm bought the bulk of its 
material this way, shipping only 
fixtures direct to the job site. In 
the past 15 months, however, 
market conditions have made it 
more advisable to buy many 
quantity materials on a shorter- 
term basis, although several 
items still are bought in quan- 
tity and stocked for a number of 
jobs. 

Estimating also follows a plan. 
The firm has six estimators and 
one or more may work on a bid 
depending on the size of a job. 
Graziano has these men take 
plenty of time, especially in the 
(Please turn to center of next page) 
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The secret of turning out custom 
jobs in less time helps Graziano keep 250 


men busy in the institutional market 


A Graziano 
Custom 


Stamping press is 
example of Grazi- 
ano machinery 
used to mass pro- 
duce custom jobs. 
It stamps special 
hangers, etc., un- 
available else- 
where. 






















A Check 
In Time 


Major materials 
are bought in car- 
load lots, often on 
the basis of mar- 
ket fluctuation. 
Material is stocked 
at warehouse, 
shipped to site as 
needed. 


Well-Stocked 
Cupboard 


Big backlog of 
small parts and 
own delivery sys- 
tem helps firm 
control costs. Here, 
Dick Graziano 
keeps careful in- 
ventory for each 
school job. 
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Graziano 


- continued 


taking off of material require- 
ments from the plans. When 
they’re all done preparing a bid, 
however, he considers their 
figure as only an “indicated 
cost.” 

“The biggest question-mark 
on any job is how job condi- 
tions will affect our labor cost,” 
Graziano says. “A job that pro- 
gresses very slowly, for example, 
can push our labor cost up as 
much as 25 percent. Scheduling, 
job site, cooperation from other 
contractors and many other 
things are intangibles we can 
only guess at.” 

To arrive at a final figure, 
Graziano huddles with one or 
two of his aides and the esti- 
mator, considers all the factors, 
and comes up with a bid. In ar- 
riving at this figure, the two im- 
portant questions are “How 
much will this job cost us?” and 
“How much will the competition 
bid?” The question of how many 
jobs the firm has lined up or how 
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GEORGE W. WINGATE High School, 
Brooklyn, ranks among the most 
unique school jobs handled by Gra- 
ziano. The banjo-shaped building cost 
$6,000,000 and houses 3,000 students. 


badly it needs the work does not 
play an important role. 

Job supervision also follows a 
standard procedure. Each fore- 
man is given major responsibil- 
ity for the job he’s on. Foremen 
are usually men who have 
worked for the Graziano firm for 
many years. Supervising these 
foremen are superintendents, 
each of whom is charged with 
expediting six or seven jobs at 
any one time. Giving the su- 
perintendents this many big jobs 
to run allows them enough time 
to make regular visits to all, yet 
limits actual time spent at each 
job. The crews feel they are be- 
ing helped, rather than 
“watched” or “pushed.” 

Bob Graziano, as general su- 
perintendent, is in charge of the 
entire installation operation, and 
helps the superintendents solve 
special problems. 

Although it is hard to demon- 
strate the effect of good labor 
relations in keeping down the 


firm’s cost of doing schools, 
there is no doubt that this is a 
key part of the Graziano suc- 
cess story. Some journeymen 
who work on big jobs in the New 
York area are in the habit of 
complaining that materials pre- 
pared in the shop by other per- 
sonnel are “done all wrong,’— 
and therefore a reason for delay- 
ing installation. Men who work 
for the Graziano firm consider it 
a recognition of their craftsman- 
ship that they are allowed to 
carry through each phase of the 
job, and they do their best to 
prove themselves. 

“The men get $3.50 an hour 
plus 12 percent for an industry 
pension-welfare-vacation fund in 
this area,” says Graziano, “and 
the men deserve it. They are 
skilled and the standard of living 
here is high. By treating these 
men as craftsmen, not just labor- 
ers, we see that they give us a 
full return of work for each hour 
of time. 
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“The important point about 
the labor time, and about every- 
thing else in our school con- 
tracting operation, is not that we 
can do many things for less. 
What counts is that we know 
every cost when we're estimating 
and control every cost when 
we’re doing the job.” 

Handling big school jobs is a 
little easier for the Graziano 
brothers than some other con- 
tractors, perhaps, because their 
business has been built to its 
current size over a long period. 
Their father, the late Rocco L. 
Graziano, started the business in 
1906 as the typical jobbing firm. 
Anthony Graziano started the 
move into big-job contracting in 
the mid-1930’s. The present large 
plant was built in 1950. 

Over the years the firm has 
handled primarily custom insti- 
tutional and commercial work 
—schools, factories and office 
buildings—rather than “pro- 
duction” work, such as mass 


ESTIMATORS—Graziano has six—are given ample time to study specs, es- 





pecially in taking off materials. But their figures are only “indicated costs” 
subject to conditions such as site, design and contractor cooperation. 








SHOP ASSEMBLY is an integral part of Graziano’s set up. Here a large 
diameter pipe threader and cutter prepares a stock of materials for quick on- 
job-installation. One crew follows through from pre-assembly to installation. 


housing. Although it has been 
active in the public school field 
for only about five years, it has 
always specialized in private 
schools, colleges, large libraries, 
etc. 

“Going after public schools in 
a big way hasn’t changed our 
type of business at all,” Graziano 
says, “and we aren’t worried 
about what we’re going to do 
when school construction eases 





off. In our area and over the 
country as a whole, it looks as 
though it will take five years of 
construction at the current fast 
pace to catch up with public 
school needs, and even after that 
it will continue at a slower pace 
rather than stop. When it slows 
down, we can go more aggres- 
sively into some of the other 
types of institutional jobs we’re 
now handling.” END 


















HARRY LEE (right), Burlingame, Calif., contractor gets information on one of his many school jobs in the San Francisco 
peninsula area from Morris Harelik (left), his partner, and Francis Corcoran, the company’s estimator-supervisor. 


How 3 Contractors Handle Schools (continued) 


In California, Lee Cuts Costs 
to Stay Competitive... 


CALIFORNIA’S POPULATION is 
increasing so rapidly, and the 
need for new school facilities 
with it, that potentialities seem 
unlimited for plumbing, heating 
and ventilating contractors. Yet 
there are evils and pitfalls with- 
in the industry that must be 
eliminated before the full poten- 
tial can be realized. 

Those are the views of a typ- 
ical big-job Western contractor, 
Harry Lee, who operates a 60-70 
man shop under his name in the 
suburban community of Burlin- 
game, some 15 miles south of 
San Francisco. Not the largest, 






but certainly among the more 
progressive contractors in North- 
ern California, the company ap- 
plies jet-age methods in manage- 
ment and operations to make the 
most of its market. 

Here’s a quick word-picture 
of the school market in Lee’s 
area. Peninsula population, about 
750,000 — equivalent to San 
Francisco’s. Increase is at the 
rate of 12 percent a year, com- 
pared to six percent for the state. 
One-third more children than 
were born in California are 
entering schools here each year. 
Five years ago there were 6,000 





children 
More than 700 classrooms were 
built since that time—yet there 
are now 7,000 on split shifts. Ac- 
cording to Dr. Clyde Curry, 
deputy superintendent of San 
Mateo county schools, “By 1960 
we will have more school chil- 
dren here than the total 1940 
population.” 

A county survey in 1951 fore- 
cast 62,000 pupils by this year 
and since the prediction was on 
the button, the forecast of 111,- 
000 by 1961 may be equally cor- 


rect. [n terms of dollars, the sur- 
vey showed that $84,000,000 was 


on double - sessions. 
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to be spent on building new 
schools by 1960, and $32,000,000 
by 1955. But the figure up to now 
has already reached $54,000,000. 
With the plumbing and heating 
contract for one new local high 
school alone worth $800,000, it’s 
easy to see that schools are a rich 
vein for the contractor to pros- 
pect. 

Currently, Harry Lee crews 
are working on one out of every 
five new schools and additions 
going up in the approximately 
50-mile radius he serves. School 
work comprises 60 percent of his 
total contracts. At times in the 
immediate post-war years it 
ranged up to 80 and 90 percent. 
Lee’s annual volume is now be- 
tween $1,500,000 and $2,000,000. 

Bidding is undertaken by re- 
quest, by studying issues of such 
publications as the Daily Pacific 
Builder and even by scrutinizing 
local newspapers for news of new 
construction. 

“In bidding,” asserts Lee, “it’s 
not who you know that wins you 
the job. Personal friendships 
(Please turn to center of next page) 





Three Schools from Lee's Job Scrapbook 


—— 
. 
- 





_— 


HILLSIDE high school, San Mateo, brought Harry Lee a $790,000 plumbing 
and heating sub-contract. 





CAPUCHINO high school, Millbrae, typifies school construction in the 
booming state of California. 





MENLO-ATHERTON high school posed special problems in plumbing 


and heating (see article). 


Some Techniques 
Lee Uses to 


Stay on Top of 
the Market 


Mi 


INSTRUCTION sessions are available to all journeymen at Lee’s. Men are trained 
in foremen’s duties, Just as important, they learn management problems and what 


goes into producing their weekly paychecks. Francis Corcoran (above) explains 


why proper installation on school jobs will assure workers a steady income. 





























Follow-#through 
Efficiency 


Next step is to install 
sheet metal sleeves that 
will be flush with fin- 
ished hardwvod floor. 
This phase of job will be 
completed before floor 
slab is poured. 


(Continued from preceding pages) 
don’t enter into it. Reputation 
does. If a general contractor 
thinks a sub will hold him back, 
he might take the next higher 
bid. On the other hand, if an ir- 
responsible sub is, say, $2,000 
under the next man, the general 
might weigh the degree of ir- 
responsibility against the $2,000 
and decide whether it’s worth 
the possible trouble. Another 
thing we bear in mind when bid- 
ding is who we know, or suspect, 
will be bidding against us. If it’s 
someone with a reputation for 
low bidding we may consider re- 
ducing our figure in order to re- 
main competitive.” 

It’s in the matter of unhealthy 
competition that Lee believes is 
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the biggest market threat. “The 
plumbing and heating field is 
in danger of becoming over- 
crowded,” he says, “in spite of 
the vast potential. If the over- 
crowding continues, business will 
degenerate into a game of ‘mu- 
sical chairs’ with a race to elimi- 
nate competitors.” 

A veteran of 44 years in the 
business, Lee ascribes some of 
the trouble to a few suppliers, 
who don’t truly represent the 
generally reputable wholesaler. 

Lee cites the following case as 
an example of the situation: a 
certain supplier decides he wants 
a new outlet, but he can’t make 
contact with the well-established 
contractor who is satisfied with 
his connection. So he takes the 


Chi Awa 
a y 


Worker uses compact 
pneumatic drill to chip 
rectangular holes in 12- 
in, exhaust duct at Hills- 
dale High School instal- 
lation. Duct connects to 
54-in. line. 





next best. In school construction, 
the next best contractor may 
lack the volume and the experi- 
ence to handle the work. But the 
supplier without representation 
in the area will take over as a 
“big brother” and practically set 
the contractor up in school busi- 
ness, making price concessions 
that the self-sustaining man finds 
hard to beat. It settles down to 
competition between a legitimate 
shop and a dummy shop run by 
a supplier. 

Lee also offered a specific ex- 
ample: a builder of tract homes 
had been serviced by a plumbing 
and heating contractor, who “for- 
got more about cutting corners 
than most of us will ever know.” 
The builder grew careless about 
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And This One's 
on the Level 


Special devices help Lee 


in speed and efficiency. 
Foremen are equipped 
with transit levels which 
Lee says assure greater 
accuracy and speed in 
laying pipeline. 


paying promptly enough for the 
contractor to discount his bills. 
For this reason the contractor 
dropped the account and it was 
picked up by another. This man 
lined up with a new supplier who 
was willing to extend credit be- 
yond a safe business period. The 
job was taken at too low a price, 
labor was paid off week by week, 
and at the end, no money was 
available for the supplier. 

If this plumbing contractor 
had known that he would be re- 
quired to answer for material 
expenditures as well as for labor, 
his bid might have been higher 
and in turn it would have kept 
his competition on a higher level 
so that a fair profit could be re- 


alized by the low bidder. 
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It’s business tactics like these, 
says Lee, that prostitute the in- 
dustry. Deadbeats don’t care 
about price when they bid be- 
cause they have no intention of 
paying. So they can underbid on 
a school job with the blessing of 
the supplier who says, “Just tell 
me how much labor you'll need; 
I'll take care of the rest.” 

“We can’t tell the supplier who 
to serve and who to cut out,” ob- 
serves Harry Lee. “Therefore an 
irresponsible element, with no 
investment, is introduced into 
the competitive picture. This sit- 
uation reduces all concerned to 
a lower profit margin or ‘trading 
dollars’ basis.” 

The final result is that, while 
the volume is there, contractors 


This Cat's on 
the Beam 






Heavy equipment pro- 
duces type of school 
work that builds im- 
portant reputations. This 
hydraulic boom cat 
erects 10-in. cast-iron 
rain leaders in ceiling. 


aren’t "making the money they 
should. One answer is increased 
efficiency in handling school 
work. Lee’s system is to make 
each of his five estimators com- 
pletely responsible for jobs from 
start to finish. Checking and en- 
gineering are confined to the 
shop. The estimator sees that 
shipping tags designate where 
each item goes. Mistakes are 
harder to make if each item is 
tagged with the building, room 
and location. Then the job fore- 
man double-checks installation 
and a final check is a personal in- 
spection by the estimator. If he 
has any problems he can call on 
Harry Lee or Morris Harelik, 
partner in the firm. School work 


(Please turn to center of page 214) 
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Heating & Cooling 
Council Formed... 


Greater acceptance of liquid cooling and 
heating is goal of new industry group 


ForMATION of the Better Heating-Cooling Council to pro- 
mote the use of hot water and steam heating systems in resi- 
dential construction was announced last month by Paul K. 
Addams, president of the Fitzgibbons Boiler Company, Inc. 

The Council, representing four of the leading manufac- 
turers’ associations in the heating field, has named Mr. Ad- 
dams as its president. He is a member of the executive com- 
mittee of the Steel Boiler Institute. Vice president of the 
Council is Robert W. Lear, general marketing manager, 
Plumbing and Heating Division, American Radiator and 
Standard Sanitary Corp. 

Secretary-treasurer of the Council is Robert Ferry, gen- 
eral manager of the Institute of Boiler and Radiator Manu- 
facturers. Other Council members include Robert S. Ricka- 
baugh, president of the Convector Manufacturers Assn.; H. 
Leigh Whitelaw, managing director of the Gas Appliance 
Manufacturers Assn.; and Robert A. Locke, president of the 
Steel Boiler Institute. 

Commenting on the Council’s objectives, Mr. Addams 
(Please turn to top of page 269) 


These Men 
Are Behind 
the Council 





Paul K. Addams 
President, Fitz- 
gibbons Boiler Co. 


Robert W. Lear 
Marketing Manager 
P & H Division 


American-Standard 


(Not shown— 


R. A. Locke) 





Robert Ferry H. Leigh Whitelaw R. S. Rickabaugh 
General Manager Managing Director President 
Institute of Boiler Gas Appliance Convector Mfrs. 
and Radiator Mfrs. Manufacturers Assn. Assn. 
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News IN THE PLUMBING and 
heating industry last month was 
largely of the “wholesale” vari- 
ety as the curtain rang up on 
three major association conven- 
tions. 

From each, there was impor- 
tant news for contractors. 

Washington, D. C., played host 
city for the 13th annual meeting 
of the Middle Atlantic Whole- 
salers Assn. on Mar. 28-29, while 
a few days later, Apr. 3-5, mem- 
bers and guests of the Southern 
Wholesalers Assn. enjoyed Flor- 
ida’s balmy breezes at the 
group’s annual meeting in Palm 
Beach. On Apr. 13-15, the spot- 
light swung toward Chicago 
where the Central Supply Assn. 
held its annual spring meeting at 
the Palmer House. 


s While news and subjects ema- 
nating from all three conventions 
was broad in scope, one subject 
proved to be of the common de- 
nominator variety—the current 
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Wholesaler Meetings Provide 


INDUSTRY 


price situation in our industry. 

Loren H. Bonnet, general sales 
manager of Eljer Co., summed 
up the problem for Middle At- 
lantic wholesalers by reading a 
report from one of the company’s 
salesmen: 

“Despite the January and Feb- 
ruary upturn in business, there 
is still considerable complaint 
about price cutting. As usual the 
party telling the story is com- 
pletely innocent, but surrounded 
by villians who are undermining 
his business. Heroes and villians 
change place rapidly and you 
leave the territory with only one 
hero, who has to be the last per- 
son you talk to, since by that 
time everyone else has been cast 
in the role of the villian.” 

The other meetings also aired 
the problem of indiscriminate 
price cutting and unethical busi- 
ness practices. 

Other subjects discussed in- 
cluded better merchandising 
methods, remodeling, which was 


FORUM 


CSA hears ways to keep unqualified persons from 
installing plumbing and heating... p.114 


Mid-Atlantic convention asked: Has our industry 
lost ability to profit in peacetime?...p.120 


Southern Wholesalers hear call for enlightened 
leadership to combat reduced margins...p.121 


termed the “lifeline of the 
plumbing and heating industry,” 
efficient warehousing methods, 
cost of doing business and other 
interesting and timely subjects. 











A complete report on the busi- 
ness sessions and_ additional 
highlights from each of the three 
conventions is presented in the 
following pages. 


Trade Practice Rules Now Official... 





TRADE PRACTICE RULES, de- 
signed to end unfair business 
practices in the wholesale 
plumbing and heating industry, 
are now Official, following pro- 
mulgation of the final draft of 
the rules by the Federal Trade 
Commission on April 14. The 
rules become completely opera- 
tive 30 days from that date. 

The announcement was made 
at the CSA meeting last month, 
and represents the culmination 
of two years’ work on the part of 
the rules committee and the 
FTC. Associations who partici- 
pated in the program include the 
CSA, National Heating Whole- 


salers Assn., the Wholesale 
Plumbing Institute of Southern 
California, the New York Job- 
bers’ Credit Assn., together with 
the wholesaling divisions of 
American-Standard, Crane Co. 
and Grinnell Co. 

The rules, however, apply to 
the entire wholesale branch of 
the industry, regardless of active 
participation in the development 
of the program. 

The complete rules, together 
with an interpretation of what 
they mean to wholesalers, con- 
tractors and manufacturers, will 
be presented in a forthcoming 
issue. END 


























At CSA Meeting: 


Hi-Jinks Prove Importance of 
Distribution Channels in Our 


IF ANYONE attending the Cen- 
tral Supply Assn.’s spring meet- 
ing in Chicago last month had 
doubts regarding the important 
role played by contractors and 
wholesalers in distributing and 
selling the products of this in- 
dustry, and in protecting the 
public with safe installations, 
they very likely went home with 
any such doubts dispelled once 
and for all. 

A lively skit, “Senate Investi- 
gation of the Plus Buck Bill,” 
produced by Domestic ENGI- 
NEERING, burlesqued a_ senate 
hearing on the proposed new Bill. 
The Bill, if passed, would have 
provided that “for the good of 
the nation’s economy . . . every- 
body who sells anything must 
sell anything to everybody who 
asks for anything.” 

Under provisions of the Bill, 
Plus Bucks would have been 
printed and circulated for use as 
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monetary exchange in the buy- 
ing and selling of merchandise 
through abnormal channels. 
The salient point of the skit is 
that, in the final analysis, legiti- 
mate plumbing and heating con- 
tractors and wholesalers are the 
only persons qualified to distrib- 
ute, sell and install the products 
of this industry for the ultimate 


MAYHEM: In this 
scene from the CSA 
skit, Senator Mc- 
Snarly is restrained 
from applying the 
meat cleaver to re- 
luctant witness, 
Dewey T. Urself. 








benefit of everyone down the 
line, including the consumer. 

Characters in the skit, which 
were played by professional ac- 
tors from the Goodman Theatre 
of the Chicago Art Institute, in- 
cluded investigating “senators” 
and various individuals repre- 
senting figures both within the 
industry and outside. 


CAST OF CHARACTERS 


(In order of appearance) 


T. R. McCoy, wholesaler......... 
W. E. Makem, manufacturer...... 


(he’s got troubles)............ Paul Haney 
(he’s got doubts).............. Sid Mayer 


Senator Brucellosis P. Cowfever...(back in the saddle again)..... Will Haas 
Senator Mason Dixon Chittlins....(gentleman of the Old South) Edgar Meyer 


Senator Jolt McSnarly............ 
Senator Docile Stillwater......... 
Senator Daisy DeVere........... 
Tinker D. Jacklegg............... 
Dowey T. Ursell.......5.05.00.0008. 
Mrs. Arnold W. Homebody........ 
Dr. Will Safeguard............... 
pf ee eee 


(in there fighting).......... Neal Thorpe 
(what Mabel says, goes).....Bob Anglund 
(how did she get elected?)...... Jo Raciti 
(butterfingers!)........ccc00 Ray Gronwold 
(a sense of humor)........... Ted Zeigler 
(dilemma in the bedroom). ..Barbara Foley 
(he’s a nice man).......... Gavin Mooney 
(he’s a nice man, too)........ David Crane 
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Lively skit at the Central 
Supply meeting brings out 
testimony that plumbing and 
heating contractor is the 

- homeowner's best friend... 


oat we 





Tinker Jacklegg condemned 








== = = —— 5 cor re ico nor emer OPENING SCENE of the skit is in the home of T. R. McCoy, 
plumbing and heating wholesaler (at right), as he is visited 
by W. E. Makem, a manufacturer. In the photo, McCoy is 
shown reading from a copy of the D.E. Wholesaler Bulletin. 


Established 
Industry... 








e To help contractor-readers bet- 

ter visualize the skit, as well as 
h its important message, DoMEsTIC 
be ENGINEERING presents in this ar- Senator Cowfever Senator McSnarly 
e ticle the entire script of the play, (Back in the saddle again) (In there fighting) 


i. just as it was produced at the 
” CSA meeting. 

_ So just lean back in your chair 
e and relax ... you’re in the Grand 
Ballroom of the Palmer House in 
Chicago. William Fitzpatrick, 
second vice president of the CSA, 
has just introduced the skit as 
the next event on the program. 








ry He calls your attention to the 

playbill and you read the cast of 

's characters (facing page). 

The house lights dim and the 

e curtain goes up. Before you is a 

d stage divided into two sections. 

ti At the left of the stage is a living 

d room setting, two easy chairs and von . 

e a coffee table with ash trays. A ( Gedienan Jae feo ) ( What Mable ar esis) 





TV set is at one side of the room. 
It is the home of T. R. McCoy, 
(Please turn to top of next page) 


Meet the Investigation Witnesses (@® 
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“Just anybody cant do plumbing...not safely,” 





(Continued from preceding pages) 
a plumbing and heating whole- 
saler, who is about to receive a 
visit from Mr. Makem, a manu- 
facturer. 

The right portion of the stage 
is unlighted, but contains an 
informal Senate investigation 
chamber setting. At the left is 
a conference table with chairs to 
accommodate five people. At 
right is a witness chair with a 
small table on which is the DE 
Catalog Directory. 

The action begins on the left 
portion of the stage, as T. R. Mc- 
Coy greets Mr. Makem. 

McCoy: Hello Bill. Come in. 
What brings you out this way? 

(They shake hands, move into 
room as Makem speaks.) 

Makem: Your office said you 
were going to watch the hearing 
on the Plus Buck Bill, so thought 
I'd join you. (McCoy indicates a 
chair, Makem sits down, continu- 


? 
PROGRAM { - 


110" 
y associa 
| comTeat supre a 


| 
| "Senate investigation 


ef the Plus Buck Bill” gy 


| prodeced 7 


pomestic ane weceine macarine 


G88 ee 


PLAYBILL (shown %4 size) intro- 
duced cast, explained purpose of skit. 
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Mrs. Arnold W. Homebody 
(Housewife) 


“My husband and I weren’t getting 
any heat. I told Arnold not to fix it; 
we would get a heating man—that Mr. 
Jacklegg. It was so cold in our bed- 
room!” 


ing to speak.) How is business? 

McCoy: I’m suffering from 
customer-complaint. A con- 
tractor gave me a hard time yes- 
terday about the Consult Your 
Wholesaler Program. 

Makem: How come? 

McCoy: Well, I knew he’d 
been buying some of his stuff 
on the wrong side of the tracks. 
I tried to tell him what an 
established wholesaler can do for 
him. Credit—for instance. He 
said he earns credit. Nobody 
gives it to him. . . . Then I told 
him about my big inventory— 
that he had a tremendous selec- 
tion. 

Makem: True. 

McCoy: But he said the 
wholesaler who doesn’t maintain 
adequate inventory is out... . 
And he listed things he said we 





Dr. Will Safeguard 
(Health Officer) 


“Plumbing contractors, unlike handy- 
men, pass a rigorous examination, and 
all their installations must be in- 
spected. Just anybody can’t do plumb- 
ing—not safely.” 


wholesalers didn’t always do. 

Makem: Boy, your bumps are 
showing. What don’t you do? 

McCoy: First, he complained 
that I don’t get credit informa- 
tion on potential customers 
quickly enough. It takes so long 
he loses sales. His next beef is 
aimed at you, too. 

Makem: How have I failed 
him, for heaven’s sake? I don’t 
even know who youre talking 
about. 

McCoy: He said that manu- 
facturers and wholesalers should 
get together to kick back labor 
costs when he replaces defective 
materials. 

Makem: Ouch! 

McCoy: And, finally, that I’m 
not giving him enough merchan- 
dising to beat DTU competition. 
He said that we should run some 
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health officer tells “Senators at CSA skit... 








Tinker D. Jacklegg 
(Handyman) 


“I do a little hammerin’, little sawing, 
little plumbin’, little bit of everything. 
Plumbin’—that’s what I like best. Do 
it mostly on weekends. Need any 
work done?” 


advertising to stand up the qual- 
ity brands we handle, and to 
show that he and other leading 
dealers sell them. I think he 
wants us to take a more ag- 
gressive part in the merchandis- 
ing job but I don’t know just... 

Makem: Id like to talk to you 
about that. I’m just as much in- 
volved in merchandising as your 
customer is. I’ve been thinking 
that I should follow D.E.’s advice 
and “consult my wholesaler.” 

McCoy: Consult me — about 
what? 

Makem: It’s price of course. 
Seems like everybody is shoot- 
ing at me for an extra five or 
ten. For years now we've gone 
along making a good product and 
selling it in what we thought was 
the right way. Now I’m not so 
sure. We have to compete. 
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P. H. Staunchly 
(Contractor) 


“It isn’t to the public interest to have 
every Tom, Dick and Harry selling 
plumbing and heating. People like 
Jacklegg don’t serve the public and 
they harm manufacturers.” 


McCoy: Seems to me you’ve 
built up pretty well—from a 
gadget made in a back shop to 
one of the biggest companies in 
the business. Do you want to 
throw away everything that 
made you? 

Makem: No, but things are 
getting tougher. I’ve been think- 
ing about Hotrocks. When he 
came in as sales manager at De- 
tour Product, he brought a lot 
of sharp ideas from the appliance 
industry. He looked at that big 
spread between his cost and the 


4 retail price, and decided he could 


undercut me by by-passing the 
wholesaler. I’m _ beginning to 
think that’s what I should do. 
McCoy: Maybe it looks good 
on paper, Bill, but have you 
thought of your warehousing and 
collection problems? What’ll 





Dewey T. Urself 
(DTU) 
“I run Hijack Outlets, plumbing sup- 
plies at their cheapest, no questions 
asked. I got plenty of suckers like 


Jacklegg comin’ in lookin’ for bargains 


.. . Need somethin’?” 


happen to your products when 
the DTU’s and the plus-buck 
boys get ‘em? 

Makem: If the Plus Buck Bill 
passes, I’ll have even less reason 
to go through wholesalers. 

McCoy: Well,-don’t make up 
your mind right now. Personal- 
ly, I think the Plus Buck Bill is 
the worst abomination since 
Townsend. Say, it’s about time 
for the hearing. Plumbing and 
heating today. Let’s watch it. 

(Lights go off on Makem and 
McCoy and come up on Senate 
hearing chamber.) 

(Enter Cowfever: He crosses 
to center of stage, removes coon- 
skin cap, strokes it and puts it 
away on side table. Then he 
takes seat at center of table.) 

(Enter Chittlins: Removes top 


(Please turn to top of next page) 
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(Continued from preceding pages) 
hat and with a sweep places it on 
table. Waves to Cowfever.) 

Chittlins: Ah there, Cowfever! 
Didn’t expect to see you up and 
around so early today. Those 
young ladies I saw you with last 
night... 

Cowfever: Yes, yes, Senator 
Chittlins. Criminal research, you 
know. 

Chittlins: They were crim- 
inals? Such crimes should hap- 
pen to me! But some of you in- 
vestigators get all the luck. In- 
cidentally, just what is on the 
docket for today? 

Cowfever: Plus Buck Bill. 
Plumbing and heating witnesses 
today. 

Chittlins: Say, Cowfever, I'd 
never tell this to a constituent 
but this thing is all pretty vague 
OP ass 

Enter McSnarly, yelling over 
his shoulder: And that goes for 
the rest of the Army, too! (Mc- 
Snarly is carrying one arm in 
white sling. Under the other, he 
has a black snake whip, a meat 
cleaver, baseball bat He puts 
these objects on side table.) 

Chittlins: McSnarly, what’s all 
that for? 

McSnarly: This is an investi- 
gation, ain’t it? (He goes over to 
witness chair, takes something 
from his pocket, and starts work- 
ing on arm of chair.) 

Cowfever: And what have you 
got there? 

McSnarly: (nonchalantly) Just 
thumbscrews. 

Cowfever: Oh come, now, we 
won’t need those today. 

McSnarly: Aw, you never let 
me have any fun. 

Announcer: And now we take 
you to the Senate Hearing 
Chamber, where the day’s ac- 
tivity is about to begin. 

(McSnarly, Cow fever and 
Chittlins jump up and rush into 
picture. All take seats at table. 
Cowfever looks intently at Chitt- 
lins’ shirt.) 

Cowfever: Senator Chittlins! 

Chittlins: Yes, Mr. Chairman. 





Cowfever: I’ve told you and 
told you about getting a blue 
shirt for these TV sessions. 

Chittlins: Blue, suh? My 
pappy would turn over in his 
grave if he thought I was partial 
to that color. Grey, perhaps, suh, 
but never blue! 








McSnarly: (sneering): These 
TV amateurs. 

(Enter Stillwater, struggling to 
get in door. He breaks loose, 
turns and shouts back:) But 
Mabel, you can’t come in here! 
(He turns to the others and mops 
his brow.) That woman just 





In Other Convention Business, the CSA... 


HEARD John L. Holloway, president of Crane Co., lambaste 
“outmoded distribution and selling methods in the plumbing 
and heating industry” and call for more aggressive merchan- 
dising aimed at the modernization market which he termed 
“the real lifeline of the industry.” 


WAS TOLD by President R. J. Makarius of the C.S.A.’s efforts, 
in conjunction with other associations, to set up a “Joint Na- 
tional Council” to represent the entire wholesale plumbing and 
heating industry in matters of national importance. The pro- 
‘committee” stage, Makarius indicated. 


‘ 


gram is now in the 


HEARD a discussion of the latest techniques in better mer- 
chandising, warehousing and materials handling, and office effi- 


ciency in a series of workshop sessions. 


LEARNED that Trade Practice Rules designed to end unfair 
business practices at the wholesale level of the industry will 
become effective May 14, following their promulgation by the 


Federal Trade Commission on April 14 (see p.113). 


PARTICIPATED in the association’s first “conference booth 
program,” which provided an opportunity for personal discus- 
sion of mutual problems and ideas with more than 100 manu- 
facturers in the industry. 





NEW FEATURE of the CSA convention was the conference booth program. 
R. J. Makarius, president, is shown cutting the ribbon as the conference opened. 
Other officers in the photo are William Fitzpatrick (second from left), second 
vice president; Harry Holihan, treasurer, and James Peery, secretary. 
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won’t let me go anywhere, alone. 

Cowfever: She got you to 
Washington. What a whale of a 
campaign manager. 

McSnarly: What a whale! 

Cowfever: Senator Stillwater, 

I was just about to explain to 
Mason and Jolt here that this 
will be a crucial session in our 
Plus Buck Bill investigation. To- 
day —we’re having witnesses 
from the plumbing and heating 
industry. They’ve been selected 
because of an editorial that ap- 
peared in one of their publica- 
tions. It reads: (reading from 
Wholesaler Bulletin) “This is an 
age in which tire stores sell ap- 
pliances (and sometimes plum- 
bing) ; furniture stores sell water 
heaters (and sometimes heat- 
ing), and super markets are 
likely to sell anything. The 
magic appeal to these assorted 
retailers is the plus buck theory 
.. . the idea that they already 
have the display space and the 
clerks, and that any extra dollar 
picked up on the side by the sale 
of any product is a dollar they 
wouldn’t have otherwise.” (Stops 
reading) Obviously the plum- 
bing and heating industry has 
had a lot of experience with plus 
buck principles. So while we’re 
waiting for Senator DeVere... 

(Enter DeVere, slinking to 
center stage.): 

DeVere: Hello, boys. 

(All senators jump up to help 
her with her things and scramble 
escorting her to her chair, in 
fullest view of audience.) 

Announcer: The members of 
the committee are assembling— 
Ah, Senator Daisy DeVere has 
just arrived! 

(Senators mug into the shot.) 

DeVere: Thank you, boys. 
That was real cozy. 

Cowfever: Daisy - er - Senator 
DeVere, that is - I was just ex- 
plaining to our committee here 
what this Plus Buck Bill is all 
about. 

DeVere: Well, now, you go 
right ahead. (She takes out van- 


(Please turn to top of page 124) 
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HAWAII BOUND: W. O. Skold, Newark, Del. contractor, is pre- 
sented with the top contest prize by R. J. Makarius center, CSA 
president, and C. L. Staples, vice president of DE, at CSA meeting. 


Contractor Receives Top Contest 
Award at C.S.A. Meeting... 


THE FORMAL PRESENTATION of the first award in DomEsTICc 
EncINeEERING’s “Consult Your Wholesaler” Contest was 
made at the Central Supply Assn.’s spring meeting by R. J. 
Makarius, CSA president, and C. L. Staples, DE vice presi- 
dent. 

In making the presentation to the winning contractor, 
William O. Skold of Newark, Del., Staples said: “The quali- 
fied contractor-dealer, as typified by Mr. Skold, does a qual- 
ity job. The wholesaler performs a function for the manu- 
facturer in weeding out retailers who are not qualified to 
build the reputation of the product. In so doing, he benefits 
not only the manufacturer and the contractor, but the ulti- 
mate consumer as well, 


a “When we launched the ‘Consult Your Wholesaler’ pro- 
gram, certain persons assumed that we were idealizing 
wholesalers and adopting a pollyanna attitude toward dis- 
tribution. But such is not the case. Domestic ENGINEERING 
has been around 68 years; we know the wholesaler’s weak- 
nesses as well as his strengths. The wholesaling branch is 
no more perfect than its members who, in turn, are no 


more perfect than contractors or manufacturers. We see 
perfection nowhere. But two points must be mentioned. 
The first is that the wholesaling function would remain, 
even if the wholesaler were gone. The second is that we 
honestly believe wholesalers can, and do, perform this func- 
tion better than others.” 


s First award in the contest was an all-expense paid trip 
for two to the Hawaiian Islands via United Airlines. Second 
prize awards of a Domestic ENGINEERING Modernization 
Sales Kit went to 28 other contractors. 

Following the presentation, Skold read his winning entry 
(see next issue) to the CSA members and guests. END 
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NEW OFFICERS of the Mid-Atlantic Wholesalers are 
(left to right) S. Muir Stroh, second vice president; John 
T. Roberts, Jr., first vice president; Albert J. Miller, treas- 


Mid-Atlantic Wholesalers Asked: 


Has Our Industry Lost Ability 
to Profit in Peacetime? 


IN HIS OPENING ADDRESS before 
the Mid-Atlantic Wholesalers 
meeting in Washington, D. C. last 
month, President Graham Bark- 
er questioned whether or not 
wholesalers have lost their ability 
to make a profit in peacetime. 

Profit margins have become so 
slim as to be almost non-existant 
in some areas, Barker said, and 
for some wholesalers, the situa- 
tion had reached the “crisis” 
stage. He called for greater co- 
operation in putting up a solid 
front where price cutting is prev- 
alent and not to fall victim to 
every pressure for lowering 
prices. 

Barker also cited Domestic 
ENGINEERINGS “Consult Your 
Wholesaler” program as a “fine 
contribution toward better rela- 


120 


tionships throughout the plumb- 
ing and heating industry.” 

“I was privileged to be one of 
the judges in the contest which 
DE conducted as part of this 
broad program. It was most stim- 
ulating to read the contestants’ 
letters and realize that a real and 
sincere bond has been consum- 
ated through the combined ef- 
forts of contractors and whole- 
salers working in close harmony 
with each other. Domestic ENn- 
GINEERING is to be congratulated 
for this fine program.” 

In another major address, Lor- 
en H. Bonnett, general sales man- 
ager of Eljer Co., also discussed 
the current price situation at the 
wholesale level. He suggested 
that wholesalers “dig up, dust off 
and put to practica! use” some of 


urer; H. Donald Richards, executive secretary, and John 
A. McCann, newly elected president. Company affiliations 
for the new officers are given in the article. 


the things they already know, but 
may have forgotten. He suggested 
more aggressive use of the adver- 
tising and selling material at hand 
in order to better acquaint the 
public with the products of this 
industry. A big stride has been 
made in that direction, Bonnett 
said, by the publishing of sug- 
gested consumer prices by lead- 
ing fixture manufacturers. 

Other speakers included Lee 
Martin, Northern Indiana Brass 
Co.; S. Muir Stroh, Hajoca Corp., 
who spoke on “Wet Heat and Air 
Conditioning;” Joe W. Pitts, 
president of the American-Insti- 
tute, and George Underwood, 
secretary of the Institute, also 
addressed the group. 

New officers elected for the 
coming year were John A. Mc- 
Cann, Seashore Supply Co., At- 
lantic City, N. J., as president; 
John T. Roberts, Jr., J. T. Rob- 
erts & Bro., Baltimore, Md., as 
first vice president; S. Muir 
Stroh, Hajoca Corp., Philadel- 
phia, as second vice president, 
and Albert J. Miller, The Careva 
Co., York, Pa., as treasurer. H. 
Donald Richards was re-elected 
secretary. END 
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Southern Wholesalers Hear Call 


for Enlightened Leadership to 
Combat Reduced Margins... 


A SMASHING INDICTMENT of 
business practices that have led 
to a “profitless prosperity” in the 
plumbing and heating industry 
was made last month by speakers 
at the Southern Wholesalers con- 
vention. 

Meeting in Palm Beach, Fla., 
members heard Joseph W. Pitts, 
president of the American Insti- 
tute of Wholesale Plumbing and 
Heating Supply Assns., call for 
“enlighted leadership” to combat 
reduced gross margins which are 
“weakening the wholesale struc- 
ture.” 

The leadership, Pitts said, 
must come from all segments of 
the industry—but particularly 
from wholesalers, whose _ profit 
and position in the channels of 
distribution are most acutely 
threatened at the present time. 
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Wholesalers must abandon 
“the greedy desire to maintain 
or exceed the volume of lush 
years’ when it means getting 
business at below-cost figures, 
Pitts said. Pitts noted that many 
wholesalers don’t know the costs 
of their sales each day. 

In one case, he said, a whole- 
saler told him that all he had to 
do was reach a certain volume 
to take care of his fixed over- 
head expense. All additional 
business above actual invoice 
cost would be clear profit. 

“To follow such a policy means 
that very shortly the competi- 
tors of that concern will meet 
such prices, and no one will earn 
his cost, let alone a profit,” said 
Pitts. 

Active participation in asso- 


(Please turn to top of next page) 





INCUMBENT OFFICERS of the Southern Wholesalers are (left to right) C. 


second vice president; N. A. McKenzie, first vice president; O. H. May, president, and 
E. L. Pugh, secretary. Company affiliations are given in the article. 
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Southern Wholesalers 


(Continued from page 121) 
ciation activities was cited by 
Pitts as one means of strengthen- 
ing the wholesaler’s position in 
the economy. 

But, Pitts said, the wholesaler 
must not stand alone in “the 
struggle that has been going on 
and getting progressive'y worse 
in our industry for the past five 
years.” 

Pitts called on manufacturers 
to join in the fight and protect 
the profit of firms which invest 
large sums to stock, distribute 
and promote the manufacturers’ 
products. 

Manufacturers must provide 
wholesalers, Pitts said, with a 
“firm primary market on their 
stock purchases, and at prices as 
low, if not lower, than those 
which manufacturers might be 
willing to quote under any other 
condition.” 

Another condemnation of prof- 
it-sharing business tactics came 
from R. Louis Towne, executive 
director of the Plumbing and 
Heating Wholesalers of New 
England. 

Towne called attention to cost 
studies showing that business 
suicide resulted from engaging 
in strictly-volume business. He 
called for an industry-wide re- 
turn to the principles that make 
business a profitable, rather than 
a destructive, venture. 


s O. H. May, president of the 
Southern Wholesalers, discussed 
the Consult Your Wholesaler 
program, sponsored by DomEsTIc 
ENGINEERING to spotlight the im- 
portance of the wholesaler in the 
plumbing and heating industry. 

The program, May said, has 
succeeded in focusing attention 
on wholesaler services . . . has 
shown contractors how to get the 
most from these services .. . has 
prompted wholesalers to re- 
evaluate their own business pro- 
cedures ... and has illustrated 
to manufacturers the important 
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role of the wholesaler in the in- 
dustry’s economic structure. 
May said his experience in the 
Consult Your Wholesaler contest 
for contractors (see page 119 for 
winner) proved to him the ex- 
cellent job most wholesalers are 
doing. The quality of the con- 
tractor entries, he said, indicates 
that the nation’s finest contrac- 
tors realize the value of the 
wholesa‘er to their operation. 


s The executive secretary of the 
American Institute of Wholesale 
Plumbing and Heating Supply 
Assns., George Underwood, out- 
lined for the convention the steps 
his organization is taking to pro- 
vide the wholesaler with more 
weapons to fight price pressures. 

Underwood listed as whole- 
saler aids, Institute reports on 
uniform two percent cash dis- 
counts, decimal packaging, ad- 
vertised consumer prices, inven- 
tory control, etc. Trade Promo- 
tion activities, Guided Salesman- 
ship courses and a public rela- 





tion program were cited by 
Underwood as added supports 
for the wholesaler position. 

Henry Bund, executive editor 
of the Research Institute of 
America, predicted that the last 
half of 1955 would see new con- 
struction dip from the first half 
mark. 

He added, however, that the 
nation would have no economic 
dislocation should a limited war 
break out in the Far East. Civil- 
ian industry, he said, is geared 
to produce necessary wartime 
material in most areas without 
shortages. 

Incumbent officers of the asso- 
ciation were elected for another 
year. O. H. May, president of the 
May Supply Co., Mobile, Ala., is 
president; N. A. McKenzie, pres- 
ident of Longley Supply Co., 
Wilmington, N. C., is first vice 
president; C. A. Baker, president 
of Baker-Mitchell Co., Charlotte, 
N. C., is second vice president; 
and E. L. Pugh, Atlanta, Ga., is 
secretary-treasurer. END 


Water Heater Shipments Hit New High 


The gas water heater industry 
set an all-time high for first 
quarter shipments this year with 
674,300 units. This is a 27.9 per- 
cent increase over last year, ac- 
cording to the Gas Appliance 
Manufacturers Assn. 

March shipments were the 
highest on record for that month 


Obituaries 

M. J. Ruggles, 63, president of The 
Standard Supply Co., Portsmouth, 
Ohio, died recently. Mr. Ruggles joined 
the company in 1910, three months 
after it was organized. He served as 
vice president for several years prior 
to 1948, when he became president. Mr. 
Ruggles is survived by his widow, two 
daughters and two grandchildren. 


Abe Dunberg, owner of The Central 
Engineering Supply Co., Passaic, N. J., 
died recently. Mr. Dunberg was a 
founding member of the North Jersey 
Credit & Trade Club, Inc., an organi- 
zation of wholesalers in north Jersey. 
He is survived by his widow, a son 
and a daughter. 





with 259,600 units, an increase 
of 38.2 percent over last year, 
reports Edward R. Martin, di- 
rector of marketing and statistics 
for GAMA. Additionally, Mar- 
tin said that this makes March 
tie with August, 1950 for the all- 
time record monthly shipments 
in the industry. 


Kenneth Reiley, 50, sales engineer 
for The Mercoid Corporation, recently 
died at his home in Mt. Vernon, N. Y. 
Mr. Reiley was in the heating control 
field for over 25 years. He served the 
company since 1930 as sales engineer 
in the New York area. 


Albert D. Cutter, 73, recently died at 
his home in Arlington, Mass. Mr. Cut- 
ter was president of Locke Stevens, 
Inc., Somerville, Mass., plumbing and 
heating wholesalers. 


Robert A. La Centra, 82, president 
of the Robert A. La Centra Co., 
plumbing contractors, died recently. 
Mr. La Centra was past president of 
the Massachusetts State Master 


Plumbers Assn. 
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ROTECTION OF LIFE 


BEGINS IN THE BOILER ROOM 


OF A HOSPITAL... 


Manhattan, Kar Howarth, Sc 


[KEWANEE 


reserve 


Enginee 







boilers... 
rated 


GUARANTEE EXTRA POWER 
TO MEET EMERGENCIES 





When you think of protecting life in hospitals, you probably first 
think of spotless operating areas, sanitary rooms, fresh clean 
linen on gleaming white beds. And they're all important, too. 
But such safeguards would be for naught if power failed in the 
boiler room when emergency called. So, Architect F. O. 


Wolfenbarger and Engineers Howarth, Scott & Kinney made 
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Here are 2 #584 125% Firebox 
Steam Boilers for gas or oil 


Heating Contractor —Woodhull Plumbing Co., Manhattan, Kans 


sure in planning for the Riley County Hospital, Manhattan, 
Kansas. Kewanee Reserve Plus Boilers were selected because 
they are certified to deliver 50% extra power, that measure of 
protection always “on call'’ no matter what the need. So, don't 
be misled by promises that a boiler delivers enough steam to 
meet average daily requirements. Be sure there is extra reserve 
to take care of unusual conditions. For that is when performance 
beyond the call of usual duty is a necessity. Kewanee Reserve 


Plus Rated Boilers guarantee that protection. 


KEWANEE -ROSS CORPORATION, Kewanee. lilinois 


Serving home and industry * A Blow 










YOU can depend on KEWANEE engineering 
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C. S.A. Skit 


(Continued from page 119) 
ity and starts to make up.) 

Cowfever: It seems that this 
bill provides that, and I quote— 
(reading from paper) “for the 
good of the nation’s economy, 
everybody who sells anything 
must sell anything to everybody 
who asks for anything. That 
makes a lot of competition and, 
as everybody knows, competi- 
tion is good for business.” 

Chittlins: Will you _ repeat 
that, suh? 

Cowfever: Everybody who 
sells anything must sell anything 
to everybody who asks for any- 
thing. 

Stillwater: Will you explain 
that? Mabel, my wife, will want 
to know. 

Cowfever: Well, uh, uh... 

DeVere: Why, that sounds 
like a lovely idea. My gentle- 
men friends tell me that it’s get- 
ting harder to sell every day. 

McSnarly: You ought to 
know, Daisy. 

Cowfever: Well, back to busi- 
ness. Now, this Plus Buck Bill 
also provides for the printing of 
Plus Bucks so that those people 
who want to buy anything from 
anybody can pay the dealer 
who’s going to all this trouble to 
sell anything to everybody. Is 
that clear? 

DeVere: Naturally. Any girl 
appreciates a few plus bucks now 
and then . 

McSnarly: Naturally. 

Chittlins: Now, Senator, don’t 
be too hard on the little lady. 
Seems to me you’ve had some 
trouble with plus bucks your- 
self... in your campaign fund, 
that is. 

(McSnarly jumps to his feet 
waving his fists.) 

Stillwater: Now careful, Jolt, 
you'll get a seizure. 

McSnarly: (angrily) Don’t say 
that word! 

Stillwater: What word? Sei- 
zure? 


McSnarly: (subsiding) Oh, I 
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thought you said censure. 

Cowfever: Well, gentlemen, 
now that we all understand what 
the Plus Buck Bill is about, I 
guess we can get to the order of 
business. I call this investigation 
to order. (rapping on table) 
(Calls off stage) Harry! Harry! 
Where is that doorman? Harry 
—send in the first witness. 

(Enter witness Jacklegg, takes 
seat in witness chair.) 

Cowfever: Placeya leffanon- 
nabook, please. Raisyarihand. 

(Witness places left hand on 
DECD and raises right hand.) 

Cowfever: Sweartellatruth ’n’ 
nothinbutta truth, so helpya? 

Jacklegg: I do. 

Cowfever: Your name, sir? 

Jacklegg: Tinker D. Jacklegg. 

McSnarly: Don’t try to lie! 
(He gets up and reaches for base- 
ball bat.) 

Cowfever: Now, Jolt, take it 
easy. (McSnarly subsides) Now, 
Mr. Jacklegg, will you tell us 
what you do? 

Jacklegg: Little hammerin’, 
little sawing, little plumbin’, 
little bit of everything. Plumbin’ 
—that’s what I like best. Do it 
mostly on weekends. 

DeVere: Do what on week- 
ends? 

Jacklegg: Plumbin’. Put in 
johns, bathtubs—oh, lots of 
things. (Leers at DeVere) Need 
any work done? 

Cowfever: Now, Mr. Jacklegg, 
do you remember a job you did 
for a Mr. Oscar T. Snively some 
weeks ago? 

Jacklegg: Yep. Nice fella, 
Snively. Quick tempered, 
though. 

Cowfever: Will you tell us in 
your own words about this job? 

Jacklegg: Well, fellow wanted 
a sump pump put in. 

DeVere: Sump pump? Sump 
pump. Sounds like a mambo 
rhythm. 

Jacklegg: Well, this here sump 
pump is supposed to keep water 
out of basements. 

Cowfever: Well? 

Jacklegg: This ’un didn’t. 


Chittlins: What happened, 
man? 

Jacklegg: Some sump pump. 
This one brought the water in. 

Chittlins: In my state, suh, 
this would call for a lynchin’ bee. 

Jacklegg: Or a swimmin’ 
party. Now Snively’s got a built- 
in pool. 

Stillwater: For heaven’s sake, 
does this happen often? 

Jacklegg: Seems not to other 
people. But I’ve had two or 
three. Sure must be somethin’ 
wrong with those pumps. 

Stillwater: Where did you get 
yours? 

Jacklegg: I got this one 
through a bingo card. 

Cowfever: Sounds like the 
numbers racket to me. Jacklegg, 
are you mixed up with the syn- 
dicate? 

Jacklegg: You guys sure are 
dumb. A bingo card lets a manu- 
facturer take a chance on me. 
But mostly, I get my stuff at the 
Hijack Outlets, Inc. They’re run 
by my friend Dewey. He always 
takes care of me. He’s got every- 
thing you need for week-end 
plumbing. 

Cowfever: And that’s what 
you would get your plus bucks 
for? Thank you for coming in. 
You’re excused. (Exit Jacklegg) 

(Lights go down on Senate 
chamber and come up on Makem 
and McCoy.) 

McCoy: Well, Bill, how would 
you like to have Jacklegg in- 
stalling your stuff? Do you think 
he’d help you build a good repu- 
tation for your products? 

Makem: I want no part of 
him. But I don’t see what Jack- 
legg has to do with by-passing 
the wholesaler. Hotrocks tells 
me he intends to deal with a 
bunch of wide-wake merchan- 
disers who go along with the do- 
it-yourself trend. Believe me, 
they move goods... 

McCoy: You mean DTU’s? 
Those boys expect to make a 
good thing of the Plus Buck Act, 
if it ever gets passed . . . Look, 

(Please turn to top of page 126) 
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The beauty of heating a church by radiant panels is 
that traditional as well as modern architectural design 
may be used without having to make allowances for 
outlets or radiators in your design. It is the number 
one method of heating churches and similar permanent 
structures. And, when installation is completed panels 
are invisible. Also, when Revere Copper Water Tube 
is used it is easily and readily installed, easy to bend, 
requires no thread cutting and the solder or com- 
pression fittings used are readily made. There are 
fewer of these fittings and they are tight, trouble-free 
fittings when finished. 

A radiant panel heating system of Revere Copper 
Tube is a long-lasting one, too, which is mighty 
important in a permanent structure such as a church. 
For copper tube cannot rust, its endurance has been 
proved for centuries. 

So never mind what the other fellow says... you 
keep out of trouble with copper. Use Revere Copper 
Water Tube for radiant panel heating, hot and cold 
water lines, underground service lines, processing 
lines, waste stack and vent lines. Your Revere Distrib- 
utor has plenty of stock these days, in all the required 
sizes. 


Domestic ENGINEERING, May 1955 


St. John The Baptist Church 


Rome, N. Y. 


Architect: FRANK W. BRODRICK, Syracuse, N. Y. 
Engineer: MALCOLM B. MOYER, Syracuse, N. Y. 


Gen. Cont.: JAMES PAOLINI CONST. CO., INC., Syracuse, N.Y. 


Heat Cont.: O'SHEA SUPPLY CO., INC., Rome, N. Y. 


ANOTHER 
CASE OF 


WHERE IT 
COUNTS 


IN THE LARGE PHOTO ABOVE NOTE THE NEATLAYOUT, 
the even, easily-bent lengths of Revere Copper Water 
Tube, the few number of fittings... only every 60’ in the 
panels. 5,000 ft. of tube was used in sizes ranging from 
%" to 1%". The architect and contractor tell us that the 
suggestions made by one of Revere's Technical Advisors 
were most helpful in both the planning and installation 
stages. Why don't you take advontage of this service? 
No obligation, naturally. 


REVERE 


COPPER AND BRASS INCORPORATED 


Founded by Paul Revere in 1801 
230 Park Avenue, New York 17, N. Y. 


Mills: Baltimore, Md.; Chicago and Clinton, I11.; Detroit, 

Mich.; Los Angeles and Riverside, Calif.; New Bedford, 

Mass.; Rome, N.Y.—Sales Offices in Principal Cities, 
Distributors Everywhere. 
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(Continued from page 124) 
they’re starting again. 

(Lights go down on Makem 
and McCoy and come up on Sen- 
ate Chamber.) 

Cowfever: (calling offstage) 
Harry! Harry! That Harry has 
too much independence. Bring 
in the next witness! 

(Enter Urself.) 

Cowfever: Placeya leffanon- 
nabook, please. Raisyarihand. 

(Witness places left hand on 
DECD and raises right hand.) 

Cowfever: Sweartellatruth ’n’ 
nothinbutta truth, so helpya? 

Urself: I do. 

Cowfever: Your name, sir? 

Urself: Urself. 

Cowfever: Beg your pardon? 

Urself: Dewey T. Urself. 
That’s my name. D. T. Urself. I 
run the Hijack Outlets, Inc., 
plumbing and heating supplies at 
their cheapest, no questions 
asked, open day and night. Need 
somethin’? 

Cowfever: We'd like to know 
something about your opera- 
tions. Whom do you sell? 

Urself: Well, plumbers, most- 
ly. You see I buy wholesale... 
stuff I’m able to pick up at a 
price, see? Course, I gotta close 
my eyes sometimes and you 
wouldn’t always recognize the 
brands. But I got plenty of 
suckers comin’ in lookin’ for bar- 
gains. Ain’t no trouble for me to 
make a fast—I mean a plus buck. 

Cowfever: What kind of 
plumbers? 

Urself: Jacklegg, and a lot of 
others. When this new law goes 
through, there’ll be more of ’em. 
Anybody can do plumbin’ and 
heatin’. Lots of janitors, and 
home owners, and other peo- 
a 

Cowfever: On March 14, 1955, 
did you or did you not sell to one 
Mr. Arnold Homebody a com- 
mode? 

Urself: A what? ... Oh, ha, 
ha. He wanted a john to fix upa 
powder room. Sure I sold it to 
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him. It’s a good thing this town’s 
got a place where people can go 
and buy these things. 

Cowfever: What do you know 
about the installation of this. . . 
uh... commode? 

Urself: I refuse to answer on 
the grounds it might incrinimate 
me. I heard that on a TV show. 

McSnarly (reaching for whip): 
At last, a fifth amendment guy! 
Let me at him! 

Cowfever: I direct you to an- 
swer the question. 

Urself: Well, all I know, Ar- 
nold put in this john. Maybe he 
got his pipes mixed. His wife 
thought she was sitting on Old 
Faithful. She burned her tai... 

Cowfever: It’s true, then ac- 
cording to your understanding, 
that Mr. Homebody unwittingly 
attached this commode to the hot 
water pipes? 

DeVere: Oh, my soul! (Horri- 
fied pause.) 

Cowfever: Now we're getting 
to the bottom of things. 

Urself: You can’t hang that 
rap on to me. I’m going to call 
my law. . 

(Urself exits.) 

Chittlins: In my state, sir, in 
my state we’d feed a man like 
that to the hawgs! Yes, sir, to 
the hawgs! 

Stillwater: Mabel will think 
this is dreadful. 

McSnarly: I shoulda used the 
thumbscrews. 

(Lights off on Senate chamber 
and up on living room.) 

McCoy: Well, Will, there’s 
your DTU. You think he’d be a 
good merchandiser for you? 

Makem: I want no part of him 
either. Hotrocks is wrong in 
going through DTUs, but I think 
there’s still another way I can 
distribute without using DTU’s 
and without going through 
wholesalers, either. Look. It’s 
coming on again. 

(Lights off on living room; up 
on Senate chamber.) 

Cowfever: (calling offstage) 
Harry! Bring in the next wit- 
ness ... Harry! I'll bet he’s at 








that piano again. 
(Enter Mrs. Homebody.) 
Cowfever: Placeya leffanonna- 
book, please. Raisyarihand. (Wit- 
ness places left hand on the DE 
catalog and raises right hand.) 
Cowfever: Sweartellatruth ’n’ 
nothinbutta truth, so helpya? 
Homebody: I do. What’s this? 
(She turns it around so that 
backbone of DECD shows.) 
Cowfever: The bible of the 





plumbing industry . . . Your 
name, Ma’am? 

Homebody: Mrs. Arnold 
Homebody. 


(Cowfever places pillow on 
witness chair. She seats herself 
gingerly as men senators rise to 
look at her legs.) 

Cowfever: We _ understand 
you've been recently married, 
Mrs. Homebody, and you keep 
a home for your husband. 

Homebody: (Sighs) Yes. Two 
months, Married, I mean. 

Cowfever: Senator DeVere, 
this seems like a perfect time to 
get the woman’s_ viewpoint. 
Would you like to question the 
witness? 

DeVere: Yes, I would. 

Cowfever: Proceed then, Sen- 
ator. 

DeVere: Mrs. Homebody — 
where did you get that darling 
hat? 

Homebody;: Oh, do you like it? 
It’s just a little thing I picked up 
at Meier Brothers. 

(At this point both women 
lean toward each other and start 
talking animatedly to each other 
without pause for listening. Next 
two speeches are delivered si- 
multaneously, plenty of ges- 
tures.) 

DeVere: Yes, they do have 
some cute ones at Meier Brothers 
—of course, I can’t always buy 
my hats where I want—it de- 
pends upon where my gentle- 
men friends have charge ac- 
counts—but just the other day I 
ran into the duckiest model at 
Blooms—it would look adorable 
on you—it had the darlingest 

(Please turn to top of page 128) 
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“CON-X-—ALL orders keep us hopping!” 


R. B. Eyre, Factory Superintendent 























' “T don’t have to see Con-X-All’s sales figures,” says R. B. 

| Eyre, American Sanitary Factory Superintendent. “When 

, I see each of our big screw machines pouring out hundreds 
of threaded brass Con-X-All adapters per hour, I know 

) Con-X-All is moving fast across distributors’ counters!” 

| “Con-X-All” not only names but describes the line of 

adapters, couplings, elbows, tees and other machined brass 

| fittings originated by American Sanitary for plastic pipe 
connections. Order a supply now — and ask for the special 

free counter display with your first order. America Sani- 
tary’s central location means fast delivery—and for extra- 

fast service call us collect at Abingdon, Ill. 162 or 172. 
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C. S.A. Skit 


(Continued from page 126) 
veil coming down here—kind of 
a swish in the back— 

Homebody: You’d never guess 
what I had to pay for this—of 
course, Arnold hasn’t got to be 
assistant manager yet so I have 
to be careful about price—if I 
had my way I'd go to that ex- 
clusive shop around the corner 
—you should see the adorable 
dresses they have—and for so 
little—I’m sure they have a black 
velvet that would look divine— 

Cowfever: Ladies, ladies! 
Thank you, Senator DeVere, for 
this penetrating—penetrating— 
oh, well. 

McSnarly: Sometimes I think 
a woman’s place is in the home. 

Cowfever: Now, Mrs. Home- 
body, we were led to understand 
that you have had some difficul- 

ties in the plumbing and heating 
field recently. Am I right? 

Homebody: Oh my, yes. I 
should say so. (hesitates) 

Cowfever: Well, will you, 
please? 

Homebody: Will I what? 

Cowfever: Will you please say 
so? Tell us about it. 

Homebody: Oh yes, I suppose 
so. If I must. Well, we’d only 
been married a month when that 
awful thing happened in the new 
powder room. There was steam 
all over and the water was so hot 
that it cracked the .. . crockery 

. . not to mention... 

DeVere: You poor kid. 

Homebody: And then, later, 
we weren't getting any heat. I 
told Arnold not to fix it; we 
would get a heating contractor 
—that Mr. Jacklegg. It was so 
cold in the bedroom ... 

DeVere: The bedroom, of all 
places! 

McSnarly: (pointing to De- 
Vere) That’s her campaign head- 
quarters. 

Homebody: Well, we told 
Jacklegg to come and fix it, and 
he put in something he called a 
sump pump... 
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Cowfever: Not another one! 

Homebody: And now it’s even 
colder in the bedroom. (Crying) 
Last night Arnold was as cold as 
the nose of a snow shovel. I mean 
his nose was as cold as. . 

Cowfever: There, there, Mrs. 
Homebody. We understand your 
problem all too well. Thank you 
for coming in. (Helps her down 
and out.) 

Cowfever: Harry, call the next 
witness. Harry! 

(Enter Dr. Safeguard: He 
takes the witness chair.) 

Cowfever: Placeya leffanonna- 
book, please. Raisyarihand. 

(Witness places left hand on 
DECD and raises right hand.) 

Cowfever: Sweatellatruth ’n’ 
nothinbutta truth, so helpya? 

Safeguard: I do. 

Cowfever: Dr. Safeguard: can 
you tell us about the economic 
aspects of the Plus Buck Bill, as 
you see it in your job? 

Safeguard: I am health officer 
at Central City. I am here to 
testify there are other aspects, 
than economics, of the Plus Buck 
Bill. Plumbing and heating are 
health matters. 

Cowfever: What, specifically, 
do you mean, sir, on the subject 
of, say plumbing? 

Safeguard: Look at it this way. 
In any plumbing system there is 
a very short margin of distance 
—just an inch or two—between 
pure water that is safe to drink 
and polluted water that is dead- 
ly. City, county and state laws 
and regulations almost every- 
where recognize this hazardous 
relationship and require that 
plumbing installations be made 
by qualified journeymen under 
the supervision of a qualified 
contractor. 

Cowfever: Do you mean that 
sometimes these two kinds of 
water can get mixed ... Has it 
ever happened? 

Safeguard: Plenty of times. 
There have been many water- 
borne epidemics of typhoid and 
other diseases. The Chicago 

amoebic dysentery epidemic— 








killing a hundred people—was 
traced to faulty plumbing. And, 
in laboratory experiments, polio 
viruses have been back-siphoned 
from a toilet bowl into the 
drinking water supply and have 
lived there—in chlorinated water 
—for as long as four days. 

Chittlins: I’m glad I don’t 
drink water, suh. I attribute my 
longevity to one quart of whis... 

Cowfever: Enough, Chittlins 
... How does your city prevent 
dangerous plumbing, doctor, and 
what is the significance of your 
experience to this bill? 

Safeguard: Journeymen 
plumbers serve a five-year ap- 
prenticeship of school and prac- 
tical work. Plumbing contractors 
pass a rigorous examination. All 
plans for plumbing work must 
be approved by the city, and all 
installations must be inspected. 
These principles rule out your 
Plus Buck Bill. Just anyone can’t 
do plumbing .. . safely. 

(Lights go down on Senate 
chamber and up on Makem and 
McCoy) 

McCoy: Well, Bill? Did he 
prove a point? 

Makem: He said a mouthful, 
but I don’t see what it had to do 
with you as a jobber or me as a 
manufacturer. 

McCoy: You can’t break this 
industry into little pieces, and 
reject one part of it and accept 
the rest. This industry is a sys- 
tem, from the manufacturer of 
the product to the wholesaler and 
right down to its installation and 
guaranteed service. One part of 
the distribution chain won’t 
work without the others, and 
each group must help all the 
others, so that there are no weak 
links— 

Makem: Well, just for the sake 
of argument, let’s see if we can 
leave out one part. Let’s leave 
out the wholesaler, for instance, 
and see if your system won’t still 
work. Let’s say that I set up the 
bigger contractors as a type of 
super-dealer for my basic equip- 

(Please turn to top of page 134) 











Domestic ENGINEERING, May 1955 


Domes? 









Yes, and make sure 
you use adequately - sized 
dependable steel pipe 
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WATER 
SW eunry of CAAA 
menssuee 


Buy your Automatic Water System NOW! MWS) 
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@Plenty of- water and plenty of 
pressure are directly dependent on 
properly sized pipe. So whenever you 
install an Automatic Water System, 
be sure to put in dependable steel 
pipe from street main to furthest fau- 
cet, sized not only for today’s re- 
quirements, but also adequate for the 
additions and extensions likely to be 
needed in the future. 





THE YOUNGSTOWN SHEET AND TUBE COMPANY | ceiic i225 suc 


General Offices: Youngstown, Ohio - District Sales Offices in Principal Cities 
SHEETS - STRIP - PLATES - STANDARD PIPE - LINE PIPE - OIL COUNTRY TUBULAR GOODS - CONDUIT 


AND EMT - MECHANICAL TUBING - COLD FINISHED BARS - HOT ROLLED BARS - BAR SHAPES - WIRE 
HOT ROLLED RODS COKE TIN PLATE ELECTROLYTIC TIN PLATE - RAILKOAD TRACK SPIKES 
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"NOT So! 


MY magazine reaches more— 
at less cost, too!” 
















"Bear WAY 


to reach home-building families 
is with MY magazine!” 








“THEY'RE 
BOTH WRONG! 


Use MY magazine to get 
the most for the least!” 






LS 


Says Who? 


asks Better Homes & Gardens 


What are the facts about magazine influence 
with the home-building families of America? 














If you spend money in magazine adver- 
tising -as you should—to reach the 
home-building families of America, you 
want the maximum return on your 
investment. 


And you'll agree, we feel sure, that the 
power to produce, of any magazine, 
with these families depends not only on 
how many it reaches, but also on the 
influence it has with them. 


So, when you hear or read statements 
about the influence of a magazine with 
home-building families, better ask, “Says 
who? What are the facts and figures 
behind these claims?” 

Now you would naturally conclude that 
Better Homes and Gardens— by its very 
title and its 4,000,000 ABC circulation 
— must reach a whale of a lot of home- 
building families. 

But how many—and at what cost—com- 


figures of a mail survey conducted by 
the F. W. Dodge Corporation, the uni- 
versally accepted authority on statistics 
of the building trades, The survey was 
made among families building new homes 
for their own occupancy—homes cost- 
ing over $8,000. 


The national sample was large enough, 
and distributed so as to leave no doubt 


as to its accuracy and validity. The F. W. 
Dodge Corporation surveyed 1,000 
home-building families in the 37 Eastern 
States—and 293 in the 11 Western 
States, using sample developed by Bee 
Angell & Associates. 


The returns were 82%—well above the 


minimum generally regarded as suffi- 
cient to insure validity. 


This 1954 survey was the sixth successive 
time that Better Homes and Gardens 
came up on top. The other surveys were 
conducted in 1938, 1940, 1941, 1946, 


important to anyone wishing to reach 
families building new homes. They show 
not only which magazines are read— 
but also which magazine would be pre- 
ferred by both husband and wife IF IT 
WERE THE ONLY ONE AVAILABLE 
DURING THE PERIOD OF PLANNING 
AND BUILDING THEIR NEW HOME! 


How much more money must you 
spend for just a little more coverage? 
You should also study the duplication 
figures. See how completely BH&G cov- 
ers your home-building market; how 
alone BH&G can the entire ad- 
vertising load in the most effective way 
and with the most efficient expenditure 
of advertising dollars. Then ask yourself 
the question, “Can I afford the high 
cost for the little additional coverage ! 
can buy after I use BH&G?” 


The answer becomes inescapable— 


pared to other magazines? and 1948, all by F.W. Dodge in the 37 Better Homes and Gardens is far-and- 
What do the figures show? eastern states. away the one magazine you need to 
—— reach and influence the new home- 

On the following pages, we give youthe § The charts which follow are extremely _ building families of America! 
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MAGAZINE READERSHIP 


Since 1938, BETTER HOMES & GARDENS 
has heen read most among all families 





building new homes!' 


QUESTION: “Which of the following magazines are read regularly — 
every issue—in your home?” 








July, 1938 March, 1940 
BH&G..... 58 | BH&G..... 61 
er 5 331G8........ 49 
ore: LE. errr 48 
ee oes Oe ee 48 
Re eee 40 
| TORREY: 38 | WHC....... 38 
WHC....... wr iget....<.: 37 
Ss ee 33 
TERS: a 32 
ee i 26 
 Sireict 27 | Cosm....... 26 
Gee....... 26 | Time....... 25 
ee 26 | H&G....... 24 
| ee 3) Se 21 
aS “ae 15 
re 14 

ue 2206 ........ 1,395 
ame §6=—s 00000 —«...... 5,000 
—™ ee ......; $4,000 


SSS ALTERNET SER 


see how—every Survey — 


Better Homes and Gardens leads all 
magazines! And, even more important, 
note how BH&G has the biggest /ead 
of all in this latest 1954 survey. 


Notice how the relative posi- 


tions of other magazines rise and fall— 
how their percentages fluctuate so widely 
— but how small are BH&G fluctu- 
ations—how BH&G is always on top. 


{For thelr own occupancy 








February, 1941 


BH&G..... 68 
Sr a 
eee 47 
PONS vsciecek 46 
Pe 40 
WHC... <. 38 
rey 34 
a 33 
Skea’ 30 
HEG....... 26 
il. ee 25 
MK dxs00es 25 
| ER aes 23 
Pere 20 
WS soe sais 13 
Mavareralene a 1,479 
ba a eer 5,023 
yee eee $4,000 





RANKING OF MAGAZINES (Per 100 New Home Builders) 


December, 1946 


BH&G..... 66 
MR oles ue 56 
ad kew 38 
7 eee eee ae 
rere 36 
a ne 34 
re 32 
eee 29 
Os ds 26 
ee 26 
1 Oe 22 
ae 20 
es 17 
Coem....... 16 
__ eee ae 10 
Des 1,078 

4,558 
teeta $6,000 





October, 1948 
BH&G..... 68 
ee 54 
se Wie os 36 
BRS cise. ohgn 39 
AH... 34 
Sess e 33 
WHC.. 29 
Ee 27 
ls eee 26 
MeC....... 26 
GONE ii teas 21 
rere 20 
ee 15 
COs sess 11 
WOES Sindee 3s 9 
Dareieresase 1,000 
Eure 4,987 
eee $6,000 








November, 1954 
BH&G..... 66 
BNO S4s8050ee 44 
MR Leics 32 
AH.. 29 
Pe x aaa 29 
oo os aR RE 28 
HOw. Shins 25 
WK dau 24 
INGE east < 23 
LS ereree 22 
MHEG... coe: 19 
ee 18 
oe 16 
Parents’.....12 
So ee 10 
Sunset...... 9 
aniske tied 1,002 
SS ects 
Peis woe $8,000 





Almost 7 out of 10 
families building 
new homes read 
Better Homes & Gardens 
reoularly! 


CONTINUED 
NEXT PAGE 











Since 1938, BETTER HOMES & GARDENS 


has been preferred most among all families 





building new homes!’ 


QuesTION: “If only one of the magazines were available to you during 
the period of planning and building your new home, which would you, as 
husband and wife, select?” 








July, 1938 March, 1940 

BH4G..... 35 | BH&G..... 41 
AH [Sree 23 
ee 7) rer 10 
HB vf Seer 10 
Savas 10 1 ORG......% 9 
Time 2 | Time....... 2 
ee epee EP cebn ee 1 
PDS ceeds 1 
sds ckcn, Peaks 1 
sok raxee Dr ews <a 1 
SE cis ies oS See 1 
a 1 | McC . 
Se ee ° 
ae Y OR ik vs pant , 
eee os . Serer - 
Pic. R .* 

Percentage Base 

(No. of Replies) Se ere 1,328 

Tetal Question- 

neires Mailed PED * iabd anes 5,000 

ND casack $4,000 


*Less than 0.5 percent. 


Here is the really big pay-off! 


Because here is where sales are born— 
the actual period of planning and build- 
ing the new home. 


Notice that BH&G has a bigger 


lead over the next magazine than in any 
year the survey was conducted. Notice 
that BH&G is rated almost five times 
more important than the next magazine. 


+For their own occupancy. 
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RANKING OF MAGAZINES (Per 100 New Home Builders) SEE 

















February, 1941 | December, 1946 | October, 1948 | November, 1954 
BH&G..... 48 | BH&G..... 53 | BH&G..... 56 | BH&G..... 58 
eee se | eee Lo) Serer 12 
|) NO MMNBSs02%5 05% | Oe: See ee: ieee 11 
iv ehetpes 2. eee 38 ere 5 i fiviag. .... 4 
5 eae s TAB. ons s es 41 0BG....... <a e 4 
eres a ee Se fo eer 3 
a eet Cee At) ee 2 | Sunset...... 2 
re DADs oilers ei re 3. ae 2 
See S. Jee SP «keke ees oo ere 1 
ee 1 | WHC 1 | WHC. oo eee 1 
ee | Ee 2 eee COs 60 sehae 1 
AM.. Leer ct  Saseee ’ 
er | re 1 Gs. ca 2 2) ere ° 
ee * | Cosm. of eee * | Parents’..... ° 
_ Sererere eee Py s kiwenae ab . 

Pete " 
fbuesese OS ee eee 
ab agan a ee 
reece $4,000 .......$6000 ...:...$6,000 .......$8,000 








With almost 6 out of 10, 
BH&G has more families 
in this category than all 15 
other magazines combined! 
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The duplication chart shows that 
BHeG covers 66% of your new 
home-building market—and that the 
most you can add is 13% undupli- 
cated coverage at a cost of up to 
$20,000—not far from double the 


cost of BHsG alone! 


MAY—1955 


MEREDITH PUBLISHING COMPANY, Des Moines, lowa 











r on sa 
Better Homes & Gardens ~~ 


advertisers are invited guests ; 
in more than 4,000, 000'homes! 
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MAGAZINE COVERAGE AMONG FAMILIES BUILDING NEW HOMES 


Families reached by other magazines when used with Better Homes & Gardens 


Total 


Coverage 


Magazine 


of BH&aG 


Unduplicated Total Coverage of 


Coverage of each BH&G plus 
Other Magazine Unduplicated 
When Added to | Coverage of each 

BH&G Other Magazine 


PAGE RATES* 


Black and White 
Page Rate 
of BH&G pilus 
rate of each other 
magazine when 
added to BH&G* 


Black and White 

Page Rate* for 

each individual 
magazine 











i ‘BETTER HOMES & GARDENS 


Duplicated by BH&aG 


LADIES’ HOME JOURNAL......... 
SATURDAY EVENING POST........ 
HOUSE BEAUTIFUL ..........-.---- 
WOMAN'S HOME COMPANION .... 


PROGAEE © oo coc ccdvcccecescceese 


eeeee 


eeeer, 


eee 


Better Homes & Gardens alone reaches 66 percent 


of the families building new homes. 


The addition of any other magazine will add from 
2 percent to 13 percent unduplicated home-building 


families, at very high cost per family added. 


66 


16 
16 
16 
r 
12 
























































Percentages ore based on the 
1,002 who replied to the 
question. 








$12,800 $12,800 





33,150 20,350 





23,050 10,250 





22,670 9,870 





27,400 14,600 






29,600 16,800 





16,550 3,750 





25,680 12,880 





26,590 13,790 





26,880 14,080 





15,750 2,950 


21,845 9,045 





25,500 12,700 





19,390 6,590 





16,050 3,250 






15,400 2,600 









*Rates currently in effect as of 
February 8, 1955. 


SOURCE: Standard Rote & 
Data, Janvory 27, 1955. 




















C. S.A. Skit 


(Continued from page 128) 
ment. They’il get a longer mar- 
gin, and still be able to sell it 
cheaper than if they bought it 
from you. 

McCoy: It sounds good, but 
let’s go into that later. Here 
comes another witness. 

(Lights go down on Makem 
and McCoy and come up on Sen- 
ate chamber. Enter Staunchly.) 

Cowfever: Placeya leffanonna- 
book, please. Rasyarihand. 

(Witness places left hand on 
DECD and raises right hand.) 

Cowfever: Sweartellatruth ’n’ 
nothinbutta truth, so helpya? 

Staunchly: I do. 

Cowfever: You’re Mr. Staunch- 
ly and you’re in the plumbing 
business, you say? How do you 
expect to profit from the Plus 
Buck Bill? 

Staunchly: Frankly, I don’t ex- 
pect to and I don’t want to! 

Cowfever: If everybody sold 
everything to anybody, wouldn’t 
you be able to buy your products 
cheaper because of more compe- 
tition? 

Staunchly: I don’t see how. I 
deal in plumbing and heating 
supplies which are often mechan- 
ical in nature. Their installation 
requires many _ miscellaneous 
pieces and parts. My wholesaler 
buys in large lots to get econom- 
ical prices, and he stocks every- 
thing in proper proportions to 
meet the building and remodel- 
ing needs in my area. He can re- 
ceive, store and handle these 
products in the most economical 
manner because he has the 
proper warehousing facilities and 
materials handling equipment. 
The plus buck boys can’t dup- 
licate his services. 

Cowfever: But couldn’t you 
save money if you bought from 
manufacturers and eliminated 
this wholesaler, this middleman? 

Staunchly: I have enough buy- 
ing power to purchase many 
things direct. But it would tie up 
capital that I need to meet pay- 
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rolls and do a job of creative 
selling by proper advertising, up- 
to-date showroom, and other con- 
sumer sales aids. Furthermore, I 
couldn’t possibly anticipate all 
of my needs and buy enough 
ahead to handle even routine 
jobs. My wholesaler stocks over 
15,000 different items. I’m likely 
to need any one of these items 
tomorrow morning, or even late 
tonight! 

Cowfever: Have you ever tried 
buying direct? 

Staunchly: Yes, I did. I had a 
big housing project coming up 
and I knew I’d have to sharpen 
my pencil to get the job. A 
broker in Brooklyn offered me 
200 water heaters at a low price. 
I bought them and put them into 
the housing job. On paper, it 
looked like a good deal. 

Cowfever: What happened? 

Staunchly: Well, within three 
months these heaters started go- 
ing bad. I had to make good on 
them, of course, because I stand 
back of every job I do—big or 
little. 

Cowfever: A good wholesaler 
would have kept you out of that 
scrape? 

Staunchly: He certainly would 
have. In the first place, he would 
have advised against this par- 
ticular heater in view of the ag- 
gressive characteristics of the 
water in that vicinity. He would 
have suggested a different heater 
which would have been suitable 
and I would have shown a satis- 
factory—if not big—profit from 
the contract. 

Cowfever: So you didn’t gain 
by dealing with a _plus-buck 
broker. 

Staunchly: As a matter of 
fact, everybody lost but him. I 
almost lost my shirt. The home- 
owners didn’t gain, because they 
were inconvenienced by having 
their utility rooms torn up. The 
manufacturer lost good will and 
general reputation because no- 
body analyzed the fact that the 
heaters were barely of competi- 
tive quality and would be suit- 


able only in some localities. 

Cowfever: We got a good pic- 
ture of your importance from Dr. 
Safeguard, but up to now, we 
didn’t see just how the whole- 
saler fitted into the system. Now 
we see that plumbing and heat- 
ing must be installed by quali- 
fied people like yourself and that 
wholesalers make it possible for 
you to do your job right. Do you 
have any more comments on this 
subject? 

Staunchly: Yes, indeed. In 
the last analysis every suggested 
law must meet this test: “Will 
it be in the public interest?” It 
isn’t in the public interest to 
have every Tom, Dick and Har- 
ry selling plumbing and heat- 
ing... And when you said that 
the wholesaler helps me in my 
job, you’ve only told half the 
story. The other half is that he 
does not sell to people like Jack- 
legg, who do not serve the pub- 
lic adequately and who certainly 
cause loss in goodwill and repu- 
tation to the manufacturers 
whose products they install. 

Cowfever: Thank you, Mr. 
Staunchly. 

(Exit Staunchly). (Light goes 
down on Senate chamber and 
comes up on Makem and Mc- 
Coy.) 

McCoy: Well, Bill, did 
Staunchly answer your ques- 
tions? 

Makem: He certainly did! As 
a result of this Hawaii contest, 
I’ve been thinking of the things 
that you do for your customers 
—but I hadn’t really thought 
much of what you do for me. I 
see now that your customer is 
my real customer too. In spite 
of all the consumer advertising 
I do, I can’t really sell the home 
owner. I have to sell Mr. 
Staunchly and others like him. 
And everything you do to help 
him build more sales helps me 
also. 

McCoy: Let me tack down 
this other point, too, Bill. When 
you came in I was reading an 

(Please turn to top of page 138) 
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and it’s a mighty midget for heat! 


it’s the NEW 





CAST-IRON RADIATOR 


Modern... 

The smooth-surfaced, smartly- 
styled design of Utica Radiant 
Radiators harmonizes with any 
decorative plan! 


All face area is prime heating 
surface. The “Radiant” provides 
rapid, effective, heat transfer — 
dirt-free and dust-free! 


Space-saving ses 
Only 20” high — 5” wide! Takes 
up no space in the room when 
installed flush with the wall! 
Matching metal inlet grilles. 


Easy to install... 
Simplified piping hook-ups make 
the “Radiant” simple and inex- 
pensive to install in new homes 
or older residences! 


A pertect biending of radiant and convected heat 
The “Radiant” combines an even balance of “sun-like” radiant heat and 
gently circulated convected heat — eliminates cold zones at windows and 
along outside walls. Because of its compact size it can be installed under 
low windows and in baths and kitchens where space limitations are a 
factor. Utica “Radiant” Radiators are made of cast iron, the sturdy “life- 
time” metal that never dents or scratches — never needs replacement! 


Combine them with high-rated 


Utica Radiant Baseboard Panels 


Plan your installations to 
include Utica Cast Iron 
Radiant Baseboard Panels. 
Smart, streamlined design 
— greater heating output in 
less wall area. Available in 


GZ, \\\)\\\\; 
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18” and 24” units to provide Square feet per lineal foot 


6” increases in length. 


UTICA RADIATOR CORPORATION 


UTICA, NEW YORK 
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DE-2 
Utica Radiator Corporation, Utica, New York 
C I'd like the complete sales story on 
the new Utica Radiant Radiators. 


(C0 Please include literature on Utica 
Radiant Baseboard Panels. 
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Youll Lhe. 


for their BUSINESS BUILDING AFFECT 


their TOP QUALITY CONSTRUCTION 
their TRIGGER-EFFICIENT OPERATION 
their ANTI-SYPHONING ACTION 
their CONTRIBUTION TO BETTER 


Segwoon Ps 


WATER-CLOSET PERFORMANCE 



















Order 


SHERWOOD 
Ball Cocks 
from your Wholesaler 


SHERWOOD Ball Cock No. 86-A Installations 
get you in where many other profitable plumbing 
jobs are available. These can be had if drawn to 
your customers attention. Renowned for its top 
quality, the 86-A rates high with Sanitation En- 
gineers for 
quality standard. 


its anti-syphon compliance and 


Every ball cock installation should be the best so 
why not demand a SHERWOOD. 


SHERWOOD BRASS WORKS 


6331 E. JEFFERSON 


DETROIT 7, MICHIGAN 
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The name that makes the difference 
on Water Heaters... Westinghouse 


quality heaters should be built. For 
instance, sturdy, not flimsy, tank walls; 
heavy, not skimpy, Fiberglas insu- 
lation. 

For final proof of quality, there’s a 
10-Year Protection Policy against 
tank failure on every Westinghouse 
Water Heater. Here again there’s a 
difference. Compare it with others— 
the Westinghouse policy protects bet- 
ter and more liberally every time. 

Westinghouse Water Heaters belong 
in your line. See your Westinghouse 
distributor or wholesaler, or write 
direct. Westinghouse Electric Cor- 
poration, Electric Appliance Division, 
Mansfield, Ohio. 


When you’re showing a customer water 
heaters and say, “This heater is a 
Westinghouse”, you've just about 
closed the sale. 

The name makes the difference. In- 
tensive Westinghouse advertising over 
the years makes it a name he knows 
well. It’s a name that says “quality” 
and “reputation” and makes your sale 
easier. 

Of course, you may be able to show 
him a heater that will cost him a little 
less, but watch him turn back to the 
Westinghouse. He knows the name is 
worth the difference. 

All the way through, Westinghouse 
Electric Water Heaters are built as 


you cAN BE SURE...1F s Westinghouse 



































C. S.A. Skit 


(Continued from page 134) 
editorial in the D.E. Wholesaler 
Bulletin. It says: “The plumb- 
ing and heating wholesaler can 
be, and often is, the manufac- 
turer’s bulwark and protection 
against retailers who will do him 
harm if they get their hands on 
his product.”. .. And then it goes 
on to say that wholesalers are 
protecting their manufacturers’ 
reputations by their stubborn in- 
sistence on common sense in 
distribution. They’re guarding 
he manufacturer against chaos. 

Makem: I think we both got 
a lot of good out of this hearing 
and our discussion. You've con- 
cluded that you can do quite a 
lot more—in a merchandising 
and advertising way—to help 
your contractors and to help me. 
I’ve concluded that we, as a man- 
ufacturer, have been on the right 
track all of the time, and that 
our answer is more—not less of 
the very same things we have 
been doing all along. 

McCoy: I don’t think the bill 
will pass. Do you? 

Makem: From the testimony 
today, I think it’s a dead duck. 
Let’s bury it, along with the 
philosophy it represents... How 
about a drink now? 

McCoy: Sure. I only regret 
that all plumbing and heating 
contractors were not able to see 
this Plus Buck hearing. After 
all, the points brought out would 
have been valuable to them in 
entering the Consult Your 
Wholesaler contest. 

(Lights go off Makem and Mc- 
Coy and come up on Senate 
chamber. DeVere and Stillwater 
are the only ones on stage, still 
sitting at conference table.) 

Stillwater: Well, Senator De- 
Vere, what did you think of to- 
day’s session? 

DeVere: My goodness, I cer- 
tainly did learn a lot—I really 
did. Where did that woman say 
she got that hat? 

Stillwater: You know, about 
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those Plus Bucks—did you ever 
see any of them? 

DeVere: Why, no. I didn’t 
know they were out yet. 

Stillwater: Well, I just hap- 
pen to have a few samples that 
we were going to use as evi- 
dence. 

DeVere: Oh, could I see them? 

Stillwater (hesitantly): I—I 
guess so. (He takes them from 
wallet, hands them to DeVere. 
who examines them closely.) 

DeVere (provocatively): Sen- 
ator Stillwater—that is, Docile— 
don’t you think we could have 


some fun with these tonight? 
Maybe go out on the town? 

Stillwater (hesitantly): Well 
—I don’t know. 

DeVere (enticingly): Oh, now 
Baby-doll, come on. 

Stillwater (bravely): Babe, 
you’re in for a few Plus Bucks! 

(DeVere tucks the bills in her 
stocking and, arm in arm, they 
start to leave the stage. On the 
way out Stillwater shouts toward 
the door.) 

Stillwater: Harry, tell Mabel 
I'll be investigating until late 
tonight. (CURTAIN) 





New Technique for Insulating Boilers 
Uses Fiberglas and Aluminum 


IN KEEPING with the trend to- 
ward neat boilers and boiler 
rooms, a new insulation tech- 
nique has been developed that 
makes an attractive job. 

The technique consists essen- 
tially of applying a layer of pre- 
formed Fiberglas insulation and 
covering it with 20 gauge alu- 
minum, The procedure is to in- 
sulate the boiler as soon as it is 
set in place, before any piping 
is done. Holes are cut in the alu- 
minum to accommodate all 
piping and the aluminum sheets 





are then secured by 34-in. stain- 
less steel bands and seals. 

The insulation is said to cost 
no more than a conventional 
finish. Advantages claimed are 
that once installed, it is easy to 
clean, never requires painting 
and protects the insulation. 

The system was developed by 
Cleaver-Brooks, New York di- 
vision and Aljon Mfg. Co. of 
Maspeth, N.Y. Further informa- 
tion may be obtained from 
Owens-Corning Fiberglas Corp., 
16 East 56th St., New York City. 


NEW TECHNIQUE for insulating boilers is shown in this partially completed 
installation in N. Y. Method uses sheet aluminum over Fiberglas insulation. 
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ee double-disc | 
design ends é @ 


seating troubles... 


Lever throttle valve's ball-socket 
design positively stops leaks... 


Here’s a positive way to correct seating and 
closure trouble before it starts. Because cf the 
free action of double disc, natural seat is found 
faster, with minimum friction. This stops leaks 









VU, «SL ’ 
i Jl. Jam FREE ACTION ... assures longer life for both seat and disc... 
i 1 ai ASSURES provides positive, dependable valve action 
| wherever installed. 
NATURAL j ; 
Model 901R is a quick-opening, non-shock, 


Ula “G 


Quy 





a i 
J ee POSITIVE brass throttle valve — available in sizes from 


SEATING 14 to 3 inches. It’s fully approved and listed by 
Underwriters Laboratories. 
Ready Reference Catalog B255 . 
is a handy guide for picking the 
right Milvaco valve for the job 
— for your copy, write: 


MILWAUKEE VALVE COMPANY 


A Subsidiary of A-P Controls Corporation 
2373 South Burrell Street °@ Milwaukee 7, Wisconsin 





THE MARK OF PERMANENT QUALITY 
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(Continued from page 80) 

Sweat Type Valve 

A new brass gate valve designed 
for copper tube applications has 
been added to the Milwaukee 
Valve line. The solder type valve, 
for pressures to 125 lbs. steam or 
200 Ibs. W.O.G., is available in 
seven sizes ranging from % to 2-in. 
Features of the valve include a 
non-rising stem, solid wedge disc 





construction and snug fitting con- 
nections. 
Manufacturer: Milwaukee Valve 


Co., 2375 S. Burrell St., Milwaukee. 


Baseboard Diffusers 

A new automatic push button 
damper control for its two-foot and 
four-foot perimeter extended base- 
board diffusers has been an- 
nounced by Lima Register. By 
pushing in on the button, the 
hinged damper running full length 
of the louver openings automati- 
cally opens and locks into a pre- 


balanced position. By pushing up, 
the damper is caused to snap tight- 
ly closed with double spring action. 





The pushbutton adjusting screw 
can be turned with the fingers to 
the correct setting for proper bal- 
ance. Equally effective for heating 
or cooling, the positive double 
spring action minimizes rattling 
and keeps the valve from being 
forced shut by the air velocity. 

Manufacturer: The Lima Regis- 
ter Co., Lima, Ohio. 


Shallow Well Jet Pump 

A new %-hp shallow well jet 
pump has been announced by De!l- 
co as the “leader” in its water sys- 
tems line. Designed with only one 








Youngstown Adds 30 Units to Kitchen Line 
eo 





i a 
Youngstown has added nearly 30 
new products to its line of steel 
kitchen cabinets and appliances. 
Shown in the illustration is one of 
the new Formica-on-steel tops with 
factory attached Diana-style sink 
bowl equipped with the firm’s new 
single-control mixing faucet. At the 
left of the sink is the firm’s new 
30-in wide front opening dishwash- 
er which can be installed “under- 
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counter” or as a free-standing unit. 
At right of the sink is a base cabi- 
net fitted with special grille doors, 
and at far right are base and wall 
cabinets with double doors on both 
sides for access from the kitchen or 
dinette. Other new products (not 
shown) include a food waste dis- 
poser designed for long life and 
rapid shredding action; a series of 
four base units for “stack-on” ov- 
ens and ranges, available in 24, 27, 
30 and 36-in. widths; and an 84-in. 
high cabinet with a 22-in. storage 
compartment at the base, a 44-in. 
oven enclosure for “built-ins” that 
require “jackets,” and an 18-in 
storage compartment above the 
oven. 

Manufacturer: Youngstown 
Kitchen Div., Mullins Manufactur- 
ing Corp., Warren, Ohio. 





moving part, the pump has a ca- 
pacity ranging from 300 gph at 20 
ft to 520 gph at 2 ft with a pressure 
of 20 psi. The pump automatically 
adjusts its capacity to require- 
ments, and a new reset device pre- 
vents burn-out of the continuous 
duty ball bearing motor. 

Manufacturer: Delco Appliance 
Div., General Motors Corp., Roch- 
ester 1, N.Y. 


Counterfiow Heating Units 
Mueller Climatrol has added a 

new oil or gas-fired counterflow 

unit, designed for slab or crawl 





space perimeter installations, to its 
winter air conditioner line. Both 
oil and gas units are identical in 
size and have 100,000 Btu input 
capacities, the one size available. 
The oil unit may be converted to 
gas by means of a special conver- 
sion package. The flue outlet and 
burner are located at the front of 
the unit to simplify installation 
and conserve floor space. 

Manufacturer: Mueller Clima- 
trol, Div. of Worthington Corp., 
2005 W. Oklahoma Ave., Milwau- 
kee 15, Wis. 


Flow Control 

A new flow volume control an- 
nounced by Hays Mfg. Co. is de- 
signed to deliver at a set rate of 
fluid flow regardless of variable in- 
let pressures. The pressure controls 
itself by flexing a molded neoprene 
diaphragm into the machined 
grooves and hole of a brass orifice 





plate. It has one moving part. 
Manufacturer: Hays Mfg. Co., 

Dept. 201, W. 12th St., Erie 6, Pa. 
(Please turn to top of page 144) 
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Why Armstrong dealers 


make money 


Armstrong dealers have no inventory prob- 
lems — no necessity for heavy inventory in- 
vestment — no waiting 
for long-distance ship- 
ment when they need a 
furnace or a summer 
air conditioner in a 
hurry. Their nearby 
Armstrong wholesalers carry a heavy inven- 
tory for them and deliver in a hurry. That 





means money for operation, not money boxed 
up in your warehouse. 


Installation time cost is at a 





—— 


———.— minimum, because small units 
are shipped assembled, and 
others are designed to be easily 
assembled on the job. These two 
advantages alone, no inventory 
problem and minimum installa- 
tion time, mean an Armstrong dealer is ideally 
set-up for either new house or replacement 
furnace work. 

Precision of design and construction in- 
sures units which will require few if any of 


those costly call-backs which drain the profit 


barrel. 
strong’s 56 basic models and 


sizes of furnaces, and 12 of summer air con- 
ditioners, is one (or a pair) to do the job 


You never have to strug- 
gle to sell a unit which isn’t 
ideal for the heating or cool- 
ing need; among Arm- 


right. 


And every one of them includes features, 


ARMSTRONG 





many exclusive, which help you sell at a 
profit against the professional price-cutter. The 
most successful merchandising aid ever pro- 
duced by the industry, 
Armstrong's Visualizer, 
helps you pound home 
those features. 





More sales power: The 
Armstrong line of fur- 
naces and summer air conditioners is the only 
one which has been awarded the Parents’ 
Magazine Seal of Commendation and is also 
accepted for advertising in Today’s Health, 
published by the American Medical 
Association. 


To make sure that you can 
cash in on all those advantages, 
Armstrong has this year put 
together another powerful na- 
tional advertising campaign, — 
and backed it with by far the NS none, 
most complete program of _—— 
dealer promotion in the history of the com- 
pany. Yes, the keystone of the Armstrong 
D9 program is dealer profit — net profit. 


And we can prove it. It deals with your 
problems. It’s organized. It’s not a_hit-or- 
miss proposition. It’s as easy to understand 
as ABC, It will show you why Armstrong is 
“the company with get-up-and-go.” 


If you want to know what can be done to 
help you make money, call your nearby 
Armstrong wholesaler now. He'll lay the 
Armstrong plan proudly in front of you. 


TLE ie S \ 
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Plumbers make 





DOUBLE PROFITS EASY 


with 


AUTOMATIC DISHWASHERS 
and DISPOSALL' Food Waste Disposers 


£ 










Plumbers who are getting dou- 
ble profits by selling as well as 
installing these two Hotpoint 
kitchen appliances will tell you 
it’s great business...a wide 
open market! They find 
Hotpoint Dishwashers and Dis- 
posalls easy to sell because... 








... Hotpoint Outwashes All Other Dishwashers! 


Only Hotpoint washes everything twice—with fresh detergent 
in each wash! Everything comes out sparkling clean! Available 
in 27” Undercounter models, 48” Dishwasher-Sinks, Maple- 
top or Porcelain-top Mobile models for home demonstration. 
Also, pump-drain models that often cut installation time in half! 











TWICE THE LIFE... HALF THE WEAR! 


Flywheel reverses automatically in De Luxe Control Cover 
models MW9 and MWP9, giving double-edged shredders 
twice the life of those found in ordinary disposers. 

Hotpoint’s Low-Cost model MW10 takes food waste con- 
tinuously and is readily adaptable for easy installation with a 
pump-drain dishwasher. 


See Your Hotpoint Distributor For Details On The Complete 
Hotpoint Dishwasher-Disposall Line! 


HOTPOINT CO, (A Division of General Electric Company) 5600 West Taylor Street, Chicago 44, Illinois 
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It certainly 
pays 710 use 


MODERN 





UN: Saar 


ORANGEBURG "FFFORATED 


Go Modern...Save Time and Money! 
Use Genuine 


ORANGEBURG 





Pipe and Fittings 


It takes modern methods and modern 
materials to cut construction costs 
today. Orangeburg Pipe and Fittings 
are sure to cut costs and deliver a 
high-quality job to the home owner. 


Orangeburg is modern. Its long, 
lightweight lengths are easier to 
handle — easier to install. Root- 
proof joints are made in a jiffy . . 

no calking, no compounds. Orange- 
burg is made in 2”, 3”, 4”, 5” and 
6” sizes. Easily sawed to required 
length .. . quickly tooled on the job. 


Orangeburg Pipe is accepted by 


leading approving authorities across 
the nation — a fact proved by more 
than 150,000,000 feet in service. 


Tough, resilient Orangeburg gives 
long, dependable service. Orange- 
burg sewer lines installed 49 years 
ago are still operating like new. Be 
sure you get genuine Orangeburg — 
look for the name on pipe and fittings. 


Write Dept. DE-55 for more facts. 





Visit our Booths 756 and 757 
at the National Plumbing and 
Heating Exposition, Navy Pier, 


Right! This GENUINE 


Orangeburg /s sure 
easier and taster 














Chicago, Illinois, June 6-9th. 





ORANGEBURG MANUFACTURING CO., INC. 


Orangeburg, N. Y. 
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West Coast Plant, Newark, Calif. 





















To install / 








‘ ‘ ‘ 
‘. 


Use it for foundation footing 
drains, septic tank disposal fields, 
sub-surface drainage of lawns, 
fields, wet spots everywhere. 


ORANGEBURG Fittincs 


Use these modern, lightweight, 
exclusive fittings. They make an 
all-Orangeburg, high-quality pipe 


line . . . save you time, trouble 
and money. 
V4 BEND Ve BEND TEE 
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(Continued from page 140) 

improved Oil Burner 

Eckhart Mfg. Co. has announced 
that its new Korth oil burner is 
equipped for adjusting the second- 
ary air openings on the shell head 
assembly without having to re- 
move it from the burner. This 
feature permits all adjustments to 
be made externally while the bur- 
ner is in operation, resulting in 
quicker, easier and more accurate 
adjustment. 

Manufacturer: Eckhart Mfg. Co., 
931 Lehigh Ave., Union, N. J. 


LP Gas Torch 

Goss has announced a new re- 
fillable LP gas hand torch which is 
available in 5 sizes ranging from 
9-o0z. to 2-lb capacity. The torch is 





equipped with a safety relief valve 
and liquid level gauge. Other fea- 
tures include lightweight, though 
rugged construction, and simplified 
refilling, which can be accomplished 
for less than ten cents. 

Manufacturer: Goss Gas, Inc., 
Box 57, Glenshaw, Pa. 


Outside Faucet 

James Knights has redesigned its 
non-freezing outside wall faucet to 
incorporate a number of improve- 


ments. The shut-off thread and 
valve seat are located in the same 
end for quiet operation, and a guide 
mark has been added to permit the 
installer working inside the build- 


cad 


t 


. 


ind 








ing to position the head vertically. 
Other features include a choice of 
four inlet connectors for a variety 
of installations with a minimum in- 
ventory. These include an_ inlet 
adapter to convert a %-in. faucet 
to a %4-in. inlet. Wheel and seat 
rubbers are now stock items avail- 
able for replacement, and a choice 
of plain brass or rough nickel head 
finish is offered. 
Manufacturer: 
Co., Sandwich, III. 


James Knights 


Diffuser Damper 
Titus, Inc. has announced the 
addition of a new built-in damper 





on its perimeter diffuser units. The 
damper adjusts from full open to 


A. Y. McDonald Adds New Jet Pump Series 





A. Y. McDonald has added a new 
series of shallow-well jet pumps to 


144 


its water systems line. The series 
features horizontal construction for 
over-the-well or offset applica- 
tions, and single piece, die cast, 
bronze impellers are employed. 
The series includes a 4%-hp pump 
with capacity of 815 gph and a %- 
hp unit with 1050 gph capacity. The 
pressure range is from 20 to 40 lbs 
or more for total suction lifts not 
exceeding 25 ft. 

Manufacturer: A. Y. McDonald 
Mfg. Co., Dubuque, Ia. 


full closed position by means of a 
lever control from th2 center of 
the top slot. The mechanism is 
provided with an adjustable screw 
stop to meet special air volume re- 
quirements. 

Manufacturer: Titus, Inc., Box 
810, Waterloo, Ia. 


Room Air Conditioner 
Perfection Stove has offered a 
new year-round room air condi- 
tioner which can be installed en- 
tirely within the living area. The 
unit rolls forward on tracks to give 
easy access to both sides of the 
window and permits the window 
sash to be open or closed complete- 
ly. The conditioner may be in- 
stalled on windows as narrow as 
3314 in. It is available in %, %, 1 
and 11%4-hp units. The heating ca- 





pacity for the 1-hp unit is 4,300 Btu, 
and its cooling capacity 11,200 Btu. 
The moisture removal capacity is 
3.4 pints per hour. 

Manufacturer: Perfection Stove 
Co., 7609 Platt Ave., Cleveland 4. 


Refrigerators 

Four new refrigerator-freezer 
combinations have been introduced 
by Admiral. They are a 10.3 cu ft 
unit with a 70-lb freezer capacity, 
an 11 cu ft single-door model with 
an 81 lb freezer chest, a 12.4 cu ft 











two-door combination and the 
single-door 12% cu ft unit with a 
120 lb freezer at the bottom. The 
tops of all models are flat to permit 
storing of items. 

Manufacturer: Admiral Corp., 
3800 Cortland St., Chicago 47. 

(Please turn to top of page 148) 
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The PROOF of a building’s age is behind these doors! 


Five seconds behind these doors, and 
you know your building’s age! 


Notice the plumbing fixtures. If 
they are off-the-floor . . . your build- 
ing is new forever. If not... it is 
obsolete when the doors first open. 


Off-the-floor fixtures installed today 
will never give away the age of your 
buildings. Year after year, they 
will continue to contribute to the 
desireability—and marketability— 
of your investment. They add 
spaciousness. ‘They free washrooms 
of litter-traps and breeding grounds 
for bacteria. They do away with 
obstacles to easy cleaning and hos- 
pital-like sanitation. 


In today’s major buildings, more 
than 800,000 such fixtures are sup- 


® 
ported on the ZURN SYSTEM. 
You should look into the reasons 
why. You will find, among other 
things, that Zurn-engineered, pat- 
ented features simplify installation 
and alignment. The entire stress 
is on the Zurn fitting—not on the 
wall. And ZURN SYSTEMS never 
interfere with future alterations, but 
often make them easier. 


Buildings age fast enough. Do not 
give yours a running start by de- 
signing washrooms that are obsolete 
when the doors first open. 


Before planning your next building, 
be sure to write for the helpful new 
booklet, “Behind Closed Doors.” 
It is your guide to modern, sanitary 
washroom decor. 110-1 


PLUMBING DIVISION 


SBrRie, 


PA, 


We Ss. om. 


® 

The ZURN ZERO ZONE is created by 
mounting off-the-floor plumbing fixtures 
on behind-the-wall ZURN SYSTEMS. 
This permits the highest degree of rest 
room sanitation to be attained and 
maintained. All major plumbing manu- 
factures make fixtures to fit the 
ZURN SYSTEM. 

See our catalog in Sweet's 
Construction File, 13a. 


Industrial 


COPYRIGHT 19855 —— J. A, ZURN MFG 














Mueller Climatrol nonce: « nen 


Combination Year-round Air Conditioner 





















Lets you cash in on | — 
the growingdemand a | 
for all-season comfort — —— : 


ooo WO Ways: 





1. You can sell it 
as is — as a combina- 
tion heating and cool- 
ing unit. 





2, You can sell it 
asafurnace alone. And 
since it comes with an 
integral cooling cas- 
ing, you have a pros- 
pect fora refrigeration 
assembly later on. 


Gas or Oil Heating 
-» -with cooling 
now or later 


The Type 128 (gas) — 228 (oil) furnace is a The Type 928 cooling unit isa 2- or 3-hp refrig- 


















prewired unit compact enough to install in closet, 
basement, or utility room — 5934,” high (fo top 
of casing) x 4714” wide x 36” deep (including 
burner). It has 100,000-Btu input. All controls, 
flue, etc. are at front for easy access. 

It’s an attractive, quality-built unit with the 
kind of advanced features you expect from 
Mueller Climatrol — such as a heavy, welded- 
stee) heat exchanger and a large blower. The oil 
type 228 can easily be converted to gas. 

Although it has an integral cooling casing, the 
Type 128-228 costs less than many standard fur- 
naces, A vestibule for both oil and gas is avail- 
able as optional equipment. 


eration assembly mounted on a frame that slips 
easily into the cooling casing provided with the 
Type 128-228 heating unit. 

The Type 928 operates on single or 3-phase 
current. It uses the same blower as the furnace. 
A backdraft damper is furnished as standard 
equipment with the furnace. 

There’s no doubt about it — this Mueller 
Climatrol combination unit is one of this year’s 
best potential money-makers. And right now’s the 
time to make the most of it. Write us today for 


details: Mueller Climatrol, Dept. 155, 2033 W. 


Oklahoma Avenue, Milwaukee 15, Wisconsin. 


NEARLY 100° YEARS OF MANUFACTURING QUALITY COMFORT, EQUIPMENT 





lit SLA, allies Sik tt 
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Low cost, 
easy-to-install 
protection for 


heating systems with-— 


For medium 
and high pressure piping — 
FLEXON EXPANSION JOINTS 


FREE FLEXING TYPE — Available in sizes from 
3” through 48”, I.D. in copper or stainless steel. 
Suitable for pressures from vacuum to 30 psi and 
temperatures from —20° F. to 850° F. Flanges 
or welding ends. 
CONTROLLED FLEXING TYPE — Available in 
sizes from 3” through 24”, I.D. with copper or 
stainless steel pressure carrier and cast iron con- 
trol rings. Suitable for pressures from vacuum to 
300 psi and temperatures from —20° F. to 
850° F. Flanges or welding ends. 
SPECIAL TYPES — A variety of assemblies are 
available for special requirements including spe- 
cial very high pressure units for pressures to 
5500 psi. For recommendations send an outline 
of your requirements. 
DESIGN GUIDE — The Flexon Expansion Joint 
Design Guide is a 24 page handbook on the 
selection and application of expansion joints. 
Write for your free copy, today. 


FLEXON 


EXPANSION 


COMPENSATORS 


@ The problem of controlling expansion in heating lines can now 
be solved economically. You can put an end to leakage that often 
results from uncontrolled expansion. At the same time you will 
minimize annoying pipe creeping noises, All-in-all, you can put 
together a vastly improved heating system at a very small in- 
crease in cost. And you can do all this with FLEXON Expansion 
Compensators. 

The FLEXON Expansion Compensafor consists of a two ply 
corrosion resistant bellows with copper tube end connections. The 
bellows section is enclosed in a floating protective shroud. The unit 
is designed to handle axial motion up to 1” and is suitable for 
temperatures from —60°F. to 300°F., pressures up to 40 psig. 
Sizes are 34”, 1”, 114” and 2”. The 2” size has threaded fittings. 
Threaded fittings are also available on smaller sizes. 

Check the advantages of FLEXON Expansion Compensators on 
your next job. But first, get further information from your 
Flexonics representative or use the coupon below to get your copy 
of a descriptive bulletin. 


Flexonics Corporation 
1324 S. Third Ave. 
Maywood, Ill. 
Please send me the bulletin which describes and gives full 
specifications for the Flexon Expansion Compensator. 


Company 


AMGIOES cccccccseccevccccccccrecccccesces P 


Flexon identifies 
products of Flexonics 
Corporation that 
have served industry 
for over 53 yeors. 
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1324 §, 
Maywood, Illinois 
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_ Shopping with D. E. 





(Continued from page 144) 
Pipe Thread Compound 
Crane Packing Co. has announced 
that its pipe thread compound is 
available in a new plastic tube with 
a friction-type cap. Convenience 


features of the tube container in- 
clude a specially designed tube end 
that serves as an applicator. The 
pipe joint compound provides a 
tight seal, withstanding extreme 
pressure and temperature condi- 
tions, yet facilitates disassembly. 

Manufacturer: Crane Packing 
Co., Dept. DEC, 1800 Cuyler Ave., 
Chicago 13. 


Air Conditioning Unit 

Three new air-cooled models 
have been added by Affiliated Gas 
Equipment to its line of central 


air conditioning units. The com- 
pact 1%4-ton model (illustrated) 
has a cooling capacity of 17,500 


Btu/hr. It is a self-contained unit, 
equipped with a blower to circulate 
conditioned air and a fan to supply 
the condenser air. Models without 
the blower, for use with a forced air 
furnace, are also available. The 2 
and 3-ton models have. a remote 
installation feature, permitting in- 
stallation of the compressor-con- 
denser unit at a remote. location, 
with only the cooling coils installed 
in new or existent duct work. 
Manufacturer: Affiliated Gas 
Equipment, Inc., 700 Royal Oaks 


Drive, Monrovia, Calif. 


Water Cooler 
General Electric has introduced a 
new water cooler with a. tapering 


front panel and a foot pedal cover- 
ing the entire width of the unit. The 
cooler measures 41 in. high by 14% 
in. wide by 17% in. deep. It features 
a stainless steel top and a louvered 
front panel. Water temperatures 
may be adjusted to eight different 
settings. Ten models are offered 
ranging from four to 21.5 gph. 
Manufacturer: General Electric 
Co.,5 Lawrence St., Bloomfield, N.J. 


B & G Expands Heat Exchanger Line 


An expanded line of standard 
“U” type heat exchangers has been 
announced by Bell & Gossett. One 
series (illustrated) is comprised of 
standard shell and tube units that 
use boiler water for heating. The 
firm’s quiet operating booster is 
used for circulating the boiler wa- 
ter. In addition to many heating 
applications, the unit also may be 
used as a condensate cooler. Con- 
structed for 150 psi working pres- 
sure. It also is available in ASME 
code material and construction at 
no extra charge. The units are 
carried in stock for immediate 


shipment. A second series, also 
constructed for 150 psi working 
pressure, is designed for heating 
water or other liquids with con- 
densing steam, in capacities from 
16 gpm to 1200 gpm. 

Manufacturer: Bell & Gossett 
Co., Morton Grove, IIl. 


Gas Range Line 

A new range line introduced by 
Floyd-Wells includes 30 and 36- 
in. automatic gas range models, 30 
and 36-in. automatic kitchen heat- 
ing gas ranges and 20-in. ranges. 
All models incorporate one-piece 
tops, individual drip trays, burner 
bowls and removable broiler chas- 
sis for easy cleaning. Automatic 
models have a timed convenience 
outlet, oven clock control and a 





special control to turn top burners 
off automatically. Non-automatic 
models are equipped with oven 
heat control and oven timer, which 
turns gas off when cooking is done. 

Manufacturer: The Floyd-Wells 
Co., Div. of John Wood Co., Roy- 
ersford, Pa. 


Closet Flange Spacer 

The Zinn Paint Co. has increased 
its line of closet flange spacers with 
the addition of two new models. 
One model (illustrated) is designed 
for use with a test plug, and is 
equipped with a knock-out in the 
top of the spacer which permits 
the conical collar of the test plug 
to be inserted in the opening. This 


test plug model, together with the 
firm’s previous model, is designed 
for use in heavy construction 
where floor slabs are laid up to 
maximum thickness. The second 
new model (not shown) is de- 
signed for use in light construc- 
tion where floor slabs are laid light 
to medium thick. All three models 
provide a %-in. free space all 
around the bend. 

Manufacturer: Th2 Zinn Paint 
Co., Inc., Washington 1, D. C. 

(Please turn to top cf page 152) 
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And a control system is like a symphony orchestra with each instrument 
or control working together in perfect harmony. That’s why it’s important to use a 
system in which the controls are specifically designed to work with each other 
... That’s why there is a complete Honeywell control system to meet 


every control requirement. 


en 
there’s a Honeywell control 


MINN SAP OLES to do the job 
Honeywell 


First in Controls 















- get into the profitable home laundry 


business with the (FADER - 
























#5 
il) SUPREME Nh, 
IMPERIAL - tully-automatic wasner | 


fully-automatic washer with matching dryer. 
with matching dryer. 








WASHERS ond DRYERS 





DELUXE 
fully-automatic washer 
with matching dryer. 


















FIRST IN PREFERENCE with the most wanted washer and dryer features 
... with the most terrific promotion and advertising, local and national 
... the line that millions of satisfied owners are helping you sell! 


FIRST IN PERFORMANCE with the imitated-but-never equalled fea- 
tures .. . Suds-Miser . . . Agiflow washing action ... 7 Rinses .. . Ther- 
ma-Flow tempered heat drying action . .. germicidal lamp . . . dozens of 
other features that add up to cleanest washing and gentlest drying! 


FIRST IN PROFIT because you have a complete line . . . a model for 
every price bracket, with great sell-up features . . . a fair price, fair dis- 
count structure, generous co-op . . . and lowest service costs in the in- 
dustry which enable you to keep what you make. 





WHIRLPOOL CORPORATION St. Joseph, Michigan 


Clyde, Ohio « LaPorte, Indiana 
IN CANADA: John Inglis Co., Limited, Toronto, Ontario 





THE WORLD'S LARGEST MANUFACTURER OF WASHERS, DRYERS and IRONERS 


Join up! It's easier to sell Whirlpool than sell against it! 
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Shopping with D. E. 


(Continued from page 148) 

Hanger Strapping Display 
Tinicum Metal has announced a 
new counter display carton for its 
all-purpose hanger strapping. Each 


a 


oe oe 
a —> 
“ coal om 










carton contains 20 boxed 10-ft 
coils of the 34-in. by 20 ga. strap- 
ping which is available in bright, 
enameled, partial copper coated, 
hot dip galvanized, copper coated 
and solid copper. 

Manufacturer: Tinicum Metal 
Co., Inc., 85th St. & Tinicum Ave., 
Philadelphia 42. 


Combination Boiler 

A new type industrial boiler 
introduced by Cyclotherm is basi- 
cally a hot-water generator, but can 


be converted to steam operation by 
a few simple adjustments. Both the 
steam and hot-water phases operate 
automatically. Applications include 
plants that are heated by hot water, 
but an occasional use for steam is 
required. The unit operates on light 
oil, gas or a combination of both, 
and is rated as a 60-hp steam or hot 
water generator. As a hot water 
generator, the unit generates 2,010,- 
000 Btu/hr at 30 psi working pres- 
sure. It will deliver hot water at 
2,480 gph with a 100 deg. tempera- 
ture rise. As a steam generator, it 
delivers 2,070 lbs of steam per hr. 
Boilers with pressures ranging from 
15 to 200 psi can be manufactured 
as standard equipment. To change 
over from hot water to steam, the 
operator shuts off the main hot 
water inlet and outlet, drops the 
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water level in the boiler and 
switches the control panel from 
aquastat to pressure control. The 
unit will deliver steam in five to 
ten minutes on changeover. It is 
furnished with dual control equip- 
ment as well as dual steam and hot 
water take-offs. 

Manufacturer: Cyclotherm Div., 
U.S. Radiator Corp., Oswego 1, N.Y. 


Gas Range Burners 

A new lightweight top range gas 
burner made of stainless steel has 
been introduced by Patrol Valve. 





Four of these burners weigh 2% 
lbs. “Cross-port” construction, 
combining five ports in one, per- 
mits a single burner to be connected 
to a single-duty valve, as well as 
a reduction in size. Heating speeds 
from rapid boiling down to keep- 
warm are available from one 
burner, and no separate burner, 
valve and venturi tube are re- 
quired for simmer action. The 
burn head is easily removed for 


cleaning, with a minimum of clog- 
ging from spill-over. The standard 
size burner has a Btu range from 
9,000 down to 500, and the giant 
size burner from 12,000 to 600. 
Manufacturer: The Patrol Valve 
Co., 2310 Superior Ave., Cleveland. 


Thermopilot Relay 

General Controls has announced 
a new thermopilot relay for auto- 
matic shutoff of gas-fired appli- 
ances. The current generated by 
the pilot generator closes the elec- 
trical relay switch. When the pilot 
flame is extinguished, or an unsafe 
low pilot condition exists, the relay 
breaks contact to shut off the main 
control valve. When the pilot flame 
is relighted, or the unsafe condition 
corrected, relay contact is auto- 
matic and no manual reset is re- 
quired. The unit is available with 
either two-wire or three-wire con- 
nections, depending on application. 





Manufacturer: General Controls 
Co., 801 Allen Ave., Glendale 1, 


Calif. 
(Please turn to top of page 158) 


Westinghouse Introduces Washer-Dryer Unit 





A combination automatic washer 
and clothes dryer in a single unit 
has been announced by Westing- 
house. The unit combines the fea- 
tures of separate washer and dryer 
models including a special con- 


denser designed to eliminate the 
need for venting by carrying away 
lint and moisture extracted from 
clothes during the drying process. 
A single dial control can be used to 
start, stop, repeat or eliminate any 
part of the washing cycle and select 
hot or warm water as required. The 
control also can be set to either 
wash or dry in one complete cycle 
or wash or dry. A three-way dial 
gives the user a choice of three 
degrees of drying. Additional fea- 
tures include a special door that 
weighs the load of wash, two push- 
buttons marked for “regular” or 
“small” loads and a plastic case 
built into the back-splash to hold 
the instruction book. Overall di- 
mensions are 32 by 27% by 37. 

Manufacturer: Electric Appliance 
Div., Westinghouse Electric Corp., 
Mansfield, O. 
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HERE COMES 
YOUR 
GRAVY TRAIN! 


our Temco 
ticket? 
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¢ More new homes being built than ever before! 
© More of them being heated with gas than ever before! 


¢ More of them using Temco floor furnaces than ever 
before! 


...and that means more sales for you 
than ever before... when you stock 


TEMCO GAS FLOOR FURNACES! 


* Quickly, easily installed. * Fits right into floor. 
* Requires no basement, no costly excavation, 
no remodelling. * 20-year written warranty 
on Porcelain Enamel Heat Chamber. * Approved 
by A.G.A., guaranteed by Good Housekeeping. 


*GAS HEAT, April, 1955 


TEMCO, Talom 


NASHVILLE 9, TENNESSEE 


Ges Heeling Specialists foe the Nedton” 


Y 


“THE COMPLETE LINE OF GAS HEATING EQUIPMENT” 


ROOM HEATERS * FLOOR FURNACES * WALL HEATERS 
WARM AIR FURNACES AND AIR CONDITIONING 


Pe me we ee ee www en ny 
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A.G.A. PREDICTS 


V% MILLION “7 


new gas customers 





during next 12 months* 
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‘*" Guaranteed by > 

Good Housekeeping 
Stor 


weed 
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Temca, Inc., Department B-732 
Nashville, Tenn. 


Please send me catalog and full details on Temco 
floor furnaces. 
Name 
Firm Name. 


Address 


City Zone _ State 
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COPPER WATER TUBE 


delivery from 
service depots! 








When you specify Phelps Dodge copper 





water tube, you are assured of fast delivery to 


wholesaler stocks anywhere in the nation. 





Phelps Dodge service depots in Cambridge, 
Mass., Bayway, N.J., Philadelphia, Chicago, 


Houston and Los Angeles enable distributors 





to maintain complete warehouse stocks, 


fill orders of any size without delay. 


Place your next order for copper water tube 





























with Phelps Dodge—for highest grade 














copper, expert craftsmanship and finest tube 











properties—for prompt delivery! 





First for lating Cuabity—from Mine to Markit! 


PHELPS DODGE COPPER PRODUCTS 


CORPORATION 


NEW YORK, N. Y.—LOS ANGELES, CALIF. 
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AMERICA’S 


Best Furnace Values 


AMERICA’S 
Top Profit Line 










SOUTHWEST 
YEAR-ROUND) SR 
AIR CONDITIONERS 


Southwest manufactures a complete 
line of 2 and 3-ton Residential Air 
Conditioners for use as companion 
units with any Forced Air Furnace. 


GAS FIRED 


FURNACES 


Build Additional Sales and Maintain Goodwill ! 












THE THE 
HEATWAVE HEATWAVE 
HORIZONTAL HI - BOY 


for space saving in- 
stallations in homes designed to meet the need of 
better home heating at low- 
er cost. Completely auto- 
matic. Built-in draft diver- 
ter. Cast iron burner. Gets 
you more soles, more profit. 


without basements; 
installs in attics, un- 
der floors, in service 
porches, ottached ga- 
rages; suspends from 
joists in homes with 
bosements. 





BTU Input: — 
60,000 80,000 





























BTU Input: 80,000, 100,000, 
120,000, 140,000 and 160,- 
000. 


EVERY HEATWAVE MODEL: 


® Factory Assembled ® Ready to Install 
* Fire Tested © 10-Year Factory Warranty 











THE THE HEATWAVYE HEATWAVE 
HEATWAVE FLOOR FURNACE Vented, 
Counter-Flo ite Recessed 

a“ stu WALL 





“< for perimeter and 
under floor heat- 
ing; can be in- 

| stalled in closet, 


alcove or utility 


HEATER 


New, improved, 


35,000 finest Heatwave 
quality! Fits in 16” 
centered stud 


65,000 spacing. Ideal for 


homes, apart- 


room with mini- 
roum of duct work. 





Be 

/ Very economical Fo vy 75,000 ments, offices, 
stores and motels, 
43. installation. Minimum installa- 

f tion cost. 

he long-sought objec- : 

BTU Input: five in floor Karmace manutacture: Wall, "75.00 rot 
in ef- . 
80,000 100,000; 120,000 ee ee. ee 35,000; Dual Wall, 35,000 ond 


























DISTRIBUTED BY OUTSTANDING WHOLESALE SUPPLY HOUSES 
WRITE OR WIRE —~ GET THE FACTS > 


AAs la tailiiticmacl lath? 


BOX 28 Subsidiary of the F. E. Myers & Bro. Co. y-Y0) 10) '7-Wal®) a 
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Now -out of Chrysler Corporation...come 


= the most rugged trucks ever built! 
Hues 


= Announcing new 


Lodge mtrucks! 


The power line with full view design! 










NEW! Super Power-Dome V-8 engines—169 to 202 hp.— 
the world’s most powerful low-tonnage V-8’s—and the most 


dependable sixes! 
NEW! Full-view design with biggest wrap-around windshield 
of any make! Wrap-around rear window available, too! You 











will { get greater safety, easier handling! 

NEW! Higher payloads, new no-clutch transmissions, power 
steering and braking, fuel-saving overdrive! Plus smartly-styled 
interiors, colors, 2-toning! Over 100 new features! 

: Now on display at your ; 





dependable Dodge 


: Truck dealers! 
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(Continued from page 152) 


Power Drive Tool 

A new drive tool that uses 56 dif- 
ferent sizes and kinds of drive pins 
and drives them with a .25 caliber 
force has been announced by Pow- 
der Power Tool Corp. It is also 
adaptable to a .38 caliber drive for 
very difficult jobs. The tool weighs 
less than 6 Ibs and is 13 in. in 
length. Design features include a 
snap-open breech action with auto- 
matic cartridge extractor (lower 
photo), molded rubber pistol grip 
and fore-grip with the rest of the 
tool finished in polished chrome. 
The tool “field strips” into just 





three segments for cleaning and 
comes packaged in a portable steel 
case with accessories. 

Manufacturer: Powder Power 
Tool Corp., 7527 S. W. Macadam 
Ave., Portland, Ore. 


Water Cooler Line 
A line of water coolers offering 


cooling capacities from 5.2 to 27 
gph has been announced by Temp- 





Warren Webster has introduced 
an extended surface radiation unit 
for steam or hot water heating that 
incorporates the window sill as 
part of the heating enclosure and 
eliminates the necessity for separate 
sills or for plastering below win- 
dows. Eight basic types are avail- 
able. The heating element is stand- 
ard copper tubing with aluminum 
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rite Products. A newly designed 
evaporator provides instantaneous 
cooling with storage. The stainless 





oes 





steel top features a deep basin 
combined with an _ anti-splash 
guard and automatic water control 
to minimize splashing. Dual water 
flow controls offer both pushbut- 
ton and foot pedal operation. 

Manufacturer: Temprite Prod- 
ucts Corp., Dept. D. E., Maple Rd., 
Birmingham, Mich. 


Pipe Covering 

A new plastic cork pipe covering 
designed to stop sweating and cold 
water pipe drip has been intro- 





fins, in 3 or 4-in. sizes. Enclosures 
are custom made to required di- 
mensions and are available for wall 
mounting or with integral sill, with 
either front outlet or top outlet, and 
for single or double row heating 
elements. For wall-to-wall applica- 
tion, separate enclosure units are 
joined by an internal 12-ga. steel 
support. Wall-hung enclosures uti- 
lize a wall support strip with a 
sponge rubber gasket to prevent 
dirt streaks. Top outlet units are 
used under windows or where wall 
streaking cannot occur. An optional 
knob-operated damper can be pro- 
vided for each section. 

Manufacturer: Warren Webster 
& Co., Camden 5, N. J. 


duced by J. W. Mortell Co. The 
product is self adhering and can be 
applied to cold water pipes without 
metal bands, slips or other fasten- 
ers. Installation is accomplished by 
hand-wrapping the tape spirally 
around any size pipe or tubing, 
covering joints, valves and other 
fittings as easily as straight pipes. 

Manufacturer: J. W. Mortell Co., 


Hobbie Ave. & Big Four R. R., 
Kankakee, Ill. 


Convertible Jet Pumps 
A new series of jet pumps de- 
signed for conversion from shallow 


to deep well operation with one 





adjustment has been announced by 
A. Y. McDonald. The pump is con- 
verted by removing the jet fitting 
from the pump and placing it in 
the well. No additional parts or 
major changes are needed. Avail- 
able sizes include a 4-hp pump 
with a capacity up to 725 gph and 
a %-hp pump with 900 gph ca- 
pacity. Complete systems furnished 
with 6, 10, 25-gal. or larger tanks 
are also available with the pump. 

Manufacturer: A. Y. McDonald 
Mfg. Co., Dubuque, Ia. 


Attic Fan 
Ilg has modified its industrial- 


type ventilating fan for use as an 
attic fan in homes. The fan, de- 
signed for heavy duty operation, 
has 30-in. diameter blades. It is 
direct-connected for smaller fric- 
tion losses and quieter operation. 
The self cooled motor and life-time 
lubricated bearings further help to 
reduce wear and minimize main- 
tenance through hard usage. 





Manufacturer: Ilg Electric Ven- 
tilating Co., 2850 N. Pulaski Rd., 
Chicago 41. 

(Please turn to top of page 164) 
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“Trade Mark 


“IMAGINE! It actually 
delivers HOT and COLD 


Costs little more than ordinary ‘cold water” 
systems! Completely automatic 144 H.P. 
Shallow Well Jet Water System with tank 
and capacitor motor and 12-gallon electric 
water heater for only 


. 


Convertible System (for shallow wells and 
deep wells down to 70 feet) complete for only 


$169.50 Retail (f.o.b. factory). 


ee ad 


“FREE HOT COFFEE” dealer kits 


Coffee, sugar and all serving supplies—plus a 

ey oe . = -P Model HCS 
mailers, ad mats, display signs, promotional 

literature and complete instructions—in- 


cluded in FREE kit with orders of 2 or New KyiaGg@n “HOT-'n-COLD” Water Systems 


more units. You’ll sell as you serve your pros- 

pects HOT coffee made with are completely automatic. They deliver HOT 
a ae water from the ‘“‘Hot-’n-Cold.” and cold running water with plenty. of pressure 
Your Rapidayton wholesaler from deep or shallow wells. Adjustable thermo- 
has details—or write us. stat controls water temperature. They operate 
ce economically on standard 110 AC current. Only 
42” by 18” by 22’--easy to instali. Lowest 
prices with full trade discounts. Sell it for thou- 
sands of installations—farms,. barns, service 
stations, resort cottages. Get all the facts from 

Zolli ame .delelieloharelamme AAite) (1101-1 


ee ese 88639; 


Want all the ‘FACTS’? [igtenemiee 


eal 


Write for this helpful, attractive “FACTS” 
booklet. It’s designed for your customers— 
but it’s packed with information that helps 
you make more sales. A supply is included in 
“FREE HOT COFFEE” kits—and there’s 
one attached to every “Hot-’n-Cold” unit. 
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Wehby Says 


| 


G. NAME: Herman-Smith 
| n Highway 
4 14 Maroo 
| ADDRESS: DATE: May 1, 1952 
CHASE: washer 
| et pishwasher, Automatic clothes 


| pRosPEC 
| 


FOLLOW ¥U 









Dont Let Your 





CUSTOMER FILE 










T: | 


Larger water heater 


p ON ADDITIONAL SALES: 


CHARLES WEHBY’s Birm- 
ingham operation has been 
strengthened by a philosophy 
of “sell and sell some more.” 
Here he phones recent cus- 
tomer for follow up sale. 


@ It’s a source of good repeat business, Alabama 


contractor says, if you remember to “‘never stop selling’ 


Otp Customers never fade 
away .. . they just buy. 

Charles Wehby, owner of 
Wehby Plumbing, Heating & Ap- 
liance Co., Birmingham, Ala., 
gives that twist to a familiar 
quotation and builds his 
business by doing so. 

“We never stop selling,” 
Wehby says. “Our customer files 
are always our best prospect 
files. When we close one sale, 
we start immediately on an- 
other.” 

Wehby acknowledges that 
building a file of satisfied cus- 
tomers is common practice 
among contractors. But unfor- 
tunately, he adds, some fail to 
take full advantage of this file, 





160 


prefering to sit passively as if 
the file will produce further 
sales by itself. 

“Even a gold mine doesn’t 
produce without being worked,” 
Wehby says. “In our case, be- 
fore we complete a job, we be- 
gin prospecting for another with 
the customer. It may take a year 
or so... but we know a kitchen 
leads to a bath, a bath to a new 
heating system or a second bath, 
etc.” 

Wehby adds that such “deep” 
selling—that is, working farther 
and farther into a home moder- 
nization job from a modest be- 
ginning—doesn’t always take a 
long time. 

“Recently we contracted for a 


$1,200 kitchen remodeling job— 
a happy incident, except it was 
only a partial modernization 
contract. Of course, we designed 
a complete kitchen for the cus- 
tomer, but this was a ‘long-range’ 
idea for him. 

“But we followed our usual 
practice of ‘never stop selling.’ 
As each part of the $1,200 job 
was finished, we re-sold ourself 
and the complete modern kitchen 
to make sure the ‘long-range’ 
plan and Wehby’s won’t be for- 
gotten. 

“Well, as the job and our sell- 
ing progressed, the customer be- 
came a prospect all over again. 
Finally he told us, ‘It’s too good 
to stop now—go all the way.’ 
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John Jones 
goon prive 


NAME 


. 010 ba 
S: 
ADDRES 


puRCHASE: remodeling 
Bathroom 


Kitchen ™ 


ode rnization 


We did and got a $3,500 job. 

“T might also add we now con- 
sider that kitchen customer a 
bathroom remodeling prospect.” 

The illustration dramatizes 
Wehby’s ceaseless salesmanship, 
although he quickly points out 
that the case is not a typical one. 

“In most cases, it’s a type of 
selling that pays off gradually,” 
he says. “Naturally, we’re cau- 
tious of over-selling, but in most 
present-day cases, home owners 
are in ideal circumstances for 
remodeling and more remodel- 
ing. Income is high, savings are 
substantial, prices are right. 

“American homes have been 
neglected for years because of 
finances or scarcities. Now mod- 
ernization is a necessity within 
the reach of almost everyone. 
Selling like ours has practically 
no stopping point. 

“Some of our remodeling 
jobs,” Wehby continues, “start 
at $150. But we don’t consider 
that the ‘final sale.’ Call it a 
starting point and remember our 
jobs over a period of time range 
up to $4,000 or more.” 

Wehby is aware that when 


TOMER FILE 


DATE: Ja™ - 


ustomer File Gather Dust 


1951 







home improvements move over 
the $200 mark, Americans prefer 
a time payment plan. As a re- 
sult, he has made a careful study 
to determine what particular 
finance plans can be used by his 
customers. 

FHA Title I is generally used 


SELLING IN DEPTH—that is, selling additional remodeling from small start— 
begins when customer signs first contract. Salesman E. T. Bredar tells kitchen 
customer (above) how bath, heating system, etc., can be improved in future. 










to cover fixtures and remodeling 
costs. A commercial credit com- 
pany, located next to Wehby’s 
showroom, also offers customers 
financing plans, varied accord- 
ing to the customer’s individual 
credit standing. 


(Please turn to center of next page) 






























WEHBY SHOWROOM in- 
dicates merchandising flair. 
Large street sign plus attrac- 
tive window displays carry 
step further the idea of “never 
stop selling.” 


(Continued from preceding page) 

Wehby has also compiled in- 
formation on financing from 
building and loan agencies with 
whom homeowners in the Bir- 
mingham area deal. Mortgage 
agencies, Wehby has found, are 
glad to cooperate in remodeling 
promotions because moderniza- 
tion improves the property. 

“Financing,” Wehby says, “is 
no trouble to the contractor, 
considering the number of sales 
it saves. There’s one precaution, 
I'd like to advise, however. 
That’s to put all details of the 
job—financing and installation— 
in writing and carefully explain 
the contract to the customer.” 
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Wehby says the reasons for his 
concentration on modernization 
sales are the same now as they 
were when he first entered the 
field full-scale. 

“It’s relatively free of the 
competition that can strangle 
businesses,” he says. “More than 
80 percent of the jobs are free 
of any competition. And after 
our first installation, the compe- 
tition for further work is even 
less.” 

Wehby draws new prospects 
largely through the use of classi- 
fied directory advertising. In the 
plumbing section, for example, 
he buys one-quarter page ads, 
the largest available. He also 


CUSTOMERS always are 
shown newest products when 
visiting Wehby showroom. 
This pre-selling whets ap- 
petites for additional home 
modernization, Bredar says. 


has a display ad under appli- 
ances and is listed in six other 


sections. 

The advertising emphasizes 
that Wehby handles the com- 
plete modernization job — car- 
pentry, electrical work, plaster- 
ing, flooring, etc. 

“That’s the only way to keep 
a modernization sale going,” 
Wehby says. “If a job tears up 
a family’s living quarters for 
days, because various contrac- 
tors are getting in each other’s 
way, you'll never get back in 
the house . . . and that’s one of 
the principal ways to solidify 
your remodeling business—keep 
going back for more.” END 
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“TWIN” 


*Trade Mark 


/ 
7 


Model 50CT-CT40S-T13 


You owe yo urselfa fe fefere| fad (oh =e fole] ake hMrolal-Meo}l Mial-11-a-s Zell ehi| 
Rapidayton ‘TWIN’ Champions soon. There’s a new ft 


simplicity and efficiency of design, a new low in price 


does it mean to you? 

It pumps water idelaaime [a-tohl-1ame(-Johial Mane lol; Zam ie) 
rolU ats Maaco laial-lamelale Malle lal-1ame-e tiaebiallelalm ola-ti 10] a= 
full capacity at 40 Ibs. pressure ‘nof the 30 
ne impeller pumps) —its easier and taster to install 
able in a full f 
vY7-4 | eee fale i'Ze) 

»f course 


These are 
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Two Impellers! 

Pumps Full Capacity 

at 40 Ibs. Pressure! 
Pumps with a single impeller lose 
30% to 80% of their pumping ca- 
pacity at 40 lbs. pressure .. . but not 
the new “TWIN”. Second impeller 
plus “Quad-Volute” design holds 
full capacity at 40 lbs. to meet 
“modern living” requirements. 


Complete 12 H.P. Package” 
Water System—only 


$149 50 retail (f.o.b. factory) 


for pumping depths down to 
110 feet. 


Only $129.50 retail for pump, and 
ejector, without tank. 

Only $164.50 retail for % H.P. 
‘“‘Package”’ system for pumping 
depths down to 140 feet. 


True Convertibility! 
Faster Installations! 


Same pump works on deep or shal- 
low well by changing position of 
ejector—no extra pump parts to 
buy. ‘“‘Quick-Connect” flange for 
faster installations eliminates 
threading, clamps, adapters, unions 
and slip couplings. Plastic or steel 
pipe slides into pump for fast, easy 
hook-ups. 











Shopping with D. E. 


(Continued from page 158) 
Flood Control Valve 


A device designed to guard 


against the “backing up” of base- 
ment sewers has been introduced 
by the Flood Control Valve Co. The 
flood control valve is a permanent 


NM : * Ges 


installation which consists of two 
units, each with a rubber stopper 
on the end. One of the units is in- 
serted into the basement sanitary 
line, while the other fits into the 
drain line of the sewer at the clean- 
out opening (not in the regular 
floor drain). When water begins to 
“back up” into the house sanitary 
lines, the lines are closed by the 
rubber stoppers so that no water 
can enter from the city sewer lines. 
Seepage water that collects in the 
sewer pipes behind the valves is 
automatically forced through the 
valve out into the city sewer sys- 
tem by an electric pump which op- 
erates against the back pressure in 
the line. Three models are offered. 

Manufacturer: Flood Control 
Valve Co., 14940 Wyoming, Detroit. 


Home Freezer Line 
The 1955 home freezer line an- 
nounced by Kelvinator features 


two upright and three chest models 
combining new compact styling 
with increased capacity. Upright 
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models include an 18-cu ft unit (il- 
lustrated) with a capacity of 630 
lbs and a 10.5-cu ft unit with 438-lb 
capacity. The storage capacity of 
the door has been more than dou- 
bled in both models and both are 
styled to match the firm’s 1955 re- 
frigerators. The interior shelves 
are equipped with drop-down gates 
that hold packages in place in the 
up position and serve as shelves in 
the down position. 

Manufacturer: Kelvinator Div., 
American Motors Corp., 14250 
Plymouth Rd., Detroit 32. 


Heating-Cooling Unit 

A new combination heating- 
cooling unit for residential year- 
‘round air conditioning has been 





announced by Utility Appliance 
Corp. Combinations of 2-ton and 
75,000 Btu or 3-ton and 105,000 
Btu capacities are available in this 
compact packaged unit. Operating 
noise is minimized by the use of a 
blower with resiliant mounts and 
a specially designed heat ex- 
changer, in addition to the resili- 
antly mounted full-floating refrig- 
eration chassis. The refrigeration 
chassis may be installed with the 
furnace section or may be added 
later. Furnace controls include a 
24-volt diaphram gas valve and 
safety fan and limit controls. 

Manufacturer: Utility Appliance 
Corp., 4851 S. Alameda St., Los 
Angeles 11. 


Hand Truck 

A new hand truck designed to 
facilitate the moving of heavy loads 
up and down stairways and ramps 
has been announced by Valley 
Craft Products. The truck is equip- 
ped with two-wheel safety brakes 
and a special ratchet mechanism 
which enables the truck to roll up 


stairs step by step as the operator 
pulls a cable drive. Other features 
include interchangeable shoes for 


» 


different types of loads, large pneu- 
matic tires, sealed ball bearings 
and steel tube construction. Six 
different models are available. 

Manufacturer: Valley Craft Prod- 
ucts, Inc., Div. of O’Neil-Irwin Mfg. 
Co., Lake City, Minn. 


Gas Wall Heater 

Williams Furnace has introduced 
a new forced air heating unit com- 
bining the principle of counter-flow 
warm air circulation with the com- 
pactness oi a gravity wall heater. 
The unit is 14 in. wide, 7 in. deep 
and can be recessed between wall 
studs. The unit with dual heat out- 
lets (illustrated) may be _ in- 
stalled in a wall between rooms, 
with only the heat discharge grille 
visible in the second room. Single- 
outlet units are also available for 
installation against a wall. Installa- 
tion requires only electrical con- 
nection, 4-in. gas supply and a 


short vent. The unit is available 
in sizes from 50,000 to 63,000 Btu 
input. It is fully automatic in op- 
eration and is factory assembled 
with blower and limit controls, 
automatic valve and thermostat. 

Manufacturer: The Williams 
Furnace Co., 1821 Flower St., Glen- 
dale, Calif. 

(Please turn to top of page 166) 
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“NAUTILUS” 


*trade mark 


Simul - 


DRAINER 


? 


Hermetically-Sealed Motor! 


Brand new design! Hermetical- 
ly-sealed for worry-free 
underwater operation. Can be 
serviced with standard parts in 
the field. Pumping parts are 
bronze for long, efficient life. 


Heavy- 
duty 
Switch! 


Brand new design! Float- 
operated and water-proof. 
Completely enclosed in motor. 
Reliable automatic operation 
for complete protection with a 

Pelli @mreltli tam) Yohite altel T drainer that’s out of sight, out 
of the way—and quiet! 

That's what your customers want in a sump pump! That’s ¥ 

what they get with a Rapidayton Submersible. Priced like 

standard ‘upright’ drainers—performs as only a submers- 

ible drainer can. You'll want all the facts. Your wholesaler 

has them—or write us. 


Sturdy— 
but 
Portable! 


Entire unit only weighs 35 Ibs. 
Easy to handle if used for spe- 
cial draining purposes. Pick it 
up—put it anywhere. 
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Shopping with D. E. 


(Continued from page 164) 

Expansion Coupling 

A new expansion coupling for 
hot water fin tubing and mains has 
been announced by Heating Equip- 
ment Co. The unit consists of a 
piece of copper tubing formed to 
receive an “O” ring sealer on one 
end, into which is inserted a piece 
of standard size copper tubing. This 


Soldering Tool 

An electric pliers soldering de- 
vice for soldering copper tubing 
sweat fittings up to 1%-in. size has 





been announced by Wassco Electric 
Products. The unit includes the 
firm’s 1,000-watt portable power 
unit, and operates from the nearest 
power outlet. The complete unit is 
designed for portability and has a 
pocket in the case for the pliers and 
10-ft leads. A convenient push-but- 
ton heat control is built into the 
pliers handle. 

Manufacturer: Wassco Electric 


Products Corp., Joliet, Ill. 


Furnace Series 
A new series of gas or oil-fired 
low-boy warm air furnaces has 





been announced by Firewel Co. 
The two models now available use 
natural, mixed, LP gas or oil inter- 
changeably and are priced for the 
competitive market. The units are 
designed to minimize installation 
and operating costs and are 
equipped with blower, air filter and 
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tubing slides back and forth within 
the “O” ring to absorb expansion 
in the piping. The expansion fit- 
tings are available for pipe sizes 
from % to 2-in., for maximum ex- 
pansion from 1% to 2% in., respec- 
tively. 

Manufacturer: Heating Equip- 
ment Co., 19310 Schoolcraft, De- 
troit 23. 


aluminum foil-glass wool insula- 
tion. Additional models will be 
available, with two heavy-duty 
models on a special order basis. 


Most models feature enclosed 
burner and controls. 
Manufacturer: The Firewel Co., 


Inc., 3685 Broadway, Buffalo 25, 
mM. Y. 


Refrigerator Line 
Nine new refrigerator models for 


1955 have been introduced by the 








Leonard Div. of American Motors. 
Five models are available in a 
choice of eight exteriér colors or 
white. The 12 cu ft refrigerator- 






freezer combination (illustrated) 
has a separate freezer at the bottom 
with a storage capacity of 102 Ibs. 
The fresh food compartment at the 
top offers automatic defrosting 
combined with “moist-cold.” There 
are aluminum shelves, a roll-out 
shelf, sliding handitray and shelves 
in the door with butter and cheese 
chests. 

Manufacturer: Leonard Div., 
American Motors Corp., Detroit 32. 


Tub Enclosure 


A new glass tub enclosure and 
shower door, framed in _ heat 


treated, extruded, corrugated alu- 





minum, has been announced by 
Stylon. There is a choice of fluted 
or frosted glass, bonded with a 
“water seal” insulator and set in a 
neoprene gasket. A choice of fish, 
mermaid or swan design is avail- 
able. The door operates on quiet 
double roller ball bearings and 
comes in standard sizes to fit 4, 4%, 
5 and 514-ft tubs. Odd sizes are 
available at extra cost. Matching 
towel bars are included with the 
enclosure. 

Manufacturer: The Stylon Co., 
649 Lexington Ave., Clifton, N.J. 

(Please turn to top of page 170) 





Schield Bantam Improves Excavator Line 


The Schield Bantam Co. has an- 
nounced major improvements in its 
line of 3g-cu yd, 5 and 6-ton truck 
and crawler-mounted crane-exca- 
vators. These improvements in- 
clude a new 6-cylinder engine, a 
two-shoe internal expanding swing 
clutch with floating shoes, hard- 
ened rollers on the drive tumbler 
to provide rolling contact between 
the driving tumbler and the shoes, 
double hook rollers and a plate 
lock permitting independent opera- 
tion of each lock dog lever. Other 
features are a‘ ball-bearing mount 
for the bevel gear and anti-friction 
bearings for the shaft assembly, 








bolt-on erawler side frames, track 
frame extensions, and replaceable 
tooth points on all digging buckets. 


Manufacturer: Schield Bantam 
Co. Waverly, Ta. 


Ke 
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You are most = 
cordially invited === 


Here’s your personal invitation to visit with 
Briggs at this striking new coral and gray 
exhibit. You'll see some dramatic new designs 
and colors in fixtures... as well as an advance 
appearance of a new closet you certainly 
should not miss! 


Sell faster with color is the theme—and you'll 
be interested, too, in the advanced engineering 


BRIGGS MANUFACTURING COMPANY, 300 BUHL BUILDING, DETROIT 26, MICHIGAN 


~ 


y f, 


and practical advantages of the Briggs Beauty- 
ware line: features that speed and ease installa- 


tion, make handling easier and safer, and assure 
customer satisfaction. 


Beautyware is the ideal combination of color- 
ful styling, engineering excellence and economy. 
You are cordially invited to further judge this 
for yourself. See you in Chicago! 


ee 
BRICCGCS 


etl 








Window Air Conditioners 


ore jobs... 


Packaged Air Conditioning 


ore profit! — 


WITH THIS 


os 


= . Condensing units up to 100 tons — 
: F-12 or F-22 


You'll sell more jobs, and make more profit, 

with this well-rounded Curtis line. Curtis equipment Multi-Zone Units — 

sells readily because it is backed by one of serving 2 to 8 zones 

the oldest and most respected names in the business. rere 

Curtis products are presold for you by hard-hitting Packaged Liquid Chillers— 
7¥% to 100 tons —F-12 or F-22 

national advertising in Saturday Evening Post, Time and 

Newsweek, plus many national business and 

trade magazines. 


WRITE TODAY for information on how you can 


obtain a Curtis direct factory franchise. 


Gurtir REFRIGERATING MACHINE DIVISION 


of Curtis Manufacturing Company 
1951 Kienlen Avenue, St. Louis 20, Missouri 


Other Curtis Products: INDUSTRIAL AND AUTOMOTIVE AIR COMPRESSORS, 
AUTO LIFTS, CAR WASHERS, AIR HOISTS 
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Shopping with D. E. 





(Continued from page 166) 

Kitchen Cabinet Line 

A series of wood and metal 
kitchen cabinets in contemporary or 
colonial design has been announced 
by Wood-Metal Industries. The 
cabinets are offered in twelve 
standard enameled colors and eight 
natural wood finishes, or can be 
custom-color matched. Designed 
for full flexibility in custom kitchen 
planning, the cabinets also feature 
two tone combinations in color or 














in natural wood and color. Other 
features include a wide variety of 
cabinet sizes, labor saving acces- 
sories and counter tops. 


Manufacturer: Wood-Metal In- 
dustries, Inc., Kreamer, Synder 
County, Pa. 


Air Conditioning Unit 
Williamson has announced a 
waterless console air conditioning 
unit designed for space or duct 
type cooling, dehumidifying and air 


filtering in residential or commer- 
cial installations. The units are 
sectionally designed to simplify 












added to the A. Y. McDonald line. 
The pumps are single stage, single 
suction, enclosed impeller models 
designed for handling capacities to 
70 gpm for heads to 85 ft. Intended 
for air conditioning and booster 
pump service, the pumps are built 
for intermittent or continuous op- 
eration and designed for horizontal, 
vertical or angular mountings. 
Pumps are available in %4, 14, \, 
34 and 1-hp sizes. 

Manufacturer: A. Y. McDonald 
Mfg. Co., Dubuque, Ia. 


























handling and components consist of 
base units, blower additions, space 
caps and condensing units which 
are 90 percent factory pre-wired. 
The 35-in. high base unit is de- 
signed for addition to a forced air 
furnace. The blower unit can be 
added where necessary. 
Manufacturer: Williamson Heater 
Co., 3500 Madison Rd., Cincinnati, O. 


Centrifugal Pump Series 
A new series of fractional horse- 
power centrifugal pumps has been 





Color Featured in Drinking Fountain Line 





Universal-Rundle has announced 
a new line of drinking fountains 
with all but one model available 
in a choice of five colors or white. 
Two face mounted models are 
constructed of vitreous china and 
feature integral trap housings, 
concealed wall hangers and brass 
strainers. Both have the self-clos- 
ing stop with cross handle, a loose 





key service stop, a two-stream 
mound building projector and 
automatic stream control. All fit- 
tings are chrome plated. A face 
mounted twin stream fountain 
(illustrated) has most of the same 
features plus an integral back. A 
similar model is equipped with a 
push-button glass filler mounted 
on the back. Other models include 
a semi-recessed wall fountain 
equipped with cast brass “P” trap 
and optional glass filler, octagonal 
pedestal fountains 30 or 36-in. tall, 
and a vitreous china bracket foun- 
tain with cast iron bracket and 
available in white only. 

Manufacturer: Universal- 
Rundle Corp. Box 960, New 
Castle, Pa. 





Tooling Lathe 

Orangeburg has introduced a 
new field tooling lathe for tapering 
the company’s bituminized-fibre 


= 


drain and sewer pipe. One of the 
two models available is used for 
tapering 3-in. pipe. The second 
model, for tapering both 3 and 4-in. 
pipe, is furnished with separate 
chucks for each pipe size. The 
same cutting handle may be used 
for either size by adjusting the 
cutting blade on the handle. 

Manufacturer: Orangeburg Mfg. 
Co., Inc., Orangeburg, N. Y. 


Snap Lock Machine 

A new snap lock machine de- 
signed for sheet metal shop use has 
been introduced by Lockformer. 
The machine fabricates both the 
receiver lock and the offset lock, 
for both round or square duct. 
Since the lock is made on flat sheet, 
there are no restrictions as to the 
diameter of pipe or size of duct, 
and the work is easily stored for 
assembly on the job. The unit fab- 
ricates metal from 24 to 30 gauge 





and operates on 110 or 220 volts. 
Manufacturer: Lockformer Co., 

4615 W. Roosevelt Rd., Chicago 50. 
(Please turn to top of page 178) 
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Star drilling in concrete for installation 
of electrical conduit and equipment. Also 
for breaking through walls and floors for 
duct work, pipe and fuel line installations. 





"MORE | See where B&D Hammers 
save you time and money! 


New Book shows how! 


From drilling in concrete to holing-through walls, B&D Electric Ham- 





mers get more jobs done faster, better, cheaper! No other Hammer 
has so many features for comfort and safety. No other Hammer gives 
you so much working power in so little weight at such a low price! Get 
all the facts! Get this great B&D Hammer Handbook FREE! Page 
after page of on-the-job photos show how you can save time, cut costs 
on dozens of jobs in your own operation! Write to: Tue Brack & 
DeckeR Merc. Co., Dept. 3005, Towson 4, Maryland. Meanwhile, ask 
your B&D distributor for a demonstration! 


LEADING DISTRIBUTORS EVERYWHERE SELL 


) nastioa Se @®) Block & Decker 


PORTABLE ELECTRIC TOOLS 





-— —— 
FOR LAGGING-DOWN! FOR BREAKING! 
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Solder and Socket End 
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Solder End GLOBES and ANGLES 







300 Ibs. O.W.G. 
V4" to 3” 


Fitted with Renewable 
Composition Disc. 


Solder End GATES 





225 |b. and 
300 Ib. O.W.G. 
36" to 3” 


With solid or split 
wedges, and station- 
ary or traveling 
spindles. 


Solder End CHECKS 


300 Ibs. O.W.G. 
%" to 3” 
Regrinding. May be 
easily reground with- 
out removal from line. 





NEW BULLETIN Lists all Jenkins Solder 
End and Socket End Valves and gives com- 
plete instructions for soldering and brazing. 
Ask for Solder-Socket End booklet. 








When the 


vl =] 








inion 








The “light-duty” look of copper tubing installations is 
deceiving. Valves must provide an accurate fit to tubing 
and hold it under the intense heat of soldering. And, 
because flexible tubing does not afford the rigid support 
of standard pipe, valves must withstand unusual strains 
in operation. 

Jenkins Solder End Valves are engineered to meet 
these demands with strength to spare. High tensile 
bronze castings have liberal dimensions for extra 
rigidity. Smooth, clean bores assure accurate fit, easy 
soldering, positive seal to types K, L, and M Copper 
Tubing. 

For faster, trouble-free installation, and lasting 
economy, specify Jenkins Solder End Valves. Jenkins 
Bros., 100 Park Ave., New York 17. 














JENKINS Socket End Valves 
for Class B or IPS Tubing 


i valv ith socket ends 
kins bronze valves wit , 
~ silver-brazing are made in — 
Gate, and Swing Check aepgeeer' to al 
trol compressed air, hot oil, an — 
fluids in tubing Lot ee Teaineoet 
| for permanent, repo 





cations cal : ent, | 
joints. Complete information in 


letin offered below. 
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SOLD THROUGH LEADING INDUSTRIAL DISTRIBUTORS 
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AT NO EXTRA COST—you can buy black 
malleable fittings protected by U-Cote, an 
exclusive Union Malleable protective coat- 
ing. U-Coted fittings have been subjected 
to laboratory tests many times more severe 





than normal usage — and it’s a proven fact 
that U-Coted fittings will protect you 
against rust and corrosion loss. For home, 





business and industrial use, U-Cote de- 
serves first consideration. 


Be sure to visit the Union Malleable exhibit, Booths 
526 and 527, National Plumbing and Heating Ex- 
position, June 6-9, Navy Pier, Chicago. 
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rs | reasons why contractors 











favor Transite Plumbing Vent Pipe ™@ 


1. Low initial cost 

2. Low in installed cost 
3. Performance proved 
4, Neat appearance 


Moke AND MORE contractors are mak- 
ing Transite Plumbing Vent Pipe their 
number one choice, turning to it because 
of its advantages in cost, in installation, in 
performance and in appearance. Here is a 
pipe whose initial cost is low and whose 
installation features are additional money 
savers. Its availability in 5, 6, 7, 8, 9 and 
10-ft. lengths simplify installation . . . usu- 
ally a single length is all that’s needed. It 
is light and easy to handle. 

























Transite Plumbing Vent Pipe is an 
asbestos-cement product that is highly re- 
sistant to corrosion and cannot rust. These 
characteristics plus its strength and dura- 

' _ bility assure dependable, long-lasting serv- 
ice. Its permanently white color will not 
cause stains or otherwise mar the beauty 


of the house. 
For further information, write for Folder 
TR-107A. Address Johns-Manville, Box 


60, New York 16, N. Y. 








Inquire about a new movie, ‘White Pipe’’—showing 


vy aeernemei quickly rt, Transite Plumbing Vent Pipe, and other pipes for the 
ular plumber’s equipment. It is jae ; 
simple to connect, using a stand- home. Ask how you may arrange to see it. 








ard calked lead joint, following 
established trade practices. 





See us at the National Plumbing and Heating Exposition 
Navy Pier, Chicago— June 6-9— Booths 307, 308, 309 


JOHN 


§/¥| Johns-Manville TRANSITE PLUMBING VENT PIPE 
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New RUUD ALCOA ALLOY Automatic Gas Water Heater 


¢ Priced comparably to lined-steel-tank types. 


¢ Has solid Alcoa aluminum alloy tank. 
e Can’t cause discolored rusty-red water. 


Here’s the water heater your customers have always Two temperatures simultaneously! Optional Ruud duo- 
wanted—at a price they never expected to find. Its solid temp feature delivers two hot water temperatures from 
aluminum alloy tank will never produce red-rust. Yet the same tank at the same time: Extra-hot water for 
this quality unit sells in the same moderate price range automatic washers; 125° tempered-hot water for other 
as ordinary water heaters with lined-steel tanks! household uses. 

The new Ruud Alcoa Alloy Gas Water ® Aluminum Co. of America 
Heater outlasts and outperforms any other 
water heater at or near its price. Safely stores 
water at 180°. Six Laundry-Rated models— RUUD MANUFACTURING COMPANY 
to keep up with any automatic washer made. Dept. K-7, 2025 Factory St., Kalamazoo 24F, Mich. 
acon same Aga leaders in their fields, () Have a Ruud man call on me. 


(] Mail further information on new 
RUUD ALCOA ALLOY Gas Water Heaters 





ADVERTISED in 


NAME 











MAIL THIS COUPON TODAY! BUSINESS NAME 


| STREET 
RUUD MANUFACTURING COMPANY |! . ZONE. STATE 


Kalamazoo, Michigan + Toronto, Ontario 
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for 50 

years 

the seat 

of good 
housekeeping 


There are three good reasons 

why Stasco has been able, over the last 
50 years, to offer its dealers the 

highest quality toilet seats at prices 
anyone can afford to pay. 

These are: constant research and 
improvement .. . consistent advertising 


... continuous merchandising. 


We will continue our 

efforts, during the next 

50 years, to make Stasco 

a symbol of quality 

to consumers and a symbol 

of profit to dealers. 

STANDARD TANK & SEAT COMPANY 
Camden 2, N.J. 
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another reason why 
you make more profit selling 
DEMPSTER WATER SYSTEMS 


DEMPETER 


You never need send 
a customer away, whatever his water supply 
problem may be—there’s a Dempster pump 
To Mo lal h.i-1 ami pam Mole mal =1-1o Malo} ME idellalm tol (= mmelale| 
service personnel on two or three different 
lines because Dempster pumps cover the 
field. You carry a lower inventory of parts 
because many Dempster parts are inter- 
fol folate |-fo]o)(-MaNolale Me (-110 7-10 mm oldoluil ol Mm acolii 
sim DY clan} oS} (-1am ol gelalaal-t oui MeialtMmelolok Mi foMuslela= 
profitable operation 


arog 
the highest efficiency, most rugged construc 
tion and newest design that Dempster’s 75 
years of water supply equipment engineer 
ilare) relate) falelaleicelaitialare can put into it From 
the simple, sturdy Dempster windmill to the 
latest in deep-well submersibles and multi 
stage jets—-Dempster has a better pump for 
every purpose. 


write Dempster 
today and get the full details of the valuable 
DEMPSTER DEALER FRANCHISE 


EMPS IE y DEMPSTER MILL MFG. CO. 
fae ap EE BEATRICE, NEBRASKA 
waren SUPPLY EQUIPMENT e Siovn Vola, BO Denver, Colog Chichowe thy, Olle,’ Amerie, Yar: 


San Antonio, Tex. 
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Shopping with D. E. 





(Continued from page 170) 


Year-Round Conditioner 
A new combination heating and 


cooling unit announced by Mueller 


Climatrol combines an oil or gas- 
fired heating unit of 100,000 Btu 
input with a cooling component 
of 2 or 3-hp capacity. If the heating 
unit (either oil or gas-fired) is 
purchased separately, the buyer 
receives the complete combination 


Thermostat Gas Control 


A new electric thermostat type 
control for gas heating appliances 





has been announced by A-P Con- 
trols. The self-contained control is 
designed for use with the firm’s 
Gasapack as shown in the illustra- 
tion. A wall mounted thermostat 
with low voltage operation regu- 
lates the automatic operation of the 
control. The control can be set to 
operate from high fire to off or from 
high fire to low by-pass flame, de- 
pending on the need. A kit is fur- 
nished. 

Manufacturer: A-P Controls 
Corp., 2450 N. 32nd St., Milwaukee. 


Kitchen Cabinet Line 

Eleven new cabinets and an equal 
number of new accessories have 
been added to the Miller Metal 
Products steel kitchen line for 1955. 
New wall units include a curved 
decorator cabinet without doors for 
china display in corners, a “live 
corner” cabinet for odd-dimension 
corners where angled cabinets are 
not practical, over-range fan cabi- 
nets in three new sizes to accom- 
modate popular cabinet fans and a 

Sie aA 
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wall cabinet 183g-in. high and 18- 
in. wide. A “Serv-Aid” condiment 
cabinet (illustrated), to be mounted 
under wall cabinets, has a door that 
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casing which will accommodate 
either size cooling cycle at a later 
date. A back-draft damper is sup- 
plied with the heating unit and can 
be either manually operated or 
motorized to operate in connection 
with the year-’round thermostat. 
The unit has an 11-in. blower. 

Manufacturer: Mueller Clima- 
trol, 2005 West Oklahoma Ave., 
Milwaukee 15. 


rests level when open to serve as 
an extra stainless steel shelf. New 
base units include a spin-shelf cor- 
ner cabinet, a 3-drawer base cabi- 
net designed to support a desk top 
or sit-down work counter and a 
multi-purpose cabinet. 
Manufacturer: Beautycraft Kit- 
chen Div., Miller Metal Products, 
Inc., 2215 Russell, Baltimore, Md. 


Room Air Conditioner Line 
A new line of window type room 
air conditioners announced by Kel- 








vinator includes eight models in 12 
to 2-hp sizes. Four models (one 
illustrated) are available with 
leather-textured drop fronts. The 





units come in % and 1 hp sizes and 
have individually adjustable lou- 
vers on the front of the cabinet 
which are covered when the units 
are not in use. Controls and selec- 
tor chart are concealed under the 
filter door. 

Manufacturer: Kelvinator Div., 
American Motors Corp., 14250 
Plymouth Rd., Detroit 32. 


Yard Hydrant 

A permanent pipe line and hy- 
drant combination announced by 
Plastex Co. is designed to facilitate 





the watering of lawns, garden plots, 
flower beds or farm stock. The 
plastic pipe line connects to an out- 
side faucet and is buried in a shal- 
low trench. The hydrant is sup- 
ported by a steel rod and has an 
automatic drain in the base which 
empties the system to prevent 
freezing damage. The complete kit 
contains the hydrant with brass 
valve, a 50-ft coil of pipe, plus the 
necessary fittings and instructions. 
Manufacturer: The Plastex Co., 
401 Mt. Vernon Ave., Columbus, O. 
(Please turn to top of page 184) 


‘Big Job’ Convector Series Offers ey 


Two series of baseboard, wall 
hung and free standing convector 
units have been announced by Con- 
vector Corp. One series (illus- 
trated) is designed for high capac- 
ity output in commercial or indus- 
trial buildings or institutions. These 
units are available with one, two or 
three tiers of heating elements. A 
second series, designed for small 
residential applications, is avail- 
able in baseboard or free standing 
convector models. A choice of two 
types of heating elements is offered, 
with one more ruggedly constructed 
than the other and producing about 
10 percent higher heat output. 
Standardization and interchange- 
ability of parts permits modification 
of the units for baseboard, wall 
hung or free standing applications 








by changing only the end leg. The 
heating elements are copper tube 
with spiral aluminum fins. Special- 
ly designed sliding brackets allow 
for expansion and contraction with 
a minimum of noise. 


Manufacturer: The Convector 
Corp., 52 Canal St., S.W., Wash- 
ington 24, D. C. 
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by burning heavy fuel oil.. 


but you've got to 
control the oil feed 


does this superlatively well 
without complicated gadgets 


1@} 


The so-called viscosity problem with heavy oils is overrated. This is 
so because the viscosity of a// fuel oils approaches a common point 
as the temperature is raised, and the temperature at which viscosity 
becomes a negligible factor is well within a practical operating range. 

The Petro thermal viscosity control system is simply this: an 
electric valve controlled by the oil temperature refuses to admit oil 
to the atomizing cup until the oil has reached a desirable burning 
temperature. This temperature is arrived at by circulating the oil 
through heaters when necessary. This accomplishes four important 
results: 


1. Viscosity control permits accurate metering of oil. 

2. Oil is thin enough for extremely fine atomization. 

3. Hot oil ignites easily. 

4. Petro never has a slug of cold oil in the feed line to foul up 
a cold start. 


That is why the Petro burner can fire the economical heavy oils 
without a fearsome array of fancy trimmings. It is fool proof, 
gadget free, and completely dependable—all good reasons why 
Petro is the largest selling industrial oil burner in America. 





ETR 


T.M. REG. U.S. PAT. OFF. 





OVER 50 YEARS OF LEADERSHIP IN C 
AUTOMATIC HEATING AND POWER EQUIPMENT \ 
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Sure eee you can cut firing costs 


ond Petro : ? Foe 


ak : 
\ PETRO, 3256 West 106th Street, 
\ ase Cleveland 11, Ohio 
svt In Canada: 2231 Bloor Street West 
Toronto, Ontario 
\ BN Please send me literature and specification 
et 2 sheets on money-s i Petro commerc 
\ ‘ , ind industrial burners 
L— 


) . 
2 





A reservoir of warm oil is 


maintained. In the use of this thermal 
viscosity system, all of the heated oil which 
is not required for immediate firing is re- 
turned to the storage tank. Thus a constant 
pool of warm oil is ready for any changes 
in firing needs. The amount of oil being 
returned is easily regulated by the owner 
of the burner, to suit his individual needs. 


No manual aftention is required 
The entire operation is automatic. There 
are no involved mechanical controls re- 
quiring adjustment or maintenance. 
Saves labor costs—saves fuel costs 
Why don’t you find out how much Petro 
industrial oil burners can save for you? 
They are quickly adaptable to nearly every 
existing boiler. Send in the coupon below 
for full information. 


a. SEND FOR FREE LITERATURE 





ddress 
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Constructed 
of Steel for 
Lasting 


Appeal! 
SELLS TO THOSE WHO WANT WOOD 


ean Kilehens 
Orly American and to those who want steel! 
Only Amprican Kitchens OFFERS SO MANY “EASY TO SELL” 








me 





Pg, DEDICATS 





exclusive features! 


Orly Amphitan Kitchens HAS SUCH A COMPLETE LINE... 


dishwashers, disposers, built-in ranges and ovens! 


Only Ampnican Kitchens HAS NO COLOR MATCHING PROBLEMS... 


natural birch, copper, or white harmonize with all appliances! 


a” 
Q Amprican Kitchens GIVES YOU 100% MARKET COVERAGE 
at full 40% profit! 


START SELLING IT TODAY! 























AMERICAN KITCHENS DIVISION CONNERSVILLE, INDIANA 
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Fig. 3680 Goulds Balanced-Fiow jet 
The only complete shallow-well 
water system that needs no 
tank. Adjusts itself automati- 
cally to provide exact flow 
wanted at one or more taps at 
the same time, within capacity. 
Trouble-free, quiet, only one 

“» Moving part. Costs 
“ less to buy... 
less to install. 


Guess 


who’s getting \e 
Nw. 
the business ? y) 








GOULDS DEALER 


AAMAS 
SOI ICI 


Fig. 3371 Goulds Multi-Stage Jet 

& Designed especially for deeper 
wells (down to 200 ft.) where 
higher pressures are needed. 
2-stage and 3-stage models — 
sizes up to 11/2 H.P. — capacities 
to 1175 G.P.H. Automatic pres- 
sure control valve guarantees 
maximum capacity at all times. 




















\ 
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It's easy to trap the lion’s share of the pump business ™ 
in any town — when you have the big GOULDS line 








to sell. To begin with, folks know that Goulds means \ 
quality—our 107 years’ pump experience and steady \ Fig. 3658 Goulds Deep Well Jet 

. 2s % A completely packaged pump 
national advertising have seen to that! And—you sell “ ~in V2 H.P. and % H.P. sizes— 


. for low-cost installation where 
more with Goulds because... pumping levels do not exceed 
wt 150 ft. Capacities up to 670 
G.P.H. Famous Goulds Jet-O- 


Matic features at popular prices! 


aS 


GOULDS GIVES YOU MORE TO SELL 


2 
% 
The outstanding pump values in the field — backed 
up by a complete line of pumps for every purpose — 4 

4 


mean plenty of happy sales-hunting for the Goulds 
dealer. Goulds helps you sell too — with the most 
comprehensive promotion program in the pump 
industry. See your Goulds distributor . . . get the facts 
that will help you get the pump business in your town 
this year... 


GOULDS PUMPS, INC., Dept. DE-55, Seneca Falls, N.Y. 
MAY 1S NATIONAL WATER SYSTEMS MONTH 


YOU GET MORE WITH Cou WATER SYSTEMS 
De Since pas 


FOR EVERY FARM AND HOME NEED 
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Furnaces, boilers, air conditioners —space, water and 
unit heaters! For every purpose, every purse — 
from one source. BRYANT, of course! 















(AUTHORIZED BRYANT HOME COMFORT DEALER) 
Only “‘Mr. B’’—the Bryant Home Comfort Dealer—has all 8 of 
these selling assets to build his business BIG: 
1. A name customers know and want 
2. The most complete line of automatic 
heating, air conditioning, water heating 
3. Quality equipment for every market 
4. Exceptional distributor service 
5. Professional sales training 
6. Personalized selling tools for you os 
7. National advertising featuring you 
8. Co-op “‘Mr. B” ads for local papers 
For bigger profits now, for a secure and prosperous future—see your 
Bryant Distributor. Ask him about Bryant’s big “Mr. B”’ action 
program, and how it can make sales and money for you! 
® 
AUTOMATIC HEATING 
AIR CONDITIONING 
WATER HEATING 
Do 
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Toothed Lock Washer: Prevents loss 
of stem nut due to vibration, thereby 
holding the handwheel securely. 








Newly Designed Handwheel: Air- 
cooled, finger grip handwheel affords 
sure grip even with greasy gloves. 








Improved Packing: Molded packing 
of lubricated asbestos reinforced with 
copper wire. Suitable for practically every 
service. Valves can be repacked under 
pressure. 








Hexagonal Union Bonnet Connec- 
tion: Eliminates any chance of distortion 
or leakage even though valve is repeat- 
edly taken apart and assembled. 


















IMPROVED 
No. 95 
BRONZE 





GLOBE VALVE 


also available in 


Angle Type (No. 96) 


The service ratings of the Walworth No. 95 are 150 pounds per 
square inch steam at 500F, and 300 pounds per square inch non- 
shock cold water, oil, and gas. In the manufacture of this quality 
bronze valve, more than 47 gages are used in machining parts to 
micrometric accuracy, thus insuring interchangeability of parts. 
For further information see your local Walworth distributor, or 
write: Walworth Company, 60 East 42nd St., New York 17, N. Y. 





WALWORTH 


valves and fittings 


60 EAST 42nd STREET 


NEW YORK 17, N. Y. 


DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE WORLD 














New Cylindrical Dise Holder: The 
design of the top portion of the disc 


holder keeps the dise accurately guided 
under all operating conditions. 
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Renewable Asbestos Disc: This disc 
is suitable for steam up to 500F and is 
resistant to oil, gasoline, and many 
chemicals at atmospheric temperatures. 
Discs for special services are available. 









Extra Strong Body: Made of Composi- 
tion M (ASTM B61) bronze thick enough 
to provide a high safety factor, Valves 
undergo hydrostatic shell test of 450 psi. 
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(Continued from page 178) 
Summer Cooling Unit 
A central cooling unit for use in 
conjunction with a forced warm air 
heating system has been announced 
by Anchor Post Products. The 








hermetically sealed, air cooled con- 
denser unit is equipped with flexi- 
ble refrigerant lines to permit in- 
stallation of the evaporator coil in 
the furnace plenum or duct work, 
thus utilizing the furnace blower 
and air distribution system for 
summer cooling. The 3-hp unit has 
a capacity rating of 34,000 Btu/hr, 
for installation in the average 6- 
room house. 

Manufacturer: Anchor Post 
Products, Inc., Fluid Heat Div., 6500 
Eastern Ave., Baltimore 24, Md. 


Truck Line 
The new C-3 series of Dodge 
trucks announced by Chrysler 





Corp. offers a wide choice of 6- 
cylinder and V-8 engines ranging 
from 103 to 202 hp., while gross 
vehicle weight ratings range from 
4,250 to 40,000 lbs. Specific needs 
of individual truck users are met 
by a variety of axles, springs, trans- 
missions, frames and other com- 
ponents. Offered in the low-ton- 
nage classification, comprising 4%, 
34 and 1-ton models, is the option 
of a 110-hp 6-cylinder engine or a 
169-hp V-8 engine. A choice of 


four new cabs is offered (see illus- 
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tration), each with aproximately 62 
in. of hip-room and 59 in. of shoul- 
der room, providing comfortable 
space for three large men. Wrap- 
around windshields and rear win- 
dows offer 98 percent of full cir- 
cular vision. Three body lengths 
and two body styles (low-side and 
high-side) are available in the 
pick-up and express models, and 
three Town Panel models are also 
offered. A total of 22 stake or plat- 
form models in four lengths is 
available from 42-ton through 2%- 
ton models. 

Manufacturer; Dodge Div., 
Chrysler Corp., Detroit 31. 


Gas Incinerator Burner 

A small packaged burner de- 
signed for effective incineration of 
waste materials has been an- 





nounced by Eclipse Fuel Engineer- 
ing. The burner is engineered to 
produce a slow, steady burn with 
a semi-luminous flame, and has a 
flexible capacity that ranges from 
50,000 to 500,000 Btu/hr on a single 
burner. The unit is pre-assembled 
with all necessary wiring and pip- 


ing, and ready to operate as soon 
as the gas supply and the electric 
motor control switch are connected. 

Manufacturer: Eclipse Fuel En- 
gineering Co., 1002 Buchanan St., 
Rockford, Ill. 


Washer and Dryer 

Westinghouse has added a new 
automatic washer for small homes 
and apartments and a new clothes 
dryer to its line of home laundry 






Bi ae 
appliances. The washer (illus- 
trated) is 25-in. wide and has an 
8-lb clothes capacity. Controls en- 
able the housewife to repeat or 
eliminate any part of the washing 
cycle and select hot or warm water 
as required. The washer employs a 
horizontal tumble-action tub with 
vanes on the sides. The unit is 
counter height and can be built-in 
or made portable by use of an 
optional caster kit. The built-in 
model without the top panel and 
with a timer control mounted on 
the front has side connections. 

Manufacturer: Electric Appliance 
Div., Westinghouse Electric Corp., 
Mansfield, O. 

(Please turn to top of page 188) 





Field Introduces Giant-Size Draft Control 


Two giant-size draft controls for 
heavy duty applications have been 
added to the line of draft regulators 
produced by Field Control Divi- 
sion. One is a 28-in. unit and the 
other is a 32-in. model (illustrat- 
ed). Both are available in single 
and double acting models. Designed 
especially for commercial, institu- 
tional and industrial installations, 
the controls are capable of main- 
taining drafts as high as .50 in., yet 
are sensitive enough to keep drafts 
as low as .01 in., should this be re- 
quired. The line now includes sizes 
ranging from 6 in. through 32 in. 
for coal, oil or gas-fired plants. 

Manufacturer: Field Control 





Div., H. D. Conkey and Co., Men- 
dota, Ill. 
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typical 
all-Honey well] 


control 
system 


LY Thermostat, 86 


with all primary con 


ay RA817C, for intermittent-timed-ignition oil burners. 
operating with low stack tempera- 

tures. Prevents burner-starts when line voltage drops below safe ignition 
level, and recycles in event of flame-failure. Safety switch is compensated 
sd | canoe B lenaperatures, and timing is not affected by varying loads 


Protectorela 
Quick and reliable flame-safeguard, 


“3 tale Aquastat, L6010A, reliable three-in-one unit that maintains 


the Honeywell Round. Among manual 
thermostats, your custoaners” choice for world-famous styling . 
your best bet for trouble-free accuracy. Sealed mercury switch 
means no * mt pore problems. One adjustable heater works 


domestic hot water, prevents circulator operation when boiler tem- 
perature is too low, and stops the burner when boiler temperature 


in a any hot-water boiler. Use it with low voltage, line voltage or Power- 


pile circuits. 


| | 
| 
reaches high-limit setting. Needs only one boiler-tapping for installation | 


D| Switching Relay, R19, intermediate relay, complete with built-in 
transformer that makes possible the control of a line-voltage circulator | 


with a sensitive, low-voltage thermostat. Ca 


G Delayed-Opening Oil Valve, V4001A. Sce description below. | oe. 


Why ite beat te woe am mee 


All-Honeywell Control System 


Delayed-Opening Oil Valve, V4001A, 
assures constant fuel-air ratio to provide 
clean starts, closes instantly when burner 
stops to prevent after-dribble. Clean starts 
and stops eliminate soot often found on heat 
exchangers, mean higher heating efficiency. 
The V4001A with two inlets is easy to install 
as it can be mounted in any position and 
top can be rotated for easy wiring. 


1. Your installation works better 

Every Honeywell control is “system-engineered” to work with other Honeywell 
controls. This gives you maximum system efficiency. 

2. You have the widest choice of controls and systems 


Only Honeywell makes control systems for every type of heating plant and for all 
fuels. When you go all-Honeywell, you get the right system for every job. You're 
able to rely on one supplier for all your controls. 


3. You get the best field service in the country 


Need help in a hook-up? Puzzled by a performance problem? Your best and nearest 
answer is your Honeywell wholesaler or branch office. 70 years’ experience in con- 
trols alone... plus the biggest field organization of all... puts more control know- 
how at your service from Honeywell than anywhere else in the heating industry. 


4. You make more money 


You spend less time on service calls, more installing new jobs. And jobs are easier 
to sell when you tell your customer “I use Honeywell controls throughout.” The 
biggest merchandising and advertising program in the industry means that Honeywell 
is the control-name your customer already knows. 


Héneywell 
H Tits tor Covtiols 


112 OFFICES ACROSS THE NATION 



































Cover snaps off... 





| | outmodes all others! 


Heater is adjust- Dust-free mercury 
able to match any Switch gives quick, 
primary. 4A | positive switching. 


for easy painting 
to match any wall. 










THE FONTAINEBLEAU HOTEL 
MIAMI BEACH, FLORIDA 

ARCHITECT MORRIS LAPIDUS 

GENERAL CONTRACTOR TAYLOR CONSTRUCTION CO 

MECHANICAL ENGINEERS — SASNETT and BENNETT 

MECHANICAL CONTRACTORS MARKOWITZ BROS., INC 


ie 
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going up with ! 


TLAND STEEL PIPE 


Strength and beauty are both combined in the 
magnificent structure that is the fabulous Hotel Fontainebleau. 
Wheatland steel pipe is proud to have been used in this 

outstanding operation and compliments all of those who 
shared in its creation and construction. 
Going up all over America are these architects dreams 
in which “the pipe with the year mark” is specified 
constantly for its built-in endurance and its reputation 


for strength. 


WHEATLAND TUBE COMPANY 


BANKERS SECURITIES BUILDING e PHILA. 7, PA. 
MILLS — WHEATLAND, PA. @ DELAIR, N. J. 
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(Continued from page 184) 

Air Filter 

An electrostatic air filter for 
warm air furnaces and central unit 
air conditioners has been introduced 
by Stoddard Industries. The per- 
manent type filter is designed for 
easy cleaning and requires no spe- 
cial adhesive coating. The woven 
plastic fabric is held under spring 
tension in a rust-resistant steel 
frame, and is constructed for use 
with temperatures up to 225F. 

Manufacturer: Stoddard Indus- 
tries, Inc., 1545 Kingsbury St., Chi- 
cago 22. 


Tailgate Loader 

Converto Mfg. has announced a 
new tailgate loader for 1-ton 
and larger trucks. The gate is 





available in 2,000 and 4,000-lb. 
capacities, and incorporates a 
number of safety features. The 
unit is powered by a _ hydraulic 
hoist, mounted between and par- 


ogg haope 


allel to the chassis members near 
the cab. A heavy chain connects 
the hoist piston to the tailgate 
mechanism and rides over a steel 
quadrant. As the piston retracts, 
the tailgate is raised. 

Manufacturer: Converto Mfg. 
Co., Cambridge City, Ind. 


Gas Range 
Dixie Products has developed a 
new gas range with a 224 sq in. cast 











aluminum griddle in addition to the 
four conventional burners. Cov- 
ered with a porcelain enamel lid 
when not in use, the griddle can be 
removed for cleaning and can be 
replaced by a large center grate to 
provide additional top burner ac- 
commodation for large cooking 
vessels. The grate replacement is 
included as standard equipment. 
The unit also features an electric 
clock and timer, electric appliance 
outlet, continuous unit type grates 


Coleman Announces New Water Heater Line 








Coleman has announced a new 
line of gas water heaters with tank 
walls and tops lined with an un- 
broken surface of rock-like ma- 
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terial to guard against corrosion. 
The tank bottoms and flue tube are 
coated with vitreous enamel. One 
model features a close grouping of 
lighter door, controls and drain 
faucet to facilitate installation in 
close spaces. The heater is avail- 
able in 20, 30 and 40-gal. sizes with 
recovery rates of 19.3, 25.2 and 27 
gph with 100 deg. temperature rise. 
This heater is also equipped with a 
raised, drilled-port burner designed 
to operate on all gas fuels. The 
deluxe model features concealed 
controls and is equipped with a 
safety shut-off. The burner has 
stainless steel burner tips and V- 
type flame openings. The unit is 
available in 20, 30 and 45-gal. sizes. 

Manufacturer: The Coleman Co., 
Inc., St. Francis & Second Sts., 
Wichita, Kan. 





and automatic oven temperature 
control. The unit is finished in acid 
resistant porcelain enamel both in- 
side and out and is trimmed in gold 
and chrome. 

Manufacturer: Dixie Products, 
Inc., Cleveland, Tenn. 


Oil Burner 

Iron Fireman has introduced a 
new heavy duty, pressure atomizing 
commercial oil burner approved for 
firing No. 2 or lighter oil. The 
burner has a capacity of 20 to 30 
gal., and includes such features as 
a heavy-duty choke ring, cast iron 
frame and electronic combustion 
controls. The burner is designed to 
permit adjustment of the nozzle 
position while the burner is in 
operation. The motor is totally en- 
closed and contains factory-lubri- 
cated sealed bearings. An instan- 
taneous cut-off and delayed open- 
ing valve on the fuel unit operates 
in conjunction with safety controls. 

Manufacturer: Iron Fireman Mfg. 
Co., 3170 W. 106th St., Cleveland 11. 


Heating-Cooling Unit 

A new self-contained, year- 
‘round air conditioning unit for 
homes with moderate heating and 





cooling requirements has been an- 
nounced by Westinghouse. The up- 
per section of the cabinet contains 
a gas or oil-fired burner and sur- 
face type heat exchanger. The 
lower third of the unit is a compact 
2-ton cooling package which can 
be rolled out by merely removing 
the front panel and disconnecting 
the service lines. The output ca- 
pacity of the gas-fired heating unit 
is rated at 72,000 Btu/hr. The oil- 
fired unit has 84,000 Btu output. 

Manufacturer: Westinghouse 
Electric Corp., Air Conditioning 
Div., Dept. T-079, P. O. Box 510, 
Staunton, Va. 

(Please turn to top of page 194) 
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Aw strainers of a given type look 
pretty much alike. But there are 
differences ...differences that affect 
your profits... 


Take the strainers shown. An ex- 
amination reveals these advantages 
in each: 


First, each strainer has a special 
lock nut. This nut permits faster, 
easier installation; it eliminates the 
problem of stripping. 


Second, these strainers have extra 
long shanks. They easily fit any steel 


or cast iron sink. 


TUBUL 
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y 1955 
Domestic ENGINEERING, May 1955 





H S 





IDEAL STRAINERS GIVE YOU 
THESE 4 IMPORTANT ADVANTAGES: 
- Each Ideal strainer has a special lock 
nut. 


- Each Ideal strainer has an extra long 
shank! 

-Each Ideal strainer carries the 
“IDEAL” stamp—your guarantee of 
quality. 

. Each Ideal Strainer is made in our own 
plant! 


IMPORTANT BONUS FEATURE! 


Ideal Basket Strainers are proven leak- 
proof! They are made to closer tolerances 
than ordinary strainers. They have no 
rubber parts to wear. They are all metal 
and completely watertight! 





Third, all bear the Ideal stamp. 
Made in our own plant, they are 
carefully controlled at every step of 
production. The result is a product 
you can depend upon. (And that 
goes for all tubular goods marked 
“Tdeal”). 


Of course, these strainers, like all 
Ideal products, are competitively 
priced. 


Look into all the advantages of 
Ideal strainers the next time you 
buy. 


> fe 2 ih. 


AR CORPORATION 
Peet, S82 OKR LYN 15, WN. FY. 


IDEAL STRAINERS 
fit all sinks 
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AllliancdVare apvertisinc /n These Magazines 


CREATES PROFIT OPPORTUNITIES FOR PLUMBERS 


More comprehensive than ever before, current 
AllianceWare advertising in national publications 
to architects, builders, and home owners creates 
an ever-widening opportunity for the progressive 
plumber. You can build profits and prestige with 


AllianceWare—porcelain-on-steel sanitary fixtures. 


ALLIANCEWARE, INC. e Alliance, Ohio 
Bathtubs + Lavatories + Closets + Sinks 
Plants in Alliance, Ohio, and Colton, California 
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Give your customers this protection! Only the 
San-Equip Master Tank is guaranteed against failure due 
to corrosion or structural failure for 20 years after date 


of installation. 


@ Heavy all-welded, steel construction 
— engineered for maximum strength. 


@ Hot dipped in mineral asphalt to pro- 
vide a corrosion-resistant coating inside 
and out. 


@ Additional bituminous emulsion pro- 
tects inside surfaces against the corrosive 
action of sewage acids. 


V ver further details, contact your 
plumbing wholesaler or write 
SAN-EQUIP INC., Syracuse 5, N. Y. 
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@ Horizontal design permits longer flow 
within the tank — more complete settling 
out and digestion of solids. 


@ Access opening can be extended 
surface of ground for pumping out 
without costly digging. 


Master Septic Tanks are available in 
300 to 1500 gallon capacities. . 


= -Equip 


SEPTIC TANKS 









Type CB-L: Hot water z: Type F-51: ASME ap- : ; 

space heating pressure | proved. Lets you match : 

control. Inbuilt by- © BTU cap. to boiler ine & * 

pass. Bulletin #294 put. Bulletin #290 2 ie 

J VE R € 











Type A-31: Small vol- 


















ae and fe Type B: — pyro 

t valv to %” $3 i 

pipe size, Balletin 1 regulating enlve. Bel- Low Cost Automatic Reseating | 

#288 e letin #265 é P 
: i T & P Relief Valve for [ 


WATER HEATERS 


e@ Withstands high temperatures 
@ No fluids to leak out 


@ High capacity 





























Valves, Cash-Acme’s Type 
“V” Series, are the great- 
est value in complete 
safety and protection for 
water heaters that money 
can buy. Yet, they’re LOW 
COST, affording auto- 
matic reseating tempera- 
ture and pressure relief 
for only pennies more than 
many fuse plug type 


Type RHTL: Revolv- Type E: For water in 1," 3," 

ing head temp. and domestic and industrial oO @ Rh" in comes 
pressure valve. On the installations. Other ap- 
} job settings. Bulletin plications. Bulletin 2 
| #293 #264 Econo-Therm Relief 


Br 
& 





















valves. i 

ee 

Tempo: Automatic re- Type A-1: Hot water b 
seating valve. Thermo- space heating pressure also ECONO. THERMS ee 

stat up out of water. control valve. (Com- available in Ye" and ¥," es 

Minimum liming. Bul- bination Unit). Bulle- ECONO -THERMS inlet sizes Fas. 
letin #284 tin #292 Dip-tut new available Bes ; 
type from steck. v4 








Cosh-Acme mokes the world’s largest selection of 
relief volves for water heaters... in all price ranges. 


RiP Dyem bese 2 











g/ A. W. CASH VALVE MFG. CORP. 







Type FHTL: Dia- oe 
Type S Strainer: Pro- phragm pressure and ~ 6661 E. Wabash Avenue e Decatur, Ill. 
tects valves from pipe temperature relief 
scale and dirt, Bulletin valve. AGA approved. 
#224 Bulletin #295 
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with confidence 
coo in two 


profitable markets! 












WHOLESALERS * CONTRACTORS 


Get complete details on Janitrol’s many sales 
features to make your selling in both the resi- 


dential and commercial fields easier and more 
profitable. 


janitro 


HEATING AND AIR-CONDITIONING 
DIVvVIsIrIon 























SURFACE COMBUSTION CORPORATION” »° 
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in Canada: Alvear Simpson Litd., Terente 13. 


R AIR CONDITIONERS 


First, the many thou- 
sands of satisfied do- 
mestic owners of Jani- 
trol heating equip- 
ment are prime pros- 
pects for the addition 7 
of a Janitrol Summer ~ 
Conditioner. 





They like their quality heating and will 
want to get the same dependable per- 
formance in Janitrol summer comfort. 


Then there’s the fast-growing new house 
market where complete year ‘round 
comfort is becoming a modern ‘“‘must’’ 
if the house is to be saleable. 


For easy and attractive ‘‘twin’’ installa- 
tions, the 2, 3 or 5 ton models are the 
same height and depth as all Janitrol 
Gas-Fired Winter Conditioners built 
over the past 5% years. 





Designed especially 
for commercial instal- 
lations, Janitrol cool- A rr 
ing units feature a one 
piece chassis with a 
complete inner lining 
of thermal and acous- ii : 

tical insulation, completely isolated from 
the smart grey casing for unusual quiet- 
ness. Here’s equipment you can install 
with confidence, requiring a minimum of 
servicing. The hermetically sealed re- 
frigerating unit carries a 5 year warranty, 





The 5 ton model is designed so you can 
sell 2-stage operating economy and per- 


formance. 


During sticky, warm days when de- 
humidification is more necessary than 


cooling, only the low stage operates. 
When temperatures climb higher, the 
second stage automatically cuts in for 
the peak load, providing 5 ton cooling 
capacity. 


COLUMBUS 16, OHIO 
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(Continued from page 188) 
Hack Saw Frame 
A competitively priced hack saw 
frame that features a new simpli- 
fied design has been introduced by 
Clemson Bros, One model comes 





fitted with a 12-in. special flexible 
blade; the other is equipped with 
a 12-in. high speed blade. The cam- 
action lever at the bottom of the 
handle provides a simple mech- 
anism for applying correct blade 
tension, changing blades or read- 
justing the frame to fit 10-in. 
blades. The frame construction is 
one-piece heat-treated steel. 
Manufacturer: Clemson  Bros., 


Inc., Middletown, N. Y. 


Commercial A-C Line 

Mitchell has introduced a new 
line of self-contained commercial 
air conditioners in 2, 3, 5 and 74%4- 
ton sizes, both air and water cooled. 
A water-cooled model is illus- 


trated with the front removed to 
show the slide-out chassis which 
simplifies inspection and servicing. 
The units are built in three sepa- 
rate sections: the hermetically 
sealed cooling unit, the blower sec- 
tion, and the plenum section which 
provides for front, side or rear air 
discharge and features a louvered 
grill with both vertical and hori- 
zontal adjustments. The filter is 
mounted on the front for easy ac- 
cess, and an indicator light shows 
when the filter needs replacing. 








The water-cooled models have a 


cleanable condenser with alumi- 
num drip pans. For air-cooled 











Personalized Bathroom Fittings Feature Color, Too 


Among the new products intro- 
duced by American-Standard at its 
sales meeting at Ashville, N. C. 
(page 96) was a new line of “Mono- 
gram” fittings with colored han- 
dles to accent or complement 
decorative schemes. The new fit- 
tings may be personalized at the 
option of the homeowner with two 
script or block initials on the in- 
dex buttons. The translucent 
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handles are available in five colors, 
including royal blue, yellow, ame- 
thyst, green and ruby. All Mono- 
gram fittings are finished in satin- 
chrome and feature simple styling 
designed to go with traditional or 
modern decors. When not other- 
wise specified, fittings are shipped 
with clear crystal handles and 
index buttons carrying the con- 
ventional “H” and “C” designa- 


models, a factory-cnarged con- 
denser is available for remote in- 


stallation in the attic, basement, 
breezeway or on the roof. 


Manufacturer: Mitchell Mfg. Co., 
2525 N. Clybourn Ave., Chicago. 


Automatic Lawn Sprinkler 


A lawn sprinkler control system 
that automatically conforms to the 





time restrictions for sprinkling 
lawns has been announced by 
Tork Clock Co. The control sys- 
tem consists of a time clock that 
activates a solenoid valve in the 
water line. The clock, with a 24-hr 
dial, is set by tripper arms placed 
at the exact hours that the opera- 
tions begin and end. It can be 
adjusted to 15-min. periods and up 
to three distinct operations can be 
performed. A manual on-off switch 
permits use at other hours without 
disturbing the cycle. The system 
can be set to skip any day or permit 
operation on alternate days. The 
solenoid valve has a full 4%-in. port 
and a weather-resistant case to 
protect the unit. 

Manufacturer: Tork Clock Co., 
Inc., Mount Vernon, N. Y. 


tions. A line of “Quality” fittings, 
also introduced at the conference, 
has polished “Chromard” finish and 
features lever handles designed 
for easy grip and smooth operation. 
Both new lines incorporate a new 
valve assembly with all working 
parts encased in a_ replaceable 
cartridge. A special “O” ring pack- 
ing located below the valve stem 
threads is engineered for easy op- 
eration and long life. Other fea- 
tures, designed to minimize in- 
stallation and maintenance costs, 
include a high replaceable valve 
seat, a plastic protector and locat- 
ing cap for built-in fittings, and the 
fact that built-in fittings can be 
serviced from the face of the wall. 
No special tools are required for 
installation or servicing. Other 
products featured by American- 
Standard are shown on page 71. 
Manufacturer: American Radi- 
ator & Standard Sanitary Corp., 
Pittsburgh 30, Pa. END 
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No. 558 
8” Over-Rim Tub Filler with Automatic Di- 
verter to Shower. All exposed parts chrome 
plated—easy to assemble—with sliding escut- 
cheons—equipped with removable seats—easy 
to assemble stem and gland if necessary. 
Patent #2,583,291 


Only Go* 
Democracies 









THE INDIANA BRASS CO., INC. 


FRANKFORT INDIANA Emblem of 
Business Character 
RICE LEADERS 
OF THE WORLD 
ASSOCIATION 
Represents High Standing 
in Name Product Policy 
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sales heatw 


11 New Units 
added to one of 
the fastest-selling 
heating lines 


HEIL — 


Your sales mercury will climb to a torrid high with 
these 11 new hot-selling additions to the wide Heil 
line! Now even more than before, Heil offers you 
handsome, efficient heating units to suit any purse or 
purpose, every “wet” or warm air heating need... 
And remember... every Heil unit is designed to 
provide ease of installation and accessibility for 
service plus maximum performance. Heil quality 
has built a name you can merchandise and 

sell with pride ...and profit. 


NEW Gas-Fired Units! 


Model JFG-0 Highboy 

Winter Air Conditioner 

Good luoking space saver, priced 
right for cost-conscious builders! 
90,000 BTU input. 


Oil-Fired Units! 


| Model JF-O Highboy 
Winter Air Conditioner 


Saves customers space and money 
... Sells fast! 84,000 BTU output. 





Models AF-4 and AF-5 Lowboy 
Winter Air Conditioners 
Distinctively styled, money-saving 
Lowboys for larger homes! 
135,000 and 165,000 BTU output. 








Model DF-0 Counterflow 
Winter Air Conditioner 


Luxurious, uniform comfort... for 
modern living! 84,000 BTU output. 





Model WB-1 
Boiler-Burner Unit 


Small in size, big in performance... 
and pre-assembled! 93,000 BTU 
gross output. 








Model AFG-5 Lowboy 
Winter Air Conditioner 


High powered newcomer in a sales 
proven design! 200,000 BTU input. 


Model DFG-O Counterflow 
Winter Air Conditioner 


Maximum heating efficiency for 
basementless homes! 





90,000 BTU input. 





Models GC-11, GC-12 and GC-13 
Conversion Gas Burners 
Clean, economical gas heat for 


every home...every heating system! 
Input rating: 140,000 to 400,000 BTU. 


Heil’s heating and cooling wholesalers save you money 
in shipping, inventory and office expenses. Support your 
Heil wholesaler, work with him... and profit! 


The Heil Co. is a member of OHI, GAMA and an associate 
member of NHWA, 





Series DB 
Boiler-Burner Units 
Only Heil could put so much into 
so small a package! 
BTU Capacities (Gross Output): 
000 


Model CB-1 Conversion Oil Burner 
with Burner-mounted Primary! 
Converts wide range of home heating 
plants. Amazing burner-mounted 
control system eliminates the need 
for all line voltage wiring except 

for power supply! 

1.65 GPH Maximum Firing Rate 


Model LB-1 
Conversion Oil Burner 


New low-pressure burner converts 
heating plants to automatic systems, 
customers to buyers! 


1.5 GPH Maximum Firing Rate 


Write for descriptive literature on these and other 
outstanding Heil heating units. Ask, too, for valuable 
information concerning Heil territories available. 


da 
. ws / SALES OFFICES: New York, N.Y.; Union, N.J.; Atlanta, Ga.; Cleveland, Ohio; 
4 { Chicago, IIl.; Milwaukee, Wis.; Kansas City, Mo.; Denver, Colo.; Dallas, Texas; 
we Les Angeles, Calif.; Seattle, Wash. 


3086 W. Montane St., Milwaukee, Wis. Hillside, N. J. 
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Because Field Controls are 
round they can always be 
leveled, regardless of the 
angle of the flue pipe. 


The first name 
in heating is yours 


To most home-owners the name of their dealer is more 
familiar and more important than the name of their furnace. 
Consumers know that a good dealer will not install poor equip- 
ment. And we know that, too. For you have proven 
your loyalty to quality through more than 15,000,000 
Field Draft Control installations. 


| VETS EI 


DESIGNED FOR MAXIMUM CAPACITY 


The Field R-C illustrated above 
and to the right shows the great re- 
serve capacity available to meet any 

D TYPE M—6’ emergency condition. So great is this 
wugh 39” sizes for capacity that, for example, a 7” control 
and coal fired do- is often used on an 8” Pipe. yet the 
Mic end commercial control is sensitive to draft varia- 
ues and boilers tions as fine as .01”. Made in 7” 
: and 9” sizes for flues from 6” 

through 10’. 


D TYPE M G— 
ugh 32” sizes for 
fired commercial 
aay Wate oo FIELD CONTROL DIVISION 
panies and engi- of H.D. CONKEY & COMPANY, Mendota, Illinois 


from coast to 4...) CONCO BUILDING PRODUCTS, INC. « Brick, Tile, Stone 
Affiliates CONCO MATERIALS HANDLING DIVISION © Cranes, Hoists 
























Twin Falls, K-6752-A, built in. Size 48 x 25" 


KOHLER LAUNDRY TRAYS | 
of Exameloal Ston 


for modern, first floor 
work areas 




















Practical utility and satisfaction are insured by Kohler 
laundry trays because they are made of substantial, 
first quality, time tested materials. The enamel is 
acid-resisting clear through, and is fused to a base of 
non-flexing iron, cast for strength and rigidity. 


The fixtures are good-looking, step-saving, 
space-conserving. Flat rim design and ac- 
curate dimensions make them easy to build T 
into counter tops and cabinets. 


Convenient features include a full length 
ledge that provides two built-in soap dishes 
and space for cleansers and bleaches. Smooth 
glass-like surfaces and rounded corners 
simplify cleaning and eliminate snagging. The 
chromium-plated mixer fitting has a threaded 
swing spout. 





Seneca, K-6748-A, enameled in- 
side and outside. Size 48 x 25" 


Glen Falls, K-6757-A, for 
building in. Size 24 x 21" 





Kohler Co., Kohler, Wisconsin. Established 1873 


a KOHLER or KOHLER 


PRECISION be onchigtegad 


= Se eee 


PLUMBING FIXTURES + HEATING EQUIPMENT - ELECTRIC rLAMERs + Aumcoois 
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UTILITY PUMPS 


America’s broadest line of — 
me 
priced end-suction pumps: ™ vo = 
seller in the fabulous, growing, © 
mercial pump market. 












ange 
of capacities and 
jifts for deep O°” 


shallow wells. 





lg SPRINKLER 
¥ IRRIGATION UNITS 





YOU REALLY 
TAKE IN THE 


‘ohler ° 64 

intial, 

ial e i > t j ts A broad line of engine mounted 

vl tg wheels or skids, Sizes and 
di ola sprinkler irrigation 

aviIng, 





‘uit | THIS UNBEATABLE | Peerless COMBINATION 


length You can profit royally from Peerless—the line that makes pump 
customers out of pump prospects. You can’t beat the line that’s 








dishes complete—and there's a pump for every purpose in the complete 
mooth Peerless pump line. MAIL COUPON FOR FULL PARTICULARS 
yrners Peerless pump dealers make more profit because they offer 
g. The more and se// more. The ace in the hole in the pump selling PEERLESS PUMP DIVISION 

: game often is a Peerless dealership. Why don’t you ask today FOOD MACHINERY AND CHEMICAL CORPORATION 
eaded how you can make your dealership pump headquarters in your pone tte ee oo 


community by selling Peerless pumps and water systems. When 
you do, you never turn down a sale because only Peerless offers 
this unbeatable combination of pumps, sizes and models. Mail 
the coupon today for full details. 


Please send full details on Peerless Dealer Profit Plan. 


















Name 
PEERLESS PUMP DIVISION Company 
FOOD MACHINERY AND CHEMICAL CORPOPORATION 
Factories: Los Angeles, Calif. and Indianapolis, Indiana. Address 
Offices: New York; Atlanta; Chicago; St. Louis; Indianapolis; Phoenix; 
Fresno; Los Angeles; Plainview and Lubbock, Texas; 
LS Albuquerque, New Mexico. City State iin 


Distributors in Principal Cities; Consult your Telephone Directory. DOM ENG 
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@Q)-— 5 woures wir sence 


By Hal Bergdahl, manager of dealer sales, Crane Co., Chicago 


Bergie Trys a Unique Way of Bathing ... 


What... no bathtub? Perish 
the thought! Hope I never live 
to see the day when bathtubs go 
out of style. We sure do need 
this great boon to mankind. But 
there’s a unique way of bathing 
that I learned of not long ago 
that was different. Let me tell 
you about it. 

It all began on a fishing trip. 
Now I know that stories about 
fishing are numerous and fre- 
quently the truth is stretched 
and distorted. But my fish story 
is different and I promise to ad- 
here to the facts. The place is 
upper Michigan (about 25 miles 
from Lake Superior). The peo- 
ple: three couples who enjoy 
each other’s company and who 
are devotees of this great out- 
door sport. 


# But let’s forget about the fish 
part of this story and get to re- 
porting a new adventure we all 
experienced in that beautiful 
country, and, strangely enough, 
it had to do with bathing. 
Wouldn’t you know it would end 
up that way—it’s just like us 
plumbers. I guess we’re like the 
sailor who went for a boat ride 
on his day off. 

But I’m not fooling about this 
new way of bathing. Actually, I 
have been informed since that 
it’s older than the hills, but it 
was new to us. We landed in a 
Finnish community and rented 
a.very homey cottage on a lake. 
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Close by at the water’s edge was 
a shack that looked something 
like a smokehouse. We soon 
learned, however, that it was a 
bathhouse . . . the Finns call it 
“Sauna”... pronounced “Saw- 
na”. It’s not like anything we 
had ever had before. In it you 
take a bath without a bathtub. 
If this idea spread very far, it 
would raise havoc with our in- 
dustry. But there isn’t much 
chance of that. 


s There were two rooms in our 
“Sauna”. One is used for disrob- 
ing. The other had in it a wood- 
burning stove only about two 
feet high. Resting on top of the 
stove was a large flat pan filled 
with rocks that were about the 
size of a baseball. The benches, 
walls, “head rests” were all made 
of wood. There were three tiers 
or platforms in the room, all of 
plank wood, and the higher you 
go, the hotter it gets. 

In a few minutes we were per- 
spiring like it was July in the 
tropics and pounds, we hoped, 
were rolling away. At about this 
time you soap up your partner 
and vice versa. Next, you douse 
each other with tepid water tak- 
en from an open-end tank that 
is attached to the stove. In real 

























Finnish style, you would then 
whip each other with leafy birch 
twigs, but we passed up that 
part. 

No, you are not done yet. The 
stones are now hot and by pour- 
ing water over them clouds of 
steam are formed—more water 
and more steam, until breathing 
becomes burdensome. “Lie on 
the planks for a while and let the 
steam soak in,” says our advisor. 
And lie on the planks we did, 
and it really felt good! 

Finally, we had enough. So 
more water is poured over you 
and you're ready for the final act 
—a plunge into the lake. Well, 
this plunging into the lake was 
too much for us city slickers. We 
were glad to call it quits by re- 
turning directly to the dressing 
room where our clothes were 
waiting for us. Our advisor and 
helper now left us and with a 
twinkle in his eyes, said: “Nake- 
mun” which, in Finnish, means, 
“Tl be seeing you.” 


= Our final step was to duck for 
the house, plunge into bed, enjoy 
a good night’s sleep, and resume 
our fishing in the morning. In- 
cidentally, the weather refused 
to cooperate. During the whole 
week there were high winds, low 
temperatures and _ continuous 
rain, but still we liked it. END 





How to Get Started in Schools .. . see page 99 
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BRIDGEPORT 
Basket Sink Strainer No. 666 


The Strainer with 
The Double- Duty Basket 








¢ A flip of the handle converts 
from stopper to strainer 


¢ Fits all sinks with 32” or 4” outlets 


Used upside down 


As a strainer As a stopper (for cleaning vegetables) 







































‘No. 662 
,» Wrought sink 


No. 670 


Small size basket Large flat top sink 










sink strainer — for strainer—for sinks strainer—for sinks 
sinks with 2” or with 3%" or 4” with 2” or 2%" 
2%" outlets. outlet. outlet. 
| 
ovens BRIDGEPORT BRASS _ | 


Bridgeport Copper Water Tube 
and Pipe for Plumbing, 
Sales Offices in Principal Cities—Conveniently Located Warehouses 
Heating and Air Conditioning Mills at Bridgeport, Conn., Indianapolis, Ind., and Adrian, Mich. naa 
In Canada: Noranda Copper and Brass Limited, Montreal 


COMPANY © BRIPGEPORT. CONNECTICUT 
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(Continued from page 103) 

his suppliers for quotations. Be- 
cause of his reputation as an 
established school builder, he 
also receives daily unsolicited 
quotations from suppliers 
throughout the country who 
know he is interested in certain 
schools and who make their own 
materials listing. 

Architects usually specify the 
exact fixtures, etc., they want 
in school construction. But the 
phrase “or its equal” plus a 
variety of buying sources, per- 
mits Himes to shop for the best 
price and realize his profit. 

As Himes pointed out earlier, 
whether he bids on a proposed 
job is determined by the number 
of installations he has in prog- 
ress. By keeping several jobs 
going at once, he maintains the 
huge buying volume which 
brings him discounts and favor- 
able unsolicited quotations. 

Even if Himes has only one or 
two installations in progress, he 
buys materials in carload lots, 
figuring any excess can be used 
on future projects. 

“Materials buying,” Himes 
says, “makes or breaks the con- 
tractor new to school work. 


s “It’s an up-hill battle in most 
cases. For example, a new con- 
tractor may have only one or 
two jobs going and none he can 
depend on in the future. This 
limits his volume buying and the 
size of his discount. The ad- 
vantage, therefore, goes to a ri- 
val contractor with more jobs 
either in progress or ready to 
start. Then, too, unless the new 
contractor already has a reputa- 
tion for steady volume buying, 
he won’t get those unsolicited 
quotations that fatten profit.” 

Himes reminds contractors in- 
experienced in school construc- 
tion that even after winning a 
contract, they can be squeezed 
financially unless they have big 
capital backing. 
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In Illinois, Himes Moves With the Market 


“If a contractor wins a school 
contract,” Himes explains, “he 
must work under a retention 
fee system. This means that 
about 15 percent of his payments 
are held up until the installation 
is ‘satisfactorily completed.’ 

“Now remember that to get 
the award, the contractor prob- 
ably had to work on a 20 percent 
markup. When you figure 15 
percent of his bill is being with- 
held, that he has a large capital 
investment already tied-up and 
that his normal operating over- 
head is continuing, you can see 
how a poorly financed contractor 
could be pushed to the wall. 

“That retention fee,” Himes 
continues, “can hurt a contrac- 
tor because 100 percent of his 
costs may be payable long before 
the retention fee is returned. To 
avoid tying up too much capital 
we won’t take on big jobs that 
close together.” 


us The inexperienced contractor 
also must beware of another pit- 
fall, the careless estimate. “Nev- 
er hurry an estimate,’ Himes 
states. “Go over it, re-check it, 
verify your material costs and 
man-hour calculations and 
never, never forget your profit.” 

Himes relates an experience of 
his own some years ago to em- 
phasize the need for precise esti- 
mating. He had been awarded a 
contract but his happiness over 
the success was clouded by the 
fact he was thousands of dollars 
under the nearest competitive 
bid. 

“A difference of that much,” 
he says, “could mean only that 
something was wrong. I spent 
the whole night going over my 
figures. But they all proved 
right. About dawn I found the 
joker. My former office girl had 
misplaced a digit while comput- 
ing the estimate on an adding 
machine. My formal bid was 
more than $7,000 below the cor- 
rect figure.” 


Himes turns slightly pale re- 
calling the incident. “I was on 
the spot because I hadn't re- 
checked every figure. I had been 
required to submit a $1,000 bid 
bond, too, to show my good faith. 
That meant I stood to lose either 
$1,000 and the job, or $7,000 by 
going ahead with it. Well, I ex- 
plained to the school board what 
had happened, and we com- 
promised. 

“I lowered my correct esti- 
mate so the school would get 
more value than if they’d have 
collected on a forfeited bid bond. 
The board, in turn, permitted 
me to boost my incorrect bid to 
at least a break even point. 

“T had to supervise that job 
personally every minute. We 
even managed to squeeze out a 
profit through the tightest of 
scheduling. But that’s no way 
to do day-to-day business. A 
right estimate the first time saves 
a lot of headaches.” 

When Himes has made certain 
every detail of his estimate is 
correct, he submits a formal bid 
to the architect. By this time, 
Himes has already spent $150 
preparing his bid. As an expres- 
sion of good faith, a bid bond or 
certified check is also submitted. 
It amounts to five or 10 percent 
of the bid. 


= The bid is usually accepted 
or rejected by the school board. 
This is largely a formality, how- 
ever, since most boards act on 
the architect’s recommendations. 
Bid bonds are returned to all 
contractors upon the award of a 
contract. The successful con- 
tractor, however, must then sub- 
mit a performance bond equal 
to the amount of the contract. 
This bond guarantees the in- 
stallation for one year. 

If Himes is awarded the con- 
tract he becomes a “general” 
contractor himself. He has found 
it easier to hire excavating 
teams, pipe coverers, etc., than 
to try to do the work with his 

(Please turn to top of page 214) 
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BASEBOARD 


BASE-RAY, in a forced hot water system means winter com- 
fort at its very best — the evenest, cleanest, most draft-free 
heating method known . . . the true radiant heat from 
BASE-RAY cast-iron units penetrates every corner . . . makes 
a home truly a cozy haven from winter's chill. Offer your 
customers this cold weather blessing . . . connected with an 
efficient, automatic, cast-iron Burnham Boiler . . . and you'll 
make Profit No. 1. BASE-RAY gives quiet comfort, too. There 
are no expansion noises and no “pings.” Easy installation and 
absence of venting problems work in your favor. And with 
this Burnham lifetime equipment you can also provide 
plenty of domestic hot water the year ’round. It will make 
you friends as well as profits. 
*Reg. U.S. Pat. Off. 





CENTRAL COOLING 
EQUIPMENT 


This new, modern HIDE-AWAY tucks away out of sight in 
closet, attic, cellar or utility room . . . a summer blessing for 
your customer that will make you Profit No. 2. HIDE-AWAY 
cools, dehumidifies, filters and circulates the air . . . four 
points that are musts for summer comfort. Operation is eco- 
nomical, too . . . HIDE-AWAY requires no water and will 
cool all or a few rooms as desired with a minimum of duct 
work, For instance in a one-story house a central closet instal- 
lation may serve all rooms without ducts. HIDE-AWAY is a 
perfect unit for new or modémization jobs, so easily installed. 
»»»Sell this Burnham “Comfortizing” combination for year 
’round living comfort . . . your customers will thank you for 
years to come ... and you'll make a double profit to boot. 


HIDE-AWAY is as easy fo install as any heating system... 


no complicated engineering. Write for the Burnham Cooling 
Manual with its easy-to-follow installation instructions. 


BURNHAM CORPORATION 


BASE-RAY 
Only 7’’ high, 2” 
deep. Inconspicu- 
ous. Improves all 
interiors, 


A Burnham Boiler for Every Purpose 


“a 

sy 
4 
’ 


PACE-PAK ® PACEMAKER ® YELLO-JACKET GAS BOILER 


SEE US AT THE JUNE NAPC SHOW, BOOTH 346 
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PACE-KING 


Irvington, New York 


HIDE-AWAY 
1% tons, 2. tons, 


Occupies only 6 
sq. ft. of floor 


space, 


Burnham Corporation 
Irvington, New York 
> 


Please send booklets giving full information on 
_] BASE-RAY [( HIDE-AWAY Cooling Equipment 


Qo 
= 
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in the MARKET PLACE 
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of your industry 





Since the beginning of the history of man, buying and selling goods and services has been the bulwark | 
of his economic existence. The ‘‘market place” symbolizes that meeting of product and purchaser. 


In the plumbing, heating and air conditioning industry, Domestic Engineering Catalog Directory is 
truly “the market place of your industry.” 














DOMESTIC ENGINEERING CATALOG DIRECTORY 


1801 PRAIRIE AVE., CHICAGO 16, ILLINOIS 





number one of a series 
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Good Reading 





(Continued from page 18) 

air conditioning are presented in 
this new 50-page consumer book. 
Discusses air conditioning benefits, 
suggests building aids for econ- 
omical installations and gives mea- 
surements, floor plans and photo- 
graphs of each home. Copies are 
available from the company at 25 
cents each. 





$0 PLANS POR BUILDING BY 
PRaQUT & WRIGHT AeCHTECTS 
ka 






Pieereiwrs avarcamit 
at iow cos: 
Factoer ehorweeneo oF 


HOW CIMENTION Lrveme 


Available from: Airtemp Div., 
Chrysler Corp., 1600 Dayton St., 
Dayton 1, O. 


Mixing valve catalog. Illustrated 
folder illustrates and _ describes 
various types of the firm’s ther- 
mostatic water mixing valves. Gives 
sizes, capacities and other specifi- 
cations. 

Available from: Leonard Valve 
Co., 1360 Elmwood Ave., Cranston 
fe 8 


Heat exchanger catalogs. Two 
catalogs separately describe heat 
exchangers designed for heating a 
liquid with condensing steam and 
a new line of standard shell and 
tube units that use boiler water 
for heating. Applications and con- 
struction details are discussed. 

Available from: Bell & Gossett 
Co., 8200 N. Austin Ave., Morton 
Grove, II. 


Controller bulletin. Twelve-page 
bulletin describes in detail the com- 
pany’s new model pneumatic in- 
dicating controller for control of 
process variables such as tempera- 
ture, pressure, liquid level and 
humidity. Explains new design 
features and devotes separate sec- 
tions to temperature and pressure 
measuring systems, temperature 
bulbs and accessories, new pressure 
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elements and control valves. 
Available from: The Foxboro Co., 
Neponset Ave., Foxboro, Mass. 


Home heating pamphlet. Pocket 
size, 16-page consumer piece em- 
phasizes comfort benefits of the 
company’s forced air heating equip- 
ment. Traces the history of domestic 
heating in America and explains to 
prospective buyers what to look for 
in heating plant equipment. 

Available from: Perfection Stove 
Co., 7609 Platt Ave., Cleveland 4. 


Room air conditioner booklet. A 
four-page description of the new 
line of wall mounted individual 
room air conditioners for multi- 
room buildings. Contains capacity 
ratings, tentative specifications, 
electrical characteristics and other 
engineering data for three models. 

Available from: Airtemp Div., 
Chrysler Corp., 1600 Dayton St., 
Dayton 1, O. 


Water conditioning equipment 
bulletin. Four-page bulletin dis- 
cusses applications and advantages 
of the company’s equipment for in- 
dustrial and municipal water condi- 
tioning and industrial waste treat- 
ment. Includes photographs of 
typical installations. 

Available from: Graver Water 
Conditioning Co., 216 West 14th St., 
New York City 11. 


Thermodynamic steam trap bul- 
letin. Four-page, illustrated bulletin 


describes simplitied maintenance, 
applications, and operation of 
the company’s new thermodynamic 
steam trap for pressures to 600 psi. 
Includes features, capacities, di- 


- ese 
L THERMODYNAMIC STEAM TRAPS | 
— 
ones ae 
fitien emre S 


S 


SARCO COMPANY, IMC. 


MO AR eis, AE 


( 


ES, 


mensions and weights. A 60 day 
trial offer is printed on an attached 
card. 

Available from: Sarco Company, 
Inc., Empire State Bldg., New York 
City 1. 


Dishwasher and food waste dis- 
poser booklet. Twelve-page book- 
let graphically illustrates plumbing 
and electrical dimensions for the 
complete 1955 line of dishwashers 
and food waste disposers. Outline 
drawings show floor and wall con- 
nections as well as hose and drain 
tube connections. Septic tanks and 
catch basins are discussed in a sec- 
tion devoted to drain systems. 

Available from: Hotpoint Co., 
5600 W. Taylor St., Chicago 44. 


Insulation manual. Newly re- 
vised 80-page manual offers engi- 
(Please turn to top of page 210) 





American-Standard Revises Plumbing Catalog 





x 





Plumbing fixtures and fittings 
catalog. This attractive new 178- 
page catalog arranges the complete 


line of plumbing fixtures and fit- 
tings within seven specific groups 
for easy selection. Detailed infor- 
mation is condensed and clarified 
with illustrations, and fittings are 
included with their respective 
products for quick reference. An 
introductory section on _ color 
groupings shows some of the most 
popular bathroom ensembles and 
the colors in which they are avail- 
able. Includes comparative listings 
of old and new plate numbers and 
plumbing product suffixes. 

Available from: Plumbing and 
Heating Div., American Radiator 
& Standard Sanitary Corp., New 
York City 18. 
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TWilodine announces 


a new convector line 





designed and 


for every 





priced 
application! 





ODINE . . . recognized leader in convector design . . . 
now offers the broadest line available. There are 30 
types, 8000 sizes . . . a convector for every application. 

Superlatively styled . .. yet budget-priced . . . this beauti- 
ful new convector line is quality-built in every detail. It’s 
the result of over 25 years of convector manufacture, skilled 
craftsmanship and experienced convector engineering .. . 
plus entirely new production facilities at the Modine Racine 
(Wis.) plant. 

Before you specify or buy convectors be sure to find out 
about the new Modine line. For complete details, call the 
Modine representative listed in the classified section of your 
phone book or write Modine Manufacturing Co., 1502 
DeKoven Ave., Racine, Wis. bora 
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30 types - 8000 sizes 


There’s a Modine Convector to meet your exact needs: Deluxe, 
standard and institutional models — free-standing, fully and 
partially recessed, concealed and wall-hung types with many 
design variations. 


* 


R-1256 


CONVECTOR RADIATION 
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THIS IS YOUR SLOGAN... 


e Wholesalers 
eManufacturers 












Use it on your correspondence 
and in your advertising! 


“Consult Your Wholesaler” is 
a slogan for our industry, coined 
by Domestic Engineering and ap- 
proved by more than 99% of the 
wholesalers queried in a survey. 


We now offer this slogan in the 
form of free correspondence stick- 
ers and logotypes, to both manu- 
facturers and wholesalers. 


There’s a wealth of meaning in 
these three words. 


To contractors, they constitute 
an offer of assistance in many 
ways; advice on products; design 
and specification; merchandising; 
advertising and displays—to men- 
tion only a few items. 

To manufacturers, the three 
words mean that wholesalers can 
and will give them helpful advice 
on the suitability of new products; 
on preferred packaging and ship- 
ping; on display devices; on re- 
gional trade preferences; on the 





DOMESTIC ENGINEERING 


saler’’ stickers. 


FIRM NAME 


Please check: 
(0 WHOLESALER 





merchandising of advertising; on 
select group selling and a hundred 
other questions which wholesalers 
can answer authentically because 
of their close and constant contact 
with contractor-dealers. 


Domestic Engineering advocates 
close and harmonious relations 
among all three branches of our 
industry. Each branch must play 
its own essential part in this co- 
operation but the wholesaler— 
being in the center position—is 
the key to all. In the Domestic 


Engineering survey, wholesalers 
almost unanimously welcome their 
dual obligation. 

Manufacturers are urged to 
utilize the logotype in their Do- 
mestic Engineering advertising 
and in their literature. Whole- 
salers will employ the logotypes 
on their various printed matter 
going to contractors and manu- 
facturers. Both wholesalers and 
manufacturers should use the 
sticker on all correspondence with 
industry members. 











STICKERS or 


USE THESE 
STICKERS 
LE } 





plumbing, heating and air ditioni rod 


your letters, billheads, etc. 


‘\ LOWER 


\ 
. \ 


i \ wi a 183 


These attractive gummed stickers are available to all wholesalers and manufacturers of 





“Consult Your Wholesaler” is your slogan. 





We want to use the “Consult Your Wholesaler” 
slogan on our stationery and in our advertising 


1801 PRAIRIE AVENUE, CHICAGO 16, ILLINOIS 


[] Please send me, without charge, a supply of “Consult Your Whele- 


(J Please send me, without charge, two “Consult Your Wholesaler” 
logotypes (one 2%,” wide and one 1%” wide). 


[) MANUFACTURER 








1%” wide. 


at cost. 


invoices and other stationery. Quantities up to 5 pads will be suppli 
manufacturers without charge. Additional quantities available at cost. 


LOGOS for 


your advertisements, 


circulars, etc. 


Each pad consists of 48 stickers. Remember, 
Use these stickers on your correspondence, 
A to | | s and 








Let your trade paper advertisements and direct mail matter carry the 
“Consult Your Wholesaler” slogan directly to your customers. Make 
this logotype a definite part of all of your promotional material. 
Available to wholesalers and manufacturers in two sizes, 2%” and 
One of each size will be sent to wholesalers and manu- 
facturers upon request without charge. Additional logotypes supplied 





meme me 













Wholesalers and Manufacturers 


USE THIS COUPON TO OBTAIN YOUR 
STICKERS AND LOGOTYPES 
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HEAT EXCHANGERS “wu” 


HEAT EXCHANGERS 





Now rated for many 





applications...selection 


made easy 


ing! 


vholesalers 
come their 






os - MORE HOT WATER 







A SMALLER HEATER 














urged to 
their Do- 
dvertising . , 
BELL & GOSSETT COMPANY 
Whole- 
logotypes 
od ma ee ee 
saad Two new catalogs on B & G Type “WU” and “SU 
id manu- Heat Exchangers make it a simple matter to quickly 
alers and select equipment for water-to-water and steam-to-water 
we heat transfer applications. 
s e : ; le : 
Ratings are given for instantaneous heating of water 
6 5 ve Sieihag 
ence with for service use—tadiation—snow melting panels— 
swimming pools—boiler feed—storage tanks—and 
process work. 
The “WU” Heat Exchanger is particularly notable for 
eee its ability to deliver a large volume of hot water from a 
i = small unit. Boiler water is pumped through the Exchanger 
etc, || by a B & G Booster, greatly increasing capacity and per- 
i) mitting close control of service water temperature. 
if . . . - . . ° 
i} Reduction in pipe and fitting sizes and less installing 
| labor materially cuts the original cost. 
Many most commonly used sizes of “WU” and “SU” 
Exchangers are available from factory stock, ready for 
—= ; pty tg ct lle bd ig asad immediate shipment. Send today for your copies of “WU" 
ers of no nia Bulletin No. GC-1054 and “SU” Bulletin No. GN-1054. 
ember, 
dence, 
rs and 








y the 
Make 
erial. 
and For apartment house For process water heating 
nanu- 5 
plied water heating 
rers Be BELL & GOSSETT 
& 
For laundries, restaurants, and hotels | ; Dept. DW-1, Morton Grove, Illinois 
Canadian Licensee: S. A. Armstrong, Ltd., 1400 O' Connor Drive, Toronto 
r 1955 
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Good Reading 


Co., 2115 E. Baltimore St., Balti- 





(Continued from page 206) 
neering and product data, illustra- 
tions and tables on 85 percent mag- 
nesia insulation. Contains chemical 
and physical properties; conductiv- 
ity, density and fire resistance data, 
heat loss tables and tables giving 
new and simplified thicknesses for 
pipe sizes up to 24 in. 

Available from: The Magnesia 
Insulation Manufacturers’ Assn., 
1317 F St., N. W., Washington 4, 
De. 


Faucet mailer. Six-page folder 
announces a sales display free with 
purchase from wholesalers of Gyro 
single-handle faucets. Provides an 
order card for the contractor’s con- 
venience. 

Available from: Gyro Brass Mfg. 
Corp., 51 Urban Ave., Westbury, 
Long Island, N. Y. 


Materials handling and storage 
equipment catalog. Twenty pages 
of diagrams and tables explaining 
the manufacturer’s system for han- 
dling and storing parts and mate- 
rials. Features the complete line of 
bins, racks, shelves, trucks and tool 
storage equipment. 

Available from: Stackbin Corp., 
1181 Main St., Pawtucket, R. I. 


Heating controls catalog. Twen- 
ty-eight page condensed catalog 
illustrates and describes the line 
of heating controls including a new 
type of thermostat, a complete new 
line of gas controls and new boiler 
controls. A special section groups 





the gas burner controls together 
for convenience in ordering. 

Available from: Penn Controls, 
Inc., Box 556, Goshen, Ind. 


Water heater booklet. Pocket- 
size consumer piece describes three 
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new models of gas water heaters. 
Includes features, a performance 
rating chart and recommended ap- 
plications. Six pages. 

Available from: Ruud Mfg. Co., 


2025 Factory St., Kalamazoo 24F, 
Mich. 


Copper tubes and fittings book- 
let. Eight-page booklet describes 
cost and service advantages of- 
fered by the line of copper tubes 
and cast bronze solder-type drain- 
age fittings for soil, waste and vent 


for mit. 
waste and 


rent lines 


Sommeny We Comm 


lines. Contains line drawings of 
45 different fittings and discusses 
applications of Anaconda copper 
water tubes. 

Available from: The American 
Brass Co., 414 Meadow St., Water- 
bury 20, Conn. 


Bath and shower fixtures booklet. 
Profusely illustrated, 12-page book- 
let presents the line of bath and 
shower fixtures, drains and new 
dishwashing attachments. Gives 
features and measurements. 

Available from: The Bloch Brass 
Co., 4748 Hough Ave., Cleveland. 


Emergency shower booklet. De- 
scribes operation of the company’s 
emergency showers for protection 
from injury by acids, chemicals and 
inflammable material. Discusses 
four heavy duty models for various 
types of installations and provides 
complete roughing-in dimensions. 

Available from: Speakman Co., 


30th & Spruce, Wilmington, Del. 


Sump pump literature. Three 
models of sump pumps are present- 
ed by Wire Products in a new pock- 
et-size folder and a standard-size 
sheet. Includes sizes, capacities 
and specifications. 

Available from: Wire Products 


more 31, Md. 


Valve catalog. Eight-page cata- 
log covers the line of bronze valves 
for various plumbing and heating 
applications. Lists descriptions, 
sizes and weights for 55 different 
models. 

Available from: Milwaukee Valve 
Co., 2375 S. Burrell St., Milwau- 
kee 7. 


Pipe conduit bulletin. Describes 
construction and design character- 
istics of Porter’s vitrified tile pipe 
conduits for underground applica- 
tion. Contains photographs and 
cross-sectional drawings of molded 
pipe and filler insulation. 

Available from: H, W. Porter & 


Co., Inc., 825 Frelinghuysen Ave., 
Newark 5, N. J. 


Perimeter baseboard diffuser bro- 
chure. Four page brochure dis- 
cusses design, engineering and in- 
stallation of the line of perimeter 
baseboards for heating and cool- 
ing all types of homes. 

Available from: Flangeklamp 
Corp., 80 Leslie St., Buffalo, N. Y. 


Custom radiation bulletin. Eight 
basic types of new custom perimeter 
heating systems for complete build- 
ing installations are illustrated and 
described in this eight-page bulletin 
by Webster. Provides suggested 





specifications and includes six 
tables of approved ratings. 

Available from: Warren Webster 
& Co., 1659 Federal St., Camden 5, 
N. J. 


Power digger booklet. Illustrates 
and describes applications of the 
company’s power digger. Covers ac- 
cessories and specifications. 

Available from: Sherman Prod- 
ucts, Inc., 3200 West 14 Mile, Royal 
Oak, Mich. END 
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UP TO 1/3 LIGHTER than competitive motors, G-E jet-pump 
motors rated 1/4 to 1-1/2 hp drive today’s leading pumps. 











G-E pump motors mean bigger profits — 
Water Systems Month and every month 





Again in 1955, the month of May 
means National Water Systems |\ 
Month—a month of concentrated 
merchandising and selling of water- 
system equipment. By tying in with 
national promotion of this event 
and featuring equipment supplying 
“plenty of water, plenty of pressure,’ you can count on 
both increased sales and better-satisfied customers. 

Another way to increase your profits—during Water 
Systems Month and every month of the year—is to 
handle pumps equipped with General Electric motors. 
The reputation of these G-E motors will help you sell; 
their dependability will keep customers sold. And local 
G-E Small-Motor Service Stations will assure your 
customers of prompt motor service should they ever 
need it. 

In all, these are excellent reasons for suggesting that 
your suppliers power their water pumps with G-E 
motors. General Electric Co., Schenectady 5, N. Y. 702-2 


Progress /s Our Most Important Product 
GENERAL @@ ELECTRIC 





3 WAYS YOU BENEFIT ITH G-E MOepens 


G-E MOTORS HELP YOU SELL. Pros- 
pects instantly recognize the G-E 
Monogram as a symbol of reliability. 


Take advantage of this customer ac- 
ceptance to help close sales. 
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THEY KEEP CUSTOMERS SOLD. G.E. even 3 
runs special under-water tests to prove 

Mylar* polyester film insulation is extra- 
resistant to moisture. Ten-year lubrication 
means low maintenance. 


= > 
J} 


THEY’RE BACKED BY LOCAL SERV- 
ICE. To provide prompt, efficient 
service for your customers, every 
major marketing area has a G-E 


*du Pont trade-mark Small-Motor Service Station. 
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BATH and SHOWER FIXTURES 
save on-the-job labor! 


EXCLUSIVE FEATURES 


After valve unit is roughed : 
and the walls finished, a 
simply place the plate on ca 
wall and screw spout weg 
plate until tight, 004 
installation is finished’ wi 
adjusting or cutting of snes 
is necessary to compe as 
for deviation in walt ‘ si 
ness up to 1%” varia 


Patent No. 1933839 


No, 60 — Gothic Tub Filler 


No. 50 Gothic Diverter Tub and 
G O T bef i C Shower Fixture. 


BY THE ORIGINATOR AND PATENTEE OF THE DIVERTER FIXTURE 


Can Be Installed Between the Joist — No Carpentry Work Necessary 
@ Bloch Gothic Bath and Shower Fixtures add beauty 


tion and in performance! Troublesome fitting and ad- 
justing time is eliminated. Entire unit can be removed 
work better . . . and cost far less than ordinary from wall, if necessary, without breaking tile or plaster. 
escutcheon type fixtures! Special features of design All working parts are easily replaceable. Uncondition- 
and construction make them outstanding — in installa- ally guaranteed for five years. No wonder they are the 
leading fixtures in today's market! 


BRASS COMPANY 


4748 HOUGH AVENUE ° 


woriod's LARGEST MAN 


to the bathroom . . . install quicker and easier... 


CLEVELAND, OHIO 


VFACTURER OF BATH DRA 
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How to Meet the Profitable Trend 
Toward. Built-In Appliances 


First: Recognize That It IS a Trend! When 
the old kitchen comes out and the new 
one goes in, chances are the range, oven, 
ventilator, sink (and perhaps the refriger- 
ator, too) will be 4zs/t én, not set in! 

Few realized how rapidly built-ins would 

be accepted ... wanted .. . demanded! Few 
realized how quickly built-ins would go 
from custom installation to economical 
installation in stock cabinets! 
Second: Go With the Trend! Built-in business 
is good business for you. It’s add-on busi- 
ness. It’s business that will go to some other 
dealer unless you’ re ready for it. It’s hard to 
sell a built-in oven or range out of a pack- 
ing carton. But—put them in cabinets ina 
display kitchen, and the sale is on its way! 
Third: Get In the Steel Kitchen Business! If 
you’re going to sell built-ins, you’re going 
to sell kitchens. And what a profitable busi- 
ness it is! Full 40% profits—with no trade- 
in headaches, no obsolescence worries. 
And fireproof, easy-to-clean, baked enamel 
cabinets of stee/ are best for your built-ins. 
Fourth: Sell the “Flexible” Kitchen Line! 
Choose your kitchen line carefully. It 
takes a complete line... a line that’s adapt- 
able to any kitchen, and the greatest 
number of built-in appliances. So, select 
Republic’s big, versatile line that gives 
you “custom kitchens” from a wide range 
of economical stock units! 

For complete information, write Repub- 
lic Steel Corporation, Berger Division, 


1018 Belden Avenue, Canton 5, Ohio. 
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THE “HOW-TO” LINE! 


SELL WITH CONFIDENCE e e 
Put this Republic guarantee Re ubli St ] k tch 

right on your display kitch- p CY ce I ens 
en! It's the best warranty 


in the business, backed by 
a billion-dollar corporation! 





Nationally advertised in the POST, BETTER HOMES AND GARDENS, AMERICAN HOME, HOUSE BEAUTIFUL, HOUSE AND GARDEN, WOMAN'S HOME COMPANION, LADIES’ HOME JOURNAL, and other leading magazines. 
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In Illinois, Himes Moves 


(Continued from page 202) 
own men and equipment. He has 
on occasion even hired another 
heating contractor to install an 
oil burner he’s unfamiliar with— 
but Himes makes sure that he 
learns the installation techniques 
on-the-spot. 

Himes works regularly with 
the same sub-contractors. He 
has learned that their capacities, 
timing and reliability fit in with 
his own tight scheduling. 

To continue receiving awards, 
a plumbing and heating contrac- 
tor must do more than submit 
low bids—he must maintain the 
general building schedule and 
be responsible for a minimum of 
callbacks. 

Mechanization and close su- 
pervision are the primary fac- 
tors in Himes’ ability to keep 
pace. The contractor himself ex- 
ercises virtually no on-the-job 
supervision, however. This is 
left up to his foremen while 
Himes stays close to the office, 
handling paper work. He makes 
weekly trips to the sites, how- 
ever, to iron out details—and 
in the course of such trips rolls 
up about 45,000 miles a year in 
his car. 


# Himes assures himself close 
supervision by paying his fore- 
men on a commission basis. The 
faster a job is completed, the 
bigger the company profit and 
the bigger the foreman’s com- 
mission. 

During actual construction, 
Himes’ major duty is to make 
certain all materials are de- 
livered on-the-job in time for 
installation. As much material 
as possible is pre-assembled be- 
fore delivery. 


“Delivery is an important 
consideration in buying ma- 
terials,” Himes says. “While 


shopping around for low quota- 
tions is important, we never take 
so much time we can’t get de- 
livery on time. What ever little 
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With the Market 


we gain in better quotations 
would be lost in dead labor 
time.” During construction, 
Himes submits monthly bills for 
the amount of work completed 
to that time. Bills submitted on 
the first of the month are usually 
paid by the 10th. 

Himes says a new contractor 
may be discouraged with his 
first experience in school work. 
He hastens to add, however— 

“The school market is worth 


a few rough bumps in the be- 
ginning for a solidly-established 
firm. We find the school market 
still growing in our area despite 
more than five years of heavy 
building. Why, even schools we 
helped build four years ago and 
less are now considering putting 
up additions. 


» “This is a good market for 
profit and one that’s a long way 
from being saturated ... put that 
down as something else I’ve 
learned in school work.” genp 


Lee Cuts Costs to Stay Competitive 


(Continued from page 111) 


being as complicated as it is, the 
system of checks is vital. In a 
housing tract, plumbing and 
heating are usually identical 
down the line. 

Because school jobs are a 
specialized field, the company 
has instituted a new kind of 
training program which Lee says 
takes up where most apprentice 
training programs leave off. One- 
hour classes are held at the shop 
every other Monday evening, 
usually conducted by Francis 
Corcoran, estimator-supervisor. 
Object of the program is two- 
fold: to give journeymen techni- 
cal information permitting them 
to develop into foremen, and to 
acquaint men in the shop and 
field with the business reasons 
underlying the work they do. At 
one session, the company con- 
troller talked about billing, in- 
voicing and money problems in 
general, extending the outlook of 
workmen to the source of their 
paychecks. 


s Other classes have covered 
purchasing, ordering, material 
distribution, interpreting of 
specifications and the design of 
heating and plumbing systems. 
Technical sessions have been 
devoted to plumbing fixtures, 
drains, piping methods and use 
of tools. Theory behind the tech- 


nical instruction is that fresh in- 
formation is available from 
manufacturers to management 
much sooner than it is to men in 
the field. 

The plan has been in effect 
nearly a year with noteworthy 
results. At least four men who 
formerly needed advice on the 
job are now self-sufficient work- 
ers. Men can now go over a set 
of plans and understand them in- 
stead of needing expert interpre- 
tations. Classes keep journey- 
men abreast of changes in 
materials and methods. One full 
session was devoted to “canning” 
a job for pipe going through a 
wall. Meetings were attended by 
an average of eight to 10 men, 
but all employees are invited. 
Men already at the supervisory 
level are particularly eager stu- 
dents. 


s As the result of one recent ses- 
sion, Lee workmen now are 
schooled in the use of transit 
levels for laying a true line to 
a grade and seeing that fall is 
uniformly distributed. Lee 
claims that the old method of 
using 2x4’s takes 10 times more 
time and isn’t nearly as accurate. 
Now each foreman carries a level 
in his truck, and the investment 
isn’t heavy—only about $40 per 
level. 

Lee finds that school jobs are 

(Please turn to top of page 218) 
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CAST SOLDER oh 


FLARED TUBE 





BALANCING 
VALVES 


wy VALVES 


SOLDER DRAINAGE 


WROT SOLDER 


Warn the addition of our new 
Wrot fittings, KEYSTONE now 
offers a complete selection for | 
every copper tube installation. 
More and more contractors are 
turning to pressure-formed, pure 
copper Wrot fittings because they 
install faster and assure a leak- 
proof streamlined job. 
But whether your application calls 
for Cast, Wrot or Drainage solder 
fittings, Flared Tube fittings or Valves, youcan be sure that 
Keystone Copperfiow will give you the maximum in... 
« CORRECT DESIGN «+ PRECISION FINISH 
« ABOVE-STANDARD WEIGHT and WALL THICKNESS 
« FULL WATERWAYS «+ EASY INSTALLATION 
« COMPLETE SIZE RANGE 
At better Jobbers everywhere. Write for our new Wrot Fitting 
Catalog or for the Complete Line Catalog No. 51 





KEYSTONE BRASS WORKS 


ERIE, PENNA., U. S. A. 
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Questions and Answers 


(Continued from center of page 28) 
tures will not create undesirable pneumatic distur- 
bances in stack-vented installations. 

The particular capacity of a given installation de- 
pends on a number of factors including orientation 
of the fixtures and the distribution of flow within the 
stack. 

Airflow and pressure conditions in 2-in. soil stacks 
indicate that these factors, with their possible effect 
on trap seals, may be the determining points in the 
final analysis of whether 2-in. soil stacks are feasible. 

It would appear that much additional research may 
be necessary before any conclusive decisions may be 
formed on this subject. 


Sizing Cooling Tower Pumps 
To the Editor: 

In the past year, air conditioning has developed 
into an important part of our contracting business. 
One of the things we haven’t been able to get too 
much information about involves the proper method 
for sizing cooling tower pumps and piping. 

How do you select the pump size and what is the 
relationship between the pump and the pipe size to 
the cooling tower? 

Oklahoma D.L.P. 


To the Reader: 

A new design manual outlining a “six step meth- 
od” for sizing cooling tower pumps and piping has 
recently been issued by a manufacturer of centri- 
fugal pumps and refrigeration equipment. 

The manual suggests the following six steps: (1) 
Determine the amount of water in gallons per min- 
ute to be circulated to the tower. (2) Make a layout 
showing the complete piping system. (3) Determine 




















“I asked the boss for a new pipe 
bender today!” 


the static head and pressure drop through units other 
than pipe and fittings. (4) Select the pump from the 
manufacturer’s pump selection charts. (5) Size the 
pipe through use of pipe sizing tables. (6) Re-check 
pump and pipe sizes to assure proper circulation. 

A complete review of the “six step method” and 
formulas used will appear in next month’s issue. 
Copies of the new manual may be obtained from the 
Bell & Gossett Company, Morton Grove, IIl. 
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GREASE INTERCEPTOR 


that draws off grease automatically at the turn of a valve! 
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. x You don’t take off cover! 
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Xb You don’t remove : 
grease -by hand! . 


XP Intercepts over 95% of 
*_ grease in waste water! WwW 


@ Wherever it has been installed, the JOSAM Series 
“JH” Interceptor has been acclaimed as the long- 
needed solution to the problem of grease interception. 
It’s no wonder because—the JOSAM Series “JH” is the 
only grease interceptor that draws off grease aufo- 
matically at the turn of a valve. This exclusive JOSAM 
feature not only keeps grease out of pipe lines but 
allows for quick, easy draw off of the accumulated 
grease into separate containers. 


Every inconvenience formerly associated with grease 





Domestic ENGINEERING, May 1955 





interception is now eliminated—there’s no mess, no in- 
convenience, no odor .. . and the clean grease can be 
readily sold! 


Now there is no need to take chances on the trouble, 
expense and violation of municipal codes caused by 
grease-clogged pipe lines .. . when the JOSAM Series 
“JH” solves this problem easily and permanently. Send 
coupon below for complete details on exclusive Josam 
Series ‘JH’ Interceptors. 


JOSAM MANUFACTURING COMPANY 
Dept. DE, Michigan City, Indiana 


Please send me free folder on Series "JH" Grease Interceptor. 

















Name Business. 
Firm 

Address 

City Zone___ State 

















Lee Cuts Costs to Stay Competitive 


(Continued from page 214) no more troublesome than 
any other kind—usually less so. And the margin 
of profit is greater because the work is confined 
to a relatively small percentage of contractors 
who possess equipment and know-how. The Harry 
Lee Company, launched in 1921, is geared for 
major work. Tract jobs are avoided in favor of 
industrial, commercial and institutional work. 
Personnel have been trained to think and work 
along big-job lines. Awareness of costs through 
a well-planned record-keeping system contributes 
to the organization’s success in the field. And, 
because you have to spend money to make money, 
the firm has invested in time- and labor-saving 
equipment that proved itself. Capital investment 
in physical plant and equipment, including in- 
ventory, averages $350,000. 

Given the factors of high-caliber personnel and 
quality materials and equipment, what is the key 
to unlock the mushrooming school market? 

Harry Lee believes that the contractor’s pri- 
mary interest must be in serving his community, 
not only for civic reasons, but for self-interest. “A 
well-done job doesn’t just happen,” he says. “Get- 
ting off on the right foot is most important. That 
covers assurance of a fair profit as well as se- 
lection of materials and actual terms of a con- 
tract.” 

Flow of materials to the job site plays a key 
role in school work. There may be eight to 10 
manufacturers involved in a single job. Major 
items like boilers, pumps, fans, motors and heavy 
pipe are delivered direct to the job. But a great 
deal of material must come into the shop for ware- 
housing since it arrives at different times and in 
varying quantities. When the job is under way, 
materials are loaded on trucks and ready for in- 
stallation when journeymen arrive on the job. 

“Schools are interesting jobs,” Lee says. “We 
have the greatest respect for the architects and 
engineers who design them. But there are a few 
men—very few—in these professions who, un- 
knowingly perhaps, follow a practice of loading a 
job. When it comes to that, I side with the tax- 
payers. We had a situation like that locally not 
long ago, and it came to the point where a citizens’ 
committee on school costs was set up, with a man 
working out of the school superintendent’s office 
to check on costs.” 

An example of what the committee unearthed 
in the school building field was the installation of 
as many as nine different kinds of windows, none 
of them standard, in one wall. If the same sort of 
misguided planning extends to the plumbing and 
heating fields, Lee fears it will only work to the 
detriment of the industry. 
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However, the trend is toward constantly im- 
proving facilities in schools. For example, there 
are fewer students per water closet than formerly. 
High school labs are more complex, requiring 
more plumbing. Multi-purpose rooms, used as 
gymnasia, cafeterias, auditoriums and clubs, and 
including adjacent kitchen facilities, are included 
in most new school plans. Schools built only two 
years ago require additions—not because of any 
planning oversight, but because money was not 
available then. Lee sums it up: “There’s enough 
school work in sight to keep us busy for at least 
the next 10 years if the present rate of population 
increase is maintained.” 

These days, Lee is confining his school activities 
to his own back yard. Formerly, he traveled as far 
as 200 miles to a job, but experience proved that 
it didn’t pay. 

In the past three years, his company has in- 
stalled heating, plumbing and ventilating equip- 
ment in more than two dozen schools for contracts 
totaling more than $2,600,000. Here are some of 
the most noteworthy: 

South San Francisco High, $230,000. Large 
separate boys’ and girls’ gyms with unit heaters 
hung 45 ft high, hoisted by crane before the roof 
was put on. Built-up scaffolding was used to string 
piping to units. 

Monterey Naval Postgraduate School, $320,000. 
Steam mains were run in concrete tunnels off the 
existing system to a large reinforced concrete 
auditorium, classrooms and labs. 

Hillsdale High School, $790,000. (Now in 
progress). All underground piping is put in before 
foundations or other concrete is poured. Piping 
above ground is installed to work around movable 
classroom partitions. A rectangular concrete tun- 
nel feeds all eight buildings for utilities. Boiler 
room has three 250 hp combination oil and gas 
fired boilers and equipment to filter and pump 
water for two swimming pools. Job is equivalent 
to 1,000 two-bath homes. 

Carlmont High School, $301,000 for plumbing, 
including a $160,000 heating system. Radiant heat 
coils in concrete floors, 2,500 ft of underground 
mains with a heat exchanger to each of 10 build- 
ings, totaling 155,000 square ft under roof. 

Big high schools like these, designed for as many 
as 3,000 students, have been building in San 
Mateo county at the rate of one a year since 1951, 
and four more are in various stages of planning. 
Three or four school jobs are usually on Lee’s 
books. 

“Schools offer a tremendous opportunity for 
contractors,” Lee concludes, “and more of us can 
profitably climb on the bandwagon if we’re willing 
to face a few harsh truths about our industry and 
apply surgery where needed.” END 
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Sell a New Approach! A dual purpose bathroom- i Sell with Drama! The BRESLIN recess bathtub is 
darkroom design color-keyed by Richmond fixtures @E | raised for elegance. The BROMLEY lavatory has 
in lustrous Fern Green. Present, the BRESLIN bath- a roomy ledge. The “Hush-Quiet’” EMPRESS toilet 
tub, the VOGUE lavatory, the EMPRESS toilet. coe is a marvel of advanced design. 


Sell with Charm! The Bermuda Coral of the Rich- Sell with Modern! Warm brown and piquant tan- 
mond fixtures blends beautifully with warm wood gerine set off by fixtures in Richmond’s famous 


, tones. Featured: The COUNTESS lavatory, the EM- iw Whiter-White. The BLAKE corner tub, the BROMLEY 
© PRESS toilet, the BRESLIN bathtub. lavatory, the CLAREMONT toilet are starred. 











Decorator designed to create homebuyer interest... full of 
new ideas... these “bathrooms by Richmond” run the gamut 
from Empire to Colonial to Contemporary. 


Each is a perfect setting for the graceful lines and 
functional perfection of Richmond fixtures...and 
Richmond fixtures will enhance any other design 


you may adopt... with the Richmond name 


winning instant customer approval. 


@ RICHM OND RADIATOR COMPANY 


16 Pearl Street, Metuchen, New Jersey +» AFFILIATE OF REYNOLDS METALS COMPANY 





A Switch in Rhyme 
Sells Fine... 

That twist on an old saying might 
be called the motto of a new ad- 
vertising campaign for air con- 
ditioning. 

The campaign (by Carrier Corp.) 
features a series of advertisements 
from March to July made up of 
humorous cartoon panels’ with 
rhymed introductions reminiscent 
of well-known children’s couplets. 

Leslie M. Beals, director of ad- 
vertising and promotion, says the 
sales messages, while whimsical in 
approach, are concerned with fac- 
tual information on what air con- 
ditioning has done for animals and 
ean do for humans. 

A typical ad shows how these 
facts are told to the public with a 
light but salable touch: 

“Hildegarde, the cat (see illus- 
tration), is a brainy feline whose 
professorial attitude is due to the 
air conditioning in her New Jersey 
lab. Her co-workers report that 
Hildegarde has been a purr-fect 
teacher ever since.” 

Further copy notes how humans, 
too, learn better under air condi- 
tioned surroundings. Readers are 
then invited to visit their dealer 
for a 24-page booklet, “Who’s Zoo 
in Air Conditioning,” which gives 
more information about animals 
and humans who are happily air 
conditioned. 
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Who's Zoo 


in Air Conditioning 


_ Whimsical booklet tells lively story 


of air conditioning benefits... 


The booklet starts out like this... 


air conditioned chinchillas live longer lives 
air conditioned greyhounds have overdrives 


SD aut 


air conditioned hens have fluffier chicks 
air conditioned bunnies do magical tricks 





seo | 


air conditioned horses win more dollars 
air conditioned mice make better scholars 





air conditioned cows are more productive 


air conditioned cats are more instructive 


... then switches over to the human animal 
(Now if that’s what happens to our z00, imagine what we can do for you) 


air conditioned wives find homes easier 
to run... air conditioned youngsters 


say they're much more fun 


air conditioned engineers are keenly de- 
ductive . . . air conditioned workmen are 


likewise productive 





air conditioned bosses make offices 


efficient . . . air conditioned typists 
are remarkably proficient 





air conditioned salesgirls more pleasantly 


converse .. . air conditioned shoppers have 
a wider open purse 
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See the NEW 
Quality-Engineered 


Economy -Priced 


$-1108-T 


Plumbing contractors wanted it . . 
and here it is! It’s the new 
ECONOMY MEMBER 

of the famous Sterling Faucet Line, 
the economically priced sink faucet 
that combines — 

GOOD LOOKS «+ UTILITY « and 

, se - DEPENDABILITY 

If you haven’t tried one out yet — see 
your Jobber. And while you are there, 
check on the other Exposed and Con- 
cealed Sink Faucets in the Sterling 
Line —they are all in a class by 


themselves. 
$-1122-T 


STERLING FAUCETCSY) © ):i05 1007 


Company ony / MORGANTOWN, WEST VIRGINIA 


SOLD THROUGH WHOLESALERS ONLY 
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If you want to cut corners by using 
nonmetallic sewers 


CONSIDER 
THIS... 


Sure, nonmetallic sewer pipe may cost less than 
Cast Iron Soil Pipe... before you install it. But 
if you follow the manufacturer’s instructions 
you'll find the total cost is sometimes no less 
than cast iron. For example: 



























“Trench bottom should be graded solid and 
free from stones or soft spots. Backfill should 
be free of stones and firmly tamped around the 
sides of the pipe. Tamping on the top of the 
pipe is not recommended ... 

“,.. lay pipe to grade directly on the trench 
bottom (shaped to fit the barrel of the pipe for 
its full length) and dig small holes at the ends 
of the pipe for free assembly of the couplings, 
and to prevent supporting the pipe on the 
couplings .. .” 








NO NEED FOR INSTALLATION INSTRUCTIONS WITH CAST IRON 


Your skilled journeymen who install cast iron know dig out a precise fit of soil to fit pipe contours. All you 

there’s no digging elaborate trenches ...no need for do is dig the trench to the proper grade, lay in, joint, 

cradles and carefully scooped out joint depressions . . . and shovel in the backfill! This offsets the little extra 

no building supports, sifting backfill, dodging rocks time needed for oakum and lead caulking — and the 

and rough areas. higher labor rate for skilled workmen, your guarantee 
With cast iron, you lay it one foot deep or ten .. . in that a cast iron job is a lifetime job. 

loam, sand, gravel, any mixture. And you don't have to So, specify what you have always known was best. 


PERMANENT 
CAST IRON SOIL PIPE 
has ALL these 
advantages: 







CAST IRON SOIL PIPE INSTITUTE 











Dept. DE-5, 1627 K Street, N. W. 


THE MARK OF Washington 6, D. C. 


[_] Send me-______copies of your 


QUALITY AND latest booklet about Cast Iron 
PERMANENCE Soil Pipe, ‘Best in the Long Run.’ 
* Zero moisture absorption R [_] Our tocal—___— Club 


t 

| 

| 

| 

| 

| 

| 

| 

| 

* Permanent tightness of joints, | Tk — aA cs tt educations 

| movie, ermanent Investment. 
| 

| 

| 

| 

| 

| 

| 

| 


' 


* Rugged metallic strength 











with flexibility Tell me how to arrange for free 
use of film. 


* The on!y pipe accepted in all codes 
for use from street to roof 


EE ee ROT 


Visit our Booths 562 and 563 at the 
National Plumbing and Heating Exposi Address _ “ana ‘ ; = 
tion, Navy Pier, Chicago, Illinois, June 
6-9th. File your card and you may win 


a prize worth $100 
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THE “fect FLOAT 
/ CANNOT agg 
yy NO SEAMS TO LEAK 
vy NO METAL TO CORRODE 
yy CANNOT WEAR OUT 


Specified as original equipment by more 
and more manufacturers. Toughbuoy in- 
sures lasting, trouble-free performance. 


TousHBUC 


Attractive Display 
Sells TOUGHBUOY on Sight 


Also available 


in bulk FOR Ati 
? WATER CLOSETS 
SE 


ToushBuoy 


Write for free sample 
on your company letterhead 


THE TOUGHBUOY CO. 
3051 Curtice Road 
Coleman, Michigan 

DIV. OF ROBINSON INDUSTRIES 










News . . . continued from bottom of page 60 


area, for example, February 1955 sales increased 25 
percent over the same month in 1954, while the in- 
crease for the South Atlantic and Pacific areas was 
18 and 20 percent respectively. The percent of in- 
crease for other areas was substantially lower. 

February inventories for the country as a whole 
showed an increase of 2 percent over the previous 
month. The February increase in inventories over 
the same period last year was also 2 percent. 


Youngstown Names King Sales Mgr. 


WarrEN, O.—Youngstown Kitchens 
has named James C. King to the newly 
created position of sales manager of 
the cabinet sink division. C. D. Alder- 
man, vice president in charge of sales, 
in making the announcement, said that 
“the departmentalization of cabinet 
sink sales into a separate headquarters 

King activity is another step in our constant 
effort to expand dealers’ sales volume in this im- 
portant phase of our business.” 

King, who became a Youngstown regional manager 
in 1946, was moved to Chicago last year as one of 
the firm’s two factory distribution managers. 





Two Producers Raise Copper Prices 
New York City—Two major copper producers 
raised the price of copper by three cents a pound to 
36 cents, it was reported last month by the Wall Street 
Journal. The two firms are Phelps Dodge Corp. and 
Anaconda Sales Co., subsidiary of Anaconda Copper 


m 
l) 





“There's your trouble—out there!” 


Mining Co. Some custom smelter firms have followed 
the upturn, according to the paper. 

The current increase of three cents is the second 
such advance this year and is the result of increased 
domestic demand, tight supplies and the correspond- 
ing situation in European markets. 

At press time a break in prices was reported from 
London, but it is not yet known what the effect would 
be, if any. 


Eclipse Purchases Mettler Co. 


Los ANcEeLES—Assets of the Mettler Co., Inc., 
manufacturers of commercial and industrial gas-oil 
burners here, have been acquired by the Eclipse Fuel 
Engineering Co. of Rockford, Ill., according to an 
announcement by A. C. Perks, Eclipse president. The 
assets, including plant and equipment, represent a 
(Please turn to top of page 227) 
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NOW -- pecause 


your customers 


demand Kt oot 


Designed to meet customer 
demand...built to give years 
of service... priced for fast, 
profitable sales . . . it’s U.S. 
Porcelain Enamel Company's 
new single compartment 
faucet ledge sink. Model S-13 
(three hole faucet ledge) and 
pressed steel : Model S-14 (four hole faucet 
* Deep, straight sided ledge) sinks are constructed 
bowls of the same sturdy, heavy 
* “Lifetime” porcelain gauge pressed steel with triple 
enamel finish poset Pel Salyers 
+s enamel finish that has made 
& Individually packaged U.S. Porcelain products the 
* Meets F.H.A. quality leader in economical 
specifications fixtures. 


* Heavy, 14-gauge 


13 POPULAR SINK SIZES 


SINGLE COMPARTMENT 

S-1: 18”’x 13”’x 5”—2” EO 

$-9: 1712”x 16”x 7”—342” CO 

$-3: 20”’x 16”’x 6%”—312” CO 

$-4: 20’x 18”x 6%4”—3%2” CO 

S-5: 24”x 18’x 63%4”—3%2” CO 

S$-6: 30”x 18”x 6%4”—312” EO 

S-13: 24”x 21”x 75—”—342” CO 

3 hole faucet ledge 

$-14: 24”x 21”x 75@”—3%2” CO 

4 hole faucet ledge 


DOUBLE COMPARTMENT 


aannci ec ¢ 
110]0) 4 Gane.) 





Whether it be for new instal- 
lations or for modernization, 


U.S. Porcelain Enamel Com- $-2: 26’x 18x 5”—2” EO 
pany fixtures will fit the appli- $10: aan aN ale 2 co 
} < ? "7; 32" 20% 634”—314” 
cation and provide perfect Sli: 32°% 21°" 75%” —394" CO 

customer Satisfaction at a 3 hole faucet ledge 


lower cost. For more sales... $-8: 32”x 21”’x 75%”—312” CO 
4 hole faucet ledge 


for easier sales... sell the 
finest—sell U.S. Porcelain 
products. 


Write for information and prices 
on the full line of 
U.S. Porcelain fixtures. 


4635 East 52nd Drive, Los Angeles 22, California 


Domestic ENGINEERING, May 1955 


















Threads 4" to 10” pipe in 
seconds—right on the job 
... the Lawco, dr. 


PORTABLE PIPE THREADER 


Here’s the amazing portable power tool that threads pipe in a 
vise, on a wall, in a ditch. . . practically any place you can take 
a power cord! 

Light in weight (20 Ibs.), the Lawco, Jr. eliminates the need 
for hauling heavy, bulky threading machinery to every job. 
All you do is position the Lawco, Jr. on the*pipe, pull a trigger, 
and the cutting dies go to work for you. Lawco, Jr. is safe, and 
is easy to operate. 

You can handle pipe from 4” up to 10”. The Lawco, Jr. 
is adapted for use with Ridgid OR dies for pipe up to 1” and 
with Ridgid 65-RC dies for 1” to 2” pipe. A square shank 
adapter drives standard cutting dies of larger sizes. 

And pipe threading isn’t all it can do. Below are other appli- 
cations this versatile tool can handle for you, faster, better. 
Write for details. 





Pee ee ee 





Threads pipe in walls, Augering—verticol 
or horizontal. 


Driving nuts and bolts. Portable winch... 
easily hoists 500 Ibs. small spaces. 


VELOCITY POWER TOOL COMPANY 


201 North Braddock Avenue, Pittsburgh 8, Pa. 
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yers Volume-Building 
Price Helps You Sell 
his New Submersible 


Here is a high-quality 4-h.p. submersible- 
pump package, backed by strong ‘national 
advertising, local promotion and a price 
bound to produce profitable sales. And it’s 
a complete price, too. It covers everything 
but items that depend on customer choice 
such as tank size, amount of cable and 
wiring. Call your Myers distributor today. 
He will show you all of the top-flight de- 
sign and construction features that make 
Myers Submersible Pump the best in its field. 


OUTSTANDING PERFORMANCE 
Delivers up to 720 GPM and 20- to 60-pounds 
pressure in wells to 100 feet. 


OIL LUBRICATION 

Oil-filled motor for positive lubrication of 
bearings and seal and efficient dissipation of 
heat. 

MYERS EXCLUSIVE DOUBLE PROTECTION 

FOR MOTOR 

Motor-control box gives positive protection 
against burnouts in both the starting and run- 
ning windings. 

UNCONDITIONAL GUARANTEE— LIBERAL 
EXCHANGE POLICY 

Both motor and pump unconditionally guar- 
anteed for one year if installed in a sand-free 
well. If pump fails within 5 years, it will be 
replaced for a flat predetermined charge. 
NATIONAL ADVERTISING AND PROMOTION 

Ads featuring the new low price will appear 
in Better Homes and Gardens, American Home, 
Household, Better Farming, Successful Farming, 
Progressive Farmer and Capper’s Farmer. 


Jen 
Ask Your Myers | distributor about the 
Sales-Making Submersible Pump Local Promotion Kit 


MAY IS NATIONAL WATER SYSTEMS MONTH 


Wyers 


WATER SYSTEMS 
POWER SPRAYERS AND WATER SOFTENERS 
THE F. E. MYERS & BRO. CO. 
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« DEPT. D-5, ASHLAND, OHIO 


Pre-assembled Thermostatic Water 
Mixing Units Mean... 


Lower Costs 
Simpler Installation 








OLD WAY LEONARD WAY 


Time was when the valve was specified, and all “accessories” and 
piping were ordered and chrome plated separately, to be as- 
sembled on the job . . . a costly, time-consuming process. 


But Leonard engineers have developed pre-assembled cabinet 
units . . . with over 100 standard assemblies (and made-to-order 
specials) to fit every need. By ordering parts in quantity, assem- 
bling and chrome plating in the plant, Leonard passes savings 
on to you... and delivers a unit ready to install! Write today 
for specifications and complete details. 


Some Examples . 





B 128 For Hydro- 
Massage Bath 
Control 


T 186 School i 
; T 203 Patient 
: Showers (gang Showers 
\ Ys 
\ " » $0,08 
1 
if a ° 
; \\\ |e 
Fa 2 ; PA Pate a 


a 


A 60 For Prolonged 
Treatment Bath 
Control 


LEQNARD 


1360 ELMWOOD AVENUE, CRANSTON 7, R. 


VALVES 
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News . .. (continued from bottom of page 224) 


total investment of more than $250,000. R. W. Pixler, 
former manager of combination gas-oil burner sales 
for Eclipse in Rockford, has been appointed vice 
president and general manager of the Mettler Divi- 
sion. In making the announcement, Perks said that 
the Mettler Co. will retain its identity as a division of 
Eclipse Fuel Engineering Co. and that all manufac- 
turing and sales for Mettler will be handled in the 
West Coast offices and plant. 


W. A. Case Fills Three Top Posts 


Burra.o, N. Y.—Three executive ap- 
pointments were recently announced 
here by the W. A. Case & Son Mfg. Co. 
Among those named to top-level posts 
were Raymond J. Nuber, who succeeds 
. Nathan J. Higinbotham as president. 
4 Nuber, who has been an executive of 
the firm for 28 years, has recently been 
senior vice president in charge of 
branch house operations. 

Cecil W. Farrar has been appointed vice president, 
general sales. He had previously been vice president 
and general sales manager of the Richmond Radiator 
Co. of New York City. The third appointment was 
that of John M. Higinbotham, who becomes vice 
president, branch house operations. Higinbotham 
joined Case in 1953 as assistant to the president, com- 
ing from Republic Steel. 


Nuber 


Zurn Distributor Adds Warehouse 

CuiFrTon, N. J.—Zurn Continental Services, Inc., dis- 
tributing organization for the Plumbing Div. of J. A. 
Zurn Mfg. Co., Erie, Pa., has opened a new warehouse 
here to serve New York City and outlying East Coast 
cities. Edward P. Berringer, formerly engaged in 
sales work in Erie and Pittsburgh, is manager. A 
complete line of systems for wall-type plumbing fix- 
tures, roof and floor drains, cleanouts and access 
boxes, wall and post-type hydrants, grease intercep- 
tors, and swimming pool supply and drainage fittings 
will be stocked. 


Capitol & GE Win Design Awards 


New York City—Capitol Kitchens and General 
Electric were winners of Trail Blazer Awards re- 
cently for modern design and styling of contemporary 
home furnishings. More than 300 entries were sub- 
mitted in the fifth annual contest sponsored by the 
National Home Fashions League, Inc. 

Capitol Kitchens won for its color-flecked steel 
cabinets, called “an advancement in application to 
textured finish for hard goods.” G. E.’s wall re- 
frigerator-freezer, which looks like a wall cabinet, 
was cited for design, color styling and advancement 
in use of space and refrigeration storage in kitchen 
planning. 


C. E. to Build New Pipe Foundry 


CHATTANOOGA, - TENN.—Combustion Engineering, 
Inc., has announced plans for a mechanized foundry 
here to produce cast iron soil pipe and fittings. The 
foundry will cost more than three-million dollars and 
is expected to be completed in 15 to 18 months. 
Modern machinery and automatic techniques will be 
used to produce high quality soil pipe and fittings at 
greatest efficiency. The techniques to be employed 

(Please turn to top of page 228) 
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=| FLOATS [S 


< 
4 Our Business Not a Sideline 


NO-SOL 
Toilet Float 


Patented spud attach- 
ment. Gasket securely 
seamed between two 


halves. 








The No-Sol 4” x 5” 





—_ E specialize in 





manufacturing 
Wi) copper and brass 
floats for many 

}-— applications. 


Spherical type in sizes from 
1” dia. to 12” dia. 


Cylindrical types can be 
furnished in various sizes to 


meet customers’ needs. 

Some applications are best 
served by using a pancake 
type. Other applications re- 





quire a doughnut type. Flat 
type of floats with corruga- 
tions for strength, or convex 
top and bottom can be pro- 


vided. 


Z * Various spud or other 
attachments can be 
® & furnished on request. 


We have been manufac- 
turing floats exclusively 





for over 47 years. 

Your inquiry will re- 
ceive prompt attention. 
If necessary. we can 
build dies to produce the 
kind and size of float 


best suited to your ap- Type A- 4" x 5” 
Toilet Float 








plication. 





The AYLING & REICHERT CO. 





3047 N. ERIE STREET, TOLEDO 11,OHIO 






















































with the NEW “Ultra-Magic” 
THERMOSTAT and other 
SUPERIOR FEATURES 


3 NEW SERIES 
WILSHIRE-Premium = 5-year pro-rated tank guarantee. 


. Extends 5-year pro-rated tank 
WILSHIRE-Qualitor = guarantee. 


WILSHIRE-Hiline == 





























1955 WILSHIRE 
FEATURES 
Ultra-Magic 
snap-action 


thermostat 


+ 
Thermo-magnetic gas 
flow valve 


° 
Simple valve-action 
pilot lighting 
a 


Get a headstart on your com- 


Snap-action high 


aia ° ° valve lift 
petition with a premium water ° 
. ’ Fingertip dial 
heater at a popular price! sh et 
, + . indi 
WILSHIRE is a reputable carmen 


quality heater that gives you an important 
sales advantage — whether you’re bidding on 
a big tract job, or selling to individual home 
owners. Compare features, and prices. Help 
yourself to more water heater business with 
the complete WILSHIRE Line! 


Protection Guarantee 
5-year unconditional guarantee; 








2-year unconditional guarantee; 
3-year pro-rated tank guarantee. 


(All Series in 20-30-40-50 gallon sizes) 


bing Jobber or Write 











News . . . continued from bottom of page 227 


were developed by a Combustion Engineering re- 
search study begun in 1949 and aimed at producing 
soil pipe at more competitive prices. 

Two basic developments resulted from the research 
—automatic production of fittings and a similar pro- 
cedure for pipe. Engineers, for example, designed a 
completely mechanized fitting machine for continuous 
molding and pouring of soil pipe fittings. Each type 
and size fitting is uniform in weight, laying length, 
wall thickness and diameter. 


Dwyer Builds New Headquarters 


Micuican City, Inp.—A new building to house both 
plant and general offices of the F. W. Dwyer Mfg. Co. 
here is scheduled for completion sometime in July. 
The new plant will increase the firm’s production fa- 
cilities for draft gauges, manometers, filter gauges and 
other instruments. The street address will be Wood- 
land at Greenwood and the mail address, Box 373. 


Crane Plans Festive Centennial 

Cuicaco—Crane Co. Centennial Parties for dealers 
will feature two highlights marking the company’s 
100 years of existence. Guests at the parties, spon- 
sored by wholesalers and branches, will see a 27- 
minute color film, “The Second Hundred Years,” 
which tells the story of Crane, where it came from, 
where it is and where it is going. 

The guests will also be informed about Crane’s 
special birthday sale. F. F. Elliott, senior vice presi- 
dent of sales, said contractors will be able to partici- 
pate in the sale on a nationwide basis. He emphasized 
that the sale will not feature an overstocked item, but 
will spotlight a recently introduced product. 


Carrier Steps Up Sales Program 

Syracuse, N. Y.—John M. Bickel, vice president of 
Carrier Corp.’s unitary equipment division, says his 
company’s comprehensive sales training program will 
be a major factor in Carrier’s drive for a bigger part 
of the air conditioning market in 1955. More than 
3,500 dealer representatives attended the training 
sessions in the past three months. Bickel said the ses- 
sions aimed at putting the “sell” back into salesman- 
ship. 

Bickel said the Carrier training program was “no 
stopgap measure.” He added, “It represents a planned 
and positive approach to the problems and pressures 
dealers and distributors must solve and to the new 
air conditioning markets now opening up.” 


CISPI Film Seen by 20-Million 


WasuincTon, D. C.—The Cast Iron Soil Pipe Insti- 
tute reported recently that almost 20,000,000 people 
have viewed the plumbing movie, “Permanent In- 
vestment,” since its release two years ago. Homer 
E. Robertson, executive vice president of the In- 
stitute, stated that most of this audience saw the film 
through 320 television showings, which were given 
as public service programs by TV stations. “Th« 
purpose of this film,” Robertson said, “is to acquaint 
the public generally with the plumbing behind th: 
walls and under the ground to the street. It dem- 
onstrates the importance of waste and sewage lines 
to the health, comfort and convenience of the home 
owner.” The film is available for showing fron 
(Please turn to top of page 231) 
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hg RATCHET THREADER 
tion fa- with Self-Feeding, Chip-Ejecting Dies 
g p- Ejecting 
es and 
Weed. These light, easy-to-use ratchet threaders feature 
ox 373. separate, quick-change heads for each pipe size. 
Heads lock positively and cannot drop out. 
Because of the exclusive double-threaded throat, 
dealers Reed dies start without pushing. The patented chip- 
apany’s ejecting chasers turn the chips out and away from the 
work where they cannot clog the die or tear the thread. 
, Spon- , Reed Removable Head Ratchet Sets cover the 
a 27- As a result, cutting is easier, dies last longer, and full range from Ye" to 1'%a", A convenient metal 
Years,” EVERY thread makes a tight joint, carrier is supplied with sets of three or more heads, 
> from, Whenever you want to work with pipe, Ask for a REED Pipe Tool. 
Srane’s 
presi- 
artici- 
lasized 
m, but 
rae Whatever Your Needs In 
ent o 
po BUILDING DRAINS 
or part = 
2 than r Mile” Fg 
aining J Wb abt-motoh dot Kole Brahe 
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anned answer! — 
ssures 
e new 
Insti- Flush-Stop Wire accurately di- 
eople Engineering drawings, photographs, specifications, rects float to perfect seating, there- 
it In- prices—complete information about Norman Boosey by assuring both a saving in water 
Iome! and trouble-free flushing opera- 
drains, valves, interceptors, vacuum breakers, tion. Flush-Stop positive action 
e In- strainers, and cleanouts is contained in the FREE, control prevents wire entangle- 
e film EASY-TO-READ BOOSEY CATALOG AND PRICE ment. There will be lower water ,,, y, 
given LIST bills when — is metered—low- 2.626,400 (—_ 
“Th . : ; er electric bills when water is “' 
i Write on your letterhead today to: pumped. Will shut off water in- 
, th NORMAN BOOSEY MANUFACTURING COMPANY stantly with all single action levers. prsnefactorer 
' Write for Special Introductory epresentative 
dem- General Sales Office * 5281 Avery « Detroit 8, Mich. Offer Through Your Wholesaler Solicitation Invited 
lines 
lome i B O O > E Y Rt By ge) A IRE of 
fron | 1846 Benson Ave., Brooklyn 14, N. Y. 
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F HOT WATER 
FOR ALL! 


For the apartment house, motel, 
camp or small resort, launder- 
ette or industrial installation, 
ALDRICH high delivery hot 
water heaters make satisfied 
users. There are seven sizes of 
ALDRICH hot water heaters 
to meet all requirements. They 
offer net ratings of 93 to 850 
gallons per hour of clean, rust- 
less hot water. 

Allare internally galvanized. 
They heat the water directly. 
Hot water instantly — and in 
continuing supply, whatever 
the demand. Units are com- 
pact, rugged, easy to service, 
thrifty on fuel. Oil or gas fired. 
Extremely popular with con- 
tractors because they are so 
profitable. Write for complete 
details. 


ALDAI ‘ie ll _ 


HOT WATER HEATERS 


ProouUCcT 







ALDRICH COMPANY 113 East Williams Street Wyoming, Illinois 
A SUBSIDIARY OF BREEZE CORPORATIONS, (NC. 














THE VENT THAT FAILED 




















This Could Happen To Your Customers 


. if you're installing incorrect venting for their gas- 
burning appliances. And blistered walls... unhealthy, 
stale-smelling room air... condensation damage to 
walls and furnishings are just a few of the things that 
can happen when inadequate single-wall pipe, un- 
insulated vent connectors or other improper venting 
procedures are used. 

The result can be equally damaging to your 
reputation as a dealer or contractor. 


Why take chances — 


install METALBESTOS throughout 


This modern double-wall insulated vent features an 
inner pipe that keeps vent gases hot, assuring a 
strong draft for their quick, complete removal .. . an 
outer pipe that stays cool, preventing dangerous 
overheating of adjacent construction. And no mastic, 
tape nor heavy bracing is needed to install sturdy, 
lightweight Metalbestos—your insurance against cus- 
tomer complaints and time-consuming service calls. 


ae 
; For The Complete Story on 
Correct Gas Venting 


.. get your free copy of the VENT 
INSTALLATION HANDBOOK by 
writing Metalbestos today. 


It Costs Less To Be Sure With The Best 





Listed by Underwriters’ Laboratories, Inc. as @ 
Type B vent for use with approved gas appliances. 


METALBESTOS sino 


Stocked by principal jobbers in major cities. Factory warehouses 
in Atlanta, Dallas, Philadelphio, Des Moines, Chicago, New Orleans. 
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News... 


Ridgefield, N.J.; 79 E. Adams, Chicago; 351 Turk 
St., San Francisco; or 1108 Jackson St., Dallas, Texas. 


Pecrless Pottery Builds Plant Annex 


EVANSVILLE, IND.—Peerless Pottery, manufacturer 
of vitreous china bathroom fixtures here, has an- 
nounced the construction of a new addition to its 
main building which will mean an increase of 25 
percent in the firm’s production. The announcement 
was made by Charles Weaver, president and general 
manager, who stated that the new section of fireproof 
brick and steel construction will add 10,000 sq ft to 
the present plant. 


Capewell Revises Sales Territories 


Hartrorp, Conn.—The Capewell Mfg. Co. has 
announced recent revisions in its Chicago and north- 
eastern sales territories. John Dwyer and Lawrence 
McClure will service wholesalers in New England 
and New York State as far west as Elmira and Syra- 
cuse, but not New York City. Dwyer will handle the 
line of pipe and tubing tools and McClure will repre- 
sent the line of saw blades, ground flat tool steel and 
hammers. William O’Malley will service metropoli- 
tan New York. 

Paul B. Mochel will represent the entire line in 
eastern Pennsylvania, 
Wilkes-Barre, Delaware, Maryland and _ southern 
New Jersey. W. E. McCullough will handle the en- 


























“What? You think I’m crazy?” 


tire line in western Pennsylvania, eastern Ohio, 
western New York State, including Rochester, Buf- 
falo and Jamestown. A. J. Mooney will represent the 
complete line in metropolitan Chicago. 


ACRI Outlines Home A-C Market 


ATLANTA, GA.—Speakers at the recent Educational 
Conference sponsored by the Air-Conditioning and 
Refrigeration Institute of Washington, D.C., generally 
agreed that the residential air conditioning field pro- 
vides the really big potential market for air condi- 
tioning. Featured speakers at the conference in- 
cluded Jack Aldridge, building specialist for Life 
magazine; C. M. Wallace, vice president in charge 


(Please turn to top of page 232) 
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movie libraries of Association Films at Broad at Elm, 


including Scranton and | 


You can be sure of quicker, more trouble-free hookup jobs 


when you use Dresser Couplings and Compression Fittings. 


and alignment problems, but they assure permanently tight 
joints in a matter of seconds. All that’s required is to put 
plain pipe ends into factory-assembled Dresser Fittings, and 
tighten the end nuts with a wrench. Joints are flexible, absorb 
vibration, expansion and contraction. They are particularly 
useful for joining pipe in hard-to-get-at places. 


Style 38 Couplings to 12’’ OD and over. 



































ON HOME EQUIPMENT HOOKUPS.. 


the DRESSER way 


ie 4°11 -) ae ta -) 





Dresser Threaded Branch Tees pro- 
vide quick cut-ins (above) for auto- 
matic washers, gas driers or other 
appliances. Dresser “No-Thread” 
Couplings (right) speed sump-pump 
installation, assure easy remov al for 
maintenance, 


Not only do they eliminate all pipe threading, exact fitting 


Style 65 Fittings are available in sizes from ¥%”’ to 2”; 








SEE YOUR LOCAL PIPING SUPPLIER TODAY 


for the complete Dresser line of 


couplings, ells, tees, adapters, etc. 


Cea fcaca 













DRESSER. 











Dresser Manufacturing Division, 79 Fisher Ave., Bradford, Pa. | 
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Why this ie 
RibzkID> 


500A Pipe and Bolt 
Threading Machine 


is your long-time “bargain” 
in efficiency 


Works like a Charm __ ew type Speed Chuck 
means fast chucking—guaranteed to hold any 


pipe, conduit or rod tight, forward and reverse! 
Jaws close and open easily by hand wheel . . . Cut- 
ting, threading, reaming tools operate independ- 
ently, swing up out of way—short pipe can be 
chucked from front. Quick-opening Quadri, Dual, 
Mono and Bolt die heads quickly in and out, adjust 


to size right in machine. 


Built like a Machine Tool 504: word in 


efficient design, easy operation, long service. Plenty 
of power. Capacity %” to 2” pipe and conduit; 
\%" to 2” bolts—to 12” pipe with geared tools. 
See it, try it—and you'll buy it! At your Supply House 
See us at Booth 564-7 


National Association of Plumbing Contractors 
Exposition, Navy Pier, Chicago, June 6 to 9 


THE RIDGE TOOL COMPANY «+ ELYRIA, OHIO, U.S.A. 












News.. . continued from bottom of page 231 


of sales for the Georgia Power Co.; Dr. G. Hodges 
Bryant, executive director of the Frozen Food Insti- 
tute; Willie Mae Rogers, director of the Good House- 
keeping Institute; C. E. Stackpole, general sales man- 
ager, Heating and Cooling Div., Union Asbestos and 
Rubber Co., and D. H. Burrell, III, vice president of 
the Cherry-Burrell Corp. 

Technical talks on installation problems were also 
included in the 3-day conference, with 76 educational 


exhibits on display by leading manufacturers of air- 
conditioning and refrigeration equipment. 


Nepco Moves to New Quarters 

Newakk, N. J.—Nepco, Inc., manufacturers of water 
heaters and shower cabinets, has moved its offices 
and plant from Irvington, N. J. to 222 Pacific St. here. 
In making the announcement, Mrs. J. B. Brown, 
president, said the new location will provide 78,000 sq 
ft of floor space with a railroad siding and truck-load- 
ing facilities, and that new equipment has been in- 
stalled. 


Youngstown Adds Color Cabinet Line 

Warren, O.—Youngstown Kitchens has introduced 
a new kitchen cabinet line in four “Go-Together” 
colors. C. D. Alderman, vice president in charge of 
sales, termed the series a “logical and progressive 
move in Youngstown’s long-term color program.” 
Alderman pointed out that Youngstown has retained 
a color counseling service since 1952, and has “stayed 
with new shades of such colors as yellow, blue and 
copper.” 

The colors in Youngstown’s newest cabinet line are 
called “Dawn Yellow,” “Meridian Blue,” and “Sun- 
set Copper.” The fourth color is white. 


Rawplug Co. Names Eichorn as Rep. 
San Francisco—Allerton J. McEwan, sales man- 
ager of The Rawplug Co., Inc., has appointed J. P. 
Eichorn of Eichorn & Melchior, manufacturers repre- 
sentatives here, as northern California representative. 
The appointment was made by Fred Powers, presi- 
dent of Rawplug after a recent sales conference. 


U-R Adds Unit to Water Closets 


New Caste, Pa.—The Universal-Rundle Corp. has 
announced it is now supplying anti-siphon ball cocks 
as standard equipment on all water closets at no 
increase in price. C. M. Whittaker, president, said 
the step was taken to provide purchasers of Uni- 
versal-Rundle water closets with protection against 
contamination of water supply by back-siphonage 


Sundstrand Consolidates Divisions 


Rocxrorp, Itt.—The Sundstrand Machine Tool Co. 
has announced that the various functions formerly 
identified as “Fuel Unit Division,” “Hydraulic Divi- 
sion” and “Industrial Hydraulic Division” will hence- 
forth be combined into one entity known as Sund- 
strand Hydraulic Division. The division will be housed 
in a new 106,000 sq ft building, specially designed and 
equipped for volume production of fuel units and 
other precision hydraulic devices. The new Sund- 
strand Hydraulic Division is under the direct man- 
agement of A. H. Swenson, general manager; C. W. 
(Please turn to top of page 235) 
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Corporation was the originator of the Jobber 
Distribution Policy . . . a policy designed to en- 


een in- able wholesalers to more economically purchase 


their pneumatic tank requirements. 
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og TRAY PUMP 


For Home Laundries 




































rp. has 
stom Below Sewer Level! 
at no 
it, said 
f Uni- 
=" HE NEPTUNE Laundry Tray Pump has 
lonage. : ; 
been carefully engineered to achieve a long-sought, 
practical pump to serve in the thousands of homes 
IC where no sewage is available, or where laundry trays 
oO. ° ° . “y ¢ 
or and washing machines are below the sewer line. This 
Divi- rugged NEPTUNE Pump quickly disposes of laun- 
1ence- dry waste water. Easily installed. Never leaks. Is 
Sund- rust proof. 
1oused 
2d and 
; r -P. Genera 
eee N P T U N E eal oe <= Bea 
4 110 V. 60 cycle, 1750 
wn jn PUMP MFG. CO. Mow 
C. W. 4912 North 6th Street 
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NEW! NEAT! DURABLE! 


H-4 FROST-PROOF CLOSET 
with vitreous 


CHINA HOPPER 


The H-4 Frost-Proof Closet is specially de- 

signed for installation in unheated places. 

H-4 includes vitreous china hopper with 
top supply, reinforced hardwood open 

front-back seat, 8” x 24” yalvanized pres- 
sure tank, copper waste collection, supply 
and flush valve assembled with 4-foot 

valve rod and casing to be installed ap- 
proximately 3-feet below ground. 
















Get the 
NEW 

Haas 
Catalog #55 

































SINCE 1896 















Plumber's Price $47.60 
FOB Dayton, Ohio 












The Philip Haas Co. 





For imepet-Proof Cosas with ;, 
cast-iron bowls speci -l w 
tank or H-2 less tank Dayton, 2, Ohio 
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iT i T be R Hot Water Heaters 


CAPACITIES & STYLES ¢o fit all Sales Requirements 


Dealers can be assured that when they 
display and specify TETER Hot 


MMi Mn 














You ‘Should ‘Know... Water Heaters that TETER supports 
Pesnae ae coie them all the way . . . Capacities and 
sc eaama a eat ce styles to meet every demand . . . qual- 





ity, rugged construction and ‘nation- 
ally known automatic control instru- 


. Abo TETER Tabi T Wa 
ments to guarantee the most efficient Heater for streamline kitchens or 


utility rooms. 20 to 30 ga 


ome OLE ELE: a 
@°9: 
= 


MAGNESIUM ROD: A 
Genuine Dow .. . as- operation. 
sures maximum pro- 

tection against cor- 
rosion, (optional). 



















RED BAND TANK: 
Heavy copper bearing 
steel tank. Double 
thick. Water tested 
353 Ibs. pressure. 





As always... 
TETER assures 
everyone in the 
sales transac- 
tion a good 
margin of prof- 
it. 















LIFE BELT: Efficient 
low wattage, black 
(long-lived) wrap- 
around Heating Ele- 
ment, 














INSULATION: Full 3” 
thick blanket of gen- 
uine ‘‘fiberglass’’ in- 
sulation. 



















Above: TETER Bantam 


IATL LT 








INtLey piveesen Water Heater. _— for Above: TETER in 
ll homes, 3 . 
i between size meets 
gal. cap. daily household de- 
mands 


water temp. Bottom 
drain conveniently lo- 
cated. 
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polished pipe ! 
handle it with a 


WARNOCK Strap Wrench 


Here’s the best safeguard against damaging polished 
and plated pipe. 

An extra sturdy woven strap provides soft contact. Its 
scientifically curved nose prevents crushing. Its handle 
can’t break. And it is simple to use, quick to adjust. 


~ Quality 2 


OAKUM and 

TWISTED JUTE 
PACKING 
by P 


JACKSON 












For complete information ask for Bulletin D-54 


LOWELL WRENCH Co. 


MANUFACTURERS — ED oe E SINCE 182 


WORCESTER 8, MASS THE THOMAS JACKSON & SON CO., READING, PA 
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News... 


Lang, sales manager; R. W. Roper, manager of manu- 
facturing; F. E. Carlson, chief engineer, and G. N. 
Bookland, purchasing agent. The division will pro- 
duce fuel units for domestic oil burners, stack valves, 
fluid motors and lube pumps of various types 


Busser Supply Holds Dealer School 


LewisBurG, Pa.—A recent service and product 
meeting at the Busser Supply Co., local wholesaler 
for Armstrong Furnace Co., was attended by 126 
persons. William J. Busser, Jr., president of the 
wholesale firm, said that representatives of Arm- 
strong Furnace, Minneapolis-Honeywell, Adelta 
Mfg. and the Lewisburg Gas Co. discussed products 
and service with the dealers. 


Fairbanks, Morse Promotes Elmburg 


Cuicaco—Fairbanks, Morse & Co. has announced 
the appointment of John C. Elmburg, formerly man- 
ager of the Portland, Ore., branch, as assistant general 
sales manager effective July 1. During his 26 years 
with the company, Elmburg has served as technical 
assistant, field engineer, department manager and 
manager of the Boston, Atlanta and Portland 
branches. He succeeds Harry L. Hilleary who is to 
retire June 30. Hilleary joined the firm in 1920. Elm- 
burg is succeeded by William F. Wahlenmaier. 


Mammoth Furnace Names Rep. 


Sr. Paut, Minn.—Paul Thompson and Co. has 
been appointed manufacturers’ representative for 
the sale of The Mammoth Furnace Co.’s furnaces 
and direct-fired space heaters. The new representa- 
tive will cover the eastern half of Pennsylvania, the 
southern half of New Jersey and the states of Mary- 
land and Delaware. 


Hedges Plans Expansion Program 


CHATTANOOGA, TENN.—The M. M. Hedges Mfg. Co., 
Inc. has announced a program of further expansion 
and installation of advanced equipment for the manu- 
facture of water heaters and tanks. M. M. Hedges, 
president, making the announcement, pointed out that 
the firm has recently installed an electrostatic spray 
process which does not use air pressure but utilizes 
a rapidly rotating disc plus controlled positionings in 
an electrostatic field. This new equipment plus ex- 
tensive new conveying equipment, he said, will fur- 
ther improve quality and save on costs by increasing 
production through the spray, infrared baking and 
assembly areas. 


Unarco Reports on Ist Quarter Sales 


Cuicaco—Sales of the Union Asbestos & Rubber 
Co. for the first quarter of 1955 were $3,729,622 com- 
pared with $4,260,445 for the same period in 1954, 
reports Edwin E. Hokin, president. Hokin attributed 
the decline primarily to the drop in recent months 
of the railroad industry’s car building program. How- 
ever, Hokin said, billings for the quarter had in- 
creased which was partly because of the diversifica- 
tion program undertaken by the company. Approxi- 
mately a year and a half ago the company created 
a heating and cooling division, Hokin said, which has 
accounted -for.a substantial share of business while 

(Please turn to top of page 236) 
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PENN 
AIR-RAD 


mer air-conditioning from 
the same room units and 
the same piping .. . auto- 
matic individual room or 
zoned temperature con- 
trol . . . economical one- 
pipe or conventional two- 
pipe supply systems... 
fractional cooling when 
desired. You can offer 

these and other important advantages with 
| Penn Air-rads . . . the most modern and efficient 
method of providing year-round heating-cooling 
at moderate cost. 














PENN 
SPLIT- AIRE 
CONDITIONER 


| | This new unit, designed for central location near 
| 
| 









or above ceiling level, offers many advantages 
for heating and cooling small homes. Forced air 
is distributed through economical 4” ducts to 
room diffusers. This self-contained unit is quiet, 
thoroughly insulated, smooth running and highly 
efficient. 








Boilers: Standard and De- 
Luxe Models. Complete 
package units with Pen- 
gun Burner, circulator 
and controls. Factory 
wired and assembled. 

Chillers: Water and air 
cooled models. 2 to 5 
horsepower. Complete 
package, ready to “tie” 
into line. 


ENN BOILER & BURNER 
MFG. CORP. 


LANCASTER, PENNSYLVANIA 
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increases also have been shown in a number of othe: 
divisions. 

“However,” he continued, “conditions have been 
highly competitive in the heating and cooling field 
and it will still be some time before our success in 
this field will be reflected in net income.” 

Hokin also announced the retirement of Norman C. 
Naylor, board chairman, who has moved to Biltmore, 
N.C., and the election of William Fehrs, formerly 
vice president, as secretary and vice president. 


Mulcahy & Collins Appoint Vallier 


Detro1t—Mulcahy & Collins, manufacturers’ rep- 
resentatives, has announced the appointment of E. 
J. Vallier as its western Michigan representative. 
Vallier’s headquarters will be in The Builders and 
Traders Exchange, 200 Ionia Ave., N. W., Grand 
Rapids 2. 


Square D Continues Expansion Plans 


Detrort—lIn his annual report to stockholders of the 
Square D Company, F. W. Magin, president, an- 
nounced that a capital expansion program which has 
doubled the manufacturing facilities of the firm in less 
than 10 years will continue in 1955 with the completion 
in mid-year of new manufacturing plants in Secaucus, 
N. J. and Cedar Rapids, Ia. Net earnings of the com- 
pany were reported at the third highest point in the 




















“Oh, don’t fix it yet. | want to get a few 
more estimates first!” 


firm’s history, exceeded only in 1951 and 1952. Net 
income for Square D and consolidated subsidiaries 
was $4,680,617, compared to $4,386,152 in 1953. The 
increase in earnings was attributed mainly to the 
end of Federal excess profits taxes, rather than to 
net sales, which decreased as a result of a 108-day 
strike last summer and fall in the Detroit plant. 


Dayton Pump Revamps Sales Staff 


Dayton, O.—A realignment in the sales depart- 
ment of the Dayton Pump and Mfg. Co. has been 


announced by Gerard J. Carney, vice president and 
general manager. Frank G. Hickey, formerly north- 
ern regional sales manager, has been made assistant 
sales manager in charge of all sales and marketing 


(Please turn to top of page 239) 
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One source for prefabricated furnace fittings, 
grilles, diffusers, humidifiers and rain goods 


You can buy any or all of the top-quality 
Char-Gale products listed here in mixed 
truckloads, delivered direct to your door 
by Char-Gale’s own fleet of trucks. You 
don’t need large inventories which tie up 
your space and working capital, yet you 
can offer your customers quality equip- 
ment when they want it. Look over this 
list, and write, wire or phone us for 
specific information. 

Ask about the extra-capacity Gale-Aire 4/2” System. 


PLUMBING AND 
HEATING 
WHOLESALERS 

fide e ce CS ea “ry 


Attention far aed 










il td iis She eS 


Published in} 
Two Editions 
the MASTER and 
SUPPLEMENT Copy | 


QUICK AND 
EASY WAY! 





Here are two beautifully bound, loose-leaf price data books 
for the Plumbing and Heating Wholesaler. Fully illustrated. 
24 sections of vital information. The MASTER COPY keeps 
you up-to-date on market changes, etc. Size 8/2” x 11” x 14". 
The SUPPLEMENT COPY is designed for wholesalers or jobbers 
who find it necessary to have a tailored price set-up to meet 
their own individual needs. Adaptable as a price service book 
to the customer. Size: 82 x 11 x 1% or 2% inches. Published 
by the publishers of the Bradford Price Book. 


The Write for Full Information Today 


\Mac EWAN MARKET MANUAL” 
QUINCY 69, MASSACHUSETTS 
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300,000 square feet of productive capacity to give you convenience in 
ordering, plus quick service and big savings on these sheet metal products: 













° Aluminum Fittings ® Seamed Heat Tubing 


e Aluminum Pipe and 
Elbows 

* Aluminum Sheets 

@ Galvanized Fittings 

* Galvanized Pipe and 
Elbows 

® Galvanized Sheets 

* Complete Small Pipe 
Systems; both Aluminum 
and Galvanized 


* Button Lock Heat Tubing 
® Humidifiers 
* Rain Goods 


® Registers, Complete Line, 
both Perimeter and Con- 
ventional, including 
Floor Diffusers. 


® Baseboard Diffusers in 
2, 4 and 8 foot lengths. 


G Lhe MANUFACTURING 
bis- COMPANY 


ANOKA, MINNESOTA 





PLAY ir SAFE 


for your customers 


Ask For 
SULFLO 
BOILER WATER 
TREATMENT 


REMOVES AND 
PREVENTS RUST 
SCALE AND OIL 
ACCUMULATIONS 





Rust, scale and oil accumulations are recognized in all 
enginecring circles as the prime cause of poor heating effici- 
ency. Sulflo Boiler Water Treatment stops foaming and surg- 
ing due to oil which finds access to system at time of in- 
stallation and oil base rust preventives. 


Utilizes the same scientific principles of boiler water treat- 
ment as practised by large industrial plants. 

“Sulflo products are sold by selective Distributors (If you 
don’t know who your local Sulflo distributor is, write us— 
we'll be glad to send you literature and put you in touch 
with him. 


SULFLO INC. ELIZABETH 4, N. J. 
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THE NEW Bread TANK 


WITH AIR CONTROL snocnies to 


6 gallon operation which gives .8 gallon draw 
between 20-40#. Price includes tank, air con- 
trol and prime plug. 


—and priced surprisingly low! 





Check these outstanding features: 


1 Guaranteed for 1 year & Inside galvanized sur- | 
against defects. face coated with new Vey 
2 Light weight permits plastic finish. 
mounting on dis- 7 Extra inside joint ring 


charge line. of zinc coated steel. f 


3 Tanks tested at & Heavy bronze weld \) Y : 

200# pressure, around circumference. IY] - i 
hydrostatic. 9 Longer life and more is e 

4 Save as much efficient operation. C 


won : . 10 — for installation NATIONAL a a 
ormed from ZINCGRIP i 
s galvanized steel. limited, naga WATER SYSTEMS MONTH 


Contact Your Supplier or Pump Manufacturer NOW! 


BRADY AIR CONTROLS, INC. 1000 East 18th St., © Muncie, Indiana 


Gamaeies. 
More pt More Profit ve with LAL MEAN... 
SPEED-EQMATIC Waste ncarees. 












FEATU : 
BYE FORE PROFITS IN 'S5 










th a 
Engineered for Performance and Economy e ¢ 
A size for every need and purpose—from 6-gal. v OR SHOWER CABINETS ? 
fast recovery—to 82-gal. storage type heaters. oe SUPERI 
SPEED-O-MATIC Water Softeners—with ae w MSs 
patented fool-proof solo type valve and built-in [Se eee : 
by-pass—extra heavy steel tank—available in ; 


nine sizes: from 32,000 to 104,000 grain capacity. e “QUICK AS A FLASH” INSTALLA- 
“GENERAL” ICC Approved 20 Ib. TION, in the smallest space. 


— 







and 40 lb. Gas Tanks Bea e SLIP-ON EXTRUDED ALUMINUM 

and Accessories. ao TOP FRAME adds strength and beauty. 
. ” © Easily attached! 

The high quality a sag 4. @ ALUMINUM BOTTOM FRAME for all 

line of = Hees models with cast-stone or terrazzo 


SPEED-0O-MATIC 
products are in 
year-’round demand 
—no slack season— 
an assurance of 
greater profits. 


receptors. Won't rust. Lasts a life- 
time! 


e GALVANIZED, BONDERIZED STEEL 
and ALUMINUM WALLS assemble fast, 
in natural or white baked-on enamel. 
Makes a leak-proof job with pressure 
tight corners. 


@ RECEPTORS in heavy galvanized 
steel, cast-stone and terrazzo. 
Superior receptors are leak-proof, 
non-slip, economical. Can be pur- 
chased separately for floor base in- 
stallation in tile showers. 


o| In 





Ee 








SEAR le RE 


for literature | Write for new 8 page catalog 


and prices today | 
SUPERIOR SHOWER CO. 


MANUFACTURING & DISTRIBUTING CO ff 
GENERAL QUINCY, MICHIGAN, U.S.A 37-06 57th St., Woodside 77, N.Y. C. 
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News . .. continued from bottom of page 236 
activities except the direction of the company- 
employed sales force in the U. S. James F. Pease 
continues as field sales manager in charge of that 
sales force. 

Richard B. Evans, formerly sales office manager, 
will become district representative in the Ohio- 
Indiana territory. Donald Paulson will take over 
O.E.M. and contract sales in addition to his responsi- 
bilities as service and training manager. 


Hoyer Gets Rheem A-C Post 


Cuicaco—James L. Hoyer has been appointed na- 
tional product manager in charge of air conditioning 
for Rheem Mfg. Co. Before joining the organization, 
Hoyer was principal member in the firm, James L. 
Hoyer & Associates, Washington, D. C., consulting 
engineers specializing in residential air conditioning. 


Republic Names Kitchen Distributor 


RicHmMonD, VAa.—Tower-Binford Electrical and Mfg. 
Co. has been appointed distributor for Republic Steel 
Kitchens in central and eastern Virginia. The dis- 
tributing company was founded in 1889. William T. 
Buckner, president, has named G. W. Royster head 
of the newly created steel kitchens department. The 
company will stock a complete inventory of Republic 
cabinets, sinks, counter tops and accessories. 


A-P Controls Gets Safety Award 


MitwavukeE—The A-P Controls Corp. recently 
won special recognition from its compensation in- 
surance carrier for a safety record more than twice 
as good as the national average for its type of indus- 
try. At a ceremony at the firm’s plant here, Roy 
W. Johnson, president, accepted an engraved plaque 
from E. J. Baxa, Milwaukee safety engineer for Em- 
ployers Mutual of Wausau. The company’s accident 
frequency rate (number of accidents per 1,000,000 
man hours worked) is 2.1, compared with a national 
average of 4.48 for similar industries. 


Whirlpool Sales Up for Ist Quarter 

New York City—Elisha Gray II, president of 
Whirlpool Corp., told stockholders at the recent an- 
nual meeting here that “sales for the first quarter 
were appreciably better than the corresponding three 
months of 1954 and were approximately following 
the general trend of the laundry appliance industry.” 
Gray said that final sales and earnings figures for 
the first quarter will be available soon. 


Williamson Expands Sales Program 


Cincinnatl, O.—W. L. McGrath, president of The 
Williamson Heater Co., has announced the appoint- 
ment of Gilbert W. Denges, vice president, as man- 
ager of research, engineering and product develop- 
ment and Gustave Leytze, vice president, as manager 
of jobber sales. McGrath said the company is ex- 
panding its sales coverage to new areas and intensify- 
ing sales activity in its present selling areas. New 
central residential heating and cooling units have 
been added to the line and an expanded research and 
development program has been undertaken. The 
expanded sales, merchandising and development pro- 
(Please turn to top of page 240) 
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GAN vows | 


BRASS GOODS 


UNIVERSAL SINK BASKETS 


Die-formed Stainless Steel construc- 
tion. Center post design prevents 
stopper from slipping when water is 
draining. Neoprene stopper assures positive, long-lasting 
seal. Packaged in convenient display carton to move fast. 






















FAUCETS 
All M.B.C. Faucets are cast from 
solid red brass in our modern foun- 

































dry. Machined, finished, plated and 
pressure tested with the latest auto- 
matic equipment. Removable units 


and seats for easy replacement. Dur- 
ible, efficient and dependable. 


For further in- 
formation on the 
full M.B.C. Line 
of Plumber's 
Brass Goods, write 
for complete de- 
tails or refer to 





INGINEERING 
Catalog Directory. 


SINK "P" and "S" TRAPS 





















SINK STRAINERS 


















FANNER FITTINGS 


better built 


GOOD BODY 


@ For a new “high" in pipe fitting performance, insist 
on the fitting with the ‘‘good body", You have to start 
with a “good body’, followed by precision production 
to produce pipe fittings that mean the difference be- 
tween profit and loss on the job. With a good body, 
you get better threading, smoother chamfering and 
greater strength which result in faster starts and 
flying finishes. 

For over half a century, FANNER has specialized in the 
manufacture of fine malleable iron products. Fine 
FANNER fittings are made from top grade NORMALIZED 
AIR FURNACE MALLEABLE IRON — tough, rugged, 
pressure tight iron. This normalizing increases impact 
resistance of malleable iron from 33% to 40% ... 
improves threading qualities . . . and prevents em- 
brittlement ordinarily caused by hot galvanizing. 
NORMALIZING, plus the heavier-than-average design 
of Fine FANNER fittings results in ‘extra strength" fittings. 


WRITE FOR FREE CATALOG 
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gram, McGrath said, has brought about the new 
management personnel appointments. 

Denges, formerly jobber department sales man- 
ager, has been with the company for 28 years. In 
December, 1954 he was elected president of The 
National Warm Air Heating and Air Conditioning 
Assn. His new responsibilities will include heating 
and cooling product development along with repair 
and service department supervision. 

Leytze is completing 31 years of service with the 
company. He will supervise wholesaler sales and also 


| will coordinate advertising, sales promotion and mar- 


ket research activities. 


Goldsmith Joins Delta as Sales Mgr. 


Trenton, N. J.—William T. Goldsmith has resigned 


| from the General Electric Co.’s appliance control 
| department to become national sales manager for the 


Delta Heating Corp. He joined General Electric in 
1948 and was transferred to the Controls Division 
when the company entered the heating controls busi- 
ness. In 1952, he was appointed heating controls 
supervisor for the appliance control department. 
Goldsmith will headquarter at the Delta Corp.’s main 
office here. 


Jay R. Smith Names New Sales Agency 

Unton, N. J—The Jay R. Smith Mfg. Co. has an- 
nounced the appointment of the newly formed Smith 
& Wolfe sales agency, Rensselaer, N. Y., as repre- 


| sentatives in eastern New York, Vermont and Berk- 
| shire county, Massachusetts. The new agency will 


carry the line of chair carriers, drains and inter- 
ceptors. Wolfe and Smith were manufacturers repre- 
sentatives before forming their own agency. 


Rights to Glasby Units Available 


BELLEVILLE, N.J.—The J. P. Glasby Mfg. Co., Inc. 
has announced that all patents, patterns and rights 
are available for licensing on three heating and 


| winter air conditioning units designed by the firm. 
| The three units for basementless homes, semi-base- 
_ ment homes and full basement homes all feature the 


patented fan scroll space blower built into the upper 
part of the combustion chamber. Brochures on the 
units are available from the company at 5 Mont- 
gomery St., Belleville 9. 


Kitchen Planning Not Difficult 

Warren, O.—“The tendency in the industry to 
consider kitchen planning and installation as com- 
plicated and difficult is losing money for dealers,” 
M. L. Ondo, general manager of sales for Youngstown 
Kitchens, stated here last month. 

Ondo noted that surveys show that some dealers 
shy away from putting an all-out effort behind 
kitchen merchandising because they feel there are 
too many headaches involved. “This is not true,” he 
said. “The industry as a whole has made the business 
of kitchen planning too formidable by insisting on al! 
or nothing. It is not necessary to engineer every 
kitchen to match the luxurious ones shown in the 
magazines.” 

















THE FANNER MANUFACTURING COMPANY Ondo said highly fashionable kitchens illustrated 
Brookside Park Cleveland 9, Ohio | in magazines do an “excellent job of creating con- 


a eee (Please turn to top of page 243) 
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“Take it from me: 
it's a lot of valve for 
the money. Protects 
your customers, too!” 















FUSIBLE & 
NON-FUSIBLE VALVES ® 
FUEL OIL FILTERS e SAFETY DEVICES 


Firomatic Fusible Valves are designed to close automatically when 
subjected to heat of 165°. Since the fusible element is in the hand- 
wheel, it is not necessary to replace the valve or remove it from 
the line if metal is fused. Simply replace the low cost handwheel. 
All Firomatic Fusible Valves can also be operated manually. 


The Firomatic line offers over 80 different types of valves, as well 
as Thermal Switches, Fuel Oil Filters, Tank Gauges, Fill Boxes and 
Vent Caps. Sold nationally by jobbers only. 


FIROMATIC DESIGN CAN BE IMITATED— 
BUT FIROMATIC QUALITY AND SERVICE 
CANNOT BE DUPLICATED 


<Oos 


165 Dexter Avenue e« Watertown, Mass. 











E N. E W Exclusive'Home-Run” FEATURES 


Ely 


in the FURNACE CLEANER league —qm 






New type motor, more powerful, better 


( a ase it mee 
a an \ ° —- gives 70 inches water lift 
Satety | | | 
nce \ 2 Extra electric outlet on top of machine 


ele | \ © for connecting drop light. No hunting for 
jity: outlets and dragging lengths of wire 
ad I across the cellar floor. 


units- 





Depen 3 Amazing new Rayon Bag with ‘‘baseball”’ 
all + 


sas-fired 
& s device. EXCLUSIVE on Empire Furnace 


aia vital 










part rs recon! ize val ‘lable in Cleaners. Outlasts dozens of paper bags 
Pealet ie va eel % Keeps machine at top efficiency. Avail- 
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or § 
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pine- Tut 
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7" treludes .. . One 10 ft. Heavy 
Duty Hose—One 30” Crevice 
Tool—One Bag Cage with Fil- 


ter Bag—One Paper Filter. FURNACE Still only 
econ Redes cae: ST 
Manufactured by 


EMPIRE CHEMICAL PRODUCTS CO. 


me) oe Street, Newark 2, N. J. 


noda—KRESNO STAMM. 506 Harbe $1, Mont 
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Leaky Faucets 
Can Cost you Money 
,..and Customers / 





Disgruntled customers are just bad business. But leaky 
faucets don’t have to be the cause. Chicago Faucets 
— today’s most wanted faucets — have a record of 
dependable, trouble-free service that is unsurpassed 
by anything of their kind. With but occasional re- 
washering, they stay leak-free for years and years. 
They close with the pressure, not against it, lessening 
wear at the spot where leakage normally occurs, 
and assuring easy operation. If ever necessary, the 
standard operating unit, in whole or in part, can be 
replaced as easily as replacing a light bulb. The 
good will you build with each Chicago Faucet will 
pay off in business for many years to come. 


THE CHICAGO FAUCET COMPANY 


CHICAGO 39, ILLINOIS 








Chicago Faucet Products are distributed 
through the plumbing trade exclusively. 


no need for more... 


ONE pots THE Jos! 


David needed just one 

stone from his sling 

to kayo Goliath .. . 

and you can lick giant 

pump control prob- 

lems when you stock 

the Penn Series 154... 

the one and only pump con- 

trol that satisfies all normal 

range and differential needs. 

The Series 154 pressure control 

for water systems combines both 

narrow and wide differentials into one single, 

compact unit. No need to handle two or more 

models. You simplify your inventory .. . add to 

your profits ...and help the pump you sell deliver 
the most water per dollar of electric current. 


It’s a better pump control... with sturdy 2-pole 
construction, greater contact pressure + + + posi- 
tive direct action .. . no pivots or knife edges to 
wear or bind. Streamlined design of the water- 
shed cover requires minimum mounting space; 
simplified design makes installation and wiring 
extremely easy. 


Get the full story from your manufacturer, 
wholesaler, or Penn Controls, Inc., Goshen, Indiana. 


PEND serene: 


FOR HEATING, REFRIGERATION, AIR CONDITIONING 
PUMPS, AIR COMPRESSORS, ENGINES, GAS APPLIANCES 
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News . . . continued from bottom of page 240 


sumer interest and suggesting desirable advantages,” 
but it is obvious that most of them are beyond the 
budget of most homeowners. “Too many dealers ap- 
proach a sale with the idea that they must fit equip- 
ment wall-to-wall, rather than fit the customer’s 


budget,” Ondo emphasized. 


Line Material Offers Truck Service 


MitwavuKEE—Line Material Company has recently 
acquired an open top trailer truck for nationwide 
deliveries of its fibre pipe. W. M. Bloom, product 
manager-fibre products, said the 33-ft trailer can 
carry a maximum of 32,000 lbs., and that the open 
top trailer permits crane unloading with the use of 
special metal slings which are provided. The new 
truck will haul fibre pipe from the firm’s Barton, 
Wis. and Sherman, Tex. plants. 


Whirlpool Extends Home Service 

St. JosepH, Micu.—Home service directors of 
Whirlpool distributors attended a Home Service 
Directors’ National Conference here last month for 
the purpose of exchanging ideas and encouraging 
cooperation with the firm in extending home service 
to customers. A series of special presentations by 
Whirlpool sales department executives relating 
home service to advertising and promotion, serv- 
icing product training and research highlighted the 
program. A quality control presentation and plant 
tour was also included in the conference. 


Marsh Opens New Canadian Plant 

EpMONTON, ALBERTA, CAN.—Marsh Instrument & 
Valve Co., Ltd., has announced the opening of its new 
manufacturing and sales office here. M. C. Minton 
will be the resident manager and Clyde Fisher will 
head the manufacturing staff. The new plant will 
manufacture gauges, regulating valves, industrial 
thermometers and needle valves. 


Republic Names Georgia Distributor 

Canton, O.—Republic Steel Kitchens has awarded 
a franchise covering more than 50 counties to Fer- 
rell-Wight Co., Inc. of Albany, Ga. According to 
C. E. Howes, general manager of sales for the Re- 
public’s Berger Division, distribution of steel kitch- 
ens in the southwest Georgia area will begin imme- 
diately. 


Rheem Products Featured in Contest 

Los ANGELES—Residents in 16 western states will 
have a chance to win a ranch home completely 
equipped with Rheem plumbing and heating equip- 
ment and Rheem-Wedgewood appliances in a contest 
being sponsored jointly by Rheem Manufacturing Co. 
and White King Soap Company. The theme of the 
contest will be to name the “Dream Home.” 

Six weekly contests will be run beginning May 16 
and closing June 26. Contestants are required to sub- 
mit an appropriate name for the home along with 
reasons in 20 words or less, enclosed with a boxtop 
or label from a White King product. 

The final winner will have a choice between a 
model home already built in Costa Mesa, Calif, or an 

(Please turn to top of page 244) 
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ECONOMY PACKAGE 
by MANSFIELD 


Use Mansfield’s new sturdy corrugated cartons — attractively 
printed in dual colors—to step up your profit potentials. 
Chock full of eye appeal for point of purchase display. 


The new “economy special” is a big hit with Mansfield Dealers. 
In this deal you get 6 individually boxed No. 09 Ballcocks in 
a shipping carton. There is also the standard pack of 24 
individually boxed No. 09 Ballcocks to a shipping carton. Also 
evailable in bulk packing (not boxed) 24 to a shipper. 


MANSFIELD No. 09 BALLCOCK 
Combining features not found in 
higher priced fittings—quality 
workmanship throughout. Popu- 
larly priced. 














MAKE MANSFIELD 
YOUR CHOICE 


There are no better values to 
be had. 





No. 03 
HEAVY DUTY 
BALLCOCK 














elie 


RED BRASS FLOOR FLANGES 





———— — 








, 
LIQUID CONTROL VALVE 








CLOSET SPUDS 


Check with your favorite jobber or write 


BRASS DIVISION 


MANSFIELD SANITARY POTTERY, INC. 


Perrysville, Ohio 


121 First St. 
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ASK THE 


PIPE FITTER 





there is a difference 
in pipe tools! 


Good pipe tools mean longer service life 
and greater satisfaction on every 
job. Toledo unconditionally guarantees 

every pipe wrench it makes. . 

your assurance of maximum service 
at lowest cost. Single spring action 
gives quicker, easier setting on pipe 
surfaces. Replaceable jaws in every 

size from 6” to 48”. Your supplier 

knows and stocks Toledo pipe 
wrenches, pipe cutters, pipe threaders 
and power machines. 
time try Toledo. 


ee as ee 


seems 


- THE TOLEDO PIPE THREADING MACHINE CO. a 
TOLEDO 4, OHIO j 


BUILDERS OF THE WORLD'S FINEST PIPE TOOLS 


shoRave 


PIPE THREADERS + PIPE WRENCHES + PIPE MACHINES 
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exact duplicate built in his home town. A cash prize 
will be offered as an alternative. Cost of the home 
will be borne by Rheem, and 120 first and second 
prizes in the six weekly contests of Rheem-Wedge- 
wood ranges and clothes dryers will be awarded by 
White King. 

Representing Rheem in working out plans for the 
contest are Richard Pallin, sales manager for plumb- 
ing and heating equipment, Western region, and 
Ronald F. Barlow, Southern California regional sales 
manager for Rheem-Wedgewood division. The pro- 
motion was conceived and is being carried out under 
the direction of Lew Lacy, sales promotion manager 
for White King. 


Akerblom Joins N.J. Wholesaler 


TRENTON, N. J.—Manufacturers Selling Co. has 
announced that Lloyd Akerblom has joined the or- 
ganization to head the company’s expanded mer- 
chandising program. Recently retired from the U. S. 
Navy, Akerblom began his extensive career in the 
wholesale heating field in 1925 when he joined the 
Philadelphia branch of the American Radiator Co. 
He later was transferred to the Chicago branch and 
subsequently served with that company and the 
Standard Sanitary Mfg. Co. in Michigan, Indiana and 
other mid-western areas. Akerblom started the oil 

















burner division of the Hajoca Corp. which was late 
expanded into the heating division, operating through- 
out Hajoca’s 35 branches. 


Geneva Names “Dealer of the Year” 

GENEvA, ILtL.—Damascus Electric Co., Damascus, 
Md., has been acclaimed “Dealer of the Year fo: 
1954” by Geneva Modern Kitchens, a division of 
Acme Steel Co. This marks the second successive 
year that the company has received this award. To 
honor the occasion, Willard Woodfield, manager of 
Damascus Electric, and his wife were flown here to 
receive the award which included a $500 Savings 
Bond. In making the presentation, D. R. Barber, sales 
manager for Geneva, said that competition was so 
(Please turn to top of page 247) 
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FUEL OIL FILTER 
Model 2A-700 for aver- 


age size jobs. 









Conccal 


FUEL OL FILTER 
Model 2A-300 for big, 
dirty jobs. 


| 


PROFITS WERE NEVER BETTER! 


Over a million GENERAL FUEL OIL FILTERS have been sold since General 
introduced America’s first domestic fuel oil filter in 1939: A million individual 






















profit possibilities at the time of the initial sale . . . An additional million sales 
leads each year in the form of seasonal cartridge replacements! 


No wonder heating contractors are saying profits were never better. 


[The Original Domestic Fuel Oil Filter 


Every oil burner . . . every service call . . . every oil delivery provides a 
\ potential additional sale — when you stock and sell fast-moving Generals. 
They‘re available in three popular models — so there’s always one to fit the 
job. If you’re not already profiting from the General line, ask your jobber 


about details. 


CLEAN RIGHT SOOT REMOVER 


is a profit-maker, too! For any type heat- 


General Filters carry 


this Underwriters’ 











Replace Every General Cartridge 
You Sell-- At Leost Once Each Year. 


it’s 


bronze construction. 
and 30 lbs. relief. 


delive 





FUEL OIL FILTER 
Model 1A-25 for small 
jobs. 


BROTHERS 


A dependable filler and relief valve tor control- | 
ling pressures in hot water heating systems. All | 
Factory settings 12 Ibs. 


BROTHERS COMPANY 


2324 Kishwaukee © Rockford, Iilinois | 


in hot Water Systems. °° 
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ing plant. Burns without flash or intense Laboratories Seal 


heat. Made for General Filters, Inc. 


GENERAL FILTERS, ; INC. 


43800 GRAND RIVER AVENUE + NOVI, MICHIGAN 


Canadian General Filters, Ltd. * 39 Crockford Blvd. * (Scarboro) Toronto, Canada 














SPECIFIC SOLUTIONS 
10 3 SPECIFIC 
HEATING PROBLEMS |= 






DELTA DIRECT-FIRED | 
OIL UNIT HEATER 


For lowest cost industrial heating. Ideal for fac- 
tories, warehouses, commercial buildings, and 
locations requiring high velocity air delivery. 


DELTA 
SUSPENDED-HORIZONTAL 
FURNACE 

Especially shallow for narrow crawl spaces CTT. | 


attics. Larger models for offices, partitioned 
spaces, stores, gas stations. 





MODEL 200 









DELTA GUN-TYPE 

FLOOR LEVEL FURNACE 
Provides an extremely effective, 
yet extremely economical central 
heating system for small 
cellarless homes. 











SALL Fittings greatly im- 
prove efficiency of entire 
hot water system. Only one 
fitting on return line is 
needed. This directs free 
flow of water through ra- 
diotor. 











FOR THE FACTS! | 
YOU can beat all your competition with this profit-packed trio 
of fine heating equipment . . . made exclusively and only by DELTA! 


DELTA HEATING CORPORATION, TRENTON 8, NEW JERSEY 


Representatives in all major cities 




































URKS 


WATER SYSTEMS 
Will Clinch 


EXTRA SALES 


MAY is 
NATIONAL 
WATER 
SYSTEMS 
MONTH 





: | 
| Only Deep Well System with 
: PATENTED “KAM-ACTION” 


Your customer's satisfaction is assured when you put 
in an HV Water System. Because of its patented 
“KAM-ACTION” this centrifugal system delivers 
more gallons per hour. Because of its ‘“Vent-Air” 
feature it bleeds off air and gas from the case and 
primes easier. Because of its Balanced Bronze Im- 
peller it gives smoother, quieter operation. 

The BURKS HV System is available with 2 pipe 
or 1 pipe educers. It’s engineered for your choice of 
either horizontal or vertical installation with no 
mechanical changes. 

Write for complete details on BURKS HV Water 
Systems and a BURKS Dealership. 











DECATUR PUMP COMPANY 


33 Elk St., Decatur, Illinois 









This Completely NEW 
KOLLMANN K-50 


is the handiest tool made 
to 3. 












for cleaning lines from % 


Exclusive Finger Tip Clutch assures 
instant starting or stopping of 
%%" cable and operates brake 
on 4“ cable adapter to check 


ever-running of drum. Sink Waste Adapter. 


Electrically oper- 
oted forward-stop-_. 
reverse switch. 


closes sectional 54” 
cable to end whipping 
or backlash. 


14H. P. 110V repulsion-induction — 
motor for years of hard service. 






Weighing only 30 easy-to-carry pounds, the Kollmann 
K-50 is the most versatile and efficient small-line cleaner 
ever designed. The K-50 basin snake adapter clamps to 
the guide hose mounting in a few seconds and spins up to 
25’ of %4” snake right through the basin plug. Remove the 
adapter, attach the guide hose and you're ready to handle 
as much as 100 feet of ¥e” sectional cable for cellar drains, 
downspouts, supply lines etc. The high speed (500 R.P.M.) 
does a fast and complete cleaning job through any combi- 
nation of traps and bends, 


You can take a K-50 with sink } 
waste adapter into the cleanest mod- 
ern kitchen . . . open the drain with- 
out tearing out the trap and leave 
the place spotless... all in a matter 
of minutes. Andi it's just as handy for 
drinking fountains, bath tub or basin 
drains, toilets or urinals. 












With ¥4” sectional cable you're 
ready to make short work of clear- 
ing cellar drains, downspouts or 
supply lines for as much as 100’ 
+++ no matter how crowded or 
cluttered the work space is. 


Kollman cleaners have always been top profit makers for 
master plumbers and drainage specialists. Ask your jobber 


for a demonstration or write for the complete line catalog. 


KOLLMANN MFG. CO. 
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keen that three special awards were made to runner- 
ups, Bailey’s Kitchens, Colorado Springs, Colo., 
Stanley Doe Cabinet Co., Cincinnati, O., and Ted 
Moser of E. Herman Moser, Philadelphia. 


Fairbanks, Morse Names New V. P. 


Cuicaco—R. H. Morse, Jr., president of Fairbanks, 
Morse & Co., has announced the election of L. R. 
Gaiennie, director of personnel, as vice president- 
personnel. Gaiennie received various degrees at 
Washington University, the University of Wisconsin, 
Chicago University and was awarded his Doctor of 
Philosophy degree at the University of Iowa. 


Perfection Stove Changes Name 

CLEVELAND—The Perfection Stove Co. has changed 
its name to Perfection Industries, Inc. effective April 
1. The change is another step in the company’s 
broadened scope of operation which includes the 
development and manufacture of ranges, furnaces, 
space heaters, water heaters and air conditioners. 
The new name is the fourth the company has had 
since its founding in 1888. Originally the Cleveland 
Foundry Co., the firm became the Cleveland Metal 
Products Co. in 1910, and in 1925 was renamed Per- 
fection Stove Co. 


Servel Picks Bullock as Cooler Mgr. 


EVANSVILLE, IND.—John W. Bullock has been ap- 
pointed sales manager for room air conditioners by 
Servel, Inc., according to John H. Wall, vice presi- 
dent and general manager of the home appliance 
division. Prior to joining Servel, Bullock was sales 
manager of the room air conditioning division for 


the Mitchell Mfg. Co., Chicago. 


Otto Bernz Names New Executives 

Rocuester, N. Y.—The Otto Bernz Co., Inc., manu- 
facturers of propane gas torches, has announced the 
appointment of C. Kenneth Juno as advertising man- 
ager and John A. Wiegand as sales promotion man- 
ager. Juno has been in advertising since 1939, first 
as assistant advertising manager of Columbian Rope 
Corp., Auburn, N. Y., and since 1950 as advertising 
manager of Remington Corp., also an Auburn firm. 
Wiegand joined the company in 1954 as supervisor of 
its sales department. 


Add Color to Westinghouse Appliances 

MANSFIELD, O.—Major appliances made by the 
Westinghouse Electric Appliance Division will now 
be available in a choice of colors, it was announced 
here recently by R. H. Sargent, manager of major 
appliances. In addition to white, the appliances will 
also be available in sunshine yellow and cascade 
aqua. The ffirm’s laundry equipment, table-top 
water heater, free-standing dishwasher and ranges 
will be finished in two-color tones, Sargent said. 
They may be purchased either with cascade aqua 
bcdies and sunshine yellow tops or the reverse, 
with the refrigerator furnished in a solid color, either 
aqua or yellow. 

“There will be a nominal! increase in suggested 
list price and cost of the colored appliances,’ Sar- 


(Please turn to top of page 248) 
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‘American Brand’ 


CUT LENGTH PACKING 








merican Brand’ 
KNO-LEAK 


( ~<igeaga treated) 












Long staple jute ; 
fibers are treated with 
a special compound 
that packs down to a seal that 
| stays tight. “KNo-LEAK”’ will expand 
when wet, making the joint even more secure. Strands 
are pre-cut to 27" and are ideal for any size pipe. 
Put up in 5-lb. boxes, 10 boxes to a shipping carton. 


“American Brand’ 


EAGLE 


( Tarred ) 









Fibers are 
specially treated 
with a carefully balanced tar _ 
solution. This packing is ready to use y 

and is put up in lengths of approximately 27". Pack- 
aged in 5-lb. boxes, 10 boxes to a shipping carton. 
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AMERICAN MANUFACTURING COMPANY 


Brooklyn 22, New York 
ROPE - TWINE - OAKUM - PACKING 


BRANCH FACTORY: St. Louis Cordage Mills, St. Louis 4, Mo. 
SALES OFFICES: Boston, Chicago, Houston, New Orleans, 
Philadelphia, San Francisco 

































































DUPLEX 
\ PROTECTOR 
S VALVE 


... prevents bursting 
washing machine hoses 
... ends dripping 


SAFE . SURE 


Rugged Construction 
Easy Installation 


SIMPLE . 


Takes off pressure 

\ | A flick of the single lever 
I | to the right turns on doth hot 
| and cold water supplies. 
(| A flick to the left — both 


are instantly shut off and 


Lifetime, patented, cast 
bronze construction... 
famous Symmons quality 
throughout. Unique 
triple-seal packing 
specially designed to 
withstand pressures up to 
90 Ibs. Available with either 
male union connections for 
threaded 4” I.PS. fittings, 
or with 14” sweat elbow 
connections with 

wall support. 


the supply pressure is 
| removed from the hoses. 
Positive action and 

drip-proof construction 
eliminate danger from 
bursted hoses and dripping 
shut-offs. Avoids possible 
serious damage to washing 
machine solenoid valve when 
idle. Increases life of hose 
lines. Guaranteed 


leak-proof and drip-tight. 


Matt, by the mabatd of, SAFETYMK 


Write today for complete 
information 
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gent said. “The amount of this increase has not as 


yet been determined, but it will be competitive,” he 
said. 


Mfrs. Group Sets Meeting Date 

Newark, N.J.—The Fuel Oil & Water Heater 
Manufacturers Assn. will hold its next meeting May 
19-22 at the Pocono Manor Inn, East Stroudsburg, 
Pa. Robert B. Zinzer, secretary, who made the an- 
nouncement, stated that the agenda consists of 
general and technical meetings and will include a 
discussion of various standards for the design and 
construction of steam to water converters, instan- 
taneous water heaters, storage water heaters and 
similar equipment. 


L. J. Wing Announces New Officers 

Linpen, N. J.—L. J. Wing Mfg. Co., manufacturers 
of heating, ventilating and combustion equipment, 
has announced new officers following the retirement 
of Walter W. Wilson, vice president and treasurer. 
Officers named are H. S. Wheller, president and gen- 
eral manager; C. H. Smith, vice president and treas- 
urer; H. S. Wheller, Jr., vice president and secretary; 
T. R. Peyrek, vice president in charge of the heating 
and ventilating division, and C. R. Mayer, assistant 
treasurer. 


Armstrong Execs. ‘‘Turn Professors” 

Co._umsus, 0.—George Zimbelman and Lou Feeney, 
executives of the Armstrong Furnace Co. were guest 
lecturers at Iowa State College during a four-day 
short course in heating and air conditioning held last 
month. Zimbelman, western division sales manager 
of Armstrong, spoke on “How to Correct Pop, Float, 
and Lift Out of Gas Furnaces.” Feeney, air condi- 
tioning sales promotion engineer, spoke on “Taking 
the Mystery Out of Air Conditioning.” 


King to Market New A-C Line 


GuenpDALE, L. I.—The King Refrigerator Corp., 76 
02 Woodhaven Blvd., a manufacturer of air condi- 
tioning and refrigeration equipment for 23 years, is 
opening up territories for its new self-contained 
residential air conditioning units. The announce- 
ment, by H. Herbert Koeppel, president, stated that 
the new units are offered in 1, 2 and 3-ton capacities, 
with all parts hermetically sealed to simplify serv- 
icing. The King Company is marketing these units 
through plumbing and heating sales organizations, 
Koeppel said. 


New Sales Program for Elgin Softener 

Exon, Itt—Chester T. McGill, president of Elgin 
Softener Corp., stated last month that sales pros- 
pects for the water softener industry in 1955 and 
1956 are good, especially in the home market. As 
part of an expansion program by his company, 
McGill announced the appointment of Walter W. 
Kemphert as director of sales and V. J. Flood as 
manager of field operations for the home appliance 
division. Kemphert’s experience in merchandising 
and distribution gained through his association with 
Worthington Corp. as merchandising manager and 
(Please turn to top of page 251) 
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CABINETS. 


bathe-Kite 
Sold With Confidence Everywhere | 


SOMETHING NEW—Two tone colors on BATHE- 
RITE shower cabinets! Makes the most modern 


bathroom sparkle with beauty ... and makes the 
extra bathroom the most popular room in the house. 


Our complete line gives you 6 Models of cabinets, 4 
types of doors and 4 different receptors from which 


to make your selection. All BATHE-RITE shower | ; 


cabinets are made of heavy gauge galvanized bon- 
derized steel, finished in 2 baked on coats of enamel. 


Get a BATHE-RITE shower cabinet if you want to 
— that mass production look to your instal- 
ation. 


Best of all, you pay no more for BATHE-RITE 


cabinets than you have been accustomed to pay for 
ordinary mass produced units. 


abhe-bei 


DIVISION OF THE 


MILWAUKEE STAMPING COMPANY 


Milwaukee 14, Wisconsin 
Y METAL PRODUCTS SINCE 1893” 
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SHOWER (aes 


YOU CAN MAKE 








ier -cdecwing root-blocked sewers for 
your customers by using... 


ROOT 


The patented chemical with eleven years of outstanding i 
performance throughout the United States and Canada. 
NO DIGGING OR MECHANICAL EQUIPMENT IS NEEDED 
Your man merely pours ROOTO into the opening 
nearest the blockage. When he returns, if necessary, 
a few hours later, the sewer is usually free flowing. 
No need to pump out flooded basements before 
using ROOTO, either. Get ROOTO from your jobber 
today. It is unconditionally guaranteed. 
Here is the advertisement that is running in daily newspapers 
to tell the ROOTO story to your customers. 
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Write Today for 
Catalog and Prices 


The ROOTO Corporation 


17319 Wyoming Ave. ¢ Detroit 21, Mich. 
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heating 


Carrier has fifty years of experience in “making” and 
controlling temperatures. Today Carrier offers a choice 
of steam and hot water unit heaters in various types 
and a wide range of sizes. All are of highly advanced 
design for the efficient distribution of heat in factories, 
warehouses, display rooms and the like. 


we 
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The Carrier 4-way Directed-flo Unit Heater 


Carrier knows 


is the answer to the problem of heating large spaces. 
In contrast to conventional types of unit heaters, the 
directional-flo unit will heat three times the same area 
more economically and at a lower initial cost. Fewer 
heating elements are required. Less piping, valves and 
fittings are needed. The 4-way delivers quick heat 
downward from any or all four sides... as much or as 
little as wanted. Eight sizes—82,000 to 590,000 Btu /hr. 


WRITE or USE COUPON for complete information 


CARRIER Horizontal 
Air Discharge Unit 
Heater is powerful, 
smartly styled and 
quiet in operation. 
For retail shops, res- 
taurants, garages, 
offices. Sizes 21,000 to 
200,000 Btu/hr. 


CARRIER Projection 
Type Unit Heater 
gives very efficient 
down-blow heat dis- 
tribution, even from 
high ceiling installa- 
tion. Choice of stand- 
ard or low tempera- 
ture rise coils. 30,000 
to 576,000 Btu/hr. 





% CARRIER CORPORATION, 336 S. Geddes St., Syracuse, New York 
| Send folders on features and selection data of Carrier Steam and 
Hot Water Unit Heaters. 
| 
| 
| 
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AIR CONDITIONING 
REFRIGERATION 
INDUSTRIAL HEATING 
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WINDMASTER 


the modern draft control 
that 


on 
‘e oun piTcH!” 












































As long as it’s mounted on the side of the 
pipe, the pitch makes no difference. Wind- 
master is a star performer on sloping as well 


as horizontal and vertical pipes. 





Once in the saddle, Windmaster silently 
rides herd on the slightest increase in draft 
before the burner knows about it. 


Corral these Windmaster advantages 
for your jobs 


Hi Sloping Pipe installations @ Large Square Vane—more 





@ 45° Vane—no nervousness effective area 


—faster response @ Calibrated Counterweight 


@ Permanently Silent Non- @& E-Z 'Dapter — quick, easy 


Rusting Nylon Bearings installation 


Check the pitch and you'll see why it pays 
to say ““Windmaster” to your jobber. 


lind master caro. 


43 Vine St. Columbus 15, Ohi 
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as vice president in charge of sales for Skil Corp., 
will play an important part in the company’s new 
sales program for household water conditioning 
appliances, McGill said. Additional distributors and 
an improved sales merchandising program also are 
being established. 


N. J. Wholesalers Elect Officers 


Hackensack, N. J—The North Jersey Credit & 
Trade Club, Inc., an organization of plumbing and 
heating wholesalers in northern New Jersey, has 
ass elected its officers for 1955. Officers named were 
ie James DeMarco, Ral Supply Co., president; Louis 
J. Gilbert, Central Engineering & Supply Co., vice 
president; Herman Zitcer, Sachs & Zitcer Supply Co., 
secretary; and Leon Finke, Central Bergen Supply 
Co., treasurer. The organization is celebrating its 
31st aniversary this year. 


Sees Big Gains in Appliance Sales 

Cuicaco—The average household investment in 
electrical appliances in 1965 will be $5,000, compared 
with $1,300 now, predicts John W. Evers, president of 
the Commonwealth Edison Co. Evers, speaking at 
the American Power Conference here, also expressed 
the belief that the rapid sales growth of air condi- 
tioning, automatic dishwashers, food waste disposers, 
laundry equipment and water systems would have 
a dominant role in the future development of the elec- 
tric power industry. 
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Pullman Vacuum Buys Blower Firm 


Boston, Mass.—Stanley Berns, president of Pull- 
man Vacuum Cleaner Corp. here, has announced the 
purchase of Electric Blower Co. Electric Blower will 
be a division of Berns Mfg. Corp. In making the an- 
nouncement, Berns stated that the principal reason 
for the purchase of Electric Blower was to widen the 
range of Pullman Vacuum by giving it a more com- 
plete line of commercial cleaning equipment. 





Williamson Dealers Attend Meet 


Cincinnati, O.—At the Annual Jobbers Sales Meet- 
ing of the Williamson Heater Co., distributors came 
from 38 states to be briefed on the firm’s current 
sales data, sales promotion plans and product in- 
formation. Gus Leytze, vice president and manager of 
Williamson’s Jobber Sales Div., presented an evalu- 
ation of the sales potential for heating equipment for 
1955. New sales techniques, training of air condition- 
ing salesmen and servicemen, and the company’s 
service school were discussed by other executives of 
the firm. A tour of the company’s plant was also 
included in the meeting. 


more 


ight 
easy Trane Reorganizes Sales Department 

LaCrosse, Wis.—The promotion of three sales 
engineers to executive positions in the sales depart- 
ments of The Trane Co. has been announced by 
Thomas Hancock, vice president in charge of sales. 
Werner G. Wassmandorf will manage sales of the 
company’s reciprocating compressors and cold gen- 
erator packaged water chillers and Lloyd E. Eater 
will direct sales of the fluid cooler line of equipment. 
Wilfred R. Barnard will be responsible for the mar- 
hi (Please turn to top of page 252) 
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VENTALARM *GAUGE 


Underwriters’ Approved 


The famous whistling tank fill signal and 


















easy reading gauge in one money-saving 
unit. Goes on tank as integral part of 
vent pipe. Signal case takes the place 
and saves cost of reducer bushing. One 
less tank opening needed. One item to 
install instead of three. 


Specify tank depth and opening 
when ordering. 


“BUTTON-LIFT" 
INSTALLATION 
Lifting the button indicator 

draws cork arm up close to main 
shaft for easy installation az 
even in partly filled tanks. 
























a 
Ge 
& : Underwriters’ Approved 
A A modern convenience in every way. 
Be Big figures, adjustable face, jam-proof 
: lever arm, cork float. Accurate serv- 
ice-free operation. 
Specify tank depth 





when ordering. 


















and the famous 


VENTALARM 


@ 066 US Pal OFF 


WHISTLING TANK FILL SIGNAL 


Accurate fuel oil delivery without 





home entry. Truly automatic fills for 
the louseholder. Makes oil supply as 
clean and convenient as any other fuel. 


A variety of models for 
new and old tanks. 












Scully Products are manufactured under U.S. 


| and foreign patents or patents pending. “Just fill while 


the whistle blows.” 


See your regular Supply House. 
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GENERAL 


“TESTITE”’ 
Solder Fittings 


You just can’t beat GENERAL Cast Bronze Solder 
Fittings! They're quality from start to finish! Clean, 
bright, precision sockets . . . rugged, pressure-tested 
construction... lasting top performance. Available in 
all the popular sizes of ells, tees, adapters, couplings, 
unions, and reducing tees — plus the famous 
“specials” shown below. Send for folder. General 
Fittings Co., Box 151B, East Greenwich, R. I, 


Low-Cost, Top-Quality GENERAL 
Venturi Diverter speeds installa- 
tion of singie-pipe hot 


water radiation systems. 


GENERAL ‘'Special-Tee’’ Vent-or-Drain 
Fitting comes ready-to-install on fin-tube, 


baseboard radiator systems. 





GENERAL FITTINGS 
COMPANY 


WATER HEATERS AND HEATING SPECIALTIES 
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keting of the company’s “UniTrane” unit air con- 
ditioners. 

Sales of these products in the past have been in- 
tegrated with companion lines, Hancock said, but 
increased volume has called for these separate de- 
partments to handle the business. 


Stroop Joins GE as Sales Specialist 
LoutsviLLE, Ky.—H. Thomas Stroop has been 
named advertising and sales promotion specialist by 
the General Electric Co.’s household refrigeration de- 
partment. Stroop previously was advertising and 
sales promotion manager of the American Kitchens 
division of the Avco Manufacturing Corp. In his 
new position he will work directly under R. R. Fred- 
ericks, manager of advertising and promotion for re- 
frigerators and freezers. Stroop will specialize in 
refrigeration advertising and promotion. 


Milwaukee Bowlers Beat Chicago 


Cuicaco—The 62nd inter-city bowling tournament 
between the North and West Side Master Plumbers 
Pleasure Club of Chicago and the Milwaukee 
Plumbing Contractors Assn. resulted in a victory for 
the Milwaukee team by a margin of 110 pins. A total 
of 155 members from both associations attended the 
bowling match. Following the tournament, the con- 
tractors were guests of the Chicago organization at 
a dinner held at the Sheridan Plaza Hotel where the 
visitors were welcomed by Tom Taylor, president, 
and Leon Van Ess, past president. 


Gibbons Becomes Mfrs.’ Agent 


CLEVELAND—F rank P. Gibbons, for the past 14 years 
general sales manager of Viking Air Conditioning 
Div. of The National Radiator Co., has opened his 
own office as manufacturers’ representative. Gib- 
bons has been selling to the heating and air con- 
ditioning industry for 20 years and now will serve 
the territory he originally developed including west- 
ern Pennsylvania, Ohio and eastern Indiana. His 
headquarters will be at 2019 Brown Rd., Lakewood 
1,09: 


Admiral Sales Top $200 Million 

Cuicaco—Admiral Corp. has announced that its 
consolidated net sales for 1954 were $219,565,089, 
compared with $250,931,605 for the previous year. 
Ross D. Siragusa, president, who made the an- 
nouncement, said that this is the third year in the 
company’s 20-year history that sales have exceeded 
$200,000,000. Net earnings for the year were $6,547,- 
974 or $2.78 per share on the 2,358,396 shares out- 
standing. This is compared with 1953 earnings of 
$8,213,165, or $3.49 per share. 


Whirlpool Readies Dealer Ad Kits 


St. JosepH, Micu.—Whirlpool Corp. has announced 
a “Whirlpool Mrs. America Promotion” for distrib- 
utor and dealer use. The program is designed to aid 
dealers and contractors who tie-in locally with gas 
utilities participating in the 1956 Mrs. America con- 
test, by urging homemakers to obtain contest entry 
blanks in contractors’ stores. A special promotion 
kit contains dealer displays, window banners, ad 

(Please turn to top of page 255) 
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Heating Contractors and Home Owners 


Get all the FACTS! ... Send for Catalog R-100 today. 


A) te iil. ae) ile) 7 vile), | 


133 GREENWOOD AVENUE 





PEQUANNOCK, NEW JERSEY 
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- PEATURES 

SIMPLICITY OF INSTALLATION MODERN APPEARANCE 
EXCLUSIVE SUPER-FIN ELEMENT NEW CHROME COVERS 
INDIVIDUAL PACKAGES SPACE SAVING 
IDEAL CRADLE HANGERS LABOR SAVING 
SPARKLING WHITE FINISH 1-B-R RATINGS 
UNSURPASSED HEATING ECONOMY 


Spi-Rol-Fin performs a complete heating service . . 
Perimeter heating to blanket cold outside walls . . 
Convection heating to insure even distribution of gentle 
warmth . . . Radiant heating at “‘ankle-level’’ where the 
children play. 


Low silhouette, wall hugging design means more usable 
floor space—more decorating freedom. The smart mod- 
ern "look", achieved through smooth contours and 
“simplicity of line," blends with any decorative scheme. 
Truly modern heating quality and economy — to buy — 
to install — to operate. 


RADIATION 


RESIDENTIAL BASEBOARD | INDUSTRIAL FIN-PIPE 


PRopuCct®? 








ee 





al 


Domestic ENGINEERING, May 1955 


HERE’S WHAT SELLS HEATERS... 


Expressly designed to provide greater warmth . . . more comfort. 
The easiest of all to clean... inside and out... Here’s why: 
wide service door, entire lower back area fully open, top louver 
lifts out. Exclusive directional louvers direct the heat at an 
angle into the room and away from the walls. . . affording better 
circulation ... cleaner walls . ,. Only Peerless has it. 
vanced design will be good for many years ...a feature the smart 
buyers demand. There’s great¢r economy ... greater heating 
efficiency in a Peerless because it’s built by heating 
specialists with over 70 years of know-how. Top flight 
quality is evident at a glance... and still more so to 
the most discriminating that look at every minute 
detail. These are only a few of the countless 
features that make Peerless the greatest 
heating value in today’s market. Sold 
thru better Distributors everywhere 
- \... or write us for literature. 


This ad- 








Cut Tank Costs| 




















Up to date automatic and semi- Let our Novelon Lining Depart- 
automatic production equipment ment offer their suggestions as a 
in the hands of skilled craftsmen ‘olution to your storage problem. ' 
mean low initial costs. True econ- Considerable savings are often 
omy is effected in the many added —, by specifying a time- 
? wuiidinete situwent tn. o tested lining as an alternate to 
osetia - " far more expensive steel alloys— 
Novelty product built to top- with protection against corrosion 
quality standards. guaranteed. 


For free literature and information write or phone... 














NOVELTY STEAM BOILER WORKS, INC. 


Quality Fabricators for 50 Years 
4 Kloman Sts. comma poms Baltimore 30, Maryland 


Baltimore: Plaza 2-0425 °* New York: BAyside 5-6600 
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GUARANTEED QUALITY 








PLASTIC PIPE 



















You make a connection that makes you tough 
competition, when you line up with CRESLINE. 
Your only “comebacks” will be in the form of re- 
peat orders — and bigger orders at that — be- 
cause CRESLINE Plastic Pipe is made to keep your 
customers sold on its genuine excellence. You'll 
find CRESLINE sales are made easier, too, whether 
you're a distributor or dealer . . . through service 
that’s unmatched plus sales support to match! 


Every Coil of CRESLINE 

Guaranteed RIGHT . . . In Writing . . . because its quality 
is insured by the industry's strictest production standards. 
Fabricated of 100% VIRGIN MATERIALS, every coil is pres- 
sure-tested and fully inspected before it leaves the factory. 


Every Order for CRESLINE 

Handled as a “Rush Order’’ . . . SHIPPED WITHIN 24 HOURS 
. enabling you to guarantee deliveries far faster than can 

your closest competition. 













Every Foot of CRESLINE 


Measured and Marked .. . and every 
10-foot interval, too . . . a CRES- 
LINE EXCLUSIVE that speeds your 


sales and installations as well. 


Write for New Literature and Name of 
Your Nearest CRESLINE* Representative 


CRESCENT PLASTICS, INC. 


Dept. E-5, 955 Diamond Avenue, Evansville 7, Indiana 






May IS NATIONAL 


WATER SYSTEMS MONTH *Made to Specifications of the Thermoplastic Pipe 


Division of the Society of the Plastics Industry 
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NEW BEAUTY 
NEW GLAMOUR 


Here's the shower stall many experts thought was 
premium priced. One look and you too will wonder 
why it isn’t. Note the new Juxury-rounded entrance... 
the exclusive Spartan full length, deep groove, slip on 
_. the numerous other premium quality 










construction . 
features. 








The 
ROYAL 


by SPARTAN 
Choice of 4 Receptors 
Heavy Gauge Galvanized 
Bonderized Steel 


Std 


Also available 











in Aluminum 
the CROWN 


New — 
Beautiful 
Rounded 


30’'%30''x76"" Entrances 


32''x32"'x76" 





All Spartan Shower Stalls are made of heavy gauge galvanized 
Bonderized Steel and feature Spartan full length, deep groove, 
slip-on construction for extra rigidity, easiest assembly and 
greatest durability. America’s easiest showers to assemble. 


New Illustrated Catalog 
on Request 


Spartan Coast-to-Coast 
Warehouse Service 













New York, N. Y. 






Chicago, II. ( z 
Beverly Hills, Concord, N. Cc W 
Calif. Boston, Mass. 















Kansas City, Mo. 
Houston, Texas 


SPARTAN 


STALL C€0., INE. 


Brooklyn a2. N. ¢ 





SHOWER 


814 Meeker Ave. 
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News ... continued from bottom of page 252 


mats, radio spots and official Mrs. America seals for 
use on home laundry appliances on display. An as- 
sortment of feature stories and radio scripts for local 
newspapers and radio stations is also included. 


Dayton Pump to Push Export Sales 
Dayton, O.—Brand Laseter of Plant City, Fla., 
district sales representative of the Dayton Pump and 
Mig. Co., has been given the added responsibility of 
promoting the firm’s export sales in Central America 
and northern South America. He will visit Central 
America, Colombia and Venezuela soon to arrange 
for additional distributorships for the firm’s products. 


Utilities Spur Appliance Sales 

New York City—The trend toward expanded 
kitchen and laundry programs by gas utilities and 
contractors was emphasized in a survey made recent- 
ly by the New Freedom Kitchen & Laundry Bureau 
of the American Gas Assn. Utility companies repre- 
senting 75 percent of the nation’s gas meters currently 
have 280 New Freedom gas kitchen and laundry dis- 
plays on their main sales floors or at their branch 














... and this one agitates the clothes so 
much that the dirt has a nervous breakdown!” 


offices. Modernization of existing displays to high- 
light built-in gas units was also stressed by companies 
participating in the survey. Sixty-seven of the 
companies are cooperating with contractors in offer- 
ing customers a kitchen planning service. Sixty per- 
cent of the utilities reported that they work with local 
contractors in exchanging sales leads. 


Airtemp Announces New Warranty 


Dayton, O.—Chrysler Airtemp has announced a 
new 10-year unconditional warranty on the heat ex- 
changers of the firm’s furnaces. According to the 
terms of the warranty, the company will replace any 
heat exchanger, f.o.b. factory, that fails within ten 
years of service, provided there are no evidences of 

(Please turn to top of page 257) 


Domestic ENGINEERING, May 1955 








SENTRY... the new star 
in water heaters . . . b 


Offers a Revolutionary 3 point Sales Plan 
which gives you less inventory, greater profits, 


N. matter what line of electric or gas water heaters you sell, 
weigh it against the profit possibilities of Sentry’s 3 point plan: 


| aw crisp $10.00 bill for any heater 
replaced within the warranty period. 


Zh unique, inventory reducing “10 
Year Pac” which enables you to convert 
standard models to 10-year guarantees 
without duplicate inventories. 


3. A one year free “Service Policy” 
on the entire heater. 

Add to this a full line of deluxe and 
standard heaters, gas and electric, 
available in both glass and hot dipped 
galvanized lined tanks, and you have 
a water heater line to set the sales 
pace in any market. For full details 
and prices, write, wire or fill out the 
coupon below. 





Also available in Standard or 
Deluxe Table Top, Lo-Boy and * 
Corner Models with either 
glass lined or hot dipped gal- 


vanized tanks. 


Another Sentry Profit Maker... 


GAS AND ELECTRIC BUILT IN 
COOKING UNITS IN COLORS, 


STAINLESS STEEL OR COPPER, ~~~. 









Available in Standard or 
——~ Deluxe models, three capaci- 
— ties and choice of glass lined 
or hot dipped galvanized 
tanks, 


Be sure to ask for prices and specifications on the fastest growing units in 


SENTRY STOVE & MANUFACTURING CO. 
509 25th Ave., No., Nashville, Tennessee 


oti open ad Please rush full information on (] Electric 
Water Heaters [] Gas Water Heaters 
O Electric and Gas Built in ¢ ooking Units. 
Gall on wine fF NAME__ —_ 
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Think of it! A draft control that’s absolutely impreg- knot 
nable to soot, carbon, corrosion and dust... one that will H 

give years of accurate, trouble-free service in spite of the 2% 
most adverse operating conditions! The new Walker sells 
ROYAL PURPLE model is the first—and only—draft con- area 
trol with positive, all-point protection. These revolutionary form 
improvements can’t be copied or duplicated —they’re ex- ain 
clusively Walker because of pending patents. — 
The const purer i of the Philadelphia Show 

bes INSIDE S STORY Ww 

‘The weight aoa the 

assembly on the ROYAL plan 
PURPLE model is sealed anni 
in by a protective hous- ft 
ing which keeps mechan- = 
ism absolutely free from with 
dirt deposits. Unre- the 
touched photo at right part 
shows back of vane and 


housing after more than 
a year’s service. Cut- 
away shows spotless con- 


























dition of sealed-in weight C 
adjustment assembly. operating parts assure ease of an ; 
Clean, corrosion-free adjustment at any time. to ¢ 
This front view of an actual installation 5 mat 
shows location of pivot pins which control 980 
| | vane movement. Notice how they are : 
| located on front face of damper and set DON’T... 1. The pressure tight head is rail 
back, away from edge. Box-type hinges sealed and weather-proofed so inc! 
completely seal delicate knife-edge pivots, Take the chance it can be used indoors or out- in + 
keeping them clean and sensitive even after of ruining a doors. Only one type gauge . 
years and years of service. good Installation . . . needed for any installation. one 
For complete details on this sensational isthe ‘agen tinins 
new development in draft control, see your . : 2. Head is hermetically sealed LP 
jobber or write Walker Manufacturing and ~-r ilps eetadiiiaaaialieas making it leakproof, dustproof, 
Sales Corporation. glad you used a and absolutely shockproof. C 
Rochester Universal 
Another Outstanding Walker Development es Cank Ration 3. There is no opening of any kind mot 
7 into the tank. The dial indicator aro 
VENTURI-TOP CHIMNEY CAP SOLD AT LEADING works on a magnetic DRIVE, wat 
Ideally suited for both heating and phono ena - perfect reading at all . als 
ventilating applications, the Venturi- | , hea 
Top Cap can be used with gas, oil or | ‘ 
cout-fired heating systems. osc eli 4. Safety factor “J oe ai ~e 
vane keeps throat of vent facing into voquwements @& Me we en 
— wind for maximum draft control. | si og a" 3175 gy Pre 
Sloping-throat design prevents back | i saga tisit 
_— drafts and actually increases draft effec- 200 pounds per square inch. can 
= a tiveness of wind stream by constricting ea 
-~ it as it passes over chimney opening. ; Be 
7S ~ Unit rotates on a friction-free, ball- 
s4 < bearing patented pivot. Bushing is self- Pe 
by ‘e ~ lubricated and sealed against dirt, mois- | 
Any 1 _sture and corrosion. Streamlined design | I 
on ew | is both attractive and functional —a | es 
a ae ‘a "GE “combination which makes it a favorite | Slg aay . 
with today’s architects. “ MANUFACTURING COMPANY, INC. a 
DIAL THERMOMETERS GAUGES AMMETERS - 
Walker — and Sales Corp. apé 
80 Penn St. St. Joseph, Mo. ROCKWOOD STREET, ROCHESTER 10, N. Y., U.S.A. 
Do 
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continued from bottom of page 255 


News... 


wilful damage or abusive service. Formerly the 
firm’s warranty covering the exchanger was of eight 
years duration. 

J. F. Knoff, vice president in charge of sales, said 
that the new warranty is the result of an extensive 
research program aimed at the continuous improve- 
ment of product quality. 


Hajoca Corp. Names Two Managers 
PHILADELPHIA, Pa.—Hajoca Corp., large eastern 
wholesaler, has announced the appointment of Wil- 
liam J. Mihm as manager of its pipe fabrication de- 
partment and Jerome Tieger as manager of its 
refrigeration and air conditioning department. Mihm 
previously designed piping systems for oil refineries, 
chemical and power plants where he acquired 
knowledge of pipe fabricating before joining Hajoca. 
He will be located at the firm’s pipe shop here which 
sells its fabrication service throughout the 35 branch 
areas which extend from Newark to Tampa. Tieger, 
formerly heating-cooling engineer with the com- 
pany, will now be located at the firm’s general offices. 


OIC Sales Execs. Study New Valve 


WapswortH, O.—Sales department executives of 
the Ohio Injector Co. “went to school” at the firm’s 
plant here recently as part of the company’s semi- 
annual division sales managers’ meeting. Purpose 
of the classwork was to familiarize the sales staff 
with OIC’s new lubricated plug valve design. During 
the session, salesmen asembled valves from stock 
parts and saw the assembled valves tested. 


Republic Steel Adds New Warehouse 


Canton, O.—Republic Steel Kitchens will construct 
an additional 112,000 sq ft warehouse here, according 
to a recent announcement by C. E. Howes, general 
manager of sales for the firm’s Berger Division. The 
280 by 400 ft, one story warehouse, to be served by a 
railroad spur and truck-loading docks, will greatly 
increase storage capacity at Berger plant 2, and is tied 
in with a recently announced program to increase by 
one third the production of the firm’s kitchen line. 


LP-Gas Council Starts Spring Drive 


Cuicaco—The National Council for LP-Gas Pro- 
motion has developed its spring advertising program 
around the use of LP-gas as a fuel for domestic 
water heating systems. The program, which will 
also stress the advantages of the fuel for cooking, 
heating, air conditioning, refrigeration, incineration 
and various farm uses, was announced by James E. 
Pew, president of the National Council for LP-Gas 
Promotion. In addition to national and local adver- 
tising, the program also includes a broad publicity 
campaign and employee training activities and is 
geared to the rural and suburban markets. 


Permaglas Develops Sizing Device 
KANKAKEE, ILL.—The Permaglas Division of A. O. 
Smith Corp. has developed a slide rule device for 
quick and accurate figuring of commercial water 
heater needs. The slide rule is designed for figuring 
apartment and restaurant sizings. By feeding data 
(Please turn to top of page 258) 
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HI-CAP AIR COOLED 
. 

w py RESIDENTIAL 

AVET fF AIR CONDITIONERS 

2 AND 3 HP SIZES 


“WORTH ITS WEIGHT IN COLD” 


DISTRIBUTORS WANTED! 


Some Desirable and Protected Areas Available 
for Distributors 


Sell These Features: 


¥% A Completely Air Cooled Condenser as Part of the Her- 
metic Assembly. No high and low sides left to the ability 
of a service man to connect together. 


+ No condenser to be connected outdoors. 
% No outdoor rust and corrosion. 
% No painting. 


% No tampering with the assembly when the condenser is 
placed outdoors. King HI-CAP unit can be placed in the 


basement or utility room in any convenient spot or ad- 
jacent to the existing hot air heating plant. 

% Engineered to Give Years of Carefree Service. 

% All Parts Hermetically Sealed, Compressor, Condenser, 
Evaporator. Metering Device and Controls are all in one 
package. No costly plumbing necessary; simply connect 
electric service. 

Available in 2 or 3 ton capacity, units can be connected to a 

new duct system, or they may be used as Add-On Units in 

connection with an existing hot air heating system. 


Manufacturers of refrigerator and air conditioning equipment 


for more than 23 vears. 


FILL OUT COUPON BELOW 
AND MAIL TODAY! 





REFRIGERATOR CORP. 
Phone: TWining 7-2200 A 





, GLENDALE 27, L. 1., N. Y. 
Gentlemen: 

Please send me information about available territories and distribut» 
franchise, as well as descriptive folders, on the KING Line of Residential 
Air Conditioners. 


Name 


St. Address 


—_ City Zone State Py 


























































TURNER 


)vicuerico BME rereoueum | 
FIRE POT 


(FOR ALL TANKS WITH 3” FLANGE VALVE) 





Important feature of this new 
No. LP850 Fire Pot is its 
quick, easy conversion to a 
bench-type unit by simply 
htting the furnace assembly to 
base as illustrated. Gives you 
real adaptability for broader 
job requirements. 


@ Listed under Re-examination Service of Under- 
writers’ Laboratories, Inc. e@ Instant lighting; short- 
er warm-up time; wnsurpassed for high-speed melting 
efficiency @ All castings subject to shock or stress 
are made of malleable iron to prevent breakage @ 
Burns at full tank pressure ...no regulator required 
e Clean...no grease, soot, smoke @ Fully tested 
and job-proved by plumbers. 


LP TORCHES 


Handy kit (No. BG240) 
shown here includes 
handle assembly, small 
pencil point burner, medi- 
um burner, large burner, 
hose adapter, case. 
Torches burn with clean 
flame ... no grease, soot, 
smoke. Finest quality 
construction throughout 
for years of dependable 
service, 


See your distributor . . . or send today for 
illustrated catalog sheet. 


THE TURNER BRASS WORKS 


sYrcamore an teprenwcoruts 
Since 1871 


News... 
on the number of apartments and rooms per apart- 
ment into the device, the size and number of Burkay 
water heaters needed to serve the building can be 
determined. 

On the other side of the slide, data on hours of 
dishwashing and the number of people served at the 
main meal can be used on the rule to determine water 
heater and storage tank requirements. 


continued from bottom of page 257 


Evans to Head New Whirlpool Plant 


Sr. Josepu, Micu.—Glenn Evans has been appointed 
to direct the conversion of the Marion, O. plant re- 
cently purchased by Whirlpool Corp. from Motor 
Products Corp. The new plant will produce auto- 
matic clothes dryers, Evans will organize his group 
here preparatory to shifting operations to Marion. 


Trade Group Elects Parmelee 

New York Crry—At the recent annual meeting of 
the Eastern Trade Golf Assn., C. E. Parmelee, A. F. 
Hinrichsen, Inc., was elected president. Other officers 
elected were Henry G. Junger, John B. Hewett, Inc., 
vice president, and Raymond G. Bookhout, secretary- 
treasurer. The association holds six meetings an- 
nually. 


Mo. Distributor Named for Built-ins 
Bayonne, N. J.—Grandview Products Co., Kansas 
City, Mo., has been named a distributor for the new 
Martha Washington line of built-in ovens and broilers 
and for the National Vanity line of single unit com- 
bination dressing table, wash basin and storage cabi- 
net. The company will handle the two lines in the 
Kansas City, Kan. and the Kansas City, Mo. area. 





Robert Scully (left) of the Scully Company, Melrose, 
Mass., is shown with his father and president of the com- 
pany, Frank P. Scully, as they review a display card for a 
new addition to the firm’s line of fuel oil tank accessories. 





Geneva Honors Top Distributors 

Sr. Cuartes, Irt.—Top distributors for 1954 were 
named by Geneva Modern Kitchens at its 9th annual 
distributors’ meeting held here last month. The dis- 
tributors honored were Burden-Bryant Company, 
Springfield, Mass.; The Careva Corp., York, Pa.; 
Crest Corp., St. Louis, Mo.; Crum Distributing Com- 
pany, Decatur, Ill.; and Kitchen Distributors, Inc., 
Denver. 


Each distributor’s representative was presented 
(Please turn to top of page 261) 
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“7 of LIFET/ This identifying mark cast on PRIER products—not just an initial, but the name 
* cali ws vt We Gy, and address—is your guarantee that only the finest materials have been 
t Inc. s “Lp fashioned by the most skilled workmen into a finished product that 
etary- = % has been thoroughly tested and inspected. 

o —) o , 
dati = z PRIER stands fully behind the materials and workmanship 
= = of every PRIER product. And we prove it by clearly and 

ins ; permanently identifying every single one. 
ae PRIER BRASS 
e new ; Manufacturing Company 
relate 7801 Truman Road, Kansas City, Missouri 
; com- ; 
' cabi- 
in the ih we ee een Ie eT re — — 

area, : a 

THREAD - PULL - DRIVE - OPEN - ROLL THE BEST COSTS NO MORE 
why settle 
| eee 






with PORT-A-PONY § | 


The Featherweight *POWER DRIVE 








| 
rose, Save time, money, and labor, on the job, | 
com - by using PORT-A-PONY to: 
ora | 
oy 1 Thread and cut pipe (up to 8”). 

2 Thread rods and bolts (up to 1”). | 

3 Pull wire through conduif. | 

4 Drive winches. 
vere _. 5 Open and close valves. » | : 7 
nual . 6 Roll Boiler flues. Write for Bulletin 9013 JSG 
li Square D Company 
C wih PORT-A-PONY is adaptable to all popular- 4041 North Richards Street 
-" whe : a a Milwaukee 12, Wisconsin 
Pa.; , *PORT-A-PONY weighs 26 Ibs. 


WRITE FOR FULL INFORMATION 


[(D EE=E= 


Pe ia hing rot 
Poa | 342 N. Brady Street Corunna 2, Michigan 
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FOR 6 ROOMS OR 60... 
THERE’S A MT. HAWLEY 


TRV es 


BOILER-BURNER! 


/ 
1 
) 
| 
| 
| 
| 
1 
| 
\ 


Model shown 
A-90 Gas-fired 
(cut-away ) 


See at Bootus 784-785 NAPC Snow! 


Right now mail the coupon at the bottom of this page 
for your free copy of the new complete literature on Mt. 
Hawley Triple-A Boiler Burners! Don’t put it off — get the 
facts on this performance-proved line of 11 units with a 
btu/hr range from 80,000 on up to 740,000. 


OIL-FIRED OR GAS-FIRED — Any boiler-burner of the Mt. 
Hawley Triple-A Series can be ordered with a famous Mt. 
Hawley Oil Burner or a Roberts-Gordon Gas Burner. Can 
be converted later. 


A-rated for efficiency — Heat transfer tubes are slant- 


ing and have spinner inserts to put more heat into the water | 
— less up the stack . . . tankless coil in boiler water provides 


hot water at high capacity. 

A-rated for long-lived operation — Insulation is extra- 
heavy, bottom insulation permits wood floor installation . . . 
access plate permits boiler tube cleaning in a few minutes. 

A-rated for compactness and silent operation. 


Mr. Hawtey Merc. Co., Routes 88 anp 174, Peoria, ILtinois 


Mt. Hawley Mfg. Co., 88 & 174, Peoria, III. 


Please rush—at no cost or obligation—your 
new free literature on the Mt. Hawley Triple-A- 
Boiler-Burners. 

s D-5 
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Wouldn't you like to handle more heating jobs 
in less ttme—and make more money? 


Many contractors do = using 
MiccoR Standardized Fittings 


Here are four reasons why: 


1. Milcor Standardized Fittings cost less 
than hand-made fittings. You can esti- 
mate a job low enough to get the busi- 
ness and still make a nice profit. 

- Milcor Standardized Fittings are uni- 
form and interchangeable. You can use 
them even on the toughest, most com- 
plicated jobs and save time all along 
the line — on estimating, layout, and 
installation. 

- Precision fit and quick-assembly fea- 
tures speed up installation, help you 
cut costs. And you get good-looking re- 
sults that are a credit to your shop. 

- With Milcor Standardized Fittings, you 
can spend more time selling and plan- 
ning and less time in the shop. 


Does that sound like the gravy train? Well, 
hop on! Prices and further information on 
Milcor’s complete heating line are available 
from the nearest Inland Steel Products Com- 
pany branch below, or your heating jobber. 


— > 
“INLAND STEEL PRODUCTS COMPANY 
or 


4047 WEST BURNHAM ST. © MILWAUKEE 1, WIS. 


BALTIMORE 5, MD., 5300 Pulaski . — BUFFALO 11, N. Y., 
64 Rapin St. — CHICAGO 9, ILL., 4301 S. Western Blvd. — CIN- 
CINNATI 25, OHIO, 3240 Spring Grove Ave. — CLEVELAND 14, OHIO, 
1541 E. 38th St. — DETROIT 2, MICH., 690 Amsterdam Ave. — 
KANSAS CITY 41, MO., P. 0. Box 918 — LOS ANGELES 58, CALIF., 
4807 E. 49th St. — NEW YORK 17, N. Y., 230 Park Ave. — 
ST. LOUIS 10, MO., 4215 Clayton Ave. 


$-1308 *Reg. U. S. Pat. Off. 
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News .. continued from bottom of page 258 


with an engraved plaque plus the “high hat” sym- 
bolizing the honor by D. R. Barber, Geneva sales 
manager. The annual “Topper” award of opera hat, 
engraved cane and white gloves was received by 
Sol D. Freeman, general manager of Burden-Bryant 
Company. 


Personnel Change at Detroit Brass 

Cuicaco—Elmer G. Graves has resigned from his 
position as vice president in charge of sales of the 
jobbing division for Detroit Brass & Malleable Co., 
to become executive vice president of Whitney & 
Ford, plumbing wholesalers here. B. T. Roe, vice 
president, has assumed the additional responsibilities 
resulting from Graves resignation. Cecil M. Schultz, 
for many years manager of the order and distribution 
department, has been advanced to the newly created 
position of assistant to the vice president in charge 
of sales. 


Cooper Named Secy. By Two Assns. 


WasHINGTON, D. C.—The Washington Assn. of 
Plumbing Contractors of the District of Columbia and 
the Washington Suburban Master Plumbers Assn. of 
Maryland have announced the appointment of William 
L. Cooper as executive secretary for the two groups. 
Cooper has been associated with the printing and 
advertising business here since 1950. He was gradu- 
ated from the University of Oklahoma and per- 
formed post-graduate study in radio-journalism at 
the University of Tulsa. 


Conn. Stamping Names Distributors 


New Britain, Conn.—The Connecticut Stamping & 
Bending Co. has announced the appointment of three 
new distributors to handle its complete line of plumb- 
ers tubular brass. Smith & Wolfe, Renssalaer, N. Y., 
will handle eastern New York State with the excep- 
tion of New York City and Long Island. Thomas 
Associates, Buffalo, N. Y., will cover western New 
York State up to and including Wayne, Seneca, 
Schuyler and Steuben counties. The Perkins Sales 
Co., Dallas, Tex. will cover the Oklahoma and Texas 
territories with the exception of El Paso. 


Peerless Electric Adds New Plant 


Warren, O.—The Peerless Electric Co. began con- 
struction here last month on a $350,000 plant to house 
its fan and blower division. Walter Curtis, general 
manager of the division, said that the new building, 
part of a half-million dollar expansion program, will 
permit the company to double its present fan and 
blower volume. Construction is to be completed by 
Sept. 1, and operations in the new building are 
scheduled to begin Dec. 1. With the addition of the 
new facilities, the firm’s line will cover up to 400 
different sizes and types of fans and blowers. 


Robertshaw Offers C.1.T. Scholarship 


IRwIn, Pa.— The Robertshaw Research Center, 
Robertshaw-Fulton Controls Co., is offering a four- 
year, tuition-paid scholarship to study electrical or 


mechanical engineering at Carnegie Institute of Tech- 

nology. The scholarship, which has an estimated 

value of $2,820 plus a $100 cash prize for the winner, 
(Please turn to top of page 262) 
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Every help you need 
| for Volume Sales 


National Advertising * Newspaper 
Mats * Many Colorful Folders ¢ 
Floor, Wall and Window Displays 
BOOSTING 
the Majestic way 
to dispose of .... 


GARBAGE 
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NEWSPAPERS 


AND MAGAZINES 


What a sales story there is to tell about this 
Majestic Incinerator! And it’s told over and over 
again in the many sales helps Majestic can furnish, 
all prepared and ready to go to work for you. 
National advertising is building up a big demand 
for this complete home disposal system—make sure 
now that you have an ample supply of units and 
the full Majestic story. 


Today's Most EXCITING 
Modern Home Appliance! 


Majestic’s Model 10-G Incinerator—designed by a 
company mz king incinerators for 25 years—is a 
big 2-bushel unit, with a gle: aming, modern cabinet 
housing a hooded, dehydrating pilot as well as 
a full-flame burner—both trash and garbage dis- 
appear like magic! 

MILLIONS of potential prospects will see the 
full story of Majestic’s magic disposal in these and 
other national publications. Ask your distributor 
for details. 


The Majestic Company, Inc. 
400-A Erie Street rm 
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Huntington, Indiana 
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seamless drawn 
stainless 
steel sinks and 


sink bowls 


Lifetime products — 

no costly replacements. 
The largest assortment 
in the world. 


a tejte).| 


d back ledge 
Scie ta 
91” x 24” single 


Hudee sink frames 
available for 
all sizes and styles. 


Single, double and triple 
flat rim bowls can be 
used with all types of 
tops — formica tile, lino- 
leum, plastic or stainless 
steel. Hard wearing sink 
tops—designed for 
homes and apartments. 
Solid stainless steel or 
stainless steel 
over %” plywood 
base (Pat.). 

Available 
through your 
plumbing whole- 
saler. Write for 
information to 


@® LEGION STAINLESS SINK CORP. 


21-07 40th Avenue, Long Island City 1, N. Y. 


Branch offices: 21 E. Van Buren St., Chicago, III.; 420 Market St., San Francisco, Calif. 


® sell quality in quantity 
Cw fo’ put an end to call backs 


® increase your profits 


It’s simple! Sell the Love- 
kin Automatic Gas Water 
Heater. Combine the top 
quality heater with gas, 
the top quality fuel and 
you can’t miss. 


Lovekin—one of the oldest 
names in automatic gas water 
heating— is backed by more 
than a century of manufac- 
turing. Lovekin has a com- 
plete line of models for all 
gases. Available in long- 
lasting galvanized or the 
new, diamond hard Luster- 
glass lining. All models are 
equipped with exclusive Lazy 
Lite, one of the many fea- 
tures designed to make 
Lovekin tops in quality, 
saleability, and profit. 





For complete details ask your wholesaler or write today 


(Manufacturer's agents — Upper New York 
and New England territory available) 


LOVEKIN WATER HEATER CO. 


39 Laurel Street, Phila. 23, Pa. 








News ... continued from bottom of page 261 


will be awarded to an outstanding high school senio: 
from Westmoreland County, Pa. Honorable mention 
prizes of U. S. Savings Bonds will be presented to two 
students placing second and third in the competition. 
In addition to the scholarship, Carnegie Tech will 
receive $500 for each year the winner is at the school. 


German Mfrs. Visit U.S. Plants 


CLEVELAND—Representatives of the German heating 
and ventilating industry recently visited the plant 
of the Auer Register Co. here, where they discussed 
the design and manufacture of heating and air con- 
ditioning grilles, registers and related products with 
George Metzger, president. The men visited Auer 
and other concerns in the Midwest and East under 
the Foreign Operations Administration technical ex- 
change program. German firms represented were 
Paul Pollrich & Co., Muenchen-Galdbach; Franz Hal- 
big G.M.B.H., Dusseldorf; H. Krantz, Aachen, and 
Heinrich Nickel Co., Betzdorf. 


Perfection Dealers Tour Plant 


CLEVELAND—Perfection furnace dealers from Mich- 
igan were given the opportunity to view the straight- 
line production of the models they install during a 
recent visit to the Ivanhoe Road Plant of Perfection 
Industries, Inc. here. Among those who toured the 
plant were John Kook, Detroit Gas Furnace Repair, 
Detroit; Claude Mercer, Mercer Heating, Wall Lake; 
Harold Rodd, Approved Heating Co., Van Dyke; 
James R. Field, Field Heating, Oak Park, and Jack 
Shrank, Perfection furnace sales representative in the 
Michigan area. 


Hays Corp. Elects Riggs, Hapke 


Micuican City, Inp.—The board of directors of The 
Hays Corp. at its quarterly meeting elected Orval W. 
Riggs vice president in charge of sales and approved 
the appointment of Louis E. Hapke as controller. 
Riggs, a graduate in electrical engineering from 
Purdue, joined the company in 1934. He has served 
as a project engineer, chief project engineer and for 
the past two years as sales manager. Hapke, who also 
serves as assistant secretary-treasurer, will be re- 
sponsible for the company’s internal financial opera- 
tions. He joined Hays in 1941. 


How NAPC Program Stands 


WasuincTon, D. C.—Nine of the first 11 state con- 
ventions taking action on the proposed public rela- 
tions program of the National Assn. of Plumbing 
Contractors have approved the plan. In addition, the 
NAPC reports that the first 32 reaction studies cover- 
ing local presentations of the program showed 705 
members in favor, 23 against and 12 undecided. The 
reactions came from local associations in Connecticut 
Idaho, Illinois, Indiana, Iowa, Kansas, Massachusetts. 
Michigan, Nebraska, New Hampshire, New York 
Rhode Island, Vermont, Virginia and Washington. 


Texas Mfrs. Rep. Plans Warehouse 


Dattas, Tex.—Toole and Cunningham Co., manu- 
facturers’ representatives for wholesale plumbing 
heating and air conditioning, has announced plan 
for the construction of a new warehouse in the Broo! 

(Please turn to top of page 265) 
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Sturdy Power Tool Clears Roots, 
Rags, Scale, Grease, etc. from 
Waste and Process Lines 


The driving, spinning action of the 









flexible cable leader delivers spe- HD-53 
cial cutting blades through bends, a 
curves, elbows, cross pipes, etc.— ay 
cutting through rags, scale, roots 3” t0 10” dia. 





grease, and other obstructions 
restoring lines to normal capacity 
There’s a Ken-Way for every job 
—HD53 for lines 3’ to 10’ diam- 
eter. —KW-Jr. up to 3’. They're 
easy to operate, portable and 
carry a guarantee. Complete in- 
structions included. 







Ken-Way Jr. 
. Up to 3” lines. 
\ 


iam th f 


The Ken-Way line of power driven, 
pipe cleaning tools is designed to 
handle a variety of cable sizes with 





Cold-weather insurance at very low cost! Modern- 











Woodmanse faucets and hydrants stop frozen, cracked | by 
pipes once and for all . . . make draining a thing of the MAKE MORE MONEY Reversible eta ge Roary oy 
past. They're Freez-Free..:produce free-running | Modern-Woodmonse...2 } | motor and other parts ond accessories 
water even ‘way below zero. “0” ring eliminates great names now one for available. ™ aveilabte 
packing {operons Hydrants have _ linkage. progress! New sales pro- oe . 
j : : 
ssc Savana lca emmaalcmmaaa anatliitaniabea iat Write for details on our full line or 
A HONEY oo we will be glad to help you solve 
OF A LINE } L\ | any special pipe cleaning problems 
oe es | { ay | Jobbers: Desirable territories open 
As" i | 
GS Water Systems * Submergible Pumps « Softeners « Filters + Hydrants + Faucets + Water Heaters + Laundry Tubs K f N WAY C 0 R o 
: = 
e 


MopeERN-WOoDMANSE 


Sales Division George Getz Corp., Dept.DE, West Chicago, Illinois 


Dept. DE-5 
SPARTA, WIS. 























Write for complete catalog or see Domestic Engineering Catalog Directory 
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.... YOU'LL SEE WHY MURCO 
GREASE TRAPS 


HAVE HIGH EFFICIENCY RATINGS! 














E-Z-SEAT 


BASKET 


STRAINER 


with 


Lifetime 


NEOPRENE SEAT 


POSITIVE SEATING-CAN’T LEAK 
NO JIGGLE—NO WOBBLE 
CAN'T CORRODE—LONGER LIFE 


Solid brass, beautifully chrome 
plated for smarter appearance 
and longer life. Fits all type 
sinks. 


@ EASY TO CLEAN oged . . . real sales Ask for Special brochure and 
@ NO COMPLICATED BAFFLES om our Big new 92 page catalog. 
@ PATENTED VENT PREVENTS SIPHONAGE 


Note the absence of compli- 
cated baffles . . . no moving 
parts . . . nothing to get 
out of order to need repairs. 
Rated by independent labo- 
ratory tests — NOT factory 
tests. 









Learn why it always pays 
to specify JAMECO 


JAMAICA ea 


1209-1223 DeKalb Avenue, Brooklyn 21, N 





page E-165. MURCO Grease Traps are sold only through 
pontine wholesalers. 


D.J.MURRAY MANUFACTURING CO. 


MANUFACTURERS SINCE 1883 
WISCONSIN 











Get sana _— 


_/ BASEBOARD HEATING SYSTEMS 


WITH 


FLEXO- 
TWINS 


FLEX-O-RISERS 
AND 
FLEX-O-JOINTS 


Fr. 
=> 
i. 


Cz 


eliminate noises caused by 
thermal expansion! 





FOR FULL INFORMATION 
WRITE FOR FORMS NO. 300 and 350 








~yies Hartford Ave. 


SHOCK ABSORBERS 





C.R. BERNSTROM, INC. 





Providence 9, R. a 





pore - 4 


HEVDEN 





BEAT TOUGH INSTALLATION PROBLEMS 
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. with a Heyden Liquid Shock Absorber. This light- 
weight, compact unit can be installed in any position 
. uses minimum space ... protects against hammer 
and hydraulic shock of quickly closed valves or faucets. 

Standard bushings permit installation on all systems. 
5 sizes are available. 

Foolproof protection and service are assured 

by the exclusive Heyden design 
feature... 

NO MOVING METAL PARTS 

For full information send for Bulletin 38, 
S. Morgan Smith Company, York, Pa. 









CATES & WOISTS 
TRASH RAKES 
puMrs ACCESSORIES 


wromauiic 
TuRBINES 


ROTOVALVES 
BALL VALVES 
BUTTERFLY 
VALVES 


FREE DISCHARGE 
VALVES 
MORGAN SMITH Co. 


CONTROLLABLE: 
PiTcH 
SHIP PROPELLERS 





perforated 


HANGER IRON 


in coils 






product 
of 1000 
uses 


Milled, burr-free edges — kind to your hands. 
Two widths, 34” and 7%” electrogalvanized — 
clean to work with and rust-proof. 


¥,""-20 ga. sold in bulk, individual packages 
or handy 24-unit cartons; %”’-18 ga. in bulk 
coiled or straight lengths. 


Send for Complete Catalog 


THE BEST CRAFTSMEN ALWAYS TAKE MALT SS 





SAMPLE 


today ! 


The Perfect Sealer for Gasket and Pipe 
Joint Connections on All Lines Carrying Water, 
Gas, Low-Pressure Steam, etc. 


Key-Tite seals positively, yet is easily opened—will not freeze 
in the joints. Order your free sample now and try it on your 
next joint sealing job. You'll understand why it has been a 
favorite for over 30 years among plant maintenance men, 
heating contractors and others concerned with efficient and 
fast pipeline assembly. 


KEY COMPANY 





2661 McCasland ° 


East St. Louis, Illinois 
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News ... continued from bottom of page 262 


Hollow industrial district here. Hugh Cunningham, 
manager of the Dallas branch, pointed out that this 
will be the firm’s third major warehouse in the south- 
west. 

The new 14,000 sq ft structure will be of masonry 
construction with modern loading facilities, and will 
contain about 1,000 sq ft of office space. Among the 
special features will be a fireproof storage room for 
processed oakum and a monorail system for moving 
tubing in and out of the building. 


New Management for Neill Supply 


Woonsinz, N. Y.—Four executives recently left the 
Davidson Pipe Co. and bought full control of Neill 
Supply Co. here. Ellis Davidson, president of David- 
son Pipe since 1938 and associated with the company 
for 40 years, will be president, and Herbert B. Schul- 
man will be vice president in charge of sales. Bernard 
Levine and Michael Davis will serve as treasurer and 
secretary respectively. The move was motivated by 
a decision to increase service and products offered 
by Neill Supply. In line with the broadened program, 
the firm has put into service a fleet of trucks and is 
adding both staple and specialized items to its present 
line of pipe, fittings, valves and other specialties. 


Names in the News 


Airtemp Div., Chrysler 
Corp., Dayton, O.—H. Melvin 
Carnahan has been named as- 
sistant sales manager in charge Whirlpool Corp., St. Joseph, 
of residential air conditioning, | Mich.—Robert Champion as 
Martin L. Roth on the staff of | west central regional sales 
the sales vice president to han- | Manager, replacing L. L. 
dle special builder assign- Frank, who died. Russell E. 
ments. Minges as supervisor, econom- 
“| ic analysis section, market re- 
search department. 





dale, Calif—Sumner Ladd as 
manager of the division. 


Cleaver-Brooks Co., Mil- 
waukee—Elmer H. Wegner as 
vice president of manufactur- Ruud Mfg. Co., Kalamazoo, 
ing. Mich.—Odell Glass as repre- 
sentative in Georgia. 

Minneapolis-Honeywell Reg- 
ulator Co., Minneapolis, Minn. 
—As regional sales managers, 
W. H. Christensen in seven 
Pacific and north coast states; 
Ed J. Regan in 13 southwest- 
ern and mountain states, and 
Harrison D. Kurtz in eight 
midwestern states. 


Borg-Warner Corp., Inger- 
soll Preducts Div., Chicago— 
Manufacturers Promotional 
Service, Inc. as representative 
in New York State, northern 
New Jersey and Connecticut. 


Sarco Co., Inc., New York 
City—Hoffman & Hoffman Co. 

Prier Brass Mfg. Co., Kansas | aS sales representative in 
City—Emory J. Sweeney, Jr. | North and South Carolina to 
as vice president in charge of | succeed the Royster H. John- 
sales. son Co. 


Chesflex Corp., Yonkers, 
N. Y.—A. H. Deveney & Co., 
As Winkler district sales man- | Inc., as sales representative in 
agers, Edward W. Garrison in | the South and Southwest, and 
western Kentucky and parts | Theodore L. Smith as repre- 
of Tennessee and Missouri; B. | sentative in Maryland, Virgin- 
Robert Ozer in Pittsburgh; | ia, District of Columbia and 
Robert B. Redman in Iowa, | Delaware with the exception 
and Arley H. Kuhn in north- | of the Wilmington area. 
ern Wisconsin and upper | 
Michigan. 


U. S. Machine Div., Stewart- 
Warner Corp., Lebanon, Ind.— 





The Heil Co., Milwaukee— 
Lee Danielson as sales repre- 

Industrial Controls Div., | sentative of the automatic 
General Controls Co., Glen- | heating and cooling division in 
(Please turn to top of page 266) 
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NEW, ADVANCED DESIGN 


}) Motor-operated Valve 





BARBER 
COLMAN 








Opens and closes in seconds! 


For hot or chilled water, 
low-pressure steam — seat 
closes in three to five sec- 
onds . . . opening time 
slightly longer. 










New, compact design — 
ideal for convectors, radia- 
tors, baseboard radiation, 
air conditioners, spray 
nozzles. 














It’s all on 





Two-position! 
or all off. 





Simple two-wire control. 
Easy to wire, easy to in- 
stall. Available normally 
open or normally closed. 


e Positive closure—operator 
force seats valve. Not de- 
pendent upon line pressure 
to close. 







Complete mechanism sub- 
merged in oil and enclosed ® Spring-loaded Teflon pack- 
in a rugged case. Self- ing rings never need ad- 
lubricating, trouble-free justment for varying static 


service, pressures. 














NEW BULLETIN Ff. 6801, now available. 


Consult nearby Field Office, or write... 





Barber-Colman Company 
Dept. 2, 1308 Rock Street, Rockford, Illinois, U.S.A. 
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WORCESTER BRUSH AND SCRAPER CO. 


Division of 


MASON-WORCESTER BRUSH CO. 


38 AUSTIN ST. WORCESTER 1, MASS. 
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TINICUM 
METAL PRODUCTS 
Increase Your 





Profits 















Also: In bulk 34” 
x 20 Gauge to 11%” 
x 12 gauge black or 


Available: 34” x 20 
gauge hot dipped 
galvanized, black or 
Bright steel, gen- 
uine copper, copper 


coated, and enam- in 10’ coils or 
eled. lengths. 
| 
E-Z to E-Z to 
i i 
ny. & 20—10’ boxed coils - 

: & salesmaker carton @ 
TINICUM SOLID COPPER alias 
TUBE STRAPS and LABOR 


Beaded for Extra Strength . . . quickly 
installed. Available in 1”, 34”, 2” and 
3%” sizes with or without copperized 
nails. Packed 100 straps in a box. 


SEND FOR CATALOG PRICE 


TINICUM METAL COMPANY, INC. 


| | 85th ST. & TINICUM AVE PHILADELPHIA 42, PA 


Here’s why ARDEE is the best 


a for Every 
Sink Frame 
INSTALLATION 


Ardee, the only type frame with 
the clamp down action. Insuresa 


PERMANENT 
SANITARY 
WATERTIGHT 
JOINT 


Aluminum or stainless steel, 
same price @ Fits top covering 
of all types @ 33 stock sizes @ 
Good Housekeeping Seal 


SHEET 











Bright steel and hot | 
dipped galvanized | 


a5 





ha ‘i [ 


For all flat rim 
sinks with round or 
square corners 


ie 
aol SS 
Write today for 


catalog information 
ond FREE SAMPLE 


R. D. Werner Co., Inc., Dept. A-34, 
295 Fifth Ave., New York 16, N.Y. 
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? ES. 


@ ARDEE frames have extruded aluminum 
lugs that grip the frame tike a vise. 

@ ARDEE frames have oversize strip-proof 
lug bolts. 

@ ARDEE frames require no rabbetting—no 
scribing. 

Always use CHROMTRIM STAINLESS STEEL 

SNAP-ON CHANNELS or CHROMTRIM aluminum 

counter edgings with every ARDEE installation 

— products of 


~ WERMER__ 


2 4.65 2748 F% ES 


Chromtrim 


Alumiladders 


screen Framing. Alumidry 





| Names . 


| Wisconsin, upper Michigan, 
| Minnesota, the greater part of 
| North and South Dakota and 
| the province of Manitoba, 
| Canada. 


The Deming Co., Salem, 0.— 
| Dexter F. Anderson as district 
representative in ten states 
west of the Rockies. 


American Kitchens Div., 
Avco Mfg. Corp., Connersville, 
Ind.—Edward G. Mack as di- 
| rector of research to replace 
Harold E. Pinches who has re- 
signed. 


The National Supply Co., 
Pittsburgh, Pa—Thomas D. 
McElroy as division credit 
manager of the Spang-Chal- 
fant Division and James B. 
Armstrong as supervisor, gen- 
eral credit office. 


Allied Building Credits, Inc., 
Los Angeles—Joseph L. Weller 
as manager of the South 
Bend, Ind. office. 


Revco Inc., Deerfield, Mich. 
—As distributors of the new 
line of refrigerator-freezers, 
Knecht’s Lumbermans Supply, 
Rapid City, S. D.; Carolina 
Heating & Appliance Co., Inc., 
Charlotte, N. C., and Cladco 
| Distributing Co., Buffalo, N. Y. 


Ingersoll Conditioned Air 
Div., Borg-Warner Corp., Kal- 
amazoo, Mich—William J. 
Ward as regional manager in 
western Missouri, Kansas, 
Oklahoma and the Texas pan- 
handle will be responsible for 
introducing the firm’s new 
“Airline” equipment. 


Mullins Mfg. Corp., Warren, 
0.—Carl A. Eversman as man- 
ager of the two Salem, O. 
plants and John Farity as re- 
gional manager for Youngs- 
| town Kitchens in western Can- 
ada. 


Halstead & Mitchell and 
Remco, Inc., Zelienople, Pa.— 
B. H. Nunnally as representa- 
tive in upstate New York and 
Connecticut. 


Cobell Industries, Inc., Fort 
Worth, Tex.—George A. Chap- 


pell, Jr. as chief engineer. 


————— $$ = 


Iron Fireman Mfg. Co., 
Cleveland—R. K. Handley as 
plant manager of the main 
Cleveland plant, and Norman 
W. Stunkard as manager of the 
Swenson Thermal Research, 


Inc. plant. 


. . continued from bottom of page 265 


—As manufacturers represen- 
tatives, John Philip Schoen- 
feld in the northern half of 
North Carolina, Washington, 
D. C., lower Delaware and 
Maryland; Bert Lewyn in 
Georgia, South Carolina and 
eastern Tennessee, and George 
E. Christopher in eastern 
Colorado, western Nebraska, 
southwestern South Dakota 
and eastern Wyoming. 


Spencer Heater-Lycoming 
Div., Avco Mfg. Corp., Wil- 
liamsport, Pa—Hi-Qua Mfg. 
Co., Inc., as distributors of the 
line of gas-fired boiler-burn- 
er units in the greater Phila- 
delphia area. 


Walworth Co., New York 
City—T. D. Hyatt as assistant 
treasurer. 


Temco, Inc., Nashville, Tenn. 
—William T. Brent as sales 
representative in Arkansas, 
Louisiana, Mississippi and 
western Tennessee. 


Union Asbestos & Rubber 
Co., Chicago—Air Equipment 
Distributors, Inc. as distributor 
in the New York metropolitan 
area. 


Wolverine Tube, Div. of 
Calumet & Hecla, Inc., Detroit 
—Mel Jackson as sales repre- 
sentative in northwestern In- 
diana and the south side of 
Chicago and immediately adja- 
cent suburbs, and Walter H. 
Olin as representative in New 
Mexico and west Texas. 


Walter E. Selck and Co., Chi- 
cago—Richard C. Ziebell as 
special representative in Wis- 
consin, Michigan, Illinois, In- 
diana and Iowa. 


Carrier Corp., Syracuse, 
N. Y.—Hal H. Rhea as manager 
of the residential air condi- 
tioning development depart- 
ment to succeed William Hood, 
who has been appointed acting 
director of engineering for the 
Unitary Equipment Div. 


General Electric Co., Air 
Conditioning Div., Bloomfield, 
N. J.—As field representatives 
for the home heating and cool- 
ing department, A. S. Garven 
in Bridgeport, Conn., Spring- 
field, Mass., Poughkeepsie, 
N. Y., and Providence, R. L; 
and Robert C. Schnetke in 
New England states. As rep- 
resentatives for the commercial 
and industrial air conditioning 
department, Bernard S. Ber- 
nard in the Washington, D. C 





| Gaines-Collins, Los Angeles 


area; Martin R. Ayers in Ten- 


(Please turn to top of page 269) 
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Here is a Hot Water Generator that will give you 


TAN KS the maximum in efficiency! More hot water at /ess 
operating cost. Quality of constructions is your 


d. Packed 1” Pe anne a. © 
Air —_— [ SMOKESTACKS assurance of the maximum operating efficiency 














ifield, q . ‘ Ee from your FINNIGAN equipment. Adaptable to 
itives a PIPING any type operation—built to your specification in 
; ~ \ en capacities from 66 to 5,000 gallons, FINNIGAN 
cool- WATER HEATERS Hot Water Generators are made from the finest 
del #K-107 material and contain copper removable-coil heat- 
irven Mo 
(carded) CETS: BREECHING ing element. They are equipped with large size tap- 
—" FITS ALL FAU , | pings which can be bushed to fit any job. 
sie * ML Pocked 12, Pet | PLATE WORK 
-s . : counter BOX: 64 95 
2. 1; 2- Retail, COe ~ BOILERS 
e in , ; ee | Call, wire or write today for fur- 
rep- | ther information . . . there is no 
rcial obligation. | 
ning 4108 C. ST. LITTLE ROCK, ARK. 
Ber- 41 E. 42nd ST. NEW YORK 17, N.Y 
. & EMGINEERING CO » 14275 ELIZABETH AVE CHARLOTTE, N.C 
ren- Chicago 28, Ill. P.O. BOX 6025 HOUSTON 6, TEXAS P.O. BOX 2527 JACKSONVILLE 4, FLA. 
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YOU NEED NO LONGER 
THINK YOU CAN‘T AFFORD 


FEDDERS 
CONVECTOR 
RADIATORS! 





Fedders is geared up to give you QUALITY 
at COMPETITIVE PRICES 


Write for 


FEDDERS 
CONVECTOR 
RADIATORS! 





FEDDERS-QUIGAN 


CORPORATION 


Heating Division Trenton 7, N. 3. 


the latest news on 





to PROFITABLE weestaz. SELLING 


BUILT ON THE PATENTED 






floor space. 
. Attractive in appearance. 


Your best business judgment will 1. Patented Tube Within-a-Tube 
Principle assures greatest ef- 

tell you that the boilers and ficiency. 

water heaters with the best sell 2. — with Fibre-Glass in- 

ing features are the ones that 3. Shipped ready for instant 
hook-up. 

mean greatest profit for you 4. 20% less heat loss up stack. 

: 5. 80% fire box heat absorbed by 

When you choose DEWEY water. 

SHEPARD, you are in the posi . goneumee LJ og | 

tion to offer every selling ad 8. Compact, requires minimum 

9 











vantage 


WATER HEATERS 
128 to 1300 GPH 
at 100° 
internally Galvanized 


BOILER CAPACITIES 
95,000 to 1,000,000 
BTU ASME code con- 
structed 


DEWEY- 
SHEPARD 


V erticle 
FIRE TUBE 
UNITS 


DEWEY-SHEPARD 
Boiler and Water 
Heaters are Under- 
writer approved. Gas 
Burners AGA listed. 


Write for 

Catalog 

or contact 
your wholesaler. 
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© Hove's DEWEY SHEPARD nse & 


DEWEY-SHEPARD 


DEWEY- 
SHEPARD 


Boiler Co., Inc. | 


FEATURES HAVE REAL SALES APPEAL 















1315 N. Capitol Ave. | 
Indianapolis 2, Ind. | 






































_ STANDARD PLUMBERS 


GAUGE 
GLASSES 


(McGregor Brand) 


LARGE 
TRADE 
DISCOUNTS 


Send for Prices 
A. W. CHESTERTON CO. 
EVERETT 49, MASS. 





















CHESTERTON 
GAUGE GLASS CUTTER 
SIMPLEST AND THE BEST 


ARMSTRGNG BROS. 


CHAIN 
TONGS 


“Reversible”, “Standard” and 
“Ideal” types, in all sizes. Jaws 

are drop forged from special steel, 
are carefully milled, heat treated, hard- 
ened and tested. The Handles are forged spring 
steel. The Chains are proof-tested to 4% catalog 
strength (1,200 Ib. to 40,000 Ib.). “Reversible” Jaws 
give double jaw life. “Standard” jaws have extra 
bearing on the handle and forged-in 
chain guides. The “Ideal” Tongs have 
V shaped teeth for a sure grip on irregu- 
lar shapes—fittings, etc. 


& Write for 
, Catalog 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
5223 W. ARMSTRONG AVENUE « CHICAGO 30, ILL. 
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nessee, Mississippi, Alabama, 
and the New Orleans area; 
Herman Van Nelson in Mon- 
tana, Idaho, Utah, Washington, 
Oregon and Colorado; and 
A. D. J. Helwig in New Eng- 
land states, New York, New 
Jersey, Pennsylvania and Del- 
aware. Frank J. O’Connor as 
supervisor of product service 
in the Carolinas. 


Barber-Coleman Co., Rock- 
ford, IIl.—As_ representatives, 
R. H. Wittbold Co. for the line 
of industrial instruments and 
combustion safeguards in the 
Houston area and Swieco, Inc. 
for the line of industrial in- 
struments in the Forth Worth 
area, 


The Hays Corp., Michigan 
City, Ind.—Robert E. Navin as 
assistant to the executive vice 
president. 


Worthington Corp., Harrison, 
N. J.—J. H. Loomis as manager 
of the St. Louis office to suc- 
ceed P. A. Mack who has been 
appointed special representa- 
tive. As wholesalers, Straus- 
Frank Co. in Dallas, Tex. and 
the north Texas area, and 
Loeffler-Greene Supply Co. in 
Oklahoma City and _ several 
counties in the state. 


Perfection Industries, Inc., 
Cleveland—A. A. Johnson as 




















Names - « « continued from bottom of page 266 


furnace sales division repre- 
sentative in Minnesota and 
North Dakota to replace Harry 
Erikson who has been pro- 
moted to furnace sales engi- 
neer for the entire western di- 
vision, and O’Day Equipment 
Co, as distributor of the fur- 
nace line in northern South 
Dakota, North Dakota, western 
Minnesota and eastern Mon- 
tana. 


The Rawplug Co., New York 
City—Jack Wilson as district 
sales manager in northern 
Texas, Oklahoma, and northern 
Louisiana. 


Kritzer Radiant Coils, Inc., 
Chicago—As sales representa- 
tives, Lamb Engineering Co. in 
Baltimore; Thomas M. Walsh 
in northern California; 
Stringer & Spencer Sales En- 
gineers in Philadelphia and J. 
W. Cherry Co. in Shreveport, 
La. 


Sherman Products, Inc., 
Royal Oak, Mich.—John C. 
Scowcroft as manager of the 
product research department 
in the sales division. Kenneth 
Kampman succeeds Scowcroft 
as manager of the sales office. 


American Blower Corp., De- 
troit—Robert L. Stickley as 
assistant advertising manager. 


Heating-Cooling Council Is Formed 


(Continued from bottom of page 112) 
stated: “We believe that the advantages of hot 
water and steam heating systems are not fully 
understood by the American homeowner and the 


American homebuilder. 


“We propose, through a vigorous, industry- 


























MAKES 
RUSTY WATER 


DISAPPEAR 





~~ 


SINCE 1901, in thousands of ho- 
tels and restaurants, Filtrine condi- 
tioners have kept water clear of rust, 
tastes, odors. Now, Filtrine offers a 
complete line for every home appli- 
cation. RUST-MASTER to stop rust 
and sediment; TASTE-MASTER to 
banish chlorine and sulphur tastes 
and odors. Small, low-cost, easily in- 
stalled. Renewable elements insure 
lifetime effectiveness, need no tools 
to change. Each unit carries a 5-year 


guarantee. 


Write for catalog 55-TM 


FILTRINE MANUFACTURING COMPANY 
7 


61 Lexington Avenue Brooklyn 38, N. Y. 















wide education and sales promotion program, to 
present the straight facts to consumers and pro- 
fessionals alike about the advantages of the many 
modern, economical hot water and steam heating 
systems on the market today. 

“We propose to demonstrate that technological 
progress in the ‘wet heat’ field during the past 
few years has not only resulted in substantial cost 
reductions, but has added new quality features to 
a method of heating already acknowledged to be 
a quality system. These advances include new 
control and distribution systems, more compact 
and efficient boilers, and the addition of true sum- 
mer cooling to ‘wet’ heating systems.” 

The council has retained the public relations 
counseling firm of Stephen Fitzgerald & Com- 
pany, New York, to draft a comprehensive public 
relations, publicity and promotion program for 








the industry. END 
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QUICK-TURN 


Elbow Sweat-On 
LAVATORY & TANK 
Hleuble SUPPLIES 


A time and money saver for project work. First 
quality lustrous polished chrome on nickel base 
guaranteed not to crack or peel. Riser tubes on 
both units are 2” O.D. flexible chrome copper 
tubing. Designed to slip over and directly on to 
3%” or 4” copper tube rough. Packaged com- 
plete with chrome deep flanges to cover sweat 
on joint completely. Eliminates need for adaptor 
fittings. 




















For Quality and Design 
Order “ARBEST”’ 
| From Your Jobber! 











WRITE FOR FREE CATALOG SHOWING COMPLETE LINE TO . . 


G -«H Manufacturing Company 
3047-49 Amber St., Phila. 34, Pa. 









CONCRETE INSERTS 


ONE SIZE 
FOR 8 SIZES 
OF BUTTONS 


Cast iron, easily and quickly fas- 
tened to any forms. One size of 
insert handles eight sizes of but- 
tons. 

FOUR MAJOR ADVANTAGES 
Save labor - speed up jobs - nail 
or screw to forms - held in place 
while pouring. Installed BEFORE 
button size is determined. 

Prices—vwrite to Healy-Ruff Co. 


HEALY-RUFF COMPANY 


770 HAMPDEN AVE. ST. PAUL 14, MINN. 














‘Ol STOP Fuel oil Tonk LEAKS 
2 minutes with TAN KIT 


TANKIT GIVES POSITIVE RESULTS 
Not affected by tank pressures or vibrations. 

@ ECONOMICAL 

Can be reused indefinitely. No pump out needed 
@ REPLACE TANK AT YOUR CONVENIENCE 

2 sizes: Standard for small leaks. Giant for porous 

areas up to 18 square inches. Easily installed. 
@ Specify NEUTRODA too! ; ; 
Neutralizes fuel oil odors. Chemically inhibits 
vapors. Light sprinkling of NEUTRODA on air 
filters and around oil fuming areas kills oil odors 
NEUTRODA on air filters kills mildew odors. 























Available at 174 GOLDSMITH AVE. 
“rupply house THE TANKIT co., INC NEWARK 8, N. J. 
only 


Wakes Any Fire Door 
A "SAFETY VALVE"! 
INLAND Safety Door Closer 
For Gas and Oil Conversion 
BURNERS 


Used by Thousands of Utility Companies 
and Contractors for Years 
Replace the regular boiler or furnace door 
hinge pins with the Inland Door Closer, file 
down the door catch and you have an extra 
“Safety Valve” on the job. Gentle spring 
tension allows door to swing open on slow 
or faulty ignition of burner and then close. 
Wedge holds door open when necessary. It’s 
- to install with the NEW SPRING 


MADE IN 3/16”—1/4"—5/16"—3/8” 
DOOR PIN SIZES AND PRICED AT 
$1.15—$1.20—$1.25—$1.30 


See your jobber or write us. 












Pat. #2,605,097 
INLAND MFG. CO. i120 N. cicero. CHICAGO 51, ILLINOIS 





“XK LIQUID 


For Fast Lasting 
Boiler Repairs 


No other product on the mar- 
ket stops boiler leaks as fast, and as per- 
manently as “X” Liquid. Preferred by 
professionals for forty years, ““X” Liquid 
seals boiler leaks, quickly, economically 
dependably and permanently. 

Your wholesaler carries “X’ Liquid— 
guaranteed to do any boiler leak repair 
job with maximum efficiency. Ask him 
about “X” Flush, “X’ Rustoff, “X” 
Pipecut Oil, “X" Pipejoint, too. 


“X" LABORATORIES, INC., 25 West 45th Street, New York 36 
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A Glimpse into the Past 


PLUMBING AND HEATING contractors got a glimpse 
of the craftsmanship of their professional predeces- 
sors recently when a Chicago landmark fell victim 
to progress. 

The Marshall Field mansion, erected on Prairie 
Ave. 79 years ago at a cost of a million dollars, fell 
beneath the blows of a wrecking crew. But in its 
dismantling, it provided a backward glance at the 
skills of another age when lead was virtually the 
sole metal of the plumbing trade. 

And the palace of Chicago’s merchant prince 
also gave an idea of the splendor of Nineteenth 
century fixtures and fittings. 

Clyde F. Neer, president of the Plumbing Con- 
tractors Assn. of Chicago, and William Readey, 
secretary, inspected the mansion before its razing 
to study these characteristics. 

More than a quarter of a century of commercial 
use had stripped the mansion of its most elaborate 
settings. However, deep in a basement corner, 
Neer and Readey discovered four massive laundry 
tubs with original fittings and connections. 

Lead traps and drains, of course, featured wiped 
joints and bends, the century-old symbol of the 
plumber’s ultimate skill. Lead pipe and wiped 
joints extended even to the water piping which 
was still in use. 

The porcelain tubs, weighing possibly 300 Ibs 
were still in sanitary condition. Old timers might 
have felt a twinge of nostalgia in seeing the brass 
Fuller faucets with their side-handle design which 
was the latest thing 80 years ago. 

In one of the mansion’s kitchens, a huge marble 
work sink still remained. It was covered with 
grime and workman’s tools but still unmarred by 
decades of use. 


The Field family built the home “to last 1,000 
years.” But the department store family lived in 
it only until the early 1900’s, and the 1,000-year 
prediction was forgotten until orders came from 
the present owners, and an aviation school moved 


out and the wrecker moved in. END 


New ASHAE Guide Is Larger 


The Heating, Ventilating and Air Conditioning 
Guide for 1955, the 33rd edition published by the 
American Society of Heating and Air-Condition- 
ing Engineers, contains the latest technical and 
equipment information, and is larger than previous 
editions. The technical section is 1160 pages, and 
the equipment section includes technical data con- 
cerning the products of 328 manufacturers. 

The many revisions and expansions are the re 
sult of research by the Society and others, changes 
in codes and standards, new methods in product 
design, and improved engineering practices. How- 

(Please turn to top of page 273) 


Domestic ENGINEERING, May 1955 








or 
De 
in 











glimpse 


redeces- 
1 victim 


Prairie 
ars, fel] 
ut in its 
e at the 
ally the 


prince 
eteenth 


ig Con- 
teadey, 
; razing 


mercial 
aborate 
corner, 
aundry 


| wiped 
of the 
wiped 
which 


300 lbs 
; might 
2 brass 


which 


narble 
1 with 
red by 


t 1,000 
ved in 
0-year 
> from 
moved 
END 


ioning 
xy the 
lition- 
land 
»vious 
s, and 
a con- 


ne re- 
anges 
oduct 
How- 


r 1955 








For Your Customers 


COMFORT— Installed in place of conventional baseboard, SUN- 
TEMP creates a uniform curtain of soft warm air 
along outside walls and windows. No concentrated hot or cold spots. 


CLEANLINESS—%o wall streaking. No dirt catching radiators 


or grills. Flat front & beveled top easy to keep 
clean. 


BEAUTY-SUNTEMP— blends with any styles . . . from period 


to modern. Classic lines assure it will 


not grow out of date. Baked white satin finish coating. Can be 


repainted in any color desired. 


QUALITY—2uality construction from non-ferrous heat element 
to heavy gauge furniture steel enclosure. Lifetime 
service. 


ECONOMY— Is one of the most economical heating . . . to buy, 
to install and maintain. Efficient manufacturing 


methods contribute to both quality and economy. 


GUARANTEE : For a period of one year from date of shipment 


from factory, ROMAC INDUSTRIES will replace 


or repair at its option, F.O.B. factory, any part or parts returned pre- 


paid through wholesaler from whom purchased, which upon ROMAC 


inspection are found to be so defective. 


Manufacturer's Agents 
INQUIRIES INVITED 
Several Territories 

Still Available 





Pd .\ 14: MeHelps J 
QUALITY 


THE Standard of QUALITY 
for Over 30 Years! 


There’s always less sellin 
effort needed when you sell 
KAINER—the name that, for 
over 30 years, has signified the 
best in heating specialties. New 
Folder on Governors sent upon 
request. 


Ask Your Jobber About C-3 
The KAINER LINEI 







KAINER & CO 76} LEXINGION STRESE 
° CHICAGO 7, 1153 8 Geo 








ALSO A COMPLETE LINE OF 
MALLEABLE AND STEEL PIPE HANGERS 


TYPE “E” 


ONE INSERT FOR 4 SIZES 


%” 


WY,” %” 
“K" SPECIAL NUTS (else %~ size) 





' 
ree Ask for Catalog No. 45 










[ merereree (7) 


1210-26 S. FRONT ST., 





BASEBOARD 
RADIATION 


For You...BIG PROFITS 


FLEXIBILITY— Equally suitable for 
r 


emodeling installa- 
tions or new house. The ease with which 
SUNTEMP parts can be trimmed for 
tailor made fitting makes it desirable 
for you and profitable too. 


ONE OF THE HIGHEST RAT- 


INGS— With 62 fins per foot, SUN- 
TEMP is the choice of those 

who know. The value of high heat 

radiation with minimum firing 


SALES POTENTIAL—° 'izina! 























economy is 
a big selling point. This, to- 
gether with the many other 
sales gripping advantages and 
convenient wholesaler  dis- 
tribution set-up, makes SUN- 
\ TEMP Baseboard Radiation 
\ a leader in the field 





CAMDEN 4, N. J. 












































I'VE MORE*! 2: 
CALL BACKS |NO TROUBLE 
ON NEW HEAT-| FOR ME-1 USE 


-| KEK ~- IN 
ING SYSTEMS EVERY JOB 



























Even new steam or hot water 
cleaning. Use KEK to remove we matter (oil, 
compound, etc.) and save coll c 


k expense. 
MADISON, 





NEW JERSEY 








LEAK. GUARANTEE 
PROOF GASLINES 


Test your gas line installations with a Beekman 
Gas Proving Pump and Beekman improved Mer- 
cury Column to insure a leak-proof job. Quick, if 
simple, and positive check against gas line leaks. 


MUTUAL MANUFACTURING CO. 


Dependable Testing Devices 
45-16 162ND ST. FLUSHING 58, N. Y. 















LINE 


Modern 
Complete 
Profitable 
Easy to Sell 
Easy to Install 





PEERLESS Close Coupled 
Washdown Combination 
Gleaming white vitreous china for a lifetime of spic- 


and-span service! Free standing. Exclusive Peerless 
4-bolt tank connection, oversize trapway. 


No. 5172—for 12” roughing in 
No. 5162—for 10” roughing in 
No. 5182—for 14” roughing in 


SEND FOR THE PEERLESS CATALOG 


PEERLESS POTTERY, INC. 


Evansville, Indiana 
High Quality Vitreous China Since 1902 














INDLEY 


PLUMBERS’ 
SPECIALTIES 





—a complete line of small indis- 
pensable items—rods, bolts, nuts, 
screws, wires, tubes, flanges, wash- 
ers, guides, pins, etc.—handy to 
use in emergencies—prerequisite 
in finishing many a plumbing job. 








HINDLEY MFG. CO. 53 John St., Valley Falls, R. |. 














Your Water Supply with a 





IRON REMOVAL FILTER 


The Diamond not only removes iron, but all other 
foreign matter. Leaves water colorless, clear and 
palatable. Sold thru Plumbing Supply Wholesalers. 





Write for complete information 


OSHKOSH FILTER AND SOFTENER CO. 


Oshkosh Wisconsin 
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FIRST COUSINS to Apco Cast Iron Soil 
Pipe are “Apco” Waste and Revent Fittings 
of the same breed—Quality. They save space 
and prevent need of cutting joists. Accurate 
tappings; uniform tolerances, and highest 
standards otherwise. There’s a shape for ev- 
ery purpose, an answer to every fitting prob- 
lem, and a fitting for every code and job! 








i | CREE 


APCO is our word for permanence — Once 
SET ... You Can FORGET! APCO is flexi- 
ble! Can withstand considerable strain as well 
as INTERNAL pressure caused by flash floods 
and EXTERNAL pressure of earth move- 
ment stresses. Even tree roots cannot pene- 
trate their lead-caulked joints. Specify APCO 
for uniformity and everlasting satisfaction! 
SEND FOR LATEST CATALOG 


ALABAMA PIPE COMPANY 


General Offices: ANNISTON, ALABAMA 


ITTING 


Again Available Wesco 
Solid Copper Tube Straps 


Made of solid r with 
Tit in sizes %” to 34”. ALL 
ad sizes available without 


WESCO (Tit) Tube Straps SAVE TIME; 
CUT LABOR COSTS. T quick, easy 
“SNAP-ON” feature leaves hands free to 
line-up and nail. Use WESCO Hangers on 
your next installation. You'll be amazed 
at your INCREASED EFFICIENCY. 

@ Ask Your Jobber tor Wesco Hangers 
& Straps tor Copper Tubing. 


WESCO MANUFACTURING CO. 


P. 0. BOX 175 WELLSVILLE, OHIO 




















‘RUST PRoor 










WASHINGTON, D. C. 
bh Hotel & 
aleigh 


: : on Famous Pennsylvania J Ave. 
Joseph Massaglia, Jr., Pres. Midway belween the Capitol 
John F. Schlotterbeck, Mor f the While Yo 


Headquarters for tourists and business people. Raleigh Room renowned 
for fine cuisine . . . Pall Mall Room for Banquets. Special Courtesies to 
Honeymooners. 500 Air-Cooled Rooms from 86 single, $9 double. 


OTHER MASSAGLIA HOTELS 


© Hotel MIRAMAR, SANTA MONICA, Calif. © Hotel SHERWYN, PITTSBURGH, Pa 
© Hotel SENATOR, SACRAMENTO, Calif. © Hotel EL RANCHO, GALLUP, N. M 
© Hotel SINTON, CINCINNATI, Ohio © Hotel BOND, HARTFORD, Conn. 


WORLD-FAMED HOTELS — TELETYPE SERVICE — FAMILY PLAN 














- 
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(Continued from bottom page 270) 

ever, despite the improvements, the appearance 
and arrangement of the chapters is the same, and 
the 53 chapters are grouped as I—Fundamentals, 
II—Human Reactions, III—Heating and Cooling 
Loads, IV—Combustion and Consumption of 
Fuels, V—Systems and Equipment, VI—Special 
Systems, and VII—Instruments and Codes. Also 
retained are the edge indexes in both the Tech- 
nical and Catalog Data Sections, and classified 
subject and product indexes; and the 24 by 32 in. 
ASHAE Psychrometric Chart is still included. 

The 6 by 9 in. book is now available at $12.00 a 
copy in cloth binding from the American Society 
of Heating and Air-Conditioning Engineers, 62 
Worth St., New York City 13. END 


Lincoln's Tomb Air Conditioned 


ONE OF THE MOST FAMOUS and beautiful of our 
national shrines—the tomb of Abraham Lincoln, 
in Springfield, Ill—has been furnished with air 
conditioning, for the benefit of the thousands of 
visitors who enter its doors every year to pay hom- 
age to the memory of the great man. 

This unusual installation entailed a number of 
difficulties not ordinarily found in the installation 
of air conditioning equipment. Most important 
was the strict necessity of maintaining the archi- 
tectural integrity of the structure. Also, the work 
had to be accomplished without interfering with 
regularly conducted tours. 

Three packaged air conditioning units (Ty- 
phoon) were used in the installation. To condition 
the north end of the tomb, two 2 hp units were 
installed behind the marble partitions which sep- 
arate the hallway from the interior portion, at a 
point approximately halfway between the north 
and south ends. Four large supporting columns 
occupy the interior portion, and therefore the units 
had to be placed in the narrow passageways be- 
tween those columns and the partitions. Ducts 
were run from each unit toward the rear of the 
building in a concealed false ceiling, to ceiling 
diffusers located in the Sarcophagus Chamber and 
in the hallway adjacent to the Chamber. 

The third air conditioner, a 3 hp unit, was placed 
in the south portion of the tomb, near the Rotunda. 
Ducts were run around the Rotunda to existing 
supply grilles. 

The marble hallway connecting the air condi- 
tioned areas is cooled by return air. Return air 
openings from the previous system were already 
present in the walls, and existing fresh air intakes, 
in the interior portion, were also employed. Thus 
the installation was accomplished without affect- 
ing the architecture in any manner. 

A sign of the increasing interest in air condition- 
ing, this installation reflects the spread of comfort 
cooling into non-commercial areas where such im- 
provements are somewhat exceptional. END 
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os TUBE BENDER 


Smoothly Bends Any Pipe or Tubing 
¥" to 14%” O.D. 


@ Just a twist of the 
wrist assures perfect, 
even bends — right 
angle, any angle, U and 
offset. Save enough 
on ONE job to pay 
for your HANDY 
TUBE BENDER. 





See your sup- 
ply house — 
or write for 
free folder 
today. 


HOLSCLAW BROS., INC. 


436 N. WILLOW ROAD ¢ EVANSVILLE, INDIANA 

















_ SOAP 
DISPENSERS 


— promote cleanliness 
— cut soap costs 
Their economy and efficiency are 


being utilized to excellent advan- 


tage today in industrial plants, | 
schools, hospitals, hotels, airports, | 
| service stations, public buildings, etc. | 


THE IMPERIAL BRASS MFG. CO. 
1231 W. Harrison St., Chicago, Illinois 


willeaiefl> 


CHECK 
VALVES | 


with the Famous 
RUBBER POPPET 


SILICONE TREATED 
«--CAN’T STICK? 


Ask for Bulletin 702 
STRATAFLO PRODUCTS, INC. 


FORT WAYNE 1, INDIANA 





write for 
Catalog 47\ 






details 



















. for preventing damage 
“after tubs are installed. 
1. PROTECTUB Deluxe 

— The thick corrugated 
box board cover with 
exclusively processed 
water repellent liner. 
2. GUM-A-TUB Economy 
Liner — Pre-cut, pre- 
shaped gummed back 
cover. Applied by wet- 
ting with damp cloth. 
ouair 3. COATATUB — Low 
rit heey aad hele low Cost Liquid Vinyl Plastic 
waterline. applied with whitewash 
not available at your wholesaler, write Dept. DE brush — peels off. Comes 


PROTECTUB INC., 71 Ludiow St., N.Y. 2,.N. Y. — in gallons and drums. 


Wholesalers Price Sheets & Mailing Literature Available 
























Ask about our New 
Porcelain Ename ot 
Repair Touch-up Ki 











| 
| 
| 
\ 





SITUATIONS OPEN 





FIXTURE SALES MANAGER 


For full line plumbing fixture manu- 
facturer. Good opportunity and salary. 
State full particulars. Confidential. Ad- 
dress Key 566-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


PURCHASING AGENT 


For large plumbing and heating firm. 
Must be thoroughly experienced. Sal- 
ary and opportunity good. Confidential. 
Address Key 475-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


SALES AND MANAGEMENT OPPOR- 
tunity with Eastern manufacturer of 
pipe fittings. Assistant to Sales Man- 
ager position can lead to Sales Man- 
agership in a few years. Both sales and 
managerial experience required. Age 
preferred—about 45. Nationwide mar- 
keting organization requires extensive 
travelling. Override in addition to base 
salary after first year. Reply by letter 
transmitting resume. Address Key 563- 
E, “DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois 


WATER HEATER SUPERVISOR 


Man wanted, experienced in the com- 
plete manufacturing of water heaters. 
Good opportunity and salary. Give full 
particulars and experience. Confiden- 
tial. Address Key 564-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


HEATING SALES MANAGER 


Must be experienced in both wet and 
dry. To take charge of heating depart- 
ment and other personnel. Good salary 
and opportunity. Confidential. Address 
Key 476-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 





SITUATIONS WANTED 





SALESMAN—SEVEN YEARS SUCCESS- 

ful selling for large manufacturer— 
Plumbing—Heating products. Capacity 
for greater responsibility. Family, 32 
vears, college degree, travel, relocate, 
minimum income $9600, resume avail- 
able. Address Key 571-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois 


SITUATIONS WANTED 


Area Manager for large plumbing 
manufacturer desires advancement 
through a more challenging position. 
Completely versed in our industry. If 
your organization needs youthful en- 
thusiasm combined with practical field 
sales experience. Address Key 565-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


274 








RATES FOR CLASSIFIED ADVERTISEMENTS 


Light face advertisements, fifteen cents per word, including 
heading and address. For keyed address count seven words. 
Minimum advertisement, $3.00 per insertion. Rates for bold 


face advertisements, $6.00 per inch. Address all advertisements 
to Classified Advertising Department, DOMESTIC ENGINEER- 
ING, 1801 Prairie Ave., Chicago 16, Illinois. All Classified 
Advertisements are payable in advance! 








SITUATIONS WANTED 


REPRESENTATIVES WANTED 





MASTER PLUMBER, AGE 33, COL- 
lege graduate with sales and adver- 
tising experience, desires association 
with reputable firm for New England 
representations. Address Key 570-E, 
‘DOMESTIC ENGINEERING,’ 1801 
Prairie Ave., Chicago 16, Illinois. 





REPRESENTATIVES WANTED 





MANUFACTURER'S 
REPRESENTATIVES WANTED 


Sell to wholesalers brush-on solder 
paste for sweating fittings. Made in 
England by century-old firm. Thoroly 
tested and successfully sold over here. 
Quick, economical, sure. Stocks main- 
tained over here. If you are now ac- 
tively selling a good line of sweat fit- 
tings this is ideal tie-in. Liberal com- 
mission on new and repeat business. 
This is a money maker. State territory 
covered, lines now handled, references. 
Address Key 576-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 
REP RESENTATIV ES WANTED TO 
handle tubular brass line in Alabama, 
Mississippi, Tennessee and Georgia 
Very well known and competitive line. 
Representatives will sell branded mer- 
chandise only. Address Key 573-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


MANUFACTURER OFFERS 


St. Louis resident exclusive represen- 
tation of its competitive tubular brass 
goods line in eastern Missouri and 
southern Illinois. Submit particulars. 
Address Key 577-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cage ' 16, Illinois. 


MANUFACTURER'S REPRESENTA- 

tives known to the best trade desired 
for quality plumbing and mill supply 
and industrial specialties now being 
sold to quality trade. Repeat items, 
excellent commissions, exclusive terri- 
tories open. Write full details in confi- 
dence. Box DE 1299, 221 West 41st 
Street, New York City 


ESTABLISHED MANUFACTURER OF 

steel pipe nipples desires agents for 
the following territories: New England, 
Pittsburgh, western New York State. 
Give full particulars in first letter. Ad- 
dress Key 562-E, “DOMESTIC ENGI- 
NEERING.” "1801 Prairie Ave., Chicago 
16, Illinois. 


WANTED: MANUFACTURER’S REP- 
resentatives by nationally known 
manufacturer of baseboard, fintube, 
convector, radiation, remote room air 
conditioning and water chilling units 
for residential and industrial use. 
Available territories Connecticut, west- 
ern Pennsylvania, Ohio, Kentucky, 
North and South Carolina, Georgia, 
West North Central and Mountain 
states and Northwest. Also eastern ter- 
ritories for industrial products. Address 
Key 568-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 


REPRESENTATIVES WANTED 


A young aggressive concern will start 
manufacturing 114, 114 and 2 inch drain- 
age fittings and specialties in 90 days. 


We will require excellent caliber men 
who will give thorough and aggressive 
coverage in all territories, commission 
basis. 


Please address briefly your territory, 
rate of coverage and expected volume 
to JACK McCLENDON, Box 3006 
Avondale Station, Birmingham, Ala- 
bama. 


MANUFACTURE 4 "g AGENTS WANTE dD 

calling on plumbing supply houses, to 
sell complete tubular and cast specialty 
quality line. Established 56 years. Ad- 
dress Key 569-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


MANUFACTURER'S 
REPRESENTATIVES WANTED 


Well known manufacturer of nationally 
advertised heating accessories has the 
following territories available: Ala- 
bama, Arizona, Arkansas, California, 
Delaware, Kentucky, Louisiana, Mary- 
land, Mississippi, Nevada, New Mexico, 
Tennessee, Texas, Virginia and West 
Virginia. Address Key 561-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 











FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 276 AND 278 
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mn Basket Sink CORE ers 







From the angle of “APPEARANCE” the Ster- o—_—<— From the angle 

ling Line looks good—adds beauty to every in- f Co la ib) \ of “SELECTION” 
stallation, and the good looks never wear off. qt F. y) S 

: = terling makes a 

a ‘ complete line to 

y p SS ~~ enable you to cover 


the entire market 


$-1150 


See these at your Wholesaler’s soon! 
From every angle — they're your best buys! 
(Sold through wholesalers only) 








STERLING 744"PRODUCTS 


INCORPORATED 
MORGANTOWN, WEST VIRGINIA 





From the angle of “PRICE” 

Sterling leads in value! And 
the price tags are marked right — 
tight for sales — right for profit! 
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; ing and dependable. 
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is Teletype NY 1-3601 every pipe-cutting job. 
R ee They’re reputed for ‘cutting over 
A a million miles of pipe. 
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. hey’re renowned for speed, pre- 
! Sensible Rates cision and durability in cutting 
sd TV Available pipe... right to specifications. 
c 94 Conditioning They’ve got 3 of the “go-getting- 
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ADVERTISEMENTS 





REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 


LINES WANTED 








Aggressive sales representatives to sell 
a full line of chromium plated brass 
nipples and fittings, anti-syphon traps, 
plumbers abrasive cloth and other 
plumbing specialties to wholesalers. 
Substantial commissions. All territories 
open. STANDCO Corporation, 66 Free- 
port Street, Boston, Massachusetts. 


MINNESOTA REPRESENTATIVE 

wanted—well known, competitive, 
branded tubular brass goods line. Ad- 
dress Key 575-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois 


We desire to establish a representative 
in the following states for our products 
—gas water heaters—gas incinerators— 
electric water heaters—softeners—Min- 
nesota, Iowa, North and South Dakota, 
Nebraska, Kansas, Texas and Missouri. 


KOIL-LES HEATER COMPANY 
Geneva, Ill. (est. 1924) 


SALESMEN TO SELL PLUMBING 

specialties and brass goods to plumb- 
ing and heating contractors, All terri- 
tories open. Address Key 553-E, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois 


REPRESENTATIVES WANTED 


Incinerators are in demand. Excellent opportu- 
nity for eager manufacturers’ representative to 
take advantage of the incinerator market. Sixty- 
three years of manufacturing experience behind 
you. Many good testimonials. Sizes for resi- 
dential, commercial, and municipal. Exclusive 
territories if ibl c issi - 
dress Key 557-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, Illinois. 





MANUFACTURER'S REPRESENTA- 
tives to sell on commission basis our 
gzood competitive line of plumbers’ 
brass goods, oil burner valves and spe- 
clalties in the following territories: 
Eastern Pennsylvania and Southern 
New Jersey; Maryland, Virginia and 
West Virginia: Upper New York State; 
Florida and Georgia. Address Key 545- 
E, “DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Tllinofs. 


FREE SERVICE 


Manufacturers’ agents register now. 
Manufacturers’ Agency Service main- 
tained for years by DOMESTIC EN- 
GINEERING Magazine is for your 
benefit and if you have not already 
registered, write today for necessary 
registration forms and complete details 
of assistance available to agents. As a 
clearinghouse of information for the 
manufacturers’ agents of plumbing, 
heating and air conditioning eauip- 
ment, DOMESTIC ENGINEERING 
Magazine has proven invaluable to 
many leading representatives in the 
past, and if you have not as yet taken 
advantage, get the details today. There 
is no charge. Attach this advertisement 
and mail it together with your letter- 
head for full information to Manufac- 
turers’ Agency Service, 1801 Prairie 
Avenue, Chicago 16, Illinois. 
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WANTED 
MANUFACTURER'S 
REPRESENTATIVES 


Established manufacturer of a com- 
plete line of IBR approved fin pipe ra- 
diation and enclosures seeks represen- 
tatives with knowledge of heating and 
following among engineers, wholesalers 
and contractors. Key territories avail- 
able, New England, New York State, 
Pennsylvania, other excellent terri- 
tories also available. Address Key 
578-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 
TUBULAR BRASS LINE — WELL 
KNOWN branded and competitive 
line. Seeking representative for upper 
New York State. Address Key 574-E 
DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


UNIQUE SALES PLAN 
for 
DEALERS AND INSTALLERS 


Make greater profits selling a quality 
line of efficient gas and oil warm air 
furnaces. Become an exclusive repre- 
sentative. Generous commission plan 
and discount arrangement. List terri- 
tory covered and lines now carried. 
Address Key 580-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 





LINES WANTED 





FORMER MANUFACTURER’S REPRE- 

sentative now returning to selling 
field. Interested in good lines to the 
wholesale plumbing & heating supply 
jobbers in New York area, Address Key 
567-E, “Dé sp agg ENGINEERING,” 


1801 Prairie Ave. cote ot 16, Illinois 


FRANK MORRIS & CO. 


424 S. Cheyenne St., 
Tulsa, Oklahoma 


Kansas, Oklahoma, western Missouri, 


and Arkansas. 


M. L. QUEEN 
61 Glenstone Road, 


Dexter, Missouri 


Established with plumbing jobbers in the states 
of Missouri and Arkansas, giving prompt cov- 
erage to manufacturers represented. 


WEST VIRGINIA AND 
WESTERN PENNSYLVANIA 


Manufacturers’ representative with 
very good jobber following desires line 
of brass fixtures-deck faucets, center 
sets, tub fillers, a“ lever wastes, valves 
—I.P.S., and gate. 
Address Key “540- E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 











THE SCHUTZE SALES CO. 


1999 North Snelling Ave., 
St. Paul 8, Minn. 


Manufacturers’ Agency Selling 
Important Mid-Northwestern Jobbers 


CAPABLE MANUFACTURERS’ REP- 
resentative, over twenty-five years’ 
experience, can give you distribution 
through wholesale plumbing and heat- 
ing supply jobbers within 100-mile ra- 
dius of New York metropolitan area, 
New Jersey and Connecticut. Desires 
additional line. Plumbing, heating, gas 
or water supplies. Address Key 55 ; 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


PAUL ATCHISON > 
SALES COMPANY 


777 Stanford Avenue, Los Angeles 21 
607 Market Street, San Francisco 5, 
California 


Lines for plumbing, hardware and industrial 
jobbers, only. Perfect coverage in California 
and Arizona for past twenty years. 


CONTACT 
LONDON WHOLESALE 
PLUMBING SUPPLIES 


1052 Brydges St., London 


Serving Fast Growing Western Ontario 
A Good Outlet for Your Products 


L. C. FOOTE 


221 Hurlburt Rd., 
Syracuse 3, N. Y. 


Wholesale Trade Only 
New York State 


MANUFACTURER’ REPRESENTA- 
tive desires line of chrome plated and 
rough brass goods, covering eastern 
half of state of New York, excluding 
Metropolitan area. Address Key 559-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


AGENCY WANTED, CANADA 
PLUMBING & HEATING 
SPECIALISTS 
Canadian firm (Toronto) with well es- 
tablished sales organization is inter- 
ested in taking on one or two additional 
lines for exclusive distribution through- 
out Canada. Products to be within 
plumbing and heating trade. Warehouse 
space Toronto and Montreal. Address 


Key 572-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 274 AND 278 
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The right amount of 
diversion for Radiators, 
Convectors or Baseboards. 


BRONZE NON-ADJUSTABLE SUPPLY TEES 
Solder fittings for one-pipe systems using 
copper pipe. They are accuratcly made in 
a complete range of needed sizes. 





CAST-IRON ADJUSTABLE SUPPLY TEES 


for iron pipe installations. Easy to adjust, 
permit accurate control of flow to radia- 
tors. Simplify balancing on one-pipe 
systems. Complete range of sizes. 





BRONZE ADJUSTABLE SUPPLY TEES for 
copper pipe installations have solder con- 
nections and the same adjustable feature 
as the cast iron tees. Permit accurate di- 
version to each radiator or convector. 
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FORCED HOT WATER HEAT! 


STRONG | 
BEADS 




















THRUSH 


Che SUPPLY TEES 


Thrush Supply Tees are low in cost but high in 
quality and workmanship. Precision machining as- 
sures straight, uniform piping. The cast iron tee 
shown above is scientifically designed to divert the 
right amount of water to the radiator in a one-pipe 
system. The diverter is an integral part of the casting. 


Adjustable Supply Tees shown below.at left per- 
mit perfect balancing of all radiators in a one-pipe 
system. The handy lever can be set easily to control 
the output of each radiator. The flow of water 
through the main is increased, not throttled. 


Thrush Tees save time and labor... and assure 


a better job for your customer. See your wholesaler 
today or write Department A-5 for more information. 


ua. THRUSH « company 


PERU, INDIANA 























LINES WANTED 





YOU CAN GET 
TOP NOTCH SALES RESULTS 


in the Metropolitan New York market 
with hard hitting Manufacturers’ Rep- 
resentative. Well established group 
are in a position to take on one more 
line of quality. We know our market 
and will give you thorough coverage. 
Address Key 544-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cage 16, Illinois. 


MANUFACTURER’S REPRESENTA- 

tive established in the state of Flori- 
da, calling on all plumbing and heating 
jobbers, desires a few more lines to 
promote. Located at St. Petersburg, 
Florida. Address Key 460-E, {DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave 
Chicago 16, Illinois. 


ENTIRE STATE OF OHIO 
M. M. MATHES & SON 


3494 Lee Road 


Shaker Heights 20, Ohio 
Serving the plumbing wholesaler 


‘NORMAN WILSON COMPANY 
2562 Holmes Street 
Kansas City, Mo. 


Certified coverage for a few competi- 
tively-priced plumbing and _ industrial 
lines in Missouri and Kansas. Satis- 
faction guaranteed. 


ADDITIONAL LINE 


desired by aggressive manufacturers’ 
agent with warehouse, serving whole- 
salers and jobbers in the northern half 
of Illinois and the Gary-Hammond area. 
Address Key 560-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, IMimoie. 


WISCONSIN 
NORTHERN ILLINOIS 
(excluding metropolitan 
Chicago) 

Have three, can use two more lines. 
Plumbing, heating, hardware wholesal- 
er calls. Can give you plus volume. 
Address Key 579-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., 

Chicago 16, Illinois. 








LINES TO HANDLE 





DEALER-DISTRIBUTOR FRAN- 

chises. New system of 3 products (a) 
reduces stack temperatures; (b) im- 
proves burner efficiency and (c) creates 
effective chamber radiation. Purchased 
and sold separately or complete pack- 
age. Patented and approved. Test these 
products with a full money back guar- 
antee. Protected territories available. 
ECON-O-MIZER COMPANY, 1 Wash- 
ington Ave., Providence, Rhode Island. 
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RATES FOR CLASSIFIED ADVERTISEMENTS 


Light face advertisements, fifteen cents per word, including 
heading and address. For keyed address count seven words. 
Minimum advertisement, $3.00 per insertion. Rates for bold 
face advertisements, $6.00 per inch. Address all advertisements 
to Classified Advertising Department, DOMESTIC ENGINEER- 
ING, 1801 Prairie Ave., Chicago 16, Illinois. All Classified 


Advertisements are payable in advance! 








FOR SALE 


BUSINESS OPPORTUNITIES 





WELL KNOWN MAKE BOILER 100 

hp. Al condition. Complete with 
stoker $2300.00. Write BOX 407, Fargo, 
North Dakota. 





ONE BRAND NEW POPULAR MAKE 

gasoline paving breaker hammer, 
regular price $500.00, our price, $350.00. 
One 105 cfm air compressor on well 
known truck with enclosed body, tool 
box, ete. Excellent condition $1250.00. 
Several name brand air operated pav- 
ing breaker hammers at a big discount 
GENERAL, 511 East Colfax Avenue, 
South Bend 17, Indiana. 


BOOKS 








“LABOR AND MATERIAL.” ESTI- 

mates for plumbing and heating. 
Adaptable for making estimates for 
any type of residence or multiple-story 
building. Stop losing jobs and money 
because of bids that are either too high 
or too low. This book gives you all the 
facts you need to make the right bid 
Helps you avoid the pitfalls of hidden 
labor and material costs that frequent- 
ly mean the difference between profit 
and loss. Diagrammatic drawings clari- 
fy the installations discussed. Charts 
show labor, time and materials re- 
quired, Use it to determine overall costs 
and to verify detailed estimates. 125 
pages size 54” x 84”. Price postpaid 
$2.50. Book Department, DOMESTIC 
ENGINEERING, 1801 ‘Prairie Avenue, 
Chicago 16, Illinois. 


PRACTICAL PLUMBING” GIVES YOU 

the short cuts to all of your plumbing 
installations. Makes your job easier 
Helps you do a better job in less time. 
Many drawings, illustrations, charts, 
graphs simplify the use of this book. 
66 tables have pipe sizes and weights, 
tank capacities, etc. All material pre- 
sented in an easy-to-understand man- 
ner. 6 big sections and 27 chapters 
cover every phase of plumbing, includ- 
ing the drainage system, hot and cold 
water supply, miscellaneous services, 
special installations, electricity in 
plumbing work, and plumbing fixtures 
and materials, 409 pages, size 54” x 
8%”. Beautifully bound. Price post- 
paid $3.50. Book Department, DOMES- 
TIC ENGINEERING, 1801 Prairie Ave- 
nue, Chicago 16, Illinois. 








FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 274 AND 276 














SALESMEN’S 
BIG OPPORTUNITY! 


Do you want a business of your own in 
the lucrative sales agency field? Send 
for free-examination copy of “How to 
Become a Successful Manufacturer’s 
Representative.” Shows how you can 
start your own business right now— 
with no other investment but your own 
sales experience! Tells how to set up 
physical structure of a sales agency 
business—how to get lines—10 agencies 
that will help you get started—advice 
on sales techniques, compensation, con- 
tracts, everything else you need to 
know. Write today for 10-day free- 
examination copy of “How to Become 
a Successful Manufacturer's Repre- 
sentative.” If satisfied, remit $4.95 plus 
postage ;or return book, owe nothing. 
PRENTICE-HALL, INC., Dept. M-247, 
Englewood Cliffs, New Jersey. 





Use These Pages 
To Get 
What You Want 


Are you looking for a competent em- 
ployee? 

Do you contemplate changing posi- 
tions ? 

Do you have a patent for sale? 

Do you wish to buy or sell a plumbing 
and heating business? 

Are you a manufacturers’ representa- 
tive seeking additional lines? 

Are you a manufacturer seeking ad- 
ditional representation ? 

Your advertisements, under the proper 
classification in these pages, will put 
you in touch with the people you desire 
to reach. 

The cost for light-faced advertisements 
is only 15 cents a word and the mini- 
mum advertisement is only $3.00 per 
insertion. 

Bold-faced advertisements are $6.00 
per inch. Address your advertisements 
to Classified Advertising Department, 
DOMESTIC ENGINEERING, 1801 
Prairie Avenue, Chicago 16, Illinois. 
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| HOME HEATING 
ano COOLING 






a 


Many a good man is in the middle. He wants to give 
his family the comforts and as many of the luxuries of 
life as he can. But not if he has to live, breathe and eat 
business 24 hours a day to do it. 

So of course the heads-up thing to do is find a way 
to work no harder and still increase your profit pic- 
ture. All right then. Hang that G-E monogram over 
the door of your shop. 

Fact is, the cards are stacked in your favor when 
you “sign up” with G.E. Folks have complete confi- 
dence in the products made by G.E., and confi- 
dence in the man who represents G.E. That’s why 


HOME HEATING & COOLING DEPT. 
Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 


* Reg. Trade Mark of General Electric Co. 
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MY EXTRA PROFITS 
FROM G-E COOLING 


ALONE ARE PUTTING 


MY BOY THROUGH 
COLLEGE 





Good things happen when you 
“sign up’ with G.E. 


they're most likely to give him their business... fast! 

Do a little deck-stacking for yourself. Get with G.E. 
and watch the good things in life come your way with 
less effort. Here's a line that includes a unit for every 
home heating and cooling need—a line that is backed 
up by the famous G-E Warranty (which includes 5 
years protection on the sealed-in system of the cool- 
ing unit). 

There are some territories still open, so deal 
yourself in by sending the coupon below. We'll rush 
facts about the great G-E line and the “Franchise with 
a Future” everybody's talking about. No obligation. 


GENERAL ELECTRIC CO. 
HOME HEATING & COOLING DEPT. DE-55 
BLOOMFIELD, N. J. 


Yes, | want the facts on why “signing up” with G.E. will step up my 
sales and progress. 


NAME 
TYPE OF BUSINESS 
ADDRESS 


CITY 


COUNTY 


Ck 0 216. 8) 6 S686 O10 6°86 OS 6/28 6.9. 8. OO O08 8 O10 COO 2.8 RS 











OF DUNKIRK, N. Y. 


Competitively Priced! 


MARSH No. 1137 ANGLE_RADIATOR 


VALVE (WATER) 
Known far and wide for their long lasting 


service to the nation, MARSH Valves have 
given unfailing performance on all jobs, 
large or small. In MARSH No. 1137 Angle 
Radiator Valves (Water) you will find its 
non-rising stem feature a contributing 
factor to one of the most dependable valves 
ever produced. 








MARSH 
ANGLE 
No. 1141 


ate 



















MARSH No. 1141 reinrorceD PACKLESS ANGLE VALVE 
This type valve together with the No. 1241 Globe pattern is designe: 
for a wide range of steam heating service. This line features quick 
opening, non-rising stem, composition cone discs and spring rein- 
forced packless construction. 


<= THE New MARSH No. 151 


ANGLE RADIATOR VALVE 
y 


STEAM 
| (ass 


No. 151—Rising stem with Acme thread. 
Upper seal for repacking under pressure 
when fully open. Composition, non-heat 
handle. Renewable composition disc, bev- 
eled for free drainage around seat. Swivel 
Cut-Awey Mo, 151 (Steam) disc-holder. Used on low pressure steam 
| ANGLE RADIATOR VALVE system. 






Investigate the Complete MARSH 


Designed to meet all requirements 
MARSH VALVES are available for both 
water and steam. Serving in countless 
hotels, commercial buildings, hospitals, 
apartment houses, schools, factories, 
homes, government institutions and can- 
tonments all over the country. 














FULL LINE OF ELLS, UNION ELLS 
AND STRAIGHTWAYS FOR COPPER AND IRON PIPE 


FOR NAME OF YOUR LOCAL MARSH DISTRIBUTOR— WRITE 


MARSH VALVE COMPANY 


Dunkirk, New York, U.S.A. 


the One Source for Dependable 
Water and Steam Valves! 













IRON PIPE 
CONNECTION 


Available in Angie 


tween collar on stem 
and seat in bonnet. 


IRON PIPE 
CONNECTION 
Rising Stem Type 
No. 151. Heavy con- 
struction, time tested 
efficiency for steam 
radiators 


VALVE Line 





UNION ELL 
FIG. 1138 


wa 
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UNION STRAIGHTWAY 
FIG. 1238 


UN 
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Affiliated Gas Equipment, Inc., Bryant Heater Div.. .182 


Rigas 5 sian is cx vis Cas Ca esdsacdesiccds 272 
* Aldrich Co., Subsidiary of Breeze oe Inc. .230 
AllianceWare, AO Se ere eee 190 
WAmerieen Air Paver Co., Ine... .. 2.5. icc cc ceeeses 77 
*American Brass Co., The, Subsidiary of Anaconda 
Copper Mining ae 75 
*American Kitchens Div., Avco Mfg. Corp........... 180 
a Ee ee 247 


American Radiator & Standard Sanitary Corp... ..61-64 
*xAmerican Radiator & Standard Sanitary Corp., C. F. 


PUR COV NUIYs coos cide coeccevssodecs ce 19 
*American Radiator & Standard Sanitary Corp., 
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National Association of Plumbing Contractor|Conventioneers 





INCLUDE THIS 
IN YOUR PLANS BOOTH 116 






One visit to this exhibition booth 
will convince anyone of the tremendous 
sales possibilities of pRI-TANK. 
It is completely revolutionary in its design. 
A tank cast in one piece of 100 percent 
Vitreous China with a dead air space between its 
double walls in order to eliminate condensation. 

Manufactured in white and five beautiful 
shades of pastel colors that match our other 
bathroom fixtures. 

Color photos of all of our products are displayed 
in our booth. If you want to see something — 
New — Modern — and Terrific in Sales 
Potentialities be sure to visit this booth. 


CHICAGO POTTERY COMPANY 1920 Clybourn Ave., Chicago 14, Ill. Established 1911 
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IMMEDIATE DELIVERY 


duel Quality 


RELIEF & PRESSURE 
REDUCING VALVES 


No. N-105 TL 
as near as Designed to protect hot 


water heaters and 
your nearest telephone Pressure Relief Valves pr ge tong ip 


cape following which it 
and order pad et Ye pr een agg Rec 
adéve No, 25 Replaces yee 
v ” or 34” in- 
HOURLY INPUT OF 850,000 B.T.U. = 0A ps. ‘Sutlet, 
Thermostatic Element always out of water A. 
except when discharging. Easily taken apart 
; for inspection and easily cleaned without dis- 
. turbing temperature or pressure relief. Avail- 
rr able in Male 2”, 34” G 1”, Female outlet 
r, ection : ‘ 


Vv.” in all cases. Listed A.C.A. 


FLOOR AND CEILING PLATES 


" 3g in all sizes from 
%” CP aad This is the 
original PERFECTION No. 10 
Sheet Steel Plate. Sizes 14” 
to 6”. Copper Tube Size %4” 
to 3”. No. 11—Same with Set 
screw. Copper tube sizes 14” 
to 3”. 


iiiiiiiee 


Pressure Reducing Valves for 
‘adwell —q Hot Water Heating Systems Co duel! Caducll 


No. 50 Cadwell No, 50 will deliver from 3 to 100 
pounds reduced pressure, Especially adapt- No. 75 No. 105 
Calhult 


ed for hot water systems with very low Adjustable Poppet Poppet Type Pressure 
initial pressure as in radiant and convector Type Pressure Relief Relief Valve, %” 


heating. 1%” or 34” inlet and outlet. Valve, >” LPS. 1.P.S. Listed A.G.A. No. 35 


Pressure Relief Valve, 


Types Nos. 75, 105 and 35 can be furnished with pjaphragm operated 
fusible plug for temperature relief. Vo" or 34” LPS. 
(Not self closing on temperature relief). Listed A.C.A. 


P'\ The BEATON 
1. a Gone eh aaa 
neon i xemmere) 


any temperature corresponding to the pressure setting 
in the valve. Designed for hot water heating systems 


10,000 es 
GT U. at 30 tos, 34” inlet and outlet OME ESTABLISHED 1894 NEW BRITAIN, CONN. 
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